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SPECIAL FEATURE—THE STORY OF THE STATIONERS AND MANUFACTURERS CONVENTION 
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Your Price Will Buy a 
BURROUGHS 


Some business men have a mistaken idea that a// Burroughs 
Bookkeeping Machines are costly. Far from it. We make 
Burroughs machines at from $/50 te $950 

Burroughs machines range from a plain 6-column machine, 
adapted to the business that employs but one clerk, to our big 
17-column Electric Duplex machine, the largest, most com- 


plete, adding machine ever built. 


The man who buys the $150 And the same guarantee of 
2 oar sor} , , : ’ 1 
Bu rougns doc > ) be i Se 6 d co i scl e DaACK 
machine will meet all the require- of t i—a int t is 
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Burroughs is exactly the same. remember this, przce needn’t keep 
The same engineering skill de- you from’ owning the best | 


signs them both. and the greatest labor-savine de- 
The same skilled labor puts vice in office work—the Burroughs 
them together. Adding Machine. 
Ask for our systems books, which illustrate this work—sent Free 
BURROUGHS ADDING MACHINE COMPANY 
39 Burroughs Block, Detroit, Michigan 
These prices apply in the United States only 



































Other machines at prices be- 
tween these and up to $950 
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Your Trademark of Quality Is 
Our Guarantee of Profit To You 


in the Ramer Re-Manufactured Typewriter. Every machine we make 
insures its own usefulness to your customers and those of thousands 
of other dealers because its manufacture is standardized to the last 
degree of efficiency. Behind that efficiency is not only our own 
personal experience of years but the organized service which 
that experience and our ever-widening connections afford. 
That service means that your orders will be filled 
promptly as well as painstakingly. Our complete 
and varied stock has been founded upon the 
actual demands of our customers; it suits us 
because it satisfies them, and it satisfies 
them because it meets the daily needs 
of the typewriter trade itself. 



































“Once a Ramer dealer, Always a 
Ramer Dealer’’ has become our trade 
slogan, created by the record of satisfac- 
tion we have established for a wide variety 
of typewriter demands. If the Ramer Line is 
new to you, get in touch with us at once, and judge for your- 
self by better acquaint ance with our literature and cur methods. 
Every detail of a Ramer shipment is taken care of as accurately as 
the railroad itself plans for the purchase of a new locomotive. 






















If you have acustomer that is not quite satisfied with what you have in stock 
and can give a fairly definite idea of his demands, write ts today. Ten toone 










We Have on Our Shelves the Machine You Require 
at a Price Whose Lowness Will Surprise You 


The reason is simply that we make a specialty of suiting the kind of customer who demands something different, 


in style or make, from the regularly carried stock. Write today for list of prices and terms. 


Wholesale Typewriter Company 


314-316 BROADWAY LONDON OFFICE: 136-137 Long Acre, W. C. NEW YORK CITY 
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THE HOUSE OF ENVELOPE SPECIALTIES 















LA 
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Pioneers and originators of everything worth while in Tension Envelopes, 
Clasp Envelopes, Mailing Boxes, Document, Expanding and Filing Envelopes 


Send for descriptive catalogue, samples and discounts. 


THE TENSION ENVELOPE COMPANY 


FACTORY: SALESROOM: 
BUSH TERMINAL No. 296 BROADWAY, NEW YORK 


SELLING AGENTS IN ALL PRINCAPAL CITIES 


DORNETTE DESKS 


Extremely popular 
with office 
furniture dealers 





























Made as fine as the 
best kiln-dried 
hardwoods and 
skilled workman- 
ship can make 
them. 


Write for Catalog 


The). Dornette& Bro. C0. 


Our Latest Sanitary. Cincinnati, Ohio 


























September, 1912 





OFFICE APPLIANCES 











Secor 


Permanent Alignment 








302-304 Broadway, 





Uniform Inking 





—the only guarantee of perfect typewriting 


The Secor is the first to solve this problem that has puzzled 
manufacturers ever since the advent of the typewriter. It 
possesses more distinctly new ideas and improvements than 
have ever before been offered in one writing and billing ma- 
chine. It will do anything that any standard typewriter will 
do, and will do it better -and easier. And with its inbuilt 
decimal tabulator and other time and labor saving devices 
it will do things that no other typewriter will do without 
extra attachments that cost extra money. It is THE FIN- 
ISHED WRITING MACHINE. 


If you want to control the typewriter busi- 
ness in your territory write for 'our Exclu- 
sive Local Representative Sales Plan stat- 
ing qualifications and territory desired. 


Secor Typewriter Company 





New York 
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HIGH GRADE CHAIRS 
THAT SATISFY 


Office chairs that have the 
construction and finish 


Chairs that are built for service 


We are building chairs 
of a class and at a price 
that no dealer can afford 


to overlook. 


Our office chairs are 
making profits for the 
dealer and giving per- 
fect satisfaction to our 


customers. 


J\urphy (bair @: 


Detroit, Michigan 
Chicago Salesroom, 1326 Michigan Avenue 


“MURPHY CHAIRS ARE BETTER&MADE, 
THEY ALWAYS DRAW A BETTER TRADE.”’ 


Quartered Oak. 








215 
Solid Mahogany. Dull Finish 
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090% INCREASE 


in the number of direct branch offices of the 
Remington Typewriter Company in the United 
States since March 1, 1912. 


The Remington organization has always been 
the recognized leader in the typewriter field. 





The Greater Remington Organization 


however has established a new standard of leadership. In this organiza- 
tion every Remington office and every Remington salesman form an 
essential part of a great machine which covers the typewriter field and 
all the needs of the typewriter user with a completeness, a comprehensive- 
ness and a thoroughness unknown in the past and unparalleled in the 


present. 


Remington Typewriter Company 


(Incorporated) 
New York and Everywhere 








6 





OFFICE APPLIANCES 





September, 1912 
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Office chairs that have the 
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that no dealer can afford 
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R a * E R Some Platen Facts 


which all dealers should know 
oat AND 


BETTER | AMEIL XXX 


is used only to identify the goods. This color 
has nothing whatever to do with the special quali- 
ties which render this particular platen less sus- 
ceptible to atmospheric conditions than any 
. , ; other platen. These special qualities are secured 
q We are planning great things for through certain special processes of manufacture 
you, Mr. Dealer, this coming year. It will not petrify from exposure to light or air, 
nor is it affected by steam heat or dry climate 











The color which we have made the 


@ Our stocks are very complete. 


It is guaranteed 


g Our quality remains the same. 
There is none better. not to harden 





This platen has been complimented by imita- 


¢ Our prices are right, this we posi- tion of the wrapper and the color, and the old 

tively know. familiar, ‘‘Just as good as —.’ 

G Our treatment is equitable and All Genuine Amfil XXX Blue Non-Hardening 
just always. Platens are branded on one end 


For dealers who have occasion to use a cheaper 
platen we have the 


@ Now is the time to stock up for the AMFIL SPECIAL 


Fall trade. Pearl Gray 


@ We are very much alive to your 
interests. 








a : , that will stand a higher efficiency than any simi- ‘ 
@ With afew good machines on your i Laie adhd 

: .: lar price platen. 
shelves you can move them quickly. 
References — Our Customers 





@ Customers are eager to buy if you 

have somethi f merit to ° ° ° 

offer. ~alitiaditd Amfil Variable Line Spacer 
For the Underwood Typewriter 

q Here is the place to buy and now 

is the time. 





simplifies operation of platen 
It enables operator to secure 
perfect alignment with 
printed matter without re- 
leasing paper feed roll 
Greatly facilitates ‘‘filling in’”’ 
on form letters and writing 
on Eee ee The dev ice 
; simple and can be attached 
in a minute. 


Rebuilt Typewriter Co. The Ames & Filstead Co. 


Producers of Better Platens for Typewriters 


417 So. Dearborn St. sidan seal 
| 508 S. Dearborn Street 161 Devonshire Street 
CHCIAGO | NEW YORK DENVER SAN FRANCISCO 

| 314 Broadway 1649 Champa Street 58 2nd Street 


St. Louis Distributing Office Union Typewriter Exchange, 821 Chestnut Street 
special Representatives for Great Britain Thrale & Beaumont, Kingsway House, W. C. Londou 


@ ‘“Let’s get acquainted.”” Try the 
machine of ‘‘peerless merit.” **Rety- . 
cos’ the name. ‘You'll be sorry 
when you know that vou didn’t know 
sooner.” 
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It is a UNIVERSAL machine which WILL handle any Postage Stamp | 


USED THROUGHOUT the WORLD WITHOUT ANY AD- 
JUSTMENT WHATEVER, and it is so SIMPLE that a CHILD 
CAN OPERATE it. 


Ten Good Reasons Why 
the World-Wide Stamp Affixer 
Is Ten Years Ahead of All Others 


Ist. It is UNBREAKABLE, made entirely of PRESSED STEEL. 
2d. You CAN SEE where you are AFFIXING the STAMP. 
3d. WILL handle ANY KIND of PERFORATIONS. 
4th. WILL handle stamps ROLLED LENGTHWISE. 

5th. WILL handle stamps ROLLED SIDEWISE. 

6th. WILL handle THE LAST stamp in the ROLL. 

7th. WILL NOT register UNLESS stamp is USED. 

8th. Registers UP TO 100,000. 

Sth. Its weight is ONLY ONE POUND. 

10th. It iis ABSOLUTELY PILFERAGE PROOF. 














GUARANTEE 


This World-Wide Stamp Affixer No.—_— is Guaranteed for One Year 
from date of Purchase, against All Mechanical Defects and Poor Workmanship. 

It is Understood, however, that the Wearing out of the Wicks or Felts are Not 
Included under the Above Heading. 


THE EXTENSIVE MANUFACTURING COMPANY 
J. H. BURT, President B. F ARNOLD, Secretary and lreasurer 


Dated New York, N. Y , 191 








AGENTS: Sole Selling Rights to Valuable Territories Throughout the United States and Canada 
to Salesmen Who W:ll Furnish Adequate Commercial Reference as to Integrity and Ability. 








We invite you to correspond with us in regard to this ALMOST 
HUMAN MACHINE, as we KNOW it WILL save you both 
TIME and MONEY. 








The Extensive Manufacturing Company 
90 West Street, New York, N. Y., U.S. A. 
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FULL SIZE 


Patents 
Pending 
U.S. and 
Foreign 
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The Typewriter That | | Does The Work Of Thirty 


The type of the Hammond Typewriter is inter- — changeable, a change from one style or language to 
another is made in ten seconds. The Hammond has all the up-to-date features that make a m 
writing machine, such as Two Color Ribbons, Back Spacer, Marginal and Line Locks, etc., and also perfect and permanent 
alignment. When buying the Hammond you buy many machines in one. 

DON'T “wonder if it’s so” BUT “let us prove it” 
Send fora catalog and particulars today 


THE HAMMOND TYPEWRITER CO., Factory and General Offices: 69th to 70th Street and East River, NEW YORK 


Branches or Dealers in ‘all the principal cities of the world. 
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It Costs You More 


than the profit in a small safe if you lose a customer on 
account of dissatisfaction which many of the cheap safes 
are responsible for. 


lt Costs You Less 
to handle the VICTOR fire-proof safes because the margin 


of profit is greater, dependence can be placed in every 
safe and they win trade and prestige for the dealer. 


It Costs You Nothing 


to investigate our proposition. 
JUST WRITE AND ASK FOR “CATALOGUE 8” 


The Victor Safe & Lock Co. 


CINCINNATI, OHIO 
Highest Award Grand Prize and Gold Medal, World’s Fair, St. Louis, 1904 
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OUR GUARANTEED 


RELIABLE 


Tape Moistening Machine 


is the cheapest and most efficient package sealer on the market, and is 


SOLD OUTRIGHT—NO LEASE—NO RENTAL—NO RESTRICTIONS 



















Free Sample of our lat- 
est Model Machine sent 
any reputable jobber on 
proper request. 













Finished in Maroon 
enamel with highly nick- 
eled top. Water reservoir 
made of non-corrosive 
metal and fitted with our 
special “RELIABLE” 


moistening pad. 






Our Guarantee covers 
machine itself and all 
supplies we furnish for 
al 














Pat. April 21, 08. 




















Absolutely the Best Machine on the Market 


Both in Appearance and Service 
WRITE FOR CATALOG 


RELIABLE GUMMED TAPE CO. Inc. 


Largest Manufacturers of Sealing Machines and Printed Gummed Tape in the 


88-90 CYPRESS AVENUE, NEW YORK 
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PARTS, 
PLATENS, 
TOOLS 
AND 
SUPPLIES 
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"| THE BOOKKEEPING MACHINE 


aS 

: 
A 
x @ Will do your bookkeeping. 
f, 
x 
xe 


fi 














@ Will give you the results you want. 


@ Makes all entries in plain machine type. 





EL J 


Se Se She She She he He She We WSS TSS WE WE We WS Wie We Be TE 
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@ Does all the adding as it 


roes along Be 
goes along. 

@ Checks the work of the hu- 
man element and proves the 
accuracy of every entry. 


@ Posts the standard loose leaf 
ledger without removing the 
pages from the binder, or makes 
entries on card records with 


equal facility. iete iis aati 
—that’s 

@ Makes monthly statement or efficiency 

bill while posting to either loose 


i if’ P for itself 
leaf or card ledger, if desired. ays for its 


—that’s 
economy 

@ Provides a separate proof 

sheet of all entries for auditing or other purposes, if wanted. 


@ Does the work twice as fast as it can be done in the old-fashioned way— 
by hand. 


@ Eliminates all the worry and bother. 


@ No hunting for mistakes at the end of the month. Proven (trial) balance 


a 


always waiting to be taken off whenever wanted. 


@ Send your name and address for full particulars of Bookkeeping by Ma- 
chinery and copy of that new and interesting illustrated magazine, “‘Book- 
keeping Today.” 








ELLIOTT-FISHER COMPANY 


92 CEDAR ST. - HARRISBURG, PA. 
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Quadruplex Adding Machine Efficiency 


If You Do Your Billing on the New MOON-HOPKINS Model 


“The Machine That Thinks” 

















Let it think out your accounting problems 


Four Adding Machines in one motor-driven, automatic-carriage returning mechanism, affording you instan- 
taneous subtraction and multiplication. Equipped with a superb typewriter of our own make. Every tried and tested 
feature and device of modern calculating science, combined with exclusive labor saving conveniences unknown to any 
other machine. It will do more work, better and quicker work, because we have in one machine what takes several 
different makes of machines to do. Our customers give it this endorsement, and— 


e - e 
This is why— 
Moon-Hopkins will add in four separate columns and accumulate grand total of all. 
While adding four columns it will multiply and subtract. 
It typewrites a bill and at the same time figures the extensions and discounts, the complete operation being 


faster than any typewriter. _ es 
It saves time writing and completely eliminates the necessity for a check against the original extensions on the 


orders. 
A unique feature of the Moon-Hopkins Billing Machine is its transfer of totals from one accumulating 


er to another. This feature alone has saved thousands of dollars for American business offices. It 
will save as much for you tomorrow, if you give it the chance. CATALOG ON REQUEST. 


MOON-HOPKINS BILLING MACHINE CO. 


MAIN OFFICE AND FACTORY: CHICAGO OFFICE: 
2235 O’Fallon Street 660 Old Colony Building 


ST. LOUIS, MO. 


NEW YORK OFFICE: 
350 Broadway 
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~ A Suggestion to 
_ Typewriter Dealers 


sn There is no better line of rebuilt typewriters to be 
™ obtained than 





American F actory Rebuilts 


i Be The American Writing Machine Company —the 
largest house in the business—at all times gives the 
maximum value for the money expended. In the 
rebuilding process not an item is overlooked. A machine 
cannot go through our factory and come out in imperfect condition. ; 
When the machine is assembled it does not cover up amateur work 
», onthe interior. Each individual part is given the best of expert 
7e_ = attention. 


* jn iad 0 —————— ———— 

: American Factory Rebuilts enjoy a popularity which is well- 

i = s deserved. Wideawake business men ask for them because they 
eae are sure of receiving full value for the amount of their investment. 








Let us suggest that before you place your next order for type- 
writers you investigate the American Factory Rebuilts, and you 
tie will find the time profitably spent. We can can show you a stock 
Bx, of machines and a variety that will be surprising. 








If you cannot pay us a personal visit, write 
us at once and get acquainted wiih the best 
typewriter proposition offered. 























PLATEN DEPARTMENTS SALES ROOMS 
369 Mulberry Street, 345 Broadway, 
Newark, New Jersey New York 
501 Plymouth Court, 437 South Dearborn St. 





Chicago, Illinois Chicago, Illinois 






P Writing Machine 
CGupany. 


345-347 Broadway NEW YORK, N-Y. 
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Rebuilt Typewriters 
Repaired Typewriters 


TYPEWRITERS 


FOR THE FALL RUSH TRADE 








GET READY 
FOR THE BUSY SEASON 








We are not only accepting orders 
for immediate delivery, but also 








Highest Grade Platen Recovering 
at Practically Cost 














foo 


General Typewriter Exchange 


W HOLESALE 
Incorporated 
JOBBING 
70 WASHINGTON STREET EXPORTING 
Borough of Brooklyn NEW YORK CITY, U.S.A. ONLY 











anaes 
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The PEERLESS 


Safeguarded 
Against 
Theft of Stamps 








It has taken six 
years to produce this 
machine, but it’s 
worth the time spent 
on it. 








Guaranteed 


Against all imper- 
fections in work- 
manship and mate- 
rial for one year. 





Weight 
18 Ounces 








The name and machine are synonymous 


Capacity 
100 Per Minute 








Made and inspected 
in our own factory 
under the supervi- 
sion of mechanical 
experts, who know 
the stamp affixer 
business. : 








MADE OF 


Swedish cold rolled 
steel, phosphor 
bronze, brass and 
aluminum, 


All frictional parts 
on hardened roller 
bearings. 

Finished in heavy 
bright nickel on 
copper. 














(ACTUAL SIZE) 


This machine will, without fail, FEED and CUT EVERY STAMP EXACTLY 
WHERE IT SHOULD BE. Affixes every stamp securely, unfailing moisture 
supply which never clogs. 


PRICE, FIFTEEN DOLLARS 


Correspondence solicited with responsible dealers. Exclusive territorial contracts will be given. 


READY FOR DELIVERY IN ANY QUANTITY 





SOLE MANUFACTURERS 


PURITAN MAILING MACHINE CO., 301 Congress St., Boston, Mass., U.S.A. 
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A SELF OPERAII 


Performing all the functions of a manually operatedm 
if struck by the finger. Has the combined w 


The Machine You Have B 








Operates by Electricity 


The result producing power 
of the real typewritten letter 
is already firmly established 
and the National Operator 
writes actual typewritten 
letters, every one an orig= 
inal, each addressed to a 
different firm or individual 
just as if written separately 
by your stenographer, but 
at arate that only Six girls 
and six typewriters can 
equal. It makes changes in 
body of letter such as names, 
prices, discounts, etc. Blank 
letter heads aré automatic- 
ally fed into the typewriter, 
properly registered and when 
letter is completed it is de= 
: posited in a receptacle ready 
Maximum Daily for signature and mailing. 


Operating Expense 
Will Average 
Fifteen Cents 








THE NATIONAL AUTOMATIC TYPEWRI 
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ING TYPEWRITER 








ed machine, each type bar being actuated separately as 
ed writing speed of six good stenographers. 






we Been Waiting For 
Writes in 


Two Colors 


~<—<-----" 


We have an extraordi- , 

nary proposition for the Kaaet.|8 | Lk geen ee: 
highest type office appli- : . — 
ance salesmen, specialty 
men and dealers to han= mk i, 
dle this machine. There oh _ ea 
is no competition. A ie) | ‘Seegaron 
National Typewriter 
Agency presents a re= 
markable sales opportu-= 
nity as the machine fills 
a demand long existing 
for a method of produc= 
ing perfect form letters. 
Tell us of your qualifica= 
tions and standing and 
we will forward details 
of our selling plan. 


Descriptive booklet on 
request. 





ATER CO., CINCINNATI, OHIO, U. 8. A. 
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The Carbon-Copy Test that Proves the 
Superiority of the work produced 
by the. Monarch. 


Try this experiment: Take several sheets of writing paper with 
carbons between; place them on a flat surface and drop a lead 
pencil, point down, from a height of 18 or 20 inches. Note the ome ans 
clearness of the dot, even on the bottom sheet. Now make a dot Monarch 
by pressing the pencil into the paper, and then examine your 
carbon copies. The top one will show clear enough but the 


others will be faint and blurred. These Periods 
Dul/ and Ragged 


| Monarch téch === 


This simple demonstration illustrates the light touch principle of the Monarch 
Typewriter. The action of the Creeping Fulcrum of the Monarch type bar is such 
that it throws the type face against the paper with a quick tap—not a slow push. 
This means clear impressions on the maximum number of carbon copies. 

Monarch “ Light Touch” is more than a mere talking point. It is a mechanical 
fact, and is one of the recognized features of the Monarch Typewriter. We are 

always glad to demonstrate this and other valuable features of the 
Monarch, and request those interested to write us for illustrated, 
descriptive literature. 
We can arrange for a demonstration of the Monarch in your 
own Office. 


Monarch Department 
Remington Typewriter Company 


(Incorporated) 


New York and Everywhere f 


Done on a heavy 
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FINE ROTARY CHAIRS with NEW HIGH-GRADE IRONS — oT 


The new M. & S. Feature 
A Chair Iron as good and lasting as the chair itself : 
—this is the new feature offered in M. & S. Chairs—a 1 


feature never before obtained in high grade designs. ¥ 
The new M. & S. Iron operates easily—silently. It is “ 
strong and rigid. is 
Increase Your Sales 4 | 

You can double your sales on Rotary Chairs by offering this new | 
iron. A demonstration of its smooth and silent operation is %y 
convincing. It is an immense advantage in competing for office 
contracts. This iron can only be obtained on Marble & * 
Shattuck Chairs, and with the greater sales possibilities which it 4 
provides, combined with the beautiful designs and strong 7 
construction of M. & S. Chairs, it furnishes talking points superior é 


to those of any other line. 


Write for this Booklet 


We haveissued a booklet called **A Revolution in Chair Trons’’ which ex- 
plains more fully the advantages of this new tilting mechanism. It will be 
sent upon request. The complete line of Marble & Shattuck patterns is 
shown in our large catalog. 


Chicago Office, 304 South Wabash Avenue New York Office, 815 Marbridge Building 


the MARBLE & SHATTUCK CHAIR CO. Cleveland, O. 
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Part of 
October “Cos.” 
Printed on the a a 


“uo-nead 
red. Photographic reproduction of 
one of the Cosmopolttan pages that 


Multigraph Sa Hi 
AGES 89 and 90 of the [7 


advertising section of 

October Cosmopolitan — 
out September 10th—were 
printed in two colors on the 
Multigraph. More than a mil- 
lion copies were required for 
the edition. 


The work was done to prove what most 
people find difficult to believe—that the Mul- 
tigraph does real printing of high quality, as 
well as the form-typewriting you are accus- vam 
tomed to associate with it. Sse Sal’ eee: 





October 1912 __Ceamaptivan Magerine 


























will do\ Your Own Printing, in the 
Own Office, and Save 25% to 75% 









Line-cuts print as‘clearly as type, 
and do much to increase the adver- 
tising value of Multigraph printing. 





Having seen the fact demonstrated, you 
can easily picture what follows—the conveni- 
ence and privacy of doing your own printing 





RRS 
This Page end the reverse Printed wholly on the MULTTIGRAPH 




















under your own roof, when you want it, m What U Y 
quantities as small or as large as you like; js t Uses Are You 
1 +} f killed lal : the sudden emergency; by eliminating Most Interested In? 
¢ > va) ‘ y > ¢ ¢ af . 7 2 ° ° 
and the economy Of UNSHIMed labor. the waste of large stocks of printing; by at Se ee 
-_ : ads , ‘ <AXTF & O07 7 & 07 P tha tae te , writ your i- 
Che Multigraph equipped for printing automatically turns saving 25% to 47/0 OF the money you ye you 
out 1,200 to 5,000 sheets an hour. It takes its power from any now pay your printer. what others ase doing, 
‘ ‘ ‘ . . : wih, A AN M RAPH 
electric lamp socket. It prints from its self-contained equipment ? rT MERICAN BVesee * 
" I juipm . F 
of Gothic or typewriter type; from hand-set type in many sizes With the distinct pledge that you 1830 E. Fortieth St., Cleveland 
and styles; or from electrotypes that reproduce any size or style can’t buy a Multigraph unless you need Printing: 
of type, line-cuts, borders and ornaments. It uses real printing it, ask us for literature. specimens and | Popkiete 
ink in any color. The same machine also does form-typewriting data. Write todav. Use the coupon. pov Stutiese 
through an inked ribbon—at the same rate of speed, whether . | Dealers’ Imprints 
fed automatically or by hand. Secures tees 
’ / : Letter-Heads aie a 
Be sure to see the Multigraph insert in Cosmo- THE AMERICAN MULTIGRAPH | — Be Beste eee 
politan for October. SALES COMPANY ne: s 
. . 3 
[hen count up the ways in which the Multigraph EXECUTIVE OFFICES elon | Circular Letters 
: . : 1830 East Fortieth Street * 
could add to the convenience, economy or profit of i ep ghe an | — En velope-Stufters 
; ‘ : “ o48 7 *% 5 e Branches in Sixty Cities—Look in your Telephone Directory | P rice- 
your own business—by printing stationery, system- J . i Reporte 
forms. and direct-mail Pe dvertising: by ty ewriting European Representatives: The International Multigraph | Notices 
» a eC a a . OK hola <, ype 5 Company, 59 Holborn Viaduct, London, Eng. Berlin, ep a 





business-getting form-letters: by being always ready for W-8 Krausenstr, 70 Ecke Friedrichstr. 
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This is aGOOD Line 


EVERY TYPEWRITER RIBBON and each Sheet of Carbon 
Paper Shipped out from The Ault & Wiborg Factory has been made 
with the definite intention of causing the person who may use that 
article to want more just like it. 


If you are not handling the A. & W. Line, it would be mighty 
good business for you to secure samples and prices. 
YOU’LL LIKE PROMPT SERVICE TOO 


The Ault & Wiborg Company 


Factory: Cincinnati, Ohio 
CHICAGO, 619 S. Dearborn St. NEW YORK, Cor. Pearl and Elm Sts. 








ST, LOUIS, 322 No. Third St. 


BUFFALO, 145-147 Ellicott St. TORONTO, CANADA, 19-23 Charlotte St. 
PHILADELPHIA, 1217 Cherry St. MONTREAL, CAN., 302 Lagauchetiere St., West 
MINNEAPOLIS, 729 Fourth St. South WINNIPEG, CANADA, 259-261 Fort St. 

SAN FRANCISCO, 545-547 Mission St. HAVANA, CUBA, Calle Galiano 69 

BOSTON, MASS., 394 Atlantic Ave. BUENOS AIRES, S. A., 535 Calle Bolivar 
CLEVELAND, 121 St. Clair Ave., N. W. PARIS, FRANCE, 82 Quai de Jemmapes 


ATLANTA, 127-129 Central Ave. LONDON, E. C., ENGLAND, 4-5 St. John’s Square 





























We manufacture 


Roll and Flat-Top | 
Office Desks, ee : 
Standing Desks, ay AM 
Typewriter Desks, 
Office Tables. 


A FULL LINE OF 


Sanitary Desks 


WRITE FOR CATALOG 


J. F. DIETZ & COMPANY 


309 West Third Street, Cincinnati, O., U. S. A. 
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Work It Out Yourself 


A traveling man dictates one letter a day 








to a public stenographer. ; ; , $ .25 
He writes 6 letters per week ‘ : 1.50 
For about 34 weeks . ; ‘ ‘ ; ; 51.00 


And what has he to show for his money ? 








THE 


CORONA 
TYPEWRITER 


Is for Traveling Men. It has a full width keyboard, back 
spacer, two color ribbon and every other device looked 
for on a modern writing machine. 


It Costs But $50.00 Complete 


Manufactured By 


Standard Typewriter Company 


Groton, N. Y., U.S. A. 
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The Hinged section 
of Byron Weston 
Ledger Paper is 
tougher than strong- 
est part of most 
papers used for Loose 
Leaf work. 


Byron Weston Pat- 
ented Hinge is pro- 
cessed into paper 
while sheet is form- 
ing. Hinge will not 
tear, crack, crumple 
or lose its stability. 





The Flexible Hinge in Byron Weston Ledger 
Will Not Tear or Crack 


The hinged section of Byron Weston Ledger Paper (for Loose The hinged section of Byron Weston Ledger is sized and calendered 
Leaf Work) has 90% of the strength of the body of the sheet on both sides and can be ruled, written on and erased as readily as rest 
. of sheet. 


Yet so flexible is the Byron Weston Hinge as to assure a flat, solid Thus every inch of Byron Weston Hinged Ledger can be utilized, which 
does away with the wasteful margins of other hinged pavers. Less bulky 


writing surface from binder to outer edge of leaf. 
and more compact ledgers are the result. 


No bulge or spri i $s wi i . N . 
f 8 spting at binder as with unhinged paper. No ee, You can always recommend Byron Weston Hinged Ledger Paper to 
crimps or after treatments that cannot be written over and which thicken your customer with the absolute assurance that it will give the utmost satis- 
book at binding edge. faction and service. 


COMPLETE SAMPLE BOOK FREE 


Send for Sample Book U and a sheet of our Patented Hinged Paper with directions for ordering. A postal brings it 


Byron WESTON Company, Dalton, Mass. 


ESTABLISHED 1864 “THE PAPER VALLEY OF THE BERKSHIRI 











Ask the man with whom you talk typewriters if he has a machine with Com- 
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The Combination Column Selector and Paragrapher is the latest labor saving idea in typewriting. 

It saves 10 to 20 per cent. of the time and labor according to the nature of the work; and it does 
it in the simplest manner—by keyboard control of the carriage movements. 

The Smith Premier Typewriter, Model 10, has fourteen new features—all of vital importance in 


producing the best and the quickest work. 
Let us send you a Smith Premier Catalogue, describing them all. 


Smith Premier Department 
Remington Typewriter Company 


(Incorporated) 
New York and Everywhere 
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©LO COUNCIL 
TREE BOND 


can be secured in any quantity 
in all its weights and tints from 
any of the dealers listed below: 


Baltimore 

Buffalo . 
Brantford, Canada 
Cincinnati 
Cleveland 
Chicago 

Chicago 

Detroit 

Denver . 

Dallas, Texas 
Havana, Cuba 
Indianapolis 
Ithaca, N. Y. 
Kansas City, Mo., 
Los Angeles 
Lansing, Mich. 
Mexico City, Mex. 
Minneapolis 
Milwaukee 
Milwaukee 
Nashville, Tenn 
New Orleans 
New Y ork . 
New York (Harlem) 
Newark, N. J. 
New York 
Omaha, Neb 
Portland, Oregon 
Philadelphia 
Pittsburg 
Rochester 

Seattle 

Spokane 
Springfield, Mo 
St. Louis 

San Francisco . 
St. Paul 

Tacoma 

Toronto, Canada 
Winnipeg, Canada 
Washington 


B. F. Bond Paper Co 

. Alling & Corey Co 
Barber-Ellis, Ltd. 

Chatfield & Woods Co. 
Union Paper & Twine Co. 
Graham Paper Co. 

Chicago Paper Co 
Chope-Stevens Paper Co 
Graham Paper Co 
West-Cullum Paper Co 
National Paper & Type Co 
° Indiana Paper Co. 
T. G. Miller & Sons Paper Co. 
Graham Paper Co. 

Blake, Moffitt & Towne 

‘ Dudley Paper Co. 
National Paper & Type Co. 
Minneapolis Paper Co. 
Standard Paper Co. 

E. A. Bouer Co 

Graham Paper Co 

Graham Paper Co. 

J. E. Linde Paper Co. 

J. E. Linde Paper Co. 

J. E. Linde Paper Co. 
George W. Millar & Co. 

. Carpenter Paper Co. 
Blake, McFall Co. 

Irwin N. Megargee & Co., Inc 


Chatfield & Woods Co" 


Alling & Cory Co, 
American Paper Co. 
Spokane Paper & Stat. Co. 
Springfield Paper Supply Co. 
Graham Paper Co. 

Blake, Moffitt & Towne 
Wright, Barrett & Stillwell Co. 
- Tacoma Paper & Stat. Co- 
Barber-Ellis, Ltd 
Barber-Ellis, Ltd. 

R. P. Andrews Paper Co. 


APFL 


OLD COUNCILTREE BOND 


I 


in GES 








A pleased customer is one of the 
best assets in any business, Mr. 
Printer and Mr. Stationer, and 
you can have a long list of such assets 
in your business if you will put the 
Old Council Tree Bond idea into 


your customers’ heads! 


The average business man wants 
your idea and suggestions, but in many 
cases he hesitates to ask for them. 
Take the bull by the horns, stuff him 
full of ideas and make yourself 
necessary to him. 


For example, lead his mind to 
the fact that he can make all of his 
letters and stationery a powerful 
advertising force that will bring 
tangible results at small cost by the 
use of Old Council Tree Bond. He's 
ready for Old Council Tree Bond, 
and all he needs is a little prod from 
you! 


Ask for samples of Old Council 
Tree Bond. We'll send you folio 
sheets for the mere asking. Get our 
elegant portfolio of letterhead ideas, 
anyway. 


NEENAH PaPeER Co. 


MANUFACTURERS OF LOFT 
DRIED WRITING 
PAPERS 


NEENAH, WISCONSIN 
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IF YOU HAVE “THE GOODS” 
WHY NOT “SHOW THEM”? 


Thousands of interested buyers will visit the Na- 
tional Business Show in New York this Novem- 
ber seeking the up-to-the-minute office aids. 








Big dealers from all over the world will be there. 

(we know of several coming from Europe). Pur- 
chasing agents of railroads, banks, insurance compan- 
ies and other big users will be there. 


They will all be looking for time, labor and money 
saving office equipment. 


They seek economy and efficiency in the hand- 
ling of their business. 


It will be economy and efficiency in your business 
to secure space now and arrange to have a good 
display of your products at the show. 


You will find the show a profit producer if you 

will do this, and have some of your very best 
demonstrators on hand every hour during the show. 
Provided, of course, you can “show them.” | 


For diagram, prices, etc., write: 


ANNUAL BUSINESS SHOW CO. 


150 Nassau Street NEW YORK 
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BE A PROGRESSIVE 


AND JOIN THESE FIRMS 
IN THE 1912 NEW YORK 
BUSINESS SHOW 


Burroughs Adding Machine Co. They have all contracted 
Columbia Phonograph Co. (Dictaphone) 


Dalton Adding Machine Co. 
Felix EF. Daus Duplicator Co. 
Thaddeus Davids Co. 
Thomas A. Edison, Inc. 








for space in which to show 
their latest improved products. 


You know that every one 


Elliott-Fisher Co. of the above named firms 1s a 
Geo. B. Graff Co. “live one,” that if you are a 
Graham-Chisholm Co. 


competitor you will have to 


M. C. Green — - ‘d 
go some” to hold your end 


Library-Bureau 
Moon-Hopkins Billing Machine Co. 


National Automatic Typewriter Co. 


up with them in the show. 


National Cash Register Co. They are all good boosters 
Noiseless Typewriter Co. in the great field of Office 
ys PERE ee Appliances and will “make 
ee See things hum” at the 1912 New 


C. E. Sheppard Co. 
Underwood Typewriter Co. York Show from November 


Unit Steel Cabinet Co. llth to 16th inclusive. | 





There is space for you if you act now. WRITE US. 


ANNUAL BUSINESS SHOW CO. 


150 Nassau Street NEW YORK 





- 
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writer Demon- Cou.,,cograph Adding Machine 
ting Stand. on our Stand. 


IDEAL 
Tubular Stands 


eomplete the usefulness and convenience of such 
office appliances as adding machines, typewrit- 
ers, envelope sealers, stampers, letter duplica- 
tors, coin counting, changing and assorting ma- 
chines, laundry markers, phonographs, dictation 
and transcribing machines, letter copiers and 
other office appliance machinery. They are com- 
pact, sanitary, stronger, lighter, more rigid, and 
in every way superior to any other kind of stand 
for business office use. 


They are made of cold-drawn, seamless steel 
tubing, highly finished; trimmings nickel plated 
and feet are equipped with easy revolving cast- 
ers, that will not mar the floor, or with nickel 
plated ball feet, or rubber tips. 


| hi h y 
S t 1S t e Wa your The typewriting demonstrating stand, 
shown, has a revolving table top, which can be 


locked in position so as not to revolve, permits 
demonstrator to show all sides of machine with- 


° . 
| e W Yl t e Y | | a t e nN out moving from one position. Every retailer of 
these devices should have them on his floor. 


If you are interested in a stand that will 











increase the value of your product, send us 
your specifications and we shall be pleased to 


7 
OO S a ter emg use submit sample with quotations. 
The cuts herewith show but three of a great 
variety of Styles. 
Our brands are used by most of the prin 


* 
P me ) 
a S O l 4 eipal adding machine manufacturers and manu- 
facturers of other business office machinery. 


There is one sure remedy 
° ose Fowler-Manson-Sherman Cycle 
to prevent this condition. Mig, Co. 


Lake and Peoria Sts., Chicago, Ill. 
Use the 


GOODRICH iii | 
STANDARD Sear 
PLATEN 


The B. F. Goodrich Company | 


‘AKRON, OHIO K 
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This Little Machine 


IS A 


Great Big Help 


To the Progressive Merchant 


The Underwood Revolving Duplicator 
will increase your sales—reduce your costs 
—and save your time. So simple, your 
office boy, without previous experience, 
can reproduce fifty perfect copies a minute 
from a typewritten original. The 


UNDERWOOD 


Revolving Duplicator 


will enable you to double your business 
without increasing your office space, rent 
or number of assistants. It puts the un- 
limited service of the U. S. mails at your 
command, and by perfecting your follow- 
up greatly increases the power of your 
advertising. Not only letters, but all 
kinds of circulars, office forms, catalogue 
cards, loose leaf forms, price lists, bills, 
announcements, etc., either handwritten 
or typewritten. 

The quality of the work is the best, and 
the machine is compact, neat, clean and 
cannot get out of order. Don’t judge the 
value of the Underwood Revolving Dupli- 


cator by its price, 


$35.00 Complete 


but by its work. Let us show you how 
the -Underwood Duplicator will fit the 
particular needs of your business. 


In the light of the recent Supreme 
Court decision, it is of extreme import- 
t 
L 


ance to note that the Underwood Dupli- 


cator is sold absolutely without restric- 
tion, leaving the customer free to purchase 
his supplies wherever he can buy to the 
best advant ige. 


Send today for booklet and specimen of work. 


Underwood Typewriter Co. 


(Incorporated) 
Dept. B, Underwood Building 
NEW YORK (1) 


Branches in all principal cities. 

















Our extensive Dictaphone adver- 
tising in leading magazines is bringing 
inquiries from dealers everywhere. 


Exclusive territory is granted. 

Here’s your market—the only office specialty that is a 
necessity to the head of the establishment and to the clerical 
force alike. 

The Dictaphone pays the man who sells it as well as 
it pays the man who uses it. 3 

Telephone or write to our nearest branch, or better 
still, call: 


ATLANTA -- - - 82-84 N. Broad Street NEW YORK --- 89 Chambers Street 
BOSTON - - - - - - 174 Tremont Street PHILADELPHIA - 1109 Chestnut Street 
CHICAGO - - - 101 N. Wabash Avenue PITTSBURG - ----- 101 Sixth Street 
DALLAS --<-----<« 1403 Main Street SAN FRANCISCO - - 334 Sutter Street 
DETROIT - - - 54 Lafayette Boulevard ST. LOUIS-.------ 1008 Olive Street 


MINNEAPOLIS, 422-424 Nicollet Avenue 


TORONTO, CAN., - - McKinnon Bldg. 


And in all Large Cities. 


Write for catalogs and full particulars, and a complete list of all 
branches, one of which may be nearer tc ycu than any of the above, to 


TAE DICTAPAVNE 


(Registe 


Box 104, Tribune Building 


Columbia Phonograph Co. 
4 I ’ 


sreda) 


NEW YORK 


Gen’l, Sole Distributors 


Exclusive selling rights granted where we are not actively represented 
Positions open in severa! of the large cities for high-grade office specialty salesmen. 
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ERFECTIO "y 
ROVE | The 4 Line 

, MAXIMUM CAPACITY 
Combined Same MINIMUM FLOOR SPACE 

Accountant Machine The 33 Line represents a long step forward in the 
and Alfixer manufacture of filing cabinets. The cabinets are 33 
Alfixer Only inches wide—a width that is recommended at once to 


any business, whether large or small. The sections are 


17 and 25 inches deep, and all 25 inch sections are fitted with an 

$15 00 8 inch reducing ledge, permitting the stacking of 17 inch sections 
e on them when desired. 

There is combined maximum filing space with minimum floor 
space—a distinct advantage in modern office equipment. The 
interior fittings do not 
occupy space that prop- 
erly should be used for 
filing. 

M-R Cabinets and 
ialties do not bind, 
or warp. The lu 
used in their manufacture 
is carefully kiln-dried 

Finished in light and d irk 
Golden Oak and Mahog- 
any, rubbed dull satin 


$95.00 





THE MULTIPOST 


STAMP ACCOUNTANT 
AND AFFIXER 


will enable your employees to affix the same number 
of stamps in half the time and give you absolute 
protection against loss or misuse of stamps, it being 
impossible to remove a stamp from the MULTIPOST 


without accounting for it. 








The exterior finish cannot 
tarnish. The trimmings 
are made of solid cast 
brass, triple color and oxi- 
dized, heavily lacquered. 


Roller Bear- 
ing Slides 


All letter file sections 
equipped with M-R frict 
less oller-bearing slide 
The dr: awers, when loaded t« 
the fullest capacity, can | 
opened aad closed alm ) 
without effort. This one feat 
ure alone is worth the et 
price of the cabinets in most 


The MULTIPOST, first announced in Office Appli- 
ances two years ago this month. has proven its per- 
fection by five thous WHY? and satisfied users. 
Because its designer avoided the use 
of wicks or complicated mechanism, the use of which 
always has, and always will result in an unsatis- 
factory stamp affixer. 


The MULTIPOST has made good and is here to 
stay. Users know what Multipost service is, if you 
know any, ask them, or ask us for names. Our free 
- booklet tells how to judge the merit of any stamp 
affixer, read it before purchasing, mailed on request. 


We will prove our claims to your satisfaction by free 
trial in your office. No obligation whatsoever on 
your part, you word your own request or use at- 
tached coupon, then make your own decision. 





If you purchase a Multipost Affixer only, and later business offices 

decide you want the combined machine, we will 

exchange and make liberal allowance. DEALERS 
M-R Filing Cabinets and Desk Specialties offer you as fine an 
opportunity for making real money as can be found in the office 
appliance field. The goods are well made, attractive in finish 

MULTIPOST i O = design, and only a Our representatives ar 
< ‘ap_ng*big profits on the sale of our produ 


A catalog wild give aa idea of what we can do for you. Get in line. 


ROCHESTER, N. Y. wO0btOREDEESICOHERNRSO GrBcewees: 
THE MELTON-RHODFS CO., Inc., 


’ "seo ee Fe ee Greensboro, N. C., or Washington, D. C. 





~ i . 





~ amas * 
Send your Catalog, also Dealers’ Proposition on The 33 Line to the 
Multipost Co. enter, Ie Ne eae as 
You may send us for free trial, without obligation on ovr al 
part, one of your Accountants and Affixer 
Addr 
NAMI ‘ 
ADDRESS bienudd Also send Catalog and prices on the All Oak Roller Bearing Trans- 


fer Cases. 
CITY 


If Affixer only is wanted, crors out word Accountant. i ieee 
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Thousands of Inquiries 
Referred to Dealers 


The stationer who uses MultiKopy as his leader 
makes money. It is the most easily sold carbon 
paper in the world. Our big advertising campaign 
is making new users every day, we refer thousands 
of inquirers to our dealers, and we fill your orders, 
big and small, quickly. Furthermore, 
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is never dead stock. It doesn’t dry out, skin over or “liver.” A 
box of MultiKopy ten years old is still as good as when it was one 
hour old. No other carbon paper gives such complete, all-around 
satisfaction. Its copies are sharp, uniform, permanent, non-smudging. 








































Mr. Dealer, it is for your good to handle MultiKopy. Write 
today for our proposition, which guarantees you against loss. 


























Have you seen our No. 3477 permanent black record ribbon? 
It is a wonderful trade builder. Let us send particulars. 






wa Star Brand Typewriter Ribbons 












. 
« 
* 


F.S. WEBSTER CO., 338 Congress Street, Boston, Mass. 



















NEW YORK, 396-8 Broadway CHICAGO, 222 W. Madison St. VIENNA, Adlergasse, 16 i He 
PHILADELPHIA, 908 Walnut St. LONDON, 67 King William St. BERLIN, Friedrich Str., 60 : 
PITTSBURG, 432 Diamond St. PARIS, Rue Saulnier, 10 BUDAPEST, V-Alkotmany, u, 19 é 
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THE LETTERGRAPH 


A Popular Priced 
—.-— Duplicate Letter Machine ~-— 











effective and inexpensive duplicating machine, ard typewriter type, type cases, chases, 
designed especially for the production of high furniture, etc. 
class circular letters at a rapid rate. 


HE LETTERGRAPH is a marvelously simple, P AMHIS price includes a complete set of any stand- 


It is a real imitation typewriting printer, stripped of all 
superfluous and complicated mechanism and multiplicity 
of parts. 








It employs an ingenious principle of printing upon both 
forward and backward stroke, thus greatly increasing 
the capacity. 


It prints from a flat type bed, through a ribbon and 
delivers the letters face up in an attached basket. 


The speed of the ribbon is controlled by four gradua- 
tions between slow and fast, while a revolving platen 
provides equal pressure upon every part of the type 
form. 








This platen is three inches in diameter, and, by reason 
of its size and manner of compression adjustment, 
eliminates the dark short line which identifies many 
duplicate letters. 








Lettergraph On Tubular Stand 


This same standard outfit with the addition of a strong 
compact, tubular metal stand will be supplied for 


$140.00 


The Lettergraph Type Setter 


The Lettergraph Typesetter is in our opinion by far th 
a ¢ ° af . x. es 5 , ° s. ; ad 7 
[he accuracy of the special paper grippers insures an fastest of any machine for similar purpose. 
accuracy of register not usually attained. 











The Lettergraph 


Its simplicity is apparent. Its efficiency will be pro 
This machine without the stand will be sold to users upon its first time use. The price of the typesetter 
for the attractive price of without the stand is 


$125.00 $95.00 
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Typesetter With Tubular Metal Stand 


$110.00 


HE arrangement of all frequently used characters 
: & such that useless movements are unnecessary, 

which enables the operator to save a great deal 
of time. 
transfer any desired letter from the machine to the 
line holder (most machines require three). 


Two movements are all that are necessary to 


The type is specially constructed to fit a special one 
Each line is set in this holder 
A line—an 


line brass typeholder. 
and each character held firmly in its place. 
entire letter—can be moved around at will as it is abso- 
lutely impossible to pi lines or even drop out a letter. 


Typeholders with type are exactly “type high,”’ so any 
standard make of printer’s type 
may be used in conjunction with 
our type. Electros of illustrations 
or trade-marks may also be used 
in forms. Entire letters can be 
electrotyped, if desired. 


This outfit most adequately and 
economically solves the problem 
of “making up’ underscoring, 
‘holding type” and positively pre- 


vents “‘working up”’ of spaces. 


This typesetter is a great time 





saver. With this machine, rush 
y be rushed. Sold 
complete with full stock of type 
and holders, $95.00. 
special metal stand, $110.00. 








work can really 





Typesetter on stand and 
Lettergraph on stand 
showing how they 
telescope 


Same with 


THE NATIONAL LETTERGRAPH COMPANY 
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The Lettergraph and Typesetter with respective stands, 
in addition to being designed to embody efficiency, 
simplicity and strength in the highest degree possible, 
were designed to economize Space as much as possible. 
Note how both machines with stands telescope to- 
the complete outfit does not 
take up much more room than a waste basket. 





gether when not in use 


Entire outfit—Lettergraph, Typesetter with full equip- 
ment, together with both stands—$250.00. Sold only 
through our representatives. If there is none in your 
Further information sent upon request 
on business letterhead. 


town, write us. 








DEALERS and AGENTS 


It is our intention to market the Lettergraph through 
dealers and agents with territory extended according to 
the number of machines sold. 


We have an attractive proposition to make to sales- 
men—men who have the ability to organize, manage 
and sell machines. 


Dealers who have established business on other office 
devices can make a Lettergraph department a very 
profitable branch of their business. ~ 


The duplicate letter has become established as a per- 
manent factor in every business of any size. It is not 
only the highest form of direct advertising, but it 
carries with it a personal quality that enters into no 
other form of advertising. 


The duplicate letter machine is sure to become an 
essential part of the equipment of every concern which 
has any considerable list of customers or prospective 
customers. The Lettergraph will enable agents and 
dealers to capitalize this fact. 


FOREIGN DEALERS 


Established agents or dealers abroad are invited to cor- 
respond with a view to securing exclusive sale of the 
Lettergraph in their respective countries. 


Further particulars of the machine and our selling plan 
will be sent promptly upon request. 


BALTIMORE, U. S. A. 
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HOME OFFICE AND FACTORY 
95-97 Van Dam St., New York 








When You Order Ink 
Here Is An Opportunity. 


DAVIDS’ 





INKS as ADHESIVES 


Are as good as money and brains can make and there is 


More Profit and a Bigger Business 

for every dealer who handles our line. Our factory was 
designed and built for the most economical system of 
manufacture. Its arrangement eliminates waste effort and 
facilitates output. With QUALITY unsurpassed, we can 
offer a larger margin of profit to the dealer than any com- 
petitive line. 

For 87 years our products have measured up to the chang- 
ing conditions of business demands. Always the highest 
quality, they have advanced with the development of the art 
of ink manufacture until they stand today the perfection of 
ink and adhesive manufacture, yiving perfect satisfaction to 
both user and dealer. 


Our Chicago Branch 


Carries a large stock of our complete line. This means 
prompt service and a saving in freight bills to our custom- 
ers in the middle and far west. 


Bear In Mind 


Doing business with us means satisfaction. 


Send for Our Handsome Illustrated Catalogue 


Established 1825 


180 N. Market St., Chicago, III. 


















CHICAGO OFFICE AND WAREHOUSE 
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Convention Afterthought. 
r who has attended 


Asso 


rganizZat 


bound to impress anyon 


onventions of the National 


NE of the things 
several of the iation of 


. Stationers and Manufacturers is that the ion is 
substance and moral force. It is an entity 


ideals, its customs and 


now a thing of body, s 


a going concern, having its objects and 
courtesies. It has strong vitality. It is no longer inchoate, seek 


direction in which it shall go; but is pursuing a definite 
every 


ing the 


course Membership now means pecuniary advantage to 


man in the 
The Ik bby of 
week is like a family gathering. 
whom he has not 
yvement of method, but not of spirit 
whereby all those 


business who keeps up with association work 
Monday of 


Everybody is seeking to know 


headquarters hotel on convention 


everybody else already met Herein there is 


some room for impr Some 
definite plan ought to be 
may become acquainted with each other. Just at the 
Most of 


worked out present 
present time 


those who regularly 


it is a hap-hazard proposition. 

attend conventions are acquainted with each other, but there are 
many new faces each year. To take up the new men and intro 
duce them whenever and wherever possible ould not be hard 
nor would it require much time, if some plan were worked out 
for doing it systematically. It has been suggested that an evening 
early in the week should be devoted to a general reception, where 


it should be the business of a committee to make new members 


as generally known as possible. The evening should be for the 
women as well as the men, and a few musical or other features 
could be with advantage included in the program 

There is usefulness in personal acquaintance It promote 


confidence and practically c« — an attitude of fairness among 


all decent men It is conceivable that a competitor may some 


time take 


see some gain for hims« 


atthe in some small way where he may 
It: but if 


rhaps, ot his hospitality—it is unlikely he will permit 


advantage of 


he knows that other personally 


partakes, p¢ 


himself to do square with the spirit and 


anything that will not 


letter of fairness 

Readers of Office Appliances will find the Convention Sectio1 
of this issue a department of very unusual interest It contains 
a full ver tim report f all the papers and addresses pres ed 
at the Omaha nvention, and reports in the same thorough man- 
ner a couple of the debates on topics which excited the live st 


interest at the sessions. A full account of 


Is given, copiously illustrated by the camera and the pencil of the 
cartoonist No labor or expense has been spared to make this 
issue worthy of its subscribers and adequate in the presentation of 
the different subjects taken up. Those who attended the conven 
tion will turn to the report of the Ak-Sar-Ben feature, for here is 
a lively running account of that event with some pictures which 
ire exclusive to Office Appliances. Every event is covered—the 
banquet, the automobile ride. the golf game, the reception to 
the ladies, and a few of the side lights which served to amuse a 
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NUMBER 4 


POINT OF Fie 


thering of people who could be merry in the moments given 
sus when business demanded their attention. 


eT | la I serie 
vas a ere nvention, that one at Omaha, and the kindly 
Omaha people w e long remembered for their hospitality. 
ok on page 93 for the index of the convention section. 


ss SS SS 
Mr. Gibbs’ Withdrawal. 


ITH the conclusion of the National Stationers’ convention 
came the regretted announcement that Fletcher 
chairman of the National Catalog Commission 
vast and extensive labors which have made 
its work epochal to the association, had declined longer to head 
this body on account of the pressure of private business demands. 
To those who knew the fidelity and resourceful care with which 
Mr. Gibbs has built up. this great work, the decision was not alto- 
wever unwelcome to every one interested in 
For many years the task of the commission 
and more time from Mr. Gibbs’ busy desk 
nearly a year he has 


at Omaha 
B. Gibbs. 


gether a surprise, hi 
the stationery trad 

has been taking more 
Smith & until for 
and do them as cons¢tientious- 


Company, 


realized that to do the two things, 
iy as his perception of their responsibility demanded, was becom- 
ing an impossibility His announcement, made at Omaha, was 
simply a recognition of these conditions. 

Nevertheless, to the trade in general, the news comes this 


unlike a shock. We had become ac- 
Gibbs and the Catalog Commission as 
identities of achievement. Ever since the old price 
commission was first created, his influence and wide knowledge 
of the field have been loyally given to this growing task. A vol- 
ume of the bulletins issued in the last year or so alone would 
great that task has been. Thousands of typewritten 
miscellaneous data of every description have 
and out of this frequently chaotic as- 
have issued in due time the concise, 
clearly phrased Bulletins of Recommended Prices 
so much to place the trade upon a sound and 
solidity. That basis, ever growing 
surer, is a remarkable monument to Mr. Gibbs’ 
toil in behalf of the association and the 


something not 
hink of Mr 


month as 
customed to t 


permanent 


show how 


pages containing 


been carefully examined, 


semblage of “raw material” 
logical and 
which have done 


verified basis of scientific 


stronger and 


earnest and unremitting 


trade 

With Mr. Gibbs’ withdrawal, the chief responsibility of the 
commission falls to James A. Dorsey of the Dorsey Company, 
Dallas, Texas, who has accepted the chairmanship and who 
throughout has been Mr. Gibbs’ valued adjutant in the work of 


the body. Mr. Dorsey himself the “father of the Catalog Com- 
mission idea,” and his succession leaves no doubt in the minds of 
the trade that the work so ably begun and so faithfully carried on 
brought to a continuously satisfactory issue in the com- 
Association of Stationers and Manu- 


will be 


+ 


ing years of the National 


facturers 


PAGE 93. 
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Within September Covers. 


FFICE Appliances takes pleasure this month in offering its 

readers what is perhaps the most extensive and varied 

assortment of articles ever collected under the same cov- 
ers on themes of general business interest to the trade. First and 
foremost, there is the thoroughgoing and complete story of the 
great National Convention of Stationers and Manutacturers at 
Omaha, written by men on the spot and illustrated with photo 
graphs taken expressly for this magazine by staff photographers 
“The most important office appliance gathering in a generation” is 
the way one veteran stationer summed up this meeting, and the 


man who reads the attractive story of its activities, grave and gay, 


set forth in these columns will give enthusiastic assent to that 
claim Omaha has set a new landmark in American stationery 
history With the eloquent and carefully analyzed speeches ot 


that gathering still ringing in their ears, with the recommenda 
tions of the able Catalogue Commission offering fresh solutions 
to old trade problems, and above all with the spirit and enthu- 
siasm and mutual co-operation which dominated every instant of 
the convention awake and alert, the delegates have now scattered 
to homes and offices. To help keep alive that. spirit, as well as 
to serve as the most ample and adequate existing record of its 
real achievement, is the purpose of this special issue of Office 
Appliances 

But there are other good things in the pages you are about to 
turn \ sound, well thought out discussion of “Railroad Account- 
ing” by J. S. Donaldson, assistant comptroller of the Pennsylvania 
Railroad, is chief among them. Equally vital to the needs of the 
business world in which we live and move is the first of the long 
expected series of articles on “Theoretical Salesmanship by a 
Practical Salesman” by O. H. Chamberlain, Jr., district sales man- 
ager at Chicago for the American Multigraph Sales Company 
Mr. Chamberlain has rewritten these articles from a series of 
straight-from-the-shoulder talks to young salesmen, and while 
they have been amplified considerably in matter, the direct, terse 
and forceful style which bespeaks his own energetic personality is 
still predominant. The first of the series—on personal appearance 
as a sales asset—promises exceedingly well for the others yet to 


come 


The salesman occupies the center of the limelight in the busi 
ness world today, and the story of the growth and development 
of “Factory Training for Salesmen” is one which will prove both 
interesting and of practical suggestive value. “Advertising from 
the Retailer's Viewpoint” and “New Fields for Office Appliance 
Sales” are packed full of live ideas and useful illustrations from 
the experience of practical promotion and publicity men. “Failure 
as a Schoolmaster” is a bit of shrewd business philosophy—an 
old theme, indeed, as old as the first failure, but pointed with new 
“Perils in the Path of 


observations from first-hand experience 
the Price Cutter” is a fitting companion-piece following the goods 
into the actual market. The progressive and scholarly utterances 
ot Norman Angell on “Commerce as a Power tor World’s Peace” 
well bear reprinting, paralleling as they do the advanced stand 


taken on this subject by writers for Office Appliances 


How do you read your trade journal? Some practical advice 
on this point is a feature of this number, as is also an eye-opening 
and wit-sharpening discussion of “The Man Across the Border,” 
in which the weaknesses of American exporting are handled with 
bare hands. “The Educational Value of Business Training” is 
another original article which we believe will receive frequent 
quotation in coming discussions of school principles and methods. 
“The Boss” is still writing pungent letters to the various mem- 
bers of his official family, this month’s being an especially vigorous 


one to the Junior Partner 


With all this Office Appliances offers its readers an even larger 
and more varied assortment than usual of trade news, consolida- 
tions and descriptions of the new devices which are remaking the 
office appliance industry from day to day We recount these 
features, collected for your pleasure and profit, just to let you 
know we are keeping faith with our promise, at the beginning of 


this year, to make this magazine even bigger, better and broader 





in scope and spirit than ever before. This number which you 
have before you is our latest installment payment on that note 
of hand. The debt to our loyal readers is permanent, and we ex 
pect even to increase it, from time to time, by borrowing still 


further on their interest and enthusiasm 


A New Move for Trade Co-operation. 


EADING members the National Association Stationers 
and Manufacturers, the International Stamp Manufacturer 
Association and the National Association of Steel and Coy 

ner Plate Engravers are agitating a plan to hold the nventions 
of these three organizations for 1914 at the same place and time 
Che idea was broached at Omaha, and met with il approva 
from many of the stationet is well as from members of the other 
two associations who att 1 the big Nebraska gathering ( 
gates or visitors. The naturally close alliance of these thre ude 
makes the plan not only feasible but logical. The rtunity t 
discuss together problems of joint or mutual interest is an ex 
cellent one \ number of the questions which arise between men 
bers of these associations could be quickly solved if the persons 
interested should be given the chance to discuss the yrether 
and arrive at an adjustment equitable and satisfactory to both par 
ties \ beginning in this direction was made at Omaha, wher 
representatives of allied trades and branches of business were 
given the opportunity to mingle with the stationers, and in som 
instances to address them on subjects of common interest. The 
social advantages of such a conjunction of conventions are als: 
not to be overlooked 

The Engravers’ Association, although only two years old, has 


1 


had a significant growth and already includes in its membership 
many members of the National Association of Stationers and Man 


ufacturers \t its recent Philadelphia convention the subject of 
prices received a very thorough discussion, the conclusions arrived 
at being similar to those reached by the Omaha delegates. Th« 
discussion of the stationers-stamp makers’ problem at the recent 
International Stamp Convention—showed a like breadth of view 


All these are straws which indicate clearly which way the wind is 
veering 

\ parallel trio of conventions held in the same city would not 
of course, mean a merging of activities or anything remotely ap 
proaching a merger of identity. Each association would still have 
its own individuality and its own organization. But the very near 
ness of the sessions could not fail to unite men in similar fields of 
industry and tend to make the occasional overlapping of those 
helds of mutual benefit, instead of difficulty 

Co-operation is the order of the day. In the possible adoption 
of the three-convention plan for 1914 it has a very impressive 


illustration 


A Political Opportunity. 


HIS year, as never before in a presidential campaign, the 
agitations of politics are reflected on a comparatively un 
ruffled sea of commerce There is even a tendency to ig 
nore the entire political problem, and many business men are 
turning from the uncertainties of the electoral arena to concen 
trate undivided attention upon that field wherein nsistent and 


steady effort does not fail its reward Probably there was neve 


a presidential year in which mere “politics,” apart from its oppor 
tunity to serve the needs of man in his great task « reating ant 
sustaining life, was so little regarded in the world of tirade 

With the ourageous optimism which inspires this attitude 
Office Appliances has the heartiest sympathy. It is time the ps 
ceased to be hypnotized every four years with sheer r of what 
may happen at the hands of the people’s regularly delegated rey 
resentatives. There is, however, a danger that business men as a 
class may become not merely negligent of the fai 1 threats of 
political disturbance, but indifferent to the right use of politics as 
a means for both general prosperity and trade betterment In 
ceasing to fear the political disturber, with his blatant menace for 





se 


on 


In 
for 
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honest industry, we may cease to regard politics itself as a great 


and an important sphere in our national life 


That would be a serious loss Thus far, for all the flings le) 
eled at the non-voting business man, the fact remains that in ni 
other { le i vovernment is so keen and so disin 
terested a view of national problems taken by the leaders of con 
merce ndustry in America This is so because business 
men as lass recognize that their interests are bound up, in the 
broadest sense, with the nterests of the mass of their fellow cit 
izens Che traveline tradesman at the crossroads was the original 
democrat, using the word in its broadly human rather than its 
yartisan meaning Che modern manufacturet r merchant who 
gives his time frecly to the problems of municipal, state and na 
tional moment is his. near-kinsman in enthusiasm and _ “real 
patriotis 


[he problems of t day which we shall soo! hear exp unded 


from the rostrum and through the press are problems which touch 
very nearly the needs and interests of business men. They de 
serve careful and broad-minded study \s the campaign grows 
in intensity and interest, there will be need of just that level 


headed common sense for their solution which the men behind the 
counter and the roll-top desk are best able to bring to bear. In 
stead of politics being a menace, tt should now be an opportunity 
The surer the foundations of business are laid, the more justly 
immune to sporadic attack are the institutions of industry upon 
which we all depend for life, the greater the opportunity to us¢ 
peacefully and honorably the newer prob 


the suffrage in settling 


lems which are pressing for solution 


In that task the American business man should be a pioneer 
as he has been a pioneer in encountering the no less formidable 
obstacles to the success of his own business as a part of the great 


commercial fabric we know as civilization 


Why Good Work Provokes Criticism. 


‘¢¢ [T was the bigzest day’s work I ever brought in, and yet 1 


met the most complaint from the house,” remarked an old 

é n recently, recounting his reminiscences of early 
achievement [It is a common observation whose real reason is 
little understood. The best actor peevishly wonders why he is 
the mos ticized. He rgets that criticism itself, when sincere 
is truer flattery than admiration. A good job provokes criticism 
by challenging it. It is not, as the pessimist will say, that human 
nature is prone to belittle or depreciate excellence It is rather 
that men are eager to surpass it. If a thing is done superlatively 


weil, the human instinct for perfection is to demand that it be 


done bette Che 1 wisdom of this tendency in individual 
cases is not in question. It 1s healthier and more sensible to ad 
nire than to carp. Business diplomacy has too many irons in the 


fire always to “follow the gleam” with Tennyson and the ideXlists 


But the fact remains the same \chievement is a spur to every 
beholder, and every masterpiece suggests a greatet Some work 
is beneath criticisn 1 tolerable but hardly enviable security 


Mediocrity never makes mistakes. The best in all of us responds 


to any man's best and demands a better. And that is progress 


New Proofs of Trade Prosperity. 


© single business factor during the last month has been 
more significant or more hopeful than the hardening of 
money rates throughout the west Chis has resulted di 


rectly from the increasing demand for accommodation from mer 
cantile sources to which it is a response. It means that the coun 
try is iar surpassing its record of business done a year ago, and 


firmest and the most solid kind of support to the 


splendid optimism with which our captains of affairs have con 
fronted t upposed apathies and palsies of presidential year 


Good crops, the everywhere evident tendency toward revival in 


general trade, the release of big railway equipment orders just at 


| 
a time when their withholding would have been taken as a serious 


vastly increased amount of buying by country mer’ 
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ng their effect. The very sentimental influence 
rs on the sources of trade in this country is incal- 
ulable. When to this is added the direct impetus and spur which 


they ha given t istry, we are facing a situation bright with 
hope a promius¢ 

The presidential campaign itself, thus far, has barely touched 
busines The occasional reductions in purchase or sale which 
may be noted i1 lines are due almost wholly to anticipations 
fa n succeeding the election—action, in most instances, which 
might impend, whichever among the three principal candidates is 

sen tne lation s lier 


yanks, meanwhile, are reporting a decided spurt in 
the borrowing demand—an indication which is as encouraging as 
Chicago and St. Louis report this tendency. 
\ year ago miany of these very institutions found it difficult to 
make satisfactory loans at home and were obliged to lend heavily 
abroad and to purchase securities for investment purposes. The 
prospect now is that money rates will continue their upward climb, 
both at home and in European markets. 

Europe is still bidding for American money. Discount rates 
across seas are exhibiting a hardening tendency almost paralleling 
that at home. There will be no difficulty this year in financing the 


crop movement The banks are already in a position to meet the 
demand. Finally, the figures which show increases in sales, both 


at home and export, are so many sound indications of bonafide 
prosperity 
If straws tell the wind’s direction, this one is surely blowing 


the nation’s commerce into a friendly port. 


The Meaning and Value of Commercial Education. 


HE greatest factory in the world swings open wide its doors 
this month. In millions of branches, in the smallest centers 


pulation 


as well as the large cities, it resumes the pro- 
lu ings without which every wheel and lever of its sister 
industries would cease to turn tomorrow. The maker of char- 
imparter of knowledge, the foundation stone upon which 
the future commerce of America must be founded, is its great 
public school syste1 

With the reassembling of pupils and teachers begins again the 
task of boards of education in planning and supervising the courses 
followed. It is good news to learn that 
this yea in any that has preceded, the rights of busi- 
ness training and commercial education are being recognized by 
authority. The widespread extension and 
advance of the purely commercial schools have heralded this 
movement toward practical instruction. The needs of the modern 


f study which shall 


more tnan 


those in education 


rld have insistently demanded it. 

fo educate boys and young men in the fundamentals of busi- 
ness life does not—need not—mean a narrow schooling or the ex- 
clusion of the finer sides of instruction. The contenders for com- 
mercial education have not desired to supplant the older educa- 
tional ideals, but to augment and strengthen them with the new. 
Indeed, experience shows that wherever manual training and busi- 
ness courses are introduced, there is a sounder and a deeper ap- 
imanities which a narrow specialization upon 
them could never produce. And in the meantime we have the 
ng that our schools are producing workers as 


preciation ol the 


al creators no less than students, men as 


[The change means much for the business life of the future. No 


idvocate indust and business education imagines, of course, 
that this traini1 obviate the old apprenticeship to experience 
and discipline whi from times untraced the beginner in business 
life has served at least prepares him to understand the 


need of that apprenticeship, and creates in him the aptitude and 


the inclination t rohit by his opportunity. In learning how to 
study he has also irned how to work. His commencement is a 
real beginning, in that is a foundation for that training in the 
larger school of ly toil which shall make for success -and 


achievement 
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What Office Appliances Is. [f the tice equipment man lies down t est a he ft 
niture man catches up, wl en the furniture f 
HE successful business journal must aim higher than merely egal har a .. 7 a 
to please its readers If it | yortn tne subsct t n pt ¢ - " ati = 
% rr; a 
it must serve them And service means responsibility 
Every so often such a journal as Oft \pphances strives to be You Are What You Will To Be. 
must take stock of that aim in the light of accomplishment 1 ary ae heal ttl 
the process its editors will define a littl I learly that au LT are i mie : " ds 
hence be better prepared to realize it : a ue 
_ ws 
[f we were to state, in a paragraph, the purpose of this maga Phe. wort = which 
zine, it might run something like this anher P ——- , irat ! 
‘A publication which shall reveal to business men the impor > nen: 2 i ae ; ry] 
tance and the latent potentialities of their vocation; a practica bos the hicher p 
adviser in methods of trade tech ie and a keen observer and - he > 
recorder of the advance toward greater efficiency which marks , aventesekaimerime Gal 
the modern business world; a monthly newspaper of personal whi imission of the slitn . Ss 
achievement and a specialized servant of every branch of the ex - lary lines t 
panding field of o e equipment; a ice for its newest demands shall tally with vour d1 5 not wou , 
and a defender of its oldest and yet ever new ideals; a champion oan “om ' whts an vent it ’ ' 
of sound business ethics and broad modern methods; above all, a Courage. faith and intel reate thei! v1 
personal friend to its readers, whom alone it represents and wh aa an a ened 
are making it what it is and what it hopes to be.” a the thief. the rake. t e. the saint. the s ; 
Are we reaching that ideal lf not, in your judgment, write the product of their thoughts—the essence their 
and tell us just how and why we fail. Upon your criticism we will sili » aedore rhe punishment of the inept : 
build the right to claim your fuller approval of the victor, is to become that which he most wis 
Ss Ss. Ss 2 Z 2 
Thanks, Mr. Martin. As a Man Thinketh. 
DITOR Martin of Globe-Wernicke “Doings” takes issue with HE success of the crooked man may even reve I 
some comment recently made in the editorial columns of this edness, for it indicates more sharply the division in his na 
magazine wherein we asserted that the office furniture busi ture Being crooke eans being part straight. Some me 
ness would eventually go exclusively into the hands of the office in moments of devious commercial honesty consci ivide the 
equipment dealers We think that our good friend begs the ques natures Some are straight in their private relations I rked 
tion when he admits that the furniture dealers are accustomed to business or in politics. Sot reverse the equation. The g i tends 
letting the trade come to them instead of going out after it. That ever to triumph, if given the chance, which in plain Engl is what 
is the point. It will be an admirable work if “Doings” can makethe the scientist means by ethical evolution The public s ess which 
furniture men as a whole study office requirements and then go by its flagrant rascality seems to contradict the pr leé 
after the business. The office appliances dealer is going after it virtue is really based on that private virtue It is still true that 
and getting it. We see nothing to complain of in Mr. Martin’s ™en do not make bricks without straw, or gather figs of thistles 
summing up Some speakers and writers talk rather wildly of efficiency as 
“The man who has a right to this preferment—no matter what if it meant merely redoubled and intensified industry g Q 
his professional connections may be—is one who goes out after through the motions is not work, nor can mere uncontrolled et 
the business and can make deliveries when he lands the order thusiasm produce anything except ultimate exhaustipn | deple 
in other words, renders the service tion. Even as the principle of its construction regulates the ma 
Yea, verily. The office appliances man is doing just this be chine, so does the bent and tone of a man’s spirit direct | pro 
cause he has to do it and has learned how duction. “As a man thinketh in his heart, so is he.’ 


: Fan SOE el _ 








ENTS ron Rea Se Sa 
7 (Oe) Honesty is not a virtue. Itisa | 9? 
oS) normal condition. The dishon- | \\*“/> 


i), est man is a bloomin’ chump | {is 
us. | and sooner or later gets what’s | 
2. cs coming to him—good and |},7* : eS 
| plenty. 1 |, dete oR J 
Ike Millikan says he used to know a man who 


! was so darn sharp that he cut himself in 
every transaction. A. Hoosier. 
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THEORETICAL SALESMANSHIP . 





The Value of Personal Appearance to Create Favorable First Impression—First of Ten Articles by 
O. H. Chamberlain, Jr., District Sales Manager, American Multigraph Sales Company, Chicago. 





ris ss custom t . 
i s reception 
erate business 
not c selfish motives 
Che ir that they may turn away some o1 vhor ey would 
rdinarily have t k \ possible pat S 
Until a man’s errand is known, the things which go to mak« 
up his personal appearance are the credentials which entitle | 
t 1 te is ré n 
\ ourteous reception ts a pretty good start toward securing 
1 satisf interview, which launches a salesman towar his 
goal 
oS 4 4 a 7 
\1 ther view the need for a pleasing perso! al appearance 
is that the average business man has many demands made upon 
his ti1 Often it not possible for him to grant every request 
for an interview 
He chooses those to whom he will give his attention Natu 


rally, he chooses those whose personal appearance pleases most 
& 5 7 & 
\ sale is changing a prospect’s mind from inattention and in 


to complete accord with the salesman’s mind 


difference 
It is only accomplished by creating certain impressions upon 

the prospect’s mind 

is a favorable impression when it adds its ever 


right direc 


\n impression 


so-little power to carry the prospect’s thought in the 
tion. Mental impressions are created both by the senses and by 
the reason 

The first impression the prospect receives from the salesman 


is through his sense of sight. It will be favorable or unfavorable 


just to the extent that its subject, the personal appearance of the 
salesman is pleasing or displeasing. 

Obviously, the salesman’s efforts should be directed toward 
creating favorable impressions. It is a law of mind that every 


impression is colored by the preceding ones. Therefore it is of 


great importance that the first impression be 


pleasing 
\ graceful and easy carriage adds to good appearance. The 
average man does not know how to walk, stand or sit 

Children should be taught early in life the proper carriage of 
the body so that they may uftconsciously be at ease. 

\ man’s bodily attitude is very largely a mirror which reflects 
his mental attitude. The slouching mind 
Self-esteem, authority and pride manifest t 
and self-deprecation 


man has a slouchy 


hemselves in the car- 
riage as do humility 
No man whose carriage shows indecision, doubt or carelessness 
The attitude of the 


erect It is 


will impress a stranger very favorably 


healthy man, sitting, standing or walking, should be 


nature’s sign of well-being. 
a very clear illustration of the 


We witnessed two extremes of 


carriage recently., During the inauguration of a Western gov 


ernor, he was attended by several stout policemen and a spruce 
Throughout the ceremonies it was distressing to 
their flat 


young orderly 
watch the discomfort of the policemen. Standing on 
feet, with stornach extended and chest collapsed, they shifted from 
one foot to another 

The aide-de-camp 
ceremony with no sign of discomfort. 


balls of his feet, stomach thrown in, chest held high and forward, 


stood at attention throughout the entire 


He rested easily on the 


and head thrown back 

The carriage of the 
his prospect, should betoken health and courage, faith in himself 
and in his mission. If he is invited to take a seat he should not 
collapse into the chair, sink down in it and sit on the point of 
his back sit erect, though not stiff. 


salesman as he walks forward to greet 


bone He should 


rt res that he is talking to a vigorous, self-respecting 
rable one 
4 a 7 M 
( 1 re has much to do with creating a favorable 
should be If it is too 
venly it cannot fail to create an unfavorable im- 
$Sio1 It s | be adapted to the season and startling effects 


suited to his business. 


Chest | says that a man is best dressed when those ° 


ehold hit ive no sense of his apparel except that of a 

expensively dressed in order to be well 
well brushed and pressed clothes, a fresh 
tie and shoes well shined contribute much to the well-dressed man. 

Poise has a very large part in personal appearance. The pros- 
at the bearing and facial expression of 
the salesman interview. If he sees there the 
serenity and mental peace which poise brings, a favorable impres- 


L t , ; 
\ I ee ( { « 


pect instinctive ks 


desires an 


sion results 
Che eyes of the man of poise are good to look into. Optimism 
stamps its story upon the features. Dis- 


The serene 


or pessimism indelibly 
ease and health reveal themselves through the face. 
soul alone is strong 
[he absence of bodily and mental control is shown in man- 
Many have failed because their mannerisms 
were irritating to their prospect. At best, the mannerism detracts 
maximum of attention and interest on the prospect's 
part. He cannot attend to the salesman’s language, however 
convincing it might otherwise be, if the salesman’s 


nerisms salesmen 


from the 
logical and 


fidgeting and lack of ease are apparent. 
There are mannerisms of the body, swaying, wriggling and con- 


stant changing of position. They should be overcome. Many 
salesmen have characteristic positions of holding the head. Un- 
consciously they wag their head from side to side; shake it, 
throw their head back and forward, or run their hand through 


their hair 

There are mannerisms of the feet, shuffling, tapping on the 
floor, sliding and unconsciously kicking against a chair or desk, 
which preclude that attention on the part of the prospect which 
the salesman desires 

Many mannerisms of the face do their part to prevent an other- 
argument from convincing. In his desire to give 
sometimes will contort his facial muscles to 


wise logical 
emphasis a salesman 
an extent which is very disagreeable to his auditor. 

Some salesmen seem to be unable to find a place for their 
continually moving, stopping now and 


” on the top of a desk 


Their hands are 


fingers tap the “devil’s tattoo 


hands 
then to 
or the arm of a chair 

One of the most disagreeable mannerisms of the hands is the 
“washing in invisible soap and water,” an imitation of an English 


let the 


butler 

\ most unpardonable breach of politeness is putting the fingers 
in the mouth and biting the nails. 

Fondling the head and tace with the hand should be avoided, 
as it is not. only an evidence of lack of ease, but prevents your 
auditor from hearing you distinctly. 

\bove all, the hands should be prevented from handling objects 
on the prospect’s desk, as some men would resent the liberty, and 
in any case it shows lack of self-control—the salesman’s part. 

& & & 

It should not be necessary to point out the need of the sales- 
man keeping his hair well trimmed and brushed, his nails mani- 
cured and his face shaved. Yet many salesmen are limiting their 
earning power today by neglecting a great many little things, all 
of which go to make a harmonious whole. 
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Nothing is a detail in salesmanship, however small it may The test of a salesman’s progress from the time he enters 
be, if it affects a sale. The salesman who creates an unfavorable another man’s place of business until he leaves is in drawing the 
impression by hands, neck and face in need of scrubbing, finger other man toward him \ny impression which would have a con 
nails in mourning, or dandruff upon his coat, is greatly handi- trary effect should guarded against, whether it be in personal 
capping himself appearance, speech or action 
The salesman should constantly guard his breath. Nothing The real test is this—will it cause the prospect to be attached 


will repel the prospect as much as foul breath 


or repe lled? 





THE 


MAN 


AT THE BENCH 





Capacity 


Should Be Judged by Its Adaptability to Circumstance. 





ESSIMISTS tell us with mournfu 


note that the opportunities today for 
young not what they were 
twenty-five, thirty or fifty We 


are in the midst of great industrial changes 


men are 


years 


ago 


which is far more 


We do not agree 


—an industrial evolution 
important than we realize 
with those persons who deny that there is 


as much opportunity today as ever there 
was. We do not believe that men with 
strong hands and clear heads have less 
chance now than they had some years ago 

Is there as much opportunity? There 
certainly is. New industries are springing 
up every day which give employment to 
hundreds of men. Whole industries have 
been created in the last few years which 
give employment to millions and each one 
of these industries, each position that is 
opened as a result of invention and im- 
provement, is an opportunity for some 
one. 

“But,” says the complaining manufac- 
turer, “these men who work for me don't 
take advantage of their opportunity, they 


don’t increase their efficiency Chey ought 


to study and to fit themselves to become 


superintendents and foremen, but they seem 
to be content to remain today in just the 


same position they were in yesterday 


This complaint may have some ground 
of truth, yet it is mot an excuse for the 
complaining manufacturer to become im- 


patient with those who do the work of his 
factory or his shop. He knows that though 
he employs a thousand hands the positions 
He 


can have but one superintendent, but one 


of responsibility are limited in number 


foreman of each department and however 


hard the rest of the men try for those 
positions they never can attain them. If 
every man, for instance, in the Pennsyl 
vania Railroad system, should qualify for 
the presidency, nevertheless but one man 
could hold the position. It might be all 


right for every man to make an attempt to 


qualify himself for that or some other re 
be content, 


sponsible position but he must 
after all, to continue to do the plain work 


of the world for he ag well as every em 
ployer knows that the high salaried jobs 
are comparatively few and the _ seekers 
many 
World’s Toil Rests on His Shoulders. 
The work of the world is done by the 
man at the bench, the man at the lathe, 


the man who follows the plow and wields 
the hoe—the rank and file in the great 
industries by which we all live. He its the 
ultimate producer and so long as the world 


wags on with the race of man in the ascend- 


ant, the man who does the work of the 
world, the man with the hoe, the allegorical 
figure representing productive labor, will 
be necessary in the processes by which life 


is sustained and comfort made possible. It 


is inevitable that the great mass of men 
shall always remain hewers of wood and 
drawers of water 

Nor is the drudge condemned by his 
drudgery. Work is in a measure its own 
reward Effort, properly applied, brings 
power. Hours spent fitting one’s self for 


things better are well spent and liberally 


rewarded, even if the immediate object 1s 


not achieved. Many successful men have 
had little money. 

The age we live in glorifies opportunity 
The best man spurs on to loftier ambition 
by pointing to the larger rewards of effort 


today “Always room at the top” is the 
favorite slogan. The general tendency 1s 
often to belittle the homelier and less spec- 
tacular countenance of him who strives 


faithfully midway on the ladder or even at 
the bottom 
We 


achievement 


do not quarrel with this spur to 


Youth demands it and if this 


gospel of success be preached with sympa 
thy and breadth of view it must result in 
inspiration to many men Nevertheless it 
must be recognized as a matter of sane fact 
that all of us cannot be captains of indus 
try. No man reaches the top without pass- 
ing the others. There must always be the 
others. Without others to pass there could 
be no top. When an employer invites his 
men to ambitious struggle he knows and 
they know that for a majority among them 
the struggle itself must be its own reward 
The thousands who do not rise and cannot 
rise because necessity demands that the 
great majority remain below, must go on 


performing the daily tasks in the same calm 


and lonesome of concentrated indus 


try which rose perhaps to a temporary burst 


the 


spirit 


one or two or 


\n 


many Is 


of enthusiasm in which 


three triumphantly moved on earnest 
fidelity the the 


essential to the success of the company as 


on part ot Just as 


is the force of initiative which left it behind 


on the part of the few 


Courage “in the Ranks” Is True Coin. 


Wit all right incentives t superior 
achievement fully recognized, it must be 
admitted that the Man at the Bench its just 
as necessary 1n his place and to his task 11 
the general scheme of things as 1s the Man 
itthe Top. The courage that lifts one man 
ibove his fellows is naturally applauded 
yet it is different only in degrt t i 
kind, from the robust fortitude with which 
the mass of men face the daily toil, and 
that n merely with resignatior it with 
a steel-willed determination to good 
work for the work’s sake whether it lead 
“a step higher” or only to a living cor 
pete! ¢ 

lf this virtue of the com e were 
fully re ognized, if the eff ¢ thos 
who are too loosely termes el 
were once grasped by many an employer 
we should be spared much of the scorn now 
leveled at the (assumed) failure The very 
word might be replaced, in out mmercial 
vocabulary, with one bette1 ( » the 
fact The man who 1s defeat: na 
ght is not a failure. He may success 

he may have increased his us ness to 
the business by the very act struggle 
though unsuccessful in obtaining the prize 
immediately in sight lf s very 
standard of efficiency now n ed by 
the majority of men in their wot roves 
that it is so, is? it not saner and tter busi 
ness policy to look upon the actual success 
achieved, which is permanent, rather that 
upon the margin-of failure which 1s it 
incidental and transitory? 

There is a limit to human acl ement 
To call it “human” is to admit 1 When 
you urge upon a thousand employes that 
there is room at the top, it is with the 
common, if tacit, knowledge o1 th sides 
that, however hard the thousand may 
struggle, there is room for t ery lim 
ited number Che pint measure will nevet 
hold the quart It is rightly appreciated 
if its capacity 1s equal to the demand upon 
it Instead of mildly deriding the man in 
the ranks, the far-sighted employer will 
strive to make conditions in the ranks more 
tolerable, more humane, more just, knowing 
full well that efficiency, wherever minted, is 
true gold, and duty, wherever done, is still 
duty and merits honest regard as such 

Until progress abolishes “the Bench,” we 
may not well depreciate the Man behind it 
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THE MAN FROM OVER 


THE BORDER 





How Trade Is Erasing National Boundary Lines, 


to Foreign Conditions and Demands. 


and How Salesmanship May Be Adapted 





— OREIGN trade is a paradox; it unifies 
vit] e bond of mutual interest 
even as it brings more vividly to light 
the pe uliar traits which differentiate nati 
yn t knows no boundary lines 
na y¢ ipts S to the peoples 
races 1 d yond each one. The Rus 
sian is no less a Russian because he 1s be 
ginning uy American typewriters. And 
yet with the purchase he absorbs certain 


unconscious 
The I) 
blur- 


American methods and ideas 


ly, it may be, but no less surely 


ternationalism of commerce is not a 


ring or a deadening of racial identity 
rather heightens and intensifies it. What 
buyer and seller hold in common only 


points more clearly to the respects wherein 
they differ 


have a 


Thess generalizations concrete 
value to the American merchant who is 
planning to augment his sales in other 
lands. It is an error to assume that Ameri- 
‘an goods, by any ipso facto, semi-magical 
act of their own merit, are going to alter 


the inborn preferences of generations of 


foreign purchasers Such changes comes 


very slowly, if at all Mere superiority 
of quality here cannot count with any 
mathematical certainty upon its market 


The \merican goods are purchased 


more 


sister-nation, the more exactingly 
those goods will be criticized. Familiarity 
manufacture, in 


the 


methods of 
revolutionized 


with modern 
the last 
buying taste and judgment of thousands of 


generation, has 


European dealers, as it has more slowly 
altered the standards of many of their 
own manufacturers It has not always 
changed the demand; rather, it has ren 


dered acute and imperative. 
The great 


today is a real understanding of the foreign 


more 


need of American exporting 


market It would be more accurate to say 
“foreign markets,” for in each are to be 
found peculiar conditions which call for 


sales-campaigns and 


individual treatment of 


special adaptation of product. Consular 
reports, once meager and indefinite, are 
becoming a very forum of education in 


this regard. The merchant who neglects to 


read them regularly, at least those which 
directly concern his own line of business 
is forfeiting a plain opportunity. Yet the 
best compiled consular report deals witl 
facts and figures rather than with men and 
women Che human equation is not a part 
of its table of st itistics To solve this, to 
know the Man from Over the Border as 
he really is, awith all his inherited and some 
times rcely retained prejudices and pre 
ferences, personal contact is necessary 
\nd, oddly enough, the door to an educa 
tion in this phase of the foreign problem 
opens only a mile or two, at most, from 


the othce entrance ny erica! 
hant or manufacturet 
A Mountain That Comes to Mahomet. 
While we have been sending Am« 
ds t the reigner, Oo! S 
en co vO US im €ve sing 
‘ nd ety | S S 
ways with him. | s ion 
anizations he perpetuates here. Even 
is he es \1 er al S 
fond of saying, he retains jealously g 
humoredly many those « nt n ’ 
turesque habits from across the seas L¢ 


i 


retains them not alone from 


vecause they stand for ideas which he has 
found adapted to his happiness and 
which he will not part. Those ideas, ble 
ed with ours, modified by mutual contact 
will have their word to say determining 
the progress of the future 

Here is the field for the 1merican e@x 
porter who earnestly desires serve as 
well as “pocket” his share the foreign 
trade. The best way to serve that trade 
across the seas is to serve it at home. He 


is doing that today, if he is really reaching 
it. Yet 


European 


many a house whose dea 


Americans in its Own city mount 


up into the tens and hundreds of thou- 


sands takes scant pains to study that trade 
a. 


or to ungerstand its peculiarities At the 


same time it may be racking its collective 


brains for some new way to reach the same 


racial or national demand across the divid- 


suggested that a 
i 


It Ss of course, not 


modifie 


standardized product should be 


right and left, to meet every clannish whim 
faithful 
Yet 


which at 


which a investigator might dis- 


there are many respects in 


little 


cover 


comparatively cost an 


\merican product can be altered to satisfy 


long-standing and well-grounded prefer- 


ences of a particular class of buyers. The 


thing is done day in the increasing 


effort to 


every 


meet the needs of business or p 
fessional men in_ special lines of work 
Analyzed carefully, many of these adapta- 


tions will be found to be based on the per 
likes dislikes of the 


Utility is largely relative in the c 


sonal and customer 


ymmercial 
which enters 


world \side from machinery 


directly into the production of trade-arti- 
determines demand to a hardly 


And 


cles, habit 


realized extent while every 


of goods creates a new habit of mind 1 
the buyer, that habit is still molded on the 
lines of the old. To gain acceptance, it 


must suit the old demand better than the 


old custom itself. Progress is not s 


new things as new ways of doing the 


things better 
Why U. S. Typewriters Girdle the Globe. 
notab 


Office appliance dealers have been 


ly alert to this necessity of adapting their 
products to the demand, instead of brus- 
quely insisting that the demand at once 
be transformed to fit the product. American 
typewriters, adding machines and calcu- 
lators become readily naturalized citizens 
of other lands. In many fields they have 
been the pioneers in this new method and 
principle of trans-oceanic service. The 
habit of pleasing the customer is not con- 
fined, in the most successful cases, to the 
larger and more prosperous nations. As 
\merican exporting has become conscious 
of its worid-opportunity, it has given 
natural birth to a wider and a more ac- 
curate understanding of the foreign mar- 
ket itself. Ten years ago South America 


was an unknown land to a majority of 
\merican manufacturers. Besides noting 
its fondness for revolutions, mosquitoes 


and exotic plants, most Americans did not 
regard it as a commercial market at all. 
Today it is more than a page in the 
geography; it is coming to be a page, and 
more, in the profit ledger. Its language, 
its customs and its merchandising peculiari- 
ties are becoming known. With that 
knowledge has arisen the desire to possess 
a new field, and this desire itself has been 
fruitful of definite plans toward its own 
realization. The same process is proceed- 
ing more slowly in the case of more distant 
lands. And with the development is arising 
the structure of a more solid and enduring 
commercial supremacy than a former gen- 
eration thought possible. 
The “Yankee” at Home Under Any Flag. 
The Man from Over the Border mean- 
while is himself becoming more eager to 
look across his boundary lines. His kins- 
folk who have entered the land of oppor- 
tunity have written him of its wonders, of 
the new things which it does so strangely 
and of the old things of which he finds it 
has not yet learned. Give him time. He 
is willing to teach as well as be taught, 
and in the commercial field there is scope 
for education on both sides. The pros- 
perity of most business houses rests upon 
their willingness to learn from the demands 
which they have successfully satisfied. 
“American” abroad is already an accepted 
synonym for versatility and adaptability. 
Our national genius, both in statecraft and 
in commerce, has been distinguished chief- 
ly by an unusual knack for molding others 
even as we are molded ourselves. In this 
respect, however modified by foreign con- 
tact and admixture, our commercial stock 
continues Yankee to the backbone. In its 
conquest of foreign markets it may well 
learn to conquer many of its more pressing 
problems of production and distribution at 


home. 
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FAILURE AS A SCHOOLMASTER 





A Few Words on the Gentle Art of Learning from Our Own Mistakes. 





AILURE is always a surprise to the 
true man To do a thing at all 


demands an inner certainty of su 


cess The greater the confidertce, the de ep 
er the astonishment at defeat. <A just pride 
in achievement must go before a fall, or 


there would be no place from which to 
tumble 

If failure makes you suffer, rejoice [t 
means that your will is healthily alert to 
the issues of things. You are simply re- 
acting from the visible results of invisible 
forces, of which your own determination 
and energy are a part, but not the whole 
To “stand punishment” is itself to fight; to 
face it is to win 

But to endure disaster is invariably easier 
than to profit by it. Most of us are willing 
enough to forget our blunders. That order 
which we missed by an incalculable margin, 
that deal which went astray from misdirect 
ed enthusiasm, we bury with a rare charity. 
There is an element of reason in the phil- 
osophy of oblivion to brood over a deteat 
is often to breed another. To front it 
steadily and serenely, and to extract from it 
the logic of future success, demands phil 
osophy as well as courage 

Total rout is a fear rather than a fact in 
most business ventures, for failure itself 
usually means partial success. It is like a 
house over which a storm has crashed 
the still standing beams and planks suggest 
the path to restoration. Holding this view, 
many wise men of all times have found a 
workable philosophy in regarding success 
itself as in part failure, and in checking eack 
step of their advance with a constant rec- 
ognition of its imperfection. The objection 
to such a rooted habit, however, is ground- 
ed in human nature itself, which demands 
some controlling sense of the absolute in 
accomplishment. It is the satisfaction ot 
success, more even than the success itself, 
for which we strive \ normal man had 
rather fail, and know that he has failed, than 
merely to suspect that he has partially suc- 
ceeded. It is this element of the game in 
life, and of the sportsman in human nature, 
which cheerfully upsets the geometricat 
conclusions of so many philosophers, even 
while it invites the job of building them. 
An Ancient Myth and a Modern Moral. 

rhe nub of the matter is the question of 
a personal standard. You may not define it, 
though you will certainly strive to do sv, 
but at all events you know it is there. The 
salesman’s joy in landing a big order is 
more than inflated self-esteem, let the ma 
terialists say what they will. It is like the 
bell which rings when the target is hit, or 
the slap of the ball in the catcher’s mit on 
the third strike. It registers something— 
something accomplished and well ac- 
complished. For an instant, however small, 


a standard -has been reached The self 


congratulation in the man who has ac 
complished it is the ring of the bell it 1s 
the fact of accomplishment that does the 
ringing 

So with failure Chere is no mustake 


about sighting for the shot We see clear 
ly. We aim. squarely We miss But 
note, the more clearly we see and the more 
squarely we aim, the more d 
tain will be our image of failure. As George 
\de once wrote of the feather-weight who 
went down in the eleventh round, “some 
body all at once shut off the sunlight.” The 
effect of failure on the healthy mind 1s 
quite as abrupt and vivid \nd the very 
sharpness of the divergence between ex 
pectation and result will accelerate the re- 
covery. The harder the old giant Antaeus 
hit the earth in his prehistoric wrestling 
bouts, the quicker he got up. Naturally 
The speed of his fall had taught him how 
Chere is a solid fact behind many an ancient 
myth, and this is one of them 

Distrust the man who will never admit 
that he has failed. He may be speaking the 
truth, but the chances are all the .greater 
that this exhilarating experience is reserved 
for your own personal acquaintance with 
him. If untrue, the statement indicates that 
he has gone to the school of life with his 
ears muffled, and has walked the green and 
kindly earth with ingrowing vision 

Life a Game But Not a Gamble. 

Some men play the game of. life very 
much as the gambler plays the board. If 
they lose with one color they choose the 
precise opposite. In other words, they not 
only have no principles of play, except that 
of venturesome change; they have not even 
any real expectation of winning. Success 
to such is itself a surprise They fail by 
rote even while they fail in as wide a 
variety of ways as possible. The true use 
of failure does not thus discount or belittle 
it. Every slip to the Alp-climber, if it be 
not fatal, is the occasion for seizing a firm 
er hold on the ascending path. Every lost 
order, to the live salesman, suggests the 
clue to gaining the next one. There is oc 
casion for hope, too, in the habit of taking 
stock of blunders. The part of the cam- 
paign which was rightly planned looms all 


the larger and surer for our discovery of 
the costly flaw. To do a thing right some- 


times you must know how not to do it 


wrong 
But these are the mistakes of inex- 
perience, the blunders, perhaps, of originali- 


ty, the trips of the pathfinder, the defects 
of our own qualities. What shall be said of 
the sales-campaign in which no weakness 
can be discovered, or even suspected, and 
which yet goes awry from some apparent 
trick or darting web of circumstance? How 
can a man learn from a failure which he 
cannot even understand? How profit from 


wer lies in the 


good and bad, 


ich would have merely just 


one which wakes e up 
Playing the Blue Against the Red. 
Che business theory which bas: ( 

purely on results labors under 


dous handicap 


If every man had paced his pr: 
there would have 


over-scrupulous salesman or « 


open-mindedly alters h 
He is simply playing 


hopes to trap or 


to favor because its merch 


ed obstinacy 


when he tis beaten 


this ascetic idea 


rational willingness 


our mistakes 


from the iron in t 
hing of the old triba 


need not mean cruelty ent 


street—half-humorous, half-earnest, keenly 
descriptive— t”” 


“facing the music,” 


ultimate triumph is compounded 


The good loser is loved by 


hard to win. 
schoolmaster which 
end to turn—to victory 
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PERILS IN THE PATH OF THE PRICE-CUTTER 





Why the Pursuer of This Policy, in the Long Run, Cuts His Own Throat. 





HILE the 
goods, the price-cutter is selling a 
price. In that distinction lies 


“quality” salesman sells 


the whole secret of the former’s increasing 
success and the latter’s dwindling profits 
The first man is setting a standard. Even 
if his goods do not reach the summit of his 
faith in them, he has at least created a 
positive attitude on the part of the pros- 
pect. The price-cutter, on the other hand, 
by appealing frankly and exclusively to the 
bargaining instinct, has tacitly relinquished 
the whole field of quality or value to the 
purchaser. Instead, he matches pennies for 
the order—with the odds against him. 

Human nature in the customer is keenly 
alive to the force of gravity. Once started 
on the down-slide, and it apparently sus- 
pects that there is no bottom. The $1.19 
that looked cheap yesterday is dear today. 
For the process of depreciation, begun by 
the price-cutter, has set in like a stampede 
to a presidential band-wagon, and the buyer 
is quite sure that by holding off just a 
little longer he can ultimately uncover the 
real price that the salesman must have 
“up his sleeve” as a last resort. 

Even the most sensible customers are 
not immune to touches of toboggan fever. 
When all is said and done, it is human to 
and 





want to get something for nothing 
quite as human afterward to make up one’s 
mind that one has got precisely—nothing. 
There is a kind of elemental sanity or 
justice in man’s composition that is respon- 
sible for this inevitable rebound of the 
judgment 

How One Salesman Risked—And Won. 

“I had rather you canceled the order,” 
said a wise salesman quietly to his pros- 
pect, “than to have you think that I was 
backing down on the quality, and that is 
exactly what you would think, instantly, if 
I made the price ten cents cheaper. I had 
rather have your order six months from 
now, with the memory of this straight 
quality guarantee in your mind, than to 
have it today at a reduced price, with the 
certainty that somebody would be sure to 
drop a notch lower than that within the 
week.” 

It was a bold line, but it won. 

The philosophy back of it all collides 
rather roughly and summarily with that 
well-worn slogan, “Results at Any Cost,” 
which we have heard over-often of late 
Properly analyzed, the facts dispute its 
logic. What results are meant by the sales- 
man or house which thus attempts to justi- 
fy wholesale price-slaughter? Today’s or 
next year’s? Is it seriously meant that 
business shall be conducted from the view- 
point of the fly-by-night street mountebank, 
who trusts to his nimble heels to escape 
the trill of the police whistle? Are we 


all to set about making fortunes in ninety 
days, thereupon adjourning business sine 
die for a sojourn at Monte Carlo or the 
Yet, logically, that is the 
destination of the consistent price-cutter 


Moulin Rouge? 


Immediate results test nothing, else the 
best lying beggar on the street corner 
should be hailed the peer of the Roths- 
childs. He gets results. He gets an amaz- 
ing dividend on his investment—far ex 
ceeding the expectations of the glib young 
salesman who chatters of “results at any 
cost.” Immediate results prove only the 
fickleness, curiosity and amiable appetite 
for sensation of the mass of men Chey 
are the legitimate goal of the artist, the 
actor, the orator, rather than of the busi- 
ness man. The only man who can really 
afford to talk about “immediate results” is 
the man who expects to die tomorrow. For 
the business which expects to live im- 
mediate reputation is decidedly more im- 
perative. 

Greed Sees Oniy the Near Chance. 
Midas’ 


eyesight is dazzled by the blinding mon- 


Greed is always near-sighted 


otony of the “golden touch.” The man 
who is always thinking of profits makes 
the ludicrous mistake of fancying every one 


Charity for 


else is similarly atrophied 
the other man would be refreshingly prac 
tical business policy for such a man. He 
really does not allow for the other fellow's 
generosity, knowing he has none to staré 
at himself. 

Just as the easiest thing in the world is 
to underrate another man’s abilities, the 
most insidious temptation to which the 
salesman is subjected is to belittle his cus- 
tomer’s buying-power. The _ price-cutter 
virtually hints to his prospect that he re- 
gards his finances as strained, by offering 
him a reduction. In the same breath he as 
much as owns that his own goods are over- 
rated by the original quotation 

Any normal customer thinks twice of the 
worth of the goods a house is offering to 
once of the price at which they are offered 
The reason is that he is thinking of that 
worth in relation to his own opportunities 
of realizing on it—which is the real point 
at issue in every transaction. In hanging 
out the dingy old bargain shingle a house 
curtly halts this train of thought with a 
spectacular vision of its own munificence ir 
lopping off a few pennies from the pur- 
chase price. This is egotism, as well as 
shortsightedness. It is an appeal to the 
customer to properly appreciate what the 
house is doing for him, at the sacrifice of 
a slice of its own profits. Small wonder 
that most buyers suspect the philanthropy, 
while others unconsciously despise it even 
as they take advantage of its supposed 
benefits to themselves. 


Sifted down to fine wheat, what makes 
price-cutting possible? A price. What is 
a price? Necessarily, something fixed, es- 
tablished, certain. “Without the law there 
is no transgression,” and without a price— 
the idyllic condition to which the price- 
cutters’ labors are directed—there is no 
value—no meaning, even—in price cutting. 
Strange as it may seem, you cannot cut 
what does not exist. In short, by a regime 
of price-cutting in any business there is 
soon developed a condition in which the 
occasional rational reduction of prices con- 
sequent upon improved machinery or dis- 
tribution is without value to the dealer 
because not credited or appreciated by the 
customer. If everything is a bargain, sur- 
prisingly enough, there are no bargains 
left. More often than not, the boy who 
eats the whole pie, in the dark, dark sequel 
is left only with a cruel stomach-ache. 

Price-Cutter Overreaches Himself. 

[t is a fact well worthy of recognition 
by many modern philosophers outside the 
field of business that without law there can 
not only be no order: there cannot even be 
any real anarchy. The law of contrast is 
irrepealable. The truant from school may 
not succeed in abolishing the school, but 
he will certainly, in time, abolish for him; 
self the fun of being a truant. Just so, the 
incorrigible price-cutter in time will elimi- 
nate himself from the business arena by 
cutting away the support of solid stability 
with which more scrupulous men’ have 
made possible his gains. Like Mephisto, 
then, in “Faust,” he may “sigh because he 
iS SO lonely.” 

Like every other kind of commercial 
duplicity, the principal trouble with price- 
cutting is that it does ‘not work. As in- 
creasing ,invention enriches the texture of 
business life, it will work less and less. 
Today, more than in any previous age, men 
are thinking in ideas, rather than digits— 
are reckoning the things worth while in 
terms of use rather than dollars. Against 
this resistless ethical evolution the price- 
cutter raises his puny fist. In a world 
where men are dreaming great dreams of 
service, and beginning to realize them, he 
harks back to the clumsy methods of the 
cave-man. The business seas are awash 
with wreckage that once was fair hope. 
Perhaps the worst battered hulk today is 
that of the ship whose captain tried vainly 
to sail with every breeze of shifting price 
instead of heading straight-on for the goal 
of honest merit. 





The salesman who puts too many pros- 
pects in the Future Consideration File fre- 
quently receives the same charitable treat- 
ment from his employer.—Globe-Wernicke 
Doings. 
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ADVERTISING FROM THE RETAILER’S VIEWPOINT 





Newspapers, Letters, Circu 
Place in the General Scheme of Publi 


lars, Folders, Counters, Showcases and Show Windows, and Their 


city. 


. 





ODERN advertising has made the 


retailer the keystone of the com 
mercial arch Upon its security 


the whole structure of consumer cam 
paigns and direct-to-the-user publicity de 
pends Sooner or later every product 


which is in popular demand must pass 
through his hands. The far-seeing manu 
considers his in 


facturer or wholesaler 


terests at every stage of its production 
Next to the goods themselves, the handling 
of those goods over the dealer's counter 
will predominantly determine the size and 
duration of their market. Constant co! 
tact with the ultimate buyer thus makes the 
retailer a kind of court of last resort whos« 
decisions are frequently tinal because they 
embody the preferences of the trade itself 

The result in recent years has been a 
headlong rush by manufacturer, wholesaler 
and advertising agency to “capture the re 
tailer.” More advertising matter than he 
could advantageously use in several years’ 
steady merchandising, is dumped upon him 
in vicarious profusion. Men he does not 
know, men who do not know him, suddenly 
arise in the market-place and call his name 
A phenomenal campaign, reaching 

million of the “best homes” 


blessed 

sO many 
magazines, 
\ three- 


through the widest-circulated 
is being engineered for his benefit 
color prospectus in the afternoon's mail 
tells him so. The golden arrow on the 
cover points straight at his cash account, 
and the glittering stream of dollars is about 
to open the door to his banker’s vault 
Everything is arranged, he reads inside, the 
product of finest quality, the demand of un 
questioned extent, the profit—‘can’t you 
hear the thick round dollars jingling into 
your cash-box?” asks the prospectus, and 
he really can—almost. There are electro 
types, too, for his own use in his town 
paper, and a promise of more ammunition 
as soon as this is exhausted. He rubs his 
eyes in wonder at some one’s unexpected 
generosity 

That is, the first retail dealer thus bom 
barded doubtless did. Of late these profit 
proffers have become a bit too consecutive 
to be quite convincing. The fact that many 
proved 


of real worth to the retailer does not ob 


Nor 


of the products so advertised have 


literate the memory of certain failures 
does it greatly relieve the monotony of the 
The retailer by now has had his 
by so many 


method 
fortune made—via prospectus 
excellent products that he may be par 
doned if he yawns over the propo 
brought him by the latest mail \s he 
stifles the yawn he looks casually around 
his store, and all at once remembers that 
he is still selling the staples which are ad 


effectively by his own 


vertised quite as 


faithful service of the public as is the new 
est bonanza by the million-circulated maga 
zines in the very best of homes, 

The result has been, in the last few years, 
a revaluation of dealer advertising Che 
very use of the word “dealer” is significant 
Instead of a mere middleman, which the 
word “retailer” originally denoted, the man 
so termed is now regarded by the manufac- 
turer and his friends of the agency as a unit 
of a certain independence of function in 
“captur 


the. business scheme Instead of 


ing’ the retailer, the really up-to-date cam 
paign is coming to the retailer for data on 
demand, for sales-ideas, for the opportunity 
to serve his custom as well as annex it 
The process has awakened the dealer him- 
self to a full consciousness of what before 
he only occasionally suspected his reay 
central power and importance in modern 
merchandising \nd with that conscious- 
ness has come the desire to use the chief 


advertising 


weapon in the business battl 
With all of its brag and bluster, the old 
shree-color, sales-whooping prospectus 
probably gave him the initial and creative 
push in that direction. It advertised adver- 
tising, even when it failed to advertise its 
product. 

Taking the field as a whole, the adver- 
tising of the dealer is quite the sanest and 
truest to fact you can find. it is so be- 
cause it is based on a service and good will 
already established with the retail custom 
Sometimes it is tame, but it is always gen- 
uine. The present-day retail problem is to 
extend its field of usefulness. In this ef 
fort the local daily or weekly paper rightly 
receives primary attention. When the deal 
er rejected the free electrotype thrust upon 
him by the lavish manufacturer, he couldn't 
help a passing glance of admiration It 
looked well and it talked well The only 
with it was that it didn't talk about 
words 


trouble 
the right thing 
about the new product to one 


There were nine 
word about 
his old service. But he saw its value, and 
set to work to improve his own advertis 
ing “copy.” A little later, perhaps, he re 
ceived a letter from the manufacturer—a 
letter” about the product In 


W hether 


‘ertainly led 


“personal 
spite of himself it interested him 
or not it led to an order, it 
to an idea. He began to experiment with 
follow-up” himself—in extending his lines 
ind in regaining lost customers. He tried 
i circular here and there. or a folder, or 
By the 


novel counter-display 


perhaps 
time he really gave his order for the new 


brand he had his own advertising system 


if wf 


ready to receive and exploit 
Among the mass of retail dealers, how 


ever, this awakening to the possibilities of 


advertising has only begun There are 





thousands of show windows in any city you 


choose to name, which chang nly with 


curtain in 


the descent of the evening 


or the actual selling of the stock, piece by 
neement 


vhich the 


piece necessitating a New 


The opportunities for advertising 


product itself affords are hardly realized 
\ folder or a novelty card. enclosed in the 
package when it is delivered, or slipped in 
with the monthly statement of account, has 
a direct advertising value, yecause it 1s 
speci cally connected: with the product it 


’ , 
purchased 


sell Che quality of the goods 
invites a test of the quality of the articl 


advertised. Every bill sold thus becomes, 


na measure, a leader to another sample 
of expanding service. Price is only part oi 
the appeal of the bargain Che other part 

sometimes the larger part—is in the spe 
cific choice of that particular thing to be 
advertised The price reduct linches 
the demand which the article itself created 


Many alert retailers today issue a regular 


daily or weekly bulletin of attractive offer 
ings. The old way was to insert these be 
the daily ape! In 


tween the pages of 


some states this is now prohibited by law 
but in any case personal or, better, mail 


delivery is preferable. In this way the pro- 


gressive dealer gives to his gain-list 
much of the value and dignified appeal of a 
house-organ. The stark, bald bareness ot 


the mere price-list is avoided by making the 
approach in the nature of suggestions to 
the buyer—sometimes  severa days ot 
weeks ahead of the actual sale itself. Some 


remind 


times a postal card is used—just 
er that on such a day a certain article will 
be featured This method lso 


wider publicity to store demonstrations of 


new devices by notifying the trade in ad 
vance as to when they will be held 

Few retailers have yet grasped fully the 
advantages ot the larger disp ay advertis 
ing \ dealer’s sign should be his trade 
mark, as truly today as in the ist years 
whet “The Red Hart” and The Blue 
Boar” were so many slogans of tavern hos 
pitality The commercial idvantage in 
either case lies less in the actual name 
hosen than in the standardizing of name 
r device, or both, in some nite a 
enduring way The show wi houl 
be frequently altered, for it s d indicat 

ress The name-sign the door, 

vindow, or entire establis ‘<¢ 
have the prestige of a wel pet 
nence Such an aptly hos trademat 
can well be spread widely among the de 
ers stock and minor props . e wra] 
ping paper can be made dist vithout 
greatly adding to its cost in unvarying 
shade or thickness will sometimes accon 


plish this 

















READING THE TRADE JOURNAL 





Is It a Pleasure, a Habit, a Duty, a Waste of Time or an Opportunity? 





F all men read the same way, editing 


a magazine would be as simple and 


regaling a thing as serving a dinner 
when you know your guests and what they 
like Difference opinion makes _ the 
chef’s as well as the editor’s job an infinite 
ly exciting one It’s difference of digestion 


that embarrasses the kitchen. 

The sensible editor cooks a meal for all 
tastes, but he cannot always allow for the 
digestion. He cannot be sure that the man 
who reads his trade journal as a woman 
reads a bargain list—skimming from page 
to page like a gull swooping for a fish 
will infallibly find on page 137 the unex 
pected idea that will bring him a $10,000 
account tomorrow He may. Such things 
have happened, and will continue to hap 
pen, as long as bolts break from the blue 
and larks sing at sunrise Sut the hap- 
hazard reader can never be sure he has not 
missed quite as valuable an opportunity 
elsewhere, whether or not his hit-or-miss 
system registers occasional success. 

The perhaps fictional subscriber who 
reads every column and line as exactingly 
as does the patient proofreader is every 
editor’s ideal and daily inspiration. You 
might even call him the editor’s other self 
Yet many a supposed fiction has the dis 
concerting habit of suddenly appearing in 
flesh and blood before our eyes, and of 
such is the ideal reader. Sometimes he 
surprises you with a letter calling attention 
to a wrong font in the agate-page, and 
then you know he is one of “the profes- 
sion.” More frequently, he drops into your 
office as a friendly critic, and a gray world 
all at once turns golden Jut among trade 
journal readers he is naturally the excep 
tion which proves the rule that in a busy 
day’s work most readers will look for 
what especially interests them, in title or 
opening paragraph 

The Trade Journal as a Table-d’Hote. 

That means reading from both habit and 
duty. The pleasure which is gained by the 
way is so much added luxury which the of- 
fice reader welcomes as he welcomes the 
evening dessert. It is the beef and bread 
of fact and concrete counsel that his 
hunger craves 

\ few years ago we read a lot about 
“fletcherizing” at our meals. Some of us 
tried it—chewing each morsel fine as silk 
and centering our attention upon it as lon: 
as possible \side from its tendemy to 
make solemn owls of otherwise pleasant 
table companions, we found the notion de- 
Adopted in moderation, it 
has a value for the trade journal reader— 


cidedly useful. 


the value our fathers were fond of im- 
pressing upon us—that of concentration. 
Half an hour really concentrated upon this 
magazine tonight will yield you a surpris- 


ing return in the ideas that are mental 
wealth The same holds true of any pub- 
lication which reflects a dominating earnest 
ness of purpose and sincerity of style. Even 
more important than the immediately vis 
ible return is the tonic with which con- 
centrated reading braces and clarifies the 
mind. Often it is like the a¢id bath which 
etches the engraver’s plate: the flotsam and 
jetsam which clog thought have been re- 
moved by steady and unstrained pressure 
of will, and perhaps the problem which be 
fore seemed insoluble stands out already in 
its true solution like white on black. Our 
grandmothers used to say they would sleep 
over a proposition before deciding it. The 
principle was sound, for sleep itself, with 
all its relaxation, also concentrates and 
focuses those parts of us which require 
sharpening for use And concentration it 
self means rest as well as exertion: by 
centering thought on one thing you rest it 
When that rest is 
also pleasurable, the gain is double 
Markets and Men in the Making. 


The trade journal or business magazine 


from everything else 


affords scope for this kind of concentra 
tion. We live today in an atmosphere of 
business However! specialized any mans 
factory or mercantile pursuits, he cannot 
escape the influence of larger operations 
and the broader principles which guide 
them. He may think he is manufacturing 
only desks or costumers or inkwells. He 
is really producing all the improved con 
ditions and cumulative needs which the 
introduction of his goods implies or de- 
mands. While he is creating a market that 
market is helping to shape him. The bal- 
anced and truly representative trade journal 
shows him the picture, month by month, of 
his own evolution in commercial character 
and also of the surrounding business world 
upon which he acts and reacts. Yet that 
trade journal is more than a photographic 
reproduction. It is itself a product of the 
living trade mechanism, and yet the reflec- 
tion of the individual views and ideals of 
the men who create it, both by writing its 
contents and reading them. When you pick 
up your favorite business magazine tonight 
over your after-dinner cigar you enter int 
fellowship with such a group of kindred 
builders of the present and the future. You 
rub shoulders with them as truly as at your 
club or in the busy recesses of your fac- 
tcry or a convention of executives Che 
good magazine is a town meeting: that is 
why the forces that distrust the human ad 
vance have always feared the press. It 1s 
democracy itself, which is a good working 
definition of the thing we call American 
business. 

This contact with the life of trade is 
quite as practically helpful to the modern 


merchant or manufacturer as contact with 
the trade itself. It brings him into touch 
with the larger arc of human experience 
of which his own daily dealings with buy- 
ers and sellers constitute only a segment. 
We do not commonly recognize how much 
we are indebted to the views of others for 
the final summing wp of our own con- 
clusions. An idea seizes us in the press 
of daily work. We adopt it, and profit by 
it. To trace it to its source would be 
without gain. It is ours by the highest of 
all possible mental rights—the right of pro- 
Yet we know, if we stop to 
think of the matter, that the idea which 
we have made a part of our profitable out- 
fit and output, is both derived and com- 
pounded from the ideas and experiences of 


ductive use. 


others. We have borrowed it, and put it to 


work. We make it pay interest in the crea- 
tion of new utility and better business. In 
the only way in which the thing could be 
done, we have made it common property. 

Now the good trade journal is simply. a 
fund on which its readers thus borrow 
without realizing the debt. And this utility 
is quite apart from all those special helps 
and definite services which are recognized 
and consciously appropriated. 

Cheek by Jowl with Writer and Reader. 

To read a trade journal, then, is more 
than to absorb so many columns of type. 
[In the most exact sense of a good vulgar 
phrase, it is to “get next” to the writer and 
those for whom he writes. It is also to 
contribute your share to the collective 
opinion of the trade which it voices and 
Even the article with which you 
may not agree may shape and enrich your 
own conviction, as the acid-bath etches 
the finished plate. 

Never before in history has the business 
world impinged upon so many fields of 
Never before has business it- 
self been so little an abstraction, so much 
concerned with human need and human 
nature. Even as the material mechanism 
and media of commerce have multiplied, 
the spirit of man uniting with man in the 
service of man has had a rebirth. It is the 
peculiar function of the trade press to re- 
flect both developments—the toil of matter 
wedded to the travail of the soul. The 
actual chronicle of monthly achievement 
and invention in the magazine of business 
tells its own story of that development. In 
fact and figure the romance of the Twen- 
tieth Century is written from week to week 
and day to day. To read that romance is 
to be a part of it, and to share in its 
creation. 


denotes. 


human life. 





Don’t fuss about it; it may solve itselt 
if you sit tight—G. A. Murphy, in The 
Caxton. 











RAILROAD ACCOUNTING—MENTAL AND MECHANICAL 





By J.-S. Donaldson; Auditor, The Pennsylvania Railroad Company. 





Y early interest in mechanical ap 


pliances used in railway 


offices dates back over a quarter 
a century, to the period when one telephone 


; 


served the entire general office of the Penn 


sylvania Railroad, as compared 


eral hundred in use at the present time, and 


copying presses were practically the only 

machines in vogue, their use forming part 
7 

of the duties and early educatio the 


omece DOY 


Che introduction of the typewriter ts also 
Jt 


well within memory It was then nsid 
ered indelicate and lacking in refinement to 
communicate socially by typewritten lett 
and i Georgia post ister ilso ected to 
being insulted hav yuSsINess ters 
addressed to him printed by typewrite! 
taking the st d that his edi it ] ! ed 
him to read and decipher handwritter 
mut ations The | S¢ le i Syste 
ledgers ind the rds was ¢ Vit 
shyness and conjectures as to the $s in 
volved on the part of any concern having 
the temerity, vent ‘ nto s ( 
method t book eeping il 
tions which w Id result in ntol 

I measured nN he « \ t S¢ 

Investigation of methods 1n é g 
the leading railways « ur Ow ind I 
eign countries do not disclose any velo] 
ment ines as broad as those taining 
in the United States In Europe the 
most part ne mechan l ley ‘ ts ( 
of duplicating process ind s 
are in us¢ In Japan d Chin ’ é 
use 18 made ot the ibacus n t 

itive Japanese nam Sor vl 

s adapted pri pally idditior s 
tractions o} Iti; t 

ision can be pi é { ea 
son the dexterity attained t re 
experiens i¢ ] ence t t : I 
tinues The youth res tron < 
come adepts and their swiftness ext 
tion makes for good results, as w : 
economy ¢ 

My subject must diverge on lines relating 
to the development and us¢ typewriters 
in railway accounting work, especially in 
the preparation of waybills and expense 
freight bills. The flat platen, or book, typ« 
writer was developed about 1890, a1 the 
Pennsylvania Railroad in 1898 was about 
the first to use it in waybilling and payroll 
work. The advantages, as compared with 
hand work. claimed for all makes of type 


1 


writers (the cylinder style being more gen 


erally used in correspondence work), are 


the higher speed with which results can be 


obtained: the number of legible 


duced in one operation; legibility and inc1 
dental elimination of press copying (with 
the consequent wet or blurring results), and 


likelihood of 
Adding devices applied to both 
und flat platen writing machines, 


also less errors 
ylinder 


enabling 


EDITORIAI VOT! I ste vl irt 
’, the fir a Series ‘ materia 
ridued row Vy na } ; Ha 
, nS 1 his ! ind pene } , 
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eri t nd more i { n if 
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Automatic Action Important. 


\utomatic action, using the principle ot 
verforated paper and electri peration, as 
sed in pianolas n tomat eed. ot 

ver and envelopes, p ‘ ethod o 

ting riguitr il tt S nserting 

wes \ contint 5 l pera 
Sie ry] evelep1 ‘ 
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t 1883 S84 ha 

‘ ( n list +e I | t 
yon Ss wer \ ache 
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Vi let n rT W ere re sults 

ta t where the ginal the 

: st result is obtained t hines 

sa heck can ¢ I n i inst the 
tems mal ng the res ilt 

The expansion in list! 1 nes seems 

t be unlimited some } ve simple key 
yoards with the digits only, the operator 
1f which lists into the millions, while others 

have banks of keys—that is, a column for 
units, one for tens, and so on up to 17 and 


ges and du 
make it 


ns of fig 


The 


arrangements, which 


more rows shifting 


plex adding 


possible to register several colun 


add some of them, also subtract 


and pro, ide a 


ures and 


multiply and divide, means 


of preparing statements, sheets and 


ibstracts superior to previously existing 
methods 
Machines of 


oped devices in the shape of duplicate key 


non-listing type have devel 





rds, which, when place é 
evboards, ena r l€ fe 
ires for multiplication or division t é 
ll at once when th 
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Advantages of Electrical Equipment 
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ted slide I il s 
ned percentage the 
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ially where volume not desider 
Quickness in locatio1 he exhi 
ts makes them in som« es supé )I 
ich r pperation 
The disk device for as taining train 
d weights enables train1 ters to as 
n this information quickly 
isting machines will ru O00 checks 
all accounts in an hour; crank movement 
ichines 120 to 200 and more multiplica- ' 
tions or divisions, and the key non-listing oe 
hines and slide rules and printed tables, 
a higher number, ranging fr 300 to 400, eae 
it without the same assurance in results eh 
is the crank machines, if the work is orig- sal 
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The Pennsylvania Railroad Company be- 


gan the use of electric tabulating machines 
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1904, in the auditing of its mer 
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ight receipts. The methods first 


were on the lines of endeavoring 


nachine fit the methods or sys 
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unting then in force, but 
be the wrong procedure; and 
taken to make the methods cor 
machine For this reason th 
Daily Forwarded Reports” ar 
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Weekly Statements Possible. 


mechanical devices we art 
oO prepare weekly statements 
actual earnings two and one- 
ter the period; weekly state 
| 


mmodity tonnage, by many 


freight, from all stations on the 


territorial groups, within ten 
he transportation is completed 
earnings and statistics are pre- 


time and with a greater degree 


ante f a ints are 
T ess prel T T 
yithin tw A eks iite ft 
, ¢ 
_ 
if VY prog ¢ ai 
y the use « nechani t 
. «i 
notwithstanding all that s 
, ertise tr ¢ ntrary 
the Pennsylvania is ncer 
' 
t 18 tf ther ¢ I eT 
f esser extent superior t 
if ther co mer il elk 
» esstu ind € m 
' ted oO the Pet syl 
< t t ilv tft the a 
ent Nc € t als to the 
nd passenger agencies 
wl icc? tink is pe rl 
-_ +} 
rel es es W € 
f l ree ement 
nber emp ed al t ¢ 
{ | 
ana fré¢ rted yn yy re 
\ s re] ts recelv«¢ 
| | 
t o these 
a t Kept \ 
ea \ ating 
F rk on w 
tit ( lf 1 
"1 , 
vell & r c ny P 
nf Ty¢ eC ne 
{ l | 
; renc¢ +} 
Is the work é ) 
( tion made 
t T et ‘ 
sits made i 
( is¢ pe 
~ ‘ tT é 7 
| 
rsat . wit 
t t 
1 
‘ ¢ 
P 
é 
7 é ~ 
+ ] + 
et \ si t t 
‘ 
| nnles the ora 
‘1 
art wo 4 
t \ wn r 
] ~ 
tec t considefit 
t rms an re rd 
" W c é these 
ly as to the e o1 il t 
t paper to see that + 4c 
the usage and preservation t 
tity; printing on both sid 
rms so as to print a greate 
idopting the -inciple of p 
adopting the princi{ ( pr 
1 . 1 @ 
headings on the blank and 
‘ ‘ ' 
the one which the exhibit cov 


ing the use of printed forn 


opies, especially when the 
well read by inserting one 
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he printed 
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one-half an inch by pencil holders; taking 
the lead from indelible pencil stubs and 
making first-class indelible ink by the addi- 
tion of water; making tablet paper from 
obsolete printed forms and also using dis- 
carded envelopes for memorandum pur- 
poses; using plain paper for letter writing 
between departments where the public do 
not receive the correspondence; re-using 
fasteners, pins, wrapping-paper, twine, rub- 
ber bands; making carbon copies direct in 
tissue copy books and abandoning the use 
f copy presses, blotters, wringers, baths 
ind rubber cloth; the establishment of a 
special room in the general office for du- 
plicating forms or blanks where the opera- 
tion is cheaper than by printing; seeing that 
typewriters and mechanical devices of all 
lasses are economically used, by concen- 
tration to get constant service so that the 
nvestment is not idle, and that the devices 
ire provided only after approval of a com- 
ittee which is conversant with the various 
lasses and makes, which keeps in touch 
with the necessities and sees that new 
equipment is not provided if a renewal of 
he old is the more economical, or makes 
idvantageous temporary transfers between 
tices to keep the equipment continuously 
employed; periodical inspection of all sta- 

nery and blank supplies and mechanical 
levices on hand throughout the system, as 
vell as the close scrutinizing of requisi- 
tions to see that overstocking does not 
ike place, or more costly than standard 
stationery is not furnished or requested; 
entralizing the mailing of reports and let- 
ters in general office to reduce the number 

envelopes and the postage to a minimum; 
mailing, without envelopes, reports and 
ommunications between offices, -endorse- 
ent of the address being made on the 
paper or document itself; holding of staff 
ferences monthly, or oftener, to review 
uggestions and improvements in all those 
ind other directions, as well as to eliminate 
ny labor which it may be concluded is un- 


necessary. 
False Economy a Peril. 


No effort is made to practice false econ- 
my by creating a saving through the ex- 
penditure of more in labor cost than the 
aterial saving produced. All perfunctory 
signatures are eliminated, many of which 
represent no valid evidence of supervision 
r analysis of the document signed. 


\luch effort has been made to establish 
ystems of filing correspondence by sub- 

t, name and number, on the principle of 
lecimal numbering that eliminates the ne- 
essity for card or book indexing. Given 
either the subject or the name, the scien- 
tific assignment of the number by prefixes 
and suffixes enables reference to be had to 
the receptacle in which the papers are filed. 
[he weakness in many card index systems 
is that errors in record or misfiling of card 
ake the finding or location of papers one 

great difficulty. Under_a direct progres- 
sive system of numbering, if given the sub- 


ject or name only, location is extremely dif- 


ficult. 
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OFFICE APPLIANCES 





NEW MACHINES AND DEVICES 





Description and Illustration 


of Several New Appliances. 





Ingenious Finder Method for Files. 


The NuWay Combination File is the 
name of a device which, recently invented 
by H. A. Wardy, is being sold to the trade 
by the Wardy Company of St. Louis, Mo. 
To look at it from the outside one would 
think it was an ordinary sectional filing 
cabinet, but as a matter of fact it is a good 
deal more than that. In brief, the NuWay 
filing system affords not only the ordinary 
conveniences of a vertical file, but gives 
in addition a means of instantly and auto 
matically locating any letter or document 
filed to come up at any predetermined date. 


The method of operating these files 1s 
mechanical and is said to be very accurate 
Each folder is provided with numbers 
printed on the outside margin at each end 
and for thirty-one days. Numbers from 


one to sixteen inclusive are paired on the 





NU WAY CABINET. 


left hand side and numbers from seventeen 
to thirty-one appear in pairs on the right 
hand side. These are the calendar num- 
bers corresponding to the days of the 
month, hence it is evident that the inten- 
tion must be to provide a means of filing 
both alphabetically, by means of a tab at 
the top of the folder, and by dates, accord- 
ing to the numbers on the sides of the 
folders. Consideration of the mechanism 
provided for accomplishing this makes the 
method clear. A slip-on steel clasp, called 
by the inventor a calendarial clasp, is pro- 
vided to slip on the folder at any number 
determined. The number or date is cen- 
tered in the aperture in the middle of the 
clasp, from which a steel hook projects out- 
ward, curving down. It is now evident 
that when any number of these calendarial 
clasps have been placed on the folders for 
a variety of predetermined dates and the 
folders placed in the cabinet, all of the 
projecting hooks on clasps placed for the 


same date on the different folders will be 
in exact .alignment. 


Drawers are so made that they pull out 
practically their entire length without drop- 





DRAWER SIDE WITH MECHANISM. 


ping or sagging. The sides of each drawer 
are hinged so as to be dropped outward 
from the top. On the inside of each side 
is a double rod extending the length of 
the drawer and kept in position by carriers 
at each end so as to slide freely up and 
down The rods are supported by sliding 
arms fastened at the bottom of the drawer- 


side, the lower ends of each supporting 





SHOWING INTERIOR OF SIDE MECHANISM. 


arm being pivoted to a stationary bearing, 
while the upper ends are pivoted to sleeves 
which run freely back and forth upon the 
rod next to the side, which itself fits into 
a bearing at either end. On the outside 
of each drawer-side is a device which en- 
gages the inner paraliel rods and moves 











CALENDARIAL CLASP, WITH HOOK. 


them freely up and down. A scale with 
numbers corresponding to the numbers on 
the ends of the folders next that side of 


the drawer is also provided. 


The device by means of which the paral- 
lel rods are moved up and down also moves 
them pivotally, giving a half-turn, so that 
when it is desired to select the folders for 
any given date the drawer is pulled out 
until it stops, the handle on the outside of 
that side bearing the date wanted is 
brought to the date on the outside scale, 


Septen € IQI2 


a slight downward pressure moves the free 
rod within the side so as to engage the 
hooks in line with the determined date; 
then the side of the drawer is pulled out- 
ward and the folders for the dates desired 
are drawn out as the side of the drawer 
swings out and downward. 

The cuts shown herewith give a clearer 
idea of the operation of this system than 
the description. 

Mr. Wardy has adapted his system to 
card filing, letter filing, etc., and offers it 
as a valuable addition to the filing equip 
ment of those concerns, especially which 
have much follow-up work to do, since 
it is accurate, automatic and is said to save 
much time otherwise customarily employed 
in running through the files and picking out 
one by one the folders wanted for a given 
date The Wardy method automatically 
selects them all at one time, ready for in 
Stant use 


Those who may be interested in this 





t 


system may get further information as t 


its workings and adaptations from the 


Wardy Company, 4511 Olive street, St 
Louis, Mo 
New Melton-Rhodes Sectional Line. 


The Greensboro, N. C., factories of the 
Melton-Rhodes Company, Inc., Washing- 
ton, D. C., report the completion of this 
company’s new sectional line of filing cab- 
inets—the 33 line—which is made in both 
quarter-sawed oak and imitation mahog- 
any. Catalogs go to the trade this month, 
describing these attractive offerings. Both 
in style and substantial quality this line 
shows promise of bidding high for the fall 
trade. The design is pleasing and artistic, 
the workmanship superb and the sections 
are thoroughly practical in every respect 
Strength combined with neatness is the 
watchword of this line, and the well-knowr 
favor with which its predecessors are re- 
ceived throughout the office appliance in- 
dustry augurs well for its success 

More than 300 dealers are now handling 
the Melton-Rhodes lines, covering 39 states, 
all of the larger cities of the country and 
including agencies in seven foreign nations. 
There are six “M-R” dealers in Canada. 
The company carries a complete stock of 
the 33 Line ready for shipment in the three 
stock colors, light and dark golden oak and 
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Shipments are guaranteed with- 


mahogany i 


in ten days after receipt the order. 
The All Oak Roller Bearing Transfer 


Cases are bound to be a popular feature of 
this line There are 100,000 of these cases 
in use, one firm alone using more than. &,- 


units | hese cases are 


O00 of the letter size 


now made with the fiber roller, insuring an 


easy and quiet movement of the drawer 


The back of the drawers are now reinforced 
increasing the 


The 


company at all times carries in stock 10.000 


with a I banding, 
strength he drawer 100 per cent 


of these Transfer Cases rated and ready 
for shipment Many dealers buy them in 
carload lots 

The greatest single advantage claimed for 
this line 1s naximun I space com- 
bined with minimum floor space in every 
section.” The lumbse is been selected 
with the utmost care, and the curing and 
drying have been carefully performed. The 
exterior hardware is solid cast brass, triple 


ily lacquered and 


1 7 ] 
color, Ox1d1ze¢ 


held in place by copper oxidized screws 


The M-R 


slides used in the letter 


frictionless roller-bearing exten- 


sion files section 
drawers, 


are mechanically perfect lhe 


when loaded to their fullest capacity, move 
easily and quietly. There are ten _ fiber 
rollers to the drawer The M-R patented 
follower bloc] device operates on a steel 
track; the lever on the ack of the block 
engages the track at right angles, thus 


block can 


be moved only by compressing the lever. 


making a positive stop, and the 


Every metal used in the interior of 


the 33 Line is manufactured and finished in 


part 


the company’s own metal working plant— 
one of many proofs of the care and thor- 
oughness with which the goods are pro- 
duced 
Safety File for Documents. 
The Barler Safety Document File—a 


double-hinged, neatly enameled metal case, 


marketed by the 


opening flat is being 
Ellis Time Stamp Company, 117 Fifth ave 
nue, Chicago, for classifying and protect- 


and key 


metal eyelets 


ing valuable papers under lock 
Strong manila pockets with 
hold the material, 

moved or added to, as 
The 


bound 


and these may be re 
ccasion requires. 
with flanged edges, are 


keratol leather, 


steel 


covers 


all over in seal grain 


a cord allowing for expansion to accom- 
modate the contents and holding fast in any 
position without tying With each card 
comes a separate index “d \ltogether. 
the device is a safe, simple and enduring 


System for sate irtant data or 


j 
records 


Oliver Universal Desk Set. 


One of the most useful and ingenious of 


the season’s new office features is the Oliver 


Universal Desk Set, comprising three sep- 
arate and distinct articles, as follows: Oliver 
Phone Desk Pad, Monthly Monitor Desk 
Set and the Daily Monitor Desk Set. By 
this combination the manufacturers are 


LP PLIANCES 


enabled to appeal to practically every de 


partment of business and every class j 


1 


A strong appeal is also 
this 


made to the 


office 
him it 


dealer for Oliver trio, for to 


means minimum stock to carry, as well as 


minimum capital invested, store space occu 








pied, purchase accounts, correspondence 
freight and cartage From the point 
view of sales, the new device is declared 
assure maximum service to customers, clet 
ical efficiency, sales. pronts, good will and 
economy, as well as greatly simplifying the 
arrangement of stock The dealer buys one 
basic article and by means of the different 
fillers is enabled to sell three separate 
articles from this one base The accom 
panying illustration of the new desk set 
af ER NTT — —— 
wo ERG oa be 
leans lls 
and of the three styles of filler indicate very 


clearly its utility and attractiveness 


It consists of a metal base, moun 


rubber feet to prevent scratching the sur 


ace of the desk, the stand being so de 


signed as to carry a 4x6 standard writing 


tablet and at the head or upper end suitable 


mechanism on which to swing a metallic 
which are carried the three 


Filler No. 1-A is designed 


for use in connection with telephone serv 


knite plate o1 


fillers shown 


ice, consisting of twenty-two large size 
cards, indexed one full page to a letter, 
divided by a very strong and serviceable 


cover on which are printed the calendars 


for the current and following years \t 


stand is secured a 


pencil, the 


the upper end of the 


spring clip support for lead 






MESSAGE CL/P 
if 





PAPER KNIFE 


pencil being chained neatly to the 
the stand, this spring clip acti 1 n 
junction with the back of the star S 
message clip in which to file r hold 
memos. and data 
Filler No. 2-B is gotten up in the for 
a Monthly Monitor and consists 
1912 and 1913 Annual Calendar a1 t 
the manufacturers have termed an Off 


Days and Busy Hours Calendar Card 


each remaining month of the current and 


succeeding years [t is so arranged that 


the current month will be kept on top and 


cn 
— 


in full view. This Monthly Monitor chart 
by certain definite symbols and characters 
marks off every bank holiday and half holi- 
day, all general holidays, Sundays, etc., and 
has ample each date section to 
note down hours of engagements days and 
lodge nights, organization 
meetings, so that the whole month’s 
Off Days and Busy Hours are visualized at 


space in 
weeks ahead, 


etc... 


glance 
Filler No. 
ther 


I dé sk Set. 


with the 
devices makes the Monitor 
The not only 
have the features of the old time calendar 
desk pad but they have all the splendid 
features of the Off Days and Busy Hours 
calendar utilized in Filler No. 2-B; they 
have the large 4x6 pencil tablet with pencil 
permanently secured; they have further a 
clever knife blade by which it is possible 

cut the exposed portion of the large pad 
into a 3x4 memo., saving a large portion of 
the paper that would otherwise be wasted 
reducing the memos. to a size which 
s desirable to handle. Whenever it is de- 
sired to make use of the large 4x6 pencil 

blet, it is only necessary for the user to 
back the knife blade and the accom- 
panying fillers, leaving the entire face of 
the large pad exposed and in position for 


connection 
Daily 


3-C in 


manufacturers 


and 


throw 


use 

The manufacturers claim that nearly a bil- 
lion dollars are lost yearly through “For- 
gets and Neglects” and that fully 60 per 
ent of this is due to the lack of business 
tools “on the job.” The Universal Desk 
Set is one of the devices put on the market 
with a view of stopping some of this enor- 
mous leakage and they are offering a very 
liberal share of the salvage to the dealers. 


*” * * 


A Handy Opener for Envelopes. 

The Mihills Automatic Envelope Opener 
is the title of a new machine which is being 
made and marketed by the Mihills-Alle- 
gretti Company of Geneva, N. Y. The cut 
showr herewith gives a fair idea of the ap- 
pearance of this little machine, the materials 
and workmanship of which are very fine 
indeed 

lhe machine consists of a metal base hol- 

wed out and enclosed at the bottom with 

removable cover extending nearly the en- 
tire width and length of the base. All 
refuse is gathered in the base to be emptied 


at any time. The top of the base is slotted 
along its entire length to receive the edge 


the steel cutting disc, which revolves in 
tact with a hard steel edge, shear fash- 
n, extending the length of the machine. 
in the other side of the cutting disc the 
perture, though narrow, is sufficient to per- 
the thread-like shaving removed from 
edge of the envelope to drop through 
the enclosed receptacle in the base. 
cutting wheel or disc is made of 
r steel, on the periphery of which a 
ite thread of metal is turned against 
e straight stationary edge which supplies 
resisting medium for cutting purposes. 
s interesting here to note that Mr. Mi- 
s spent months in perfecting this thread- 
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like turned edge, for he found that only 
with such an edge on the disc would the 
apparatus cut in either direction. With a 
straight edge on the disc, the machine 
would cut in one direction, but would not 
work on the return. 

The wafer steel cutting wheel is movably 
attached to a strong stec! rod extending 
along the back of the apparatus, and re- 
volves by the operation of a rack gear 
which is set in motion by the hand of the 
operator when he pushes the handle at the 
top of the sleeve enclosing the rod along 
the rod to the opposite end of the machine. 

In operation the envelope to be opened is 
slipped beneath a metal plate extending the 
iength of the machine, the edge extending 
across the slit over which the cutting wheel 
passes. A shoulder prevents the envelope 
from extending too far into the cutting de 
vice. With the envelope in position, the 
operator grasps the knob above the cutting 
wheel and slides it rapidly along the steel 
bar to which it is attached. This removes 
one sixty-fourth of an inch of paper from 
the edge of the envelope—just enough to 
open it without endangering the contents 
Another envelope is now placed in the ma 
chine and the wheel is brought back to the 
original position. With each stroke. back 
ward or forward an envelope is opened 


; 


The machine is adjustable to remove a 
strip slightly wider than one-sixty-fourth 











of an inch, if desired. 

The inventor, M. A. Mihills, states that it 
is possible to open more than sixty letters 
a minute with his machine; that he cannot 
tell how long a disc will last, since he has 


not yet succeeded in dulling one by con- 
stant use in demonstration for ‘some 
months. However, when dull the disc can 


be renewed at trifling expense. 

The machine sells for a reasonable price 
and should.find a brisk market among busi- 
ness houses handling an average amount of 
incoming mail. 


* . *« 


“White” Envelope Sealer. 
The “White” Envelope Sealer, made by 
the Office Appliance Manufacturing Com 
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I., has several novel 
The en- 


pany of Providence, R. 
and peculiarly useful 
velopes are fed into the machine by simply 
holding the stack on the table, no move- 
ment of the hand being required. Small 
pawls, which operate up and down, turn the 
flap between the feed rolls, carrying the 
letter into the machine for moistening and 


features. 


The moistening device is of metal 
adjustment for 


sealing 


throughout and needs no 


Every size 


proper distribution of moisture 
letters may be sealed without adjustment. 





motor-driven mechanism 1s 
The hand-drive 


a pulley is 


The sectional 
an added advantage sealer 


1s placed on a motor base, and 


placed on one of the roll r shafts and belted 


to the motor. To convert the machine 
back to a hand-drive device, simply throw 
the belt and replace the crank. The manu- 


facturers claim a speed of from 150 to 200 
letters a minute for the hand-driven ma- 
chine; 250-300 for the 


machines are equipped with automatic feed 


motor-drive All 


* * * 


A Convenient Combination for the Ladies. 


The Electric Comb and Curling 
Iron is a new device which, while hardly to 


might 


Pelouze 


be classed as office equipment, con- 


ceivably be an office accessory—an acces- 


sory before the fact, as it were, in saving 


and promoting the 


the time and 
good nature of some hundreds of thousands 


temper 


of women office workers whose hair has to 
blessed morning, rain or 
is important to 


for who 


be fixed every 
shine. This 
because the women appreciate it, 


can estimate the sum total of the good that 


device men 


would ensue if every woman could appear 
at the breakfast table smilingly conscious 
that her hair was done just right for the 
day? 

The Pelouze Electric Comb and Curling 
Iron is made by the Pelouze Manufacturing 





eee EEEEEEE 


Antenne 









Iron. 


Pelouze Electric Comb and Curling 


Company, 232-242 East Ohio Street, Chi- 
cago. It is said to be invaluable for drying 
the hair quickly after shampooing; the heat, 
it is said, also acting as a tonic for the 
scalp 

If it iron 


is desired to use the curling 
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alone, the comb may be instantly slipped 
out [he heater and cord are made to 
revolve together so that the cord does not 
kink while the instrument is in use. The 
temperature is so regulated in the heater 
that it cannot burn the hair 

This combination device, or the electric 
curling iron alone, forms an admirable con- 
venience and adds another item to the avail 
able things one may get at Christmas with- 
out the probability of making nistake 


The device is made in three styles, as 
follows 
No. 532 Electric Curling Iron only $3.50 
No. 542 Electric Comb complete SW 
No. 552 Curling Iron and Comb com 

plete eT ee ere ee 4.50 


Rosco Glass Desk Pad. 


The Rosco Glass Desk Pad is a useful 
office appliance which is meeting a brisk 
demand Placed upon a desk over price 
lists, scales, bulletins, maps plans 
and other memoranda, it keeps them all in 
sight for ready reterence and h: lded 








cleanliness and attractive ap 


ad\ inta 


nce It 


ge ol 


peafa furnishes a clear smootn, 


hard writing surface, its base being made of 


a high grade of seasoned binder’s board 
The edges are built up and vered with 
heavy cloth-lined leatherette, n durable 
than leather and in handsom tterns to 
match light oak, golden oak, weathered 
oak and mahogany. The glass surrounded 
by the artistically trimmed frame is further 
enhanced by the interior of the pad, which 
is covered with a rich green paper, com- 
pleting a generally harmonious arrange- 


ment 
\ unique feature is a hole cut in the bot- 
of the pad, which enables one to lift 


easily. At the same time the 


tom 
the glass 
papers underneath are not pulled up. The 
edges of the pad, in fact, come up to the 


such a 


top edge of the glass in way as to 
prevent them from nicked and 


chipped with the result that contact oftea 


becoming 


mars articles touching them. 
The Pad is 


attractive and 


a variety of 
which are 


Rosco made in 
shapes. 
literature of its 
Ome 
Park 


sizes 
amply explained in the 
Ravenswood 


1471 


merchandisers, the 


Specialties Company, Irving 


boulevard, Chicago. 
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The machine of all 
‘round usefulness--the 


o OR 

















é MACHINE 


HOUSANDS of satisfied users in 287 different lines of 
business constitute our pledge to you of the Dalton’s 
fitness to handle your accounting problems. 


‘This enthusiastic army was recruited from Govern ants, auditors, etc.—yet all are agreed on one point: 
ment officials, municipal officers, bankers, large manu that the Dalton is the most versatile, simple, practical 
facturers, small retailers, engineers, railroad men, and desirable adding and calculating machine on the 
miners, cotton men, grain men, contractors, account market —fastest for the expert—fastest for the novice. 


j HE Dalton is not only the simplest and fastest adding and listing machine in the world, but 
an all-around calculating machine as well. It not only adds, but subtracts, multiplies, 
divides and handles fractions as readily as whole numbers. 


Better than any simgle purpose machine performs its so/itary function, the Dalton does its 
many duties. Its adaptability to all manner of figure problems is astounding. No other machine 
can approach it in the range of utility. Its 10-key keyboard makes it simple and rapid to operate. 


No phase of accounting is socomplex—no need is so limited solution with mechanical directness and intelligence almost 
that the purchase of a Dalton is not warranted human, rendering in every instance a physical audit of the 


, , work performed. 
At cross-footing, computing interest, making up pay-rolls, 


extending bills, prorating, verifying invoices, footing trial Our new booklet ‘‘Half a Hundred Reasons”’ tells more 
balances, checking postings, figuring discounts or costs, and in ibout it. 

dozens of other kinds of work where most machines are useless. Employer or Employee, you need it. 

or take you the wrong way around, the Dalton proceeds to the Won't you write for it today? 





409 Water St., Poplar Bluff, Mo. 


The Dalton Adding Machine Co. 
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In buying filing envelopes ask for the modern kind 
BANDLESS—made of the very best manila and has 
superb wearing quality and so smooth that the envelopes 
slip in and out of the files with perfect ease. 


Now is the time to consider your filing problems. Send 
for catalogue today. No objectionable features on the 


BANDLESS. 


Hastings, Minn., 


The Smead Manufacturing Co. t's't" enc 
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“The Index Visible.” 

The problem of combining visibility with 
exercised not a 


elasticity in indexing has 


methods to accom- 


been tried from time 


few minds. Various 
plish this result have 
to time, but always subject to a greater 
or less degree of obje ction, because of their 
lack of elasticity, or the difficulty and time 
The 
old book index was decidedly quicker and 
than the card 


lost in inserting or removing. names. 


easier of access index. Its 


weakness was that it was never up to date 


New names had to be written in the mar- 
gin, often remote from the alphabetical 
location to which they belonged. With 


the growth of business, the multiplication of 


be indexed and the increase in 


things to 


changes and substitutions of one thing for 


another, elasticity in indexing became a 


Hence the card index. 


necessity 



































This obtained at 


the loss of visibility 


elasticity gained was 


Co eliminate this loss 


in card indexing and still retain the elas- 
ticity, various methods have been adopted 
Some have fancied that the card index 
drawer itself could be tilted up in such 


as to bring the top line of each card 
card, but 


a way 


into view above the adjoining 
a sufficient overlap can not be obtained in 
this 


almost actually vertical position, and when 


way until the drawer is tilted into an 


this is done the cards will collapse and 
disappear behind one another. 
Professor Irving Fisher of Yale Uni- 


versity, who is a most versatile man, being 
a mathematician of note, a political econo- 
mist of international repute, and recently 
prominent as an agitator for an improved 
public health service in the United States, 
has always been interested in mechanical 
devices. Merely by way of recreation he 
has often spent some of his leisure mo- 
ments in devising mechanisms of one kind 
or another, but it was not until his public 
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health correspondence became so 


to be unmanageable that necessity led him 
to an invention which he thought it worth 
while to commercialize In this work he 


at first used an ordinary card index of sev 


found that this 
ld 


COuUuld 


eral thousand names, but 


presented objections which he felt 


be eliminated. After working at this prob 
lem off and on for four years, he hit upon 
arranging his cards 


that the top 


a feasible method for 
in an overlapping position, so 
line of each would always be in full view 

So the Index Visible began by “filling a 
The 
slit in 


known want.” cards in the Index 


Visible are such a way as to slide 


down an aluminum 
taken out or 
in the without 
each of the other 
strips are in turn suspended in such a way 


up and strip. A card 


can be inserted at any point 


series pausing to readjust 


cards. The aluminum 
as to slide bodily in a horizontal direction 


These aluminum strips also overlap each 


other laterally. In consequence every key 
word in the index is visible all the time and 
the entire card may be exposed practically 
as fast as the eye can work 

is being marketed by the 


New Haven, 
Fisher Ss 


invention 
Visible 
managed by 

Herbert W. 


indexing 


| his 
Index Company of 
Professor 


Fisher, 


question, 


Lonn., 
brother, who in dis 
cussing the 
that 


eras In the first, 


made the 


statement indexing may be di 


into three 


index era,’ the names were visible but not 


insertable; in the second, “the card index 
era,” the names were insertable, but not 
visible, and in the third, the “era of the 


index visible,” the cards are beth visible 


and insertable. 


[his index has been on the market only 


a short time, but already “supervisors 


methods” in some of the public corpora 
ons, have endorsed it. It has found its 


variety of among such 


York 


pany, Sargent & Company, Sage 


way into a uses 


concerns as the New Telephone Com- 
Founda 
tion, etc. 

\ so-called 
his issue of Office Appliances), 
by-product of 


“memo file” (advertised in 


which 


Was 


at first considered a mere 


the Index Visible, is now coming into use 


for purposes not foreseen by the inventor 


For instance, factory superintendents use 


orders from room to room 
Indeed, it 


it for “routing” 
in the production department 
is the history of new devices, as it has been 
card that without 


entirely superseding old devices they open 


the history of indexes, 
up new fields unexpectedly 
To all 


system, the 


have a use for an indexing 
Index Visible should 
interest, and to dealers handling de 


who 
be of 
great 
vices of this nature it should prove a very 
profitable office appliance to represent 


* * * 


Typewriter Cabinet With Large Drawers. 


The Celina Specialty Company, Celina, 
Ohio, is featuring a new typewriter cabinet 
with drawers, No. 40-A, which is likely to 
attract a considerable demand. In principal 
features of construction, it resembles the 


No. 40 cabinet of this concern, as will be 
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noted from the accompanying photograph. 
The drawers, however, are made larger to 
suit the demand of those who require more 
room for stationery. This table is con- 
structed of extra heavy material, with 1 1/16 
inch round steel legs, which easily stand 
the weight of the drawers. The drawers 
can be readily attached, whether ordered 
with the stand or afterwards. They are 
made of selected woods, solid quartered oak 
or birch mahogany, 3 inches high, 8 inches 
wide and 18 inches deep. The table is fur- 
nished with two or four drawers on either 
or both-sides. The same article is also fur- 
nished with a moving construction, the back 
legs having casters and the front legs stand- 
ing on wooden tips, which make the stand 
perfectly rigid. Beneath the wooden box is 
a lever, by turning which from right to left 
the whole table is placed on casters and can 





be easily moved with one hand from one 
place to another, from the dark into the 
light. 
* 7 * 
Paragon Handy Lamp Bracket. 

The Paragon Handy Lamp Bracket, sold 
by the Paragon Sellers Company, patentees 
and sole manufacturers, 160 North Fifth 
Avenue, Chicago, is a simple, convenient 
and practical device for increasing the ef- 
ficiency of electric lights by bringing the 
light where it is needed. It consists of a 
lamp, revolving shade or reflector, silk 
covered coil spring hanger and ten feet of 
extension cord. The bracket connects with 
any electric light socket and readily attaches 
or clamps to any article of furniture or 
suitable place by means of the coil spring 
hanger. The lamp is fastened to this by a 
swivel joint, permitting instant adjustment 
to any angle. Thus all changes of position 
in any effort to read by a stationary lamp 
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are avoided, and in addition this device 1s 
said to save from one-third to one-half in 


electric light bills An &-candle power 
lamp, with this bracket attached, will some 
times give more actual light than a 16 


candle power, further away 


+ * * 


Clever Line of Novelties. 


C. L. Nash of Big Stone Gap, Va., its 
featuring a Visible Pencil Sharpener, which 
also for and eraser It 
blade to 


pencils, an 


serves penwiper 


provides a sharpen the wooden 


shells of abrasive surface to 


whet pencil leads and a soft finishing sur 
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Wiping cloth attached 
st aD 


Wetting sandpaper attached 


mabe >, 





face for polishing. It is compact and han 
dy; in fact, fits your pocket. A flat holder, 
with handle, supports, interchangeably, the 
abrasive on one side and a piece of tissue 














or soft cloth on the other. Its portability 


is another unique advantage 


* * * 


Another useful Nash product is the Shut 
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Cord laced thru Holes 


Tube \ knotted wire or 


End 


Mailing 


looped cord is strung crosswise into slots 
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or holes in the open ends of the tube after 
the inclosure is The ends thus 
\ small piece of cardboard, in- 


inserted 


are closed. 


serted between the fastening and the in- 
closure, protects the ends of the latter 
The same tube and fastener can be used 


repeatedly until worn out, and the tedious 


wrapping and tying of tubes, with attend- 
ant expense, is thus avoided 
* 7 * 
The Nash Safety Watch & Key Chain, 


Nash of Big Stone Gap, Va., 


trousers a 


made by C. L 
locks to the 


chain 


waistband of the 


watch ending in the watch pocket 
and a key chain ending in the hip pocket 
The looped end of the key chain torms a 
key ring and adjusts the key chain to dit 
ferent \ny kind of 


fabric readily takes this attachment, or it 


lengths as required. 














Fastener, Vatcn & Key Chain on Trousers. 





Qarety Fastener 


C= 








Interchangeable as either watch or key chain or 
Doth combined; or as safety-fastener alone 
for use with any watch or Key chain. 











may also be used in coat or vest button 
hole, the watch chain falling naturally into 
the desired pocket 


An Autograph Dater Stamp. 

“The only detachable autograph and die 
dater stamp in the world” is the attractive 
made for the latest this 
line, made by the Post Dater-Stamp Com- 


of Wilmington, N. ¢ \s 


claim product in 


pany will be 


noted in the accompanying photograph, 
this stamp machine is small, compactly 
built, and neat in appearance, and it 1s 
also of light weight. Besides recording the 


die, date and other data wanted, it stamps 


the autograph of the user, helping to estab 


lish responsibility for the handling iny 
piece oft work on which it registers its 
mark Passenger agents of railroads, 
bankers and other business men have writ 


ten indorsing this feature, and some yt 


their letters are reproduced | ¢ 
printed booklet the company is now issu 
ing in promotion of its product, entitled 


“Partnership Selection for Profits 


Among the concrete advantages of the 


Post stamp, its manufacturers cite the 


lowing Economy of ribbon lengt!l 


inking of its own ribbon, locked whee 


prevent slips while used, convenient chang 


ing of day, month and year from the 


side, easily cleaned type, wheels and other 


parts, continuous ribbon movement, slight 


tension on ribbon preventing strain, de 


tachable die to conform with individual 
requirements, clear impressions and the de 
tachable autograph itself The latter fea 
ture, perfected by a railroad man of 
years’ varied experience, provides a perma 
tracing for business offices. A 


nent system 


paper years old, urgently needed for some 
be tound in the 
Post 


through whose 


immediate purpose, may 


files of the firm using the dater with 


full details of the persons 
hands the business was originally transact 


ed. This feature, alone, should mean thou 


sands of dollars saving ultimately to the 
houses which install the stamp, it is said 
Altogether, the new dater is a welcome 


addition to the office appliance field, and 


one which should be of solid worth and in 


wide demand 
. * . 


Adopts Fire-Proof Plug. 


The Columbia Phonograph Company has 


adopted the Mesco porcelain plug for the 
equipment of all its machines to litate 
the matter of its fire insurance, several 
companies having raised objections to the 
plug formerly in use from the viewpo 


hire preve ntion 

















POST DATER STAMP. 



































Letters from the Boss 


[11.—TO THE JUNIOR PARTNER. 


Chicago, Ill., Sept. 6, 1912 
§ My dear Clayton: 
| have just been enjoying your outburst from downstate. It 

was genuine and it was heartfelt—two excellent qualities in a 
business letter. After a day of crash-and-batter with complaining 
customers it must have been mighty soothing to sit down and 
take it out on “the old man.” It relieved the strain, and, incident 
ally, it proved to me that I chose wisely last Spring when [ turned 
over the entire problem of handling complaints to you. 

© [ never claimed clairvoyance, but I can read a man through the let- 
ter he writes. If you hadn't been doing your best to please Haw- 
kins and Smith and the Peavey-Phelps people, you would never 
have got excited about your report home. And that’s just about 
half the battle in handling complaints; I mean letting them sink 
in. You've got to feel a man’s grievance as he feels it before 
you can even begin to show him where he’s wrong. Real sympa- 
thy is more than skin deep, or face broad. And you've got to 
sympathize with the worst confounded crank of a customer before 
you can begin to set him right—let alone the house, if it needs 
to be. 

© After it’s all over, believe me, it’s excellent form to sit down and 
write a line damning the house for its alleged indiscretions, which 
made your expenditure of sympathy necessary, It’s the best 

possible proof that you've been taking the customer's viewpoint 
quite to heart. 

© I'm glad you got back two of those fellows, and I’m especially 
pleased with the way you did it. Letting the customer lead is 
right. I’ve known some real live sales-managers who actually 
tackled a protesting customer as if he were a natural enemy, to 
be taken by storm. They were strong on the idea of ‘“‘mental dom 
inance” and “psychological impact” and some few other frosted 
tiddle-de-winks of that sort. The only trouble with their system 
was that by the time they had the gentle customer eating out of 
their dominant hand, said gentle customer would proceed to bite 
it. When the man you have dominated with your sales-propo- 
sition begins to react from his hypnotized state, look out! He's 
about as tractable as a Bull Moose on a White House lawn on 
Nomination Day. 

| Somehow or other, I notice that the men who are talking “‘mental 
dominance” the loudest, as a sales-method, never quite dominate 
themselves. Real strength, on the road as well as behind the 


roll-top, shows itself in poise. The strong men are the quiet men, 
tor their very calm proves equilibrium. Only the square deal 
dominates, in the long run. The salesman or executive who 


“sweeps the customer off his feet’ simply tips him over, which 

is no better for the order-book than for the gentleman's temper. 

Respect the will of the man who thinks he has a just complaint. 

Don't try to coerce him or trap him. Win his intellect. Enlist 

his sympathies. When he does act, he'll think all the better of 
you and your house for your consideration. 

{ Your attitude will spell 90 per cent of your success or failure in 
handling the man with a grievance. Remember, /ie is judging 
vou; not you him. It is Ais code and standard of justice your 
proposals must square with. Let your tolerance dissolve his 
intolerance, for don’t forget it takes two to make a quarrel, but 
only one to make peace. 

§ Hoping this garrulous old letter may merit a halo in that capacity, 
I’m Yours for Bricks or Bonbons 

“THE BOSS.” 
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‘ Marshall A. Breeden, Jr., vice-president of the Breeden 
Olfice Supply Company of Salt Lake City, is the sort 
of successful business man with whom you would quite 
naturally start up an acquaintance on a long ratlroad 
journey, and continue it afterward. He is an apt 
instance of the office appliance man who actively for- 
wards the interests of his community. A capital 
‘‘mixer,’’ keenly interested in politics and a broadly 
rogressive business leader, he also finds time to turn 
out some excellent short storles, When you read one 
you will also understand his success in business: 


staunch, vital human interest explains both. 
* . * 


‘ Owen T. Owen, who represented the Blickensderfer 
typewriter in Chicago a number of years ago and later 
held the local office for the Fox typewriter, is now 
connected with a department of the Loyola University 
at Rogers Park. Mr. Owen is doing publicity work 
and has been in his present position for some time. 
He enjoys the work, but has not forgotten his old 


friends in the typewriter field. 
o- 3 * 


{ Frank I. Ellick of the Omaha Printing Company is 
one of the men who do things. He is one of the most 
vigorous of the western contingent. Ellick was de 
scribed at Omaha as the ‘‘smartest Ellick’’ at the con 


vention, He will be heard from. 
* . - 


‘ James A. Dorsey of Dallas, Tex., the new chair 
mau of the National Catalogue Commission, is one of 


the quietest “men in the National Assoeiation. He 


speaks briefly in debate, but always to the point 
Dorsey is a thorough believer in co-operation through 


sscclation work. 

7 . . 
* Capt. Hugh D. Bowker of the National Envelope 
Company has the distinetion of being one of the oldest 
treveling men on the road in point of service. He is 
past the three score and ten mark, but his erect figure 
ind springy step belie his years. 

* 7 . 
* Harry D. Jones of the Jones Improved Loose Leaf 
Company, Chicago, is an enthusiastic golfer and en- 
joys himself nowhere better than on the green with 
the right selection of golf sticks at hand. He didn't 
make the highest score at Omaha, but he was in the 
running, even though he played over a course which 
nature had made more hazardous than the courses 
about Chicago. 

* . . 
{ Charles M, Phelps of the Parsons Paper Company, 
Holyoke, Mass., is another enthusiastic golfer. He 
ran Wadbam a close second in the race for first place 
at the golf contest at Omaha last month. Mr. Phelps 
is a tall, spare New Englander. He plays with care 
and concentration—and he works in the same char- 


acteristic way. 
. . * 


. Ralph 8S. Bauer of the R. 8. Bauer Company, 
Lynn, Mass., is one of the most level-headed men in 
the National Association of Stationers and Manufac- 
tures. He and Mrs. Bauer enjoy their automobile, 
using it in preference to the train wherever the dis- 
tance permits. Mr. Bauer, like all the rest of the 
human family, has his idiosyncracies. He Hkes to 
have plenty of clothing with him wherever he goes, 
taking several different suits, and ties of wonderful 
pattern. He never gets the wrong combination to- 
gether, however. Mr. Bauer is interested in civic 
affairs in Lynn, and its prominent in promoting move- 


ments for the betterment of conditions in that city. 
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AUTOMATIC TYPEWRITER PERFECTED 





Important Machine for the Writing of Duplicate Letters 
with Speed and Accuracy Now on Market. 





NE of the important developments’ the platen just as in the rdinary typ¢ 

of recent years in the typewriter vriter, but 1s operated at a speed which 

field is the formation of the National -eems incredible ‘The combined iting 
Automatic Typewriter Company, of which speed of six good stenographers” defines its 
C. Earle Hooven of Hamilton, Ohi i efliciency very expressively 
president. It is an Ohio corporation capi- It is stated that the maximum daily op 
talized at a sum said to be amply erating expense of this machine will av 
sufhcient to put it on a success! erage fteen cents, and the fact that the 
financial basis, the authorized figure being machine will produce genuine typewritten 


$750,000, nearly all of which is said to be etters in perfect alignment and condition at 


paid in, and $250,000 of which is stated to speed of from 6,000 to 10,000 words pet 
be actual cash working capital. The back hour. demonstrates that the “genuine tvpe 
ers announce to the trade that these tigures vritten” letter can now be produced a 
represent a solid and reliable financial foun- nuch less expense than the “imit a 
dation, and that the concern i rocess” letter i Seicti ae Rank shad of 


position to turn out the larger number of 
machines which the heavy demand for their 


product will necessitate 
The ( 
\utomath 


ntrolling owner of tl 


lypewriter Company is C. Earle 


Llooven, large and wide interests 


N. E 


pany, 


a man I 
Roberts, sales manager of the con 


was for several years in the sales 


department of the Underwood Typewriter 


Company, at one time being branch mati 
Louisville, and subsequently assun 
the Und Automati 


Typewriter Department by ability 


ager at 
rwood 
Both 
and experience he is amply qualified f 


new field of 


ing charge of 


work \n energetic 


sourceful executive, his efforts have already 





done much for the promotion of the new 
machine 
The Nationa \utomat! ype \ tet ‘ 
forms all the functions of a manually ih f NATIONAL 
7 E . : , TYPEWRITER - 
erated typewriter, ea type ir being t (gen gn 8 














works mechan illy tive ey be nw i 
ited by power transmuitte th rh 
troller strips, there beit tw ne h 
contains the various names, addresses } 





salutations of the mailing list, a : 
mal matter desired trat NATIONAL 


lividual ir pers AUTOMATIC TYPEWRITER 
actibed into the body of each different SHOWING PART OF CABINET 
“ey FULL VIEW ON PAGE 19 
ter Che other contr ier strip 1s 
ter proper ‘ 
oe. ” “ machine needs practically n supe sion 
ese controller stiips are m; Ip I 

rh n ! P t nade . ind is producin pacity t least six 

Perforator, an especially designed machine 14 1 
? ad newhnere 


which is operated like the ordinary type anaes 
; ’ round $2,500 per veat 
writer, but the copy produced is not in typ: é ; ‘ ; 
Every letter produced on the machine is 
but in the form of perforations differently _ 9 + ; 
: ; n origin: Each letter 1s addressed to a 
piacec upon a roll of strong ymaper sin ilar . 1 
, lifferent firm or individual, and as many 
to the pertorated rolls in the slayer pian | 
Wh ; , hanges can be made automatically in th 
en the typist has finished perforating the . ' 
I . . e body of the letter as desired—suc as 


strips it is placed in the Auto 
the 
the 
thereafter 
the 


power or with the exhaustion of the letter 


controller 


necessary letter 


names, discounts, etc 
matic + Typewriter, T 
[ypewriter 1S 


The National Automatic 
] 


turned on , 
; equipped with a self teeding letter-head de 


supplied and 


heads 
Che 
stopping only 


power 


machine ts self-operating 


vice. This remarkably ingenious mechanism 


off of the , ; 


7 ; 
with controls the supply ot letter-heads to the 


turning 
At exactly the proper moment, the 
taken 
-dropped 


platen 
heads provided 


Each Letter 
Each 


each character is printed by impact against 


letter-heads are automatically from 


Actually Typewritten. their receptacle—one at a time 


letter is actually typewritten, for into the typewriter and instantly brought 


into proper registration with the date line. A 


unique feature of this device na n te 
the fact that it never fails to perform its 
proper function—is that it intal y gives 
notice vhen the supply of letter-] s be 


} 
‘ 


comes exhausted or the last address on the 


address “controller strip nas ed 
Chis notice is supplied by the ringing of a 
bell nd the shutting off oO! 

powel! When more letter-hea fur 
nished, the machine takes up its wor gain 


1 


where it left off 


When the letter is finished it is depos 


] 


1 
ited r receptacic ill it ma I 


when nvenient for signing ng 
| L } ne 1s ipable I e tw 
color nd in all other respects is 1 par 
with the latest improvements of tl Ly 
typewriter construction 
W hatevet may be the saluta l 
vhate the indentation, spa f l 
change, the National Autor tt 
is to the situation Si 
desirable 11 indling a mailing dd 
el rapns pe arly t 
ert rtions of the S | I 
pro e original letters, « el 
rol ers with respect , 
Iress tion and part re hs 
nd t » the \ Ss | as 
iccur s it will hat lis ré 
jut nge or substit 
Every Character Cleanly Made 
\ siness man with a lars 
work t t out may use this n 
I ent ho Sata stre | ¢ 
bein n out with the uti V1 
n V 
\\ en tackles 1 larg t rk 
he Nat il Automati ly 
7 ¢ s The nm expert < ¢ " 
idly d tick off the word ! 
ences etl il precis 
er ely akin t S t li 
ence S le unt re 
+} ‘ ? th nk p i’ 
It ine the ates 
the N 1 Aut t VDe 
“ ellie teks i Be a 
‘ r | Ol l rk \ 
re e element I I 
ls | tor hic It r il 
sm 
on The “controller strips” w n 
tro! a the movements of the tyj ritet 
the feeding of the letter-heads t tne iter 
discharging of the completed lett froi 
the platen to the basket; the Lut it 
change of writing from tl ‘addre n 
troller strip’ to the “letter contr eT tr 
and vice versa 
3rd The two grooved steel yiinaders 
that carry the “controller strips 
4th Two sets of master key ley wit 
spring pressed pins at one end that gage 
in the grooves of the cylinders through the 


perforations in the “controller strip the 


rear end of each of the master key levers 
is attached to the type-bar of the type 
writer by connecting links 

5th The vibratory cross-arms, under 


September IQI2 


which the nose of the master lever is driven 
by either of the groved cylinders, and 
rocked by the vibratory cross arms on thet 
downward movement 

How Machine Is Operated. 

To operate the machine the address “con 
troller strip” is placed on one of th 
grooved cylinders, bringing the perfora 
tions in registration with the grooves by 


; 


means of sprocket carriers on each end o 
the cylinder. The cylinder is then brought 
into proper position, and the lever-rack on 
which the master key levers rest is brought 


into position to register with the perfora 


tions of the “controller strip.”” The lette: 
“controller strip” is placed on the other 
erooved ecvlinder in the same way Phe 
power 18 applied t the motor and the ma 
chine becomes automat in all its move 
ments 

[he first n veme t 1S nade by the pi 
in the end of the master lever controlling 
the tabulator on the typewriter dropping 
through the .perforation in the “controlle: 
strip” it e gro the steel cylinde 
orcing the master key lever rearward, unt 
the nos tf the is brought under the 
ibratory ss rt h rocks it nN 
( n " vement \ } the tabulat 
ey ont tv] rit to perform its prope 

nection, br ng t rriage to the prope 
point te eive the date. Other pins in thy 
consecutive order ire worked in a ike 

inner roduce necessary move 
ments of the carriage and printing of ch 
icters it the date li completed Phe 
next following pin operates the line space 
mechanism and returns the carriage to the 
position to receive the address. The next 
pin operates the “clutch” which stops th 
steel cvlinder carrying the letter “controller 
st n l the el drum carrying tl 
‘address ntroller strip” revolving. TI] 

\ rks n sely s ( Cc \ sly des T hy 
verations e ot el cylinder it 
i plet 

\fter t adress ven written 
¢ it ec ft sf ain to the lett 
cont ag T leting tl lett 
When ( xt th i line of the l te 
has been written, the pin governing tl 
mechanism that pl ks up the letter-heads 
ills th oh the perforation, and 
the letter-head is picked up and held, until 
the lett finally been completed and 
deposited in the basket, when the new let 
ter-head is dre pped into the typewriter an 
with one movement is brought round int: 
position to receive the date 

Mailing List on Roll 

\s stated above, the names and ad 
dresses are placed on a separate roll. They 


may be arranged or classified in any man 
ner desired. The names and addresses can 
be used'‘any number of times. The first 
name and address on the “address con 
troller strip’ being written in proper form 
on the letter-head, the letter completed, the 
next name and address come into position 
automatically 

With all its ingenuity and the elaborate 
service it renders, the National Automatic 
Typewriter is easy to operate and simple to 


understand This ts not the least ot 


tinctive triumphs in a tield which year 


vear is welcoming more and more those 


devices which economize time, labor and 


ROYAL OFFICE AT STOCKHOLM. 


] 


[The four pictures printed on this page 


give an excellent idea of the energeti 


yusiness othces the 


writer agency department of the Roy: 


Company—a thoroughly modern and we 


equipped store and a complete and efhcient 


organization—that of J. P. Brandt 

The first picture shows the exterior 
the premises, with the following persons 
from left to right Mr. Hansson, repait 
man; office boy: Mr. Schaffer, manager 
Miss Schaffer, typist; Miss Erickson 


Stockholm typé 
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cashier; Mr. Lundin, owner of the firm of 
J. P. Brandt; Mr. Petersen, salesman; Mr. 
Sundgqvist, traveler; Mr. Kussak, traveler. 

Second picture: A portion of salesroom; 
Miss Olsson, typist, and Mr. Petersen. 

Third picture: Another view of sales- 
room; Miss Erickson, Mr. Schaffer, Mr. 
Petersen, Miss Schaffer, office boy, Mr. 
Hansson. 

Fourth Picture: Stock room and repair 
department; Mr. Johanson, repairman; Mr. 
Hansson, Mr. Petersen, Miss Olsson, Mr. 
Schaffer 


FIRST AID TO THE AUTOMOBILE. 

We all know the typewriter dealer as a 
man of wit and resource, but we had al- 
ways supposed his versatility was naturally 
confined to the machine he makes famous 
and of whose merits he speaks with author- 


ity Much less had we ever fancied the 
typewriter as a workable substitute for an 
auto repair kit 3ut we were all wrong, 


as sO Many preconceived ideas are. It has 
taken H. E. Russell, treasurer and man- 
ager of the B. F. Swanson Company, Inc., 
of Des Moines, Iowa, to set us right, and 
to place for all time a proper value on that 
nnocent and sometimes exasperating little 
piece of labor-saving ingenuity—the type- 
vriter ribbon 

Mr. Russell was out on an automobile 
trip not long ago, and in his pocket, cas- 
ually enough, had taken along a few type- 
writer ribbons for a customer. About 
twelve miles from Oskaloosa, Iowa (this 
is a genuine Iowa story), he discovered 
that his engine had become intolerably 
hot, even for a stretch of Iowa prairie in 
midsummer. He stopped and discovered 

badly burst water pipe. Out came the 
tool kit, which is the villain in the case, but 
yielded nothing to repair the damage 
\liles from a garage, Russell began to, fee! 
about as desperate as on the last lap of 
a race with a cantankerous customer, with 

rival salesman just around the corner 
heading that way. All at once his eye fell 
on his grip, and he remembered the type- 
vriter ribbons. Out they came—1% inches 
in size (which helps to convince us of the 
genuineness of this story), and by winding 
one tightly around the break, presto! a per- 
fect bandage, tight and unbreakable. The 
nearest farm house supplied water for the 
radiator, and Mr. Russell and party drove 
into town in modest triumph. Score one 
more for the all-round usefulness of the 
typewriter! 

We hesitate to predict, but are forced to 
wonder whether typewriter oil may not yet 
turn out a passable substitute for gasoline 
in a similar emergency. 

(Note: Later advices from Des Moines 
inform us that the ribbon mentioned was 
the Diamond brand. We break a rule by 
mentioning this fact, because if any fur- 
ther proof were needed this adds the last 
touch of realism to the foregoing narra- 
tive. After this Brother Russell can land 
a fifty-pound musky any day in the week, 
and we shan’t bat an eye.) 
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FACTORY TRAINING FOR SALESMEN 





Why the Man Who Can Make the Goods Oft Proves Best Man to Sell Them. 





° “HE Twentieth 


good salesman of the 


century knows almost as = much 
about the customer's business as 
does the customer himself, altheugh it 
is only occasionally that he lets’ the 
customer suspect it ly this combina 
tion of solid scientific knowledge’ with 


delicate human tact lies one secret of his 


success. The tact he is blest with by birth 


right or acquires in the rough-and-tumbl 


The 


gained by a de 


of competition knowledge, more an 


more, is being finite and 
hard-served apprenticeship at the factory ot 
his house 

bette! 


This is good for the factory and 


While the 


superintendent 


for the salesman loyal fore- 


man or quite naturally re 


grets the periodical loss of some of his bes 
sales-staff, he notes, in co! 


added 
part of 


men to the 
alertness and enthus 


the 


pensation, an 
lasm on the ambitious one 
who look forward to a similar opportunity 
the read and th 


Formerly the man on 


man in the shop were parted by as deep and 


wide a gulf as czar and peasant Each was 
of his own caste Only exceptional merit 
or a more exceptional “pull” could bridge 
the cleft Today, in many of the largest 


manufactories, any ambitious young m 


chanic has the best possible reason to hope 


for a road position, if he shows himselt 


capable of filling it There is no necessary 


demerit in refusing such an opportunity 


The shop has not surrendered its place 


the scheme of production; the good work 


man may prefer to remain the good work 


his self respect 
On the 
] 


SaAllCs 


man, and ftorteit no 10ta ot 
or that of 
other hand, to the man 


lurking 


his fellows and bosses 
who has the 
instinct somewhere about his 
anatomy the present system offers every in 
ducement and reward for aspiration 
The Expert on the Firing-Line. 


It 1s generation ot 


salesmen 


bringing up a new 
know 


curve and screw and bolt of the goods they 


men who every inch and 


sell because they have made those goods, 


and in the making have learned the reason 
and ot 
doubted 


for the adjustment of part to part 


parts to whole. Some who have 


the wisdom of the new plan have said that 


it would mean turning onto the road a 


crowd of cocksure theorists who could do 


everything with the product except sell it 


Experience has smiled upon these forebod 


ings. Not every factory-trained salesman 
makes good. Strange to say, not every 
salesman without factory training makes 
good. But in the cases where the exper! 
ment has become established custom 
through a thorough trial—such as several 
of the nationally known manufactories ot 


electric-heating and lighting apparatus and 


not a few producers of office supplies 
} 


been so sl 


margin ot annual failures has 


as to be wiped out, in terms of financial re 


EDITORIAL NOTI The modern factor) 
has added a new product. Z/t is now making 
salesmen as well as goods r them to sell 
So general has become the tend f tra 
a limited number of factory workers every 
year for road positions, that it constitutes one 
if the most noteworthy developments in the 
human side of current merchandising. It has 
Sé med 4 0d fo ¢ Hi @ « [pp mces th rerore 


to analyze somewhat at length the advantages 


ind handicaps with which the factory-trained 


salesman enters task today 


fi he 


} 
writer of the following articl 


upon his 


carcful reader wl bserve that the 


guards against 


the peril of exaggerating the value of technical 


knowledge as an aid to sales. Facts in the 
brain may be as barren as facts in a govern- 
ment census report—unless and until they are 


Vot how much a salesman knows so 


applied 


much as how much he can impart, ts the 


test of the validity of his training 


Now the factory ts a great educator—an 
educator in character and humanness as wel 
as in mechanics lt is encouraging to note 
that the new and specializing school of sales 


nen are not narrowed by their training, but 
} ithe roadencd The Stor f that broad 
ening, as unrolled in the following interesting 
article, is the story of one of the great move 
ments in the modern business world—the at 


cmpt, with measurable success, 


salesmanship a science as well as an art, in 
to standardize 


rendered 


the endeavor and guarantee the 


service thus 


turn, by every week's orders from half a 


dozen of the men who have made good. It 
was, perhaps, a natural surprise to the old- 
fashioned salesman, with his’ well-oiled 
anecdotes and discreet individual appeal, to 
find these lithe and keenly-informed young 
men from the factory so human and likable 
even as competitors. In the acquisition ot 
forgotten how to enjoy 
s+} 


tacts they had not 


the 


life and to share their enjoyment w 


custome! They were, in the main, as 


willing to learn from the experience of the 


old-timer as he was unquestionably gener 
ous in imparting the instruction But at 
the same time he noticed, with some per 


sonal interest, that when they met the pros 
pect there was a directness and authority, 
courtesy 
address pe- 
“They talked as if they were 


however insinuating or veiled by 


in their which commanded a 
culiar respect. 
actually making the stuff right on the cus 
tomer’s counter,” was the thought that 1m 


itself cn his mind—a_ statement 


the 


pressed 


which pretty well sums up unique ad 
vantage of the factory-trained salesman on 
mmercial firing-line 


Willingness to Learn a Factor. 
\ new crop needs much weeding, and the 
left the 


the Cc 


man who has bench learns, soon 


enough, on the road how much he has yet 


to learn But he is willing to learn, and 


therein lies another reason for the fact 
that, in many fields today, he is setting the 
pace [or the old-timer Hle has rmed the 
habit t acquiring knowledge which 1s 
usually more valuable than the knowledg« 
itself, just as the principal of a note bulks 
bigger than the interest it draws. Tl hap 


who has pounded his thumbs in the factory 


is good for a good bit of pounding the 
road without wincing or seeking the 

solace pessimism. He has faced the fore 

man’s heartfelt cursings many a time at 

oft, and he finds the prospect, as a rule 
far less explosive if sometimes more subtly 
exasperating He has learned self ntrol 
in one of the best of schools He has 
endured discipline without groveling ot 
evasio!1 He has the habit of self-cont 

dence which goes with the cons isly com 
petent artisan, and he 1s, usually ite un 
spoiled by petty politics or office ireau 
cracy He has a right to his spurs 


is his obstacles to tace, mm tne road 


He hz 


in plenty. Some customers seen tterly to 
resent that very expert acquaintance with 
his product which ts actually so much bonus 
to their purchase, over and above the price 
they are paying For them, as for many 
thers, he must translate his tech il skil 
into the terms of plain human _ nature 
Others, with more or less lurking humor 
will set out to trip him—the old huma: 
stinct for “taking down the high-stepper 


‘Hazing the New Hand at the Faet Ty 


picture film we should like to see 
taught him how t 


a motion 
have 
attack. In fact, the ex 


will 


Some aay 
meet this form of 


salesman, quite as truly as 


pertly educated | 


1 , 
his ban] -thrumming 


halls, must 


cousin trot 


recognize at the start that his 


special training gives him no greater surety 
of success than he himself can mak: yield 
him by hard work, good temper, human 
kindness and perseverance. If he has not 
learned these lessons in the factory, he will 


never learn them on the road 


Salary Goes with Training-Course. 


But if he 


has not learned them in the fa 


tory the chances are several thousand t 


one that he will not receive the second op 


portunity. The lines are being drawn more 


and more strictly every year in the choice 


of factory candidates for sales positions 
With the success of the plan has come re 
to the 
the 


facturing concerns are sparing neith 


striction of selection very best men 


available Among such larger manu 


er time 


nor money in the creation, so far as may 
be by human means, of efficient and self 
reliant salesmanship. Special study courses, 


of months and sometimes of years, are pro 
vided for the picked men. Both the theoret 
ical and practical sides of production are 
taught by experienced instructors 
the nature and requirements 


detail 


Besides 
these courses, 
of salesmanship itself are treated in 





with actual demonstration and frequent try- 
outs for the members of the class. At the 
end of all there is a “commencement,” as 
real and as significant as any held under the 
canopy of campus elms. It is usually a ban- 
quet in which final talks are given and last 
words of encouragement or warning said. 
There is a final health or two, and another 
“class” of salesmen go out to, carry the 
company’s name and prestige to new 
territory 

For these months of instruction and train 
ing the larger concerns who have adopted 
this policy pay every apprentice-salesman 
a regular salary, sufficient to cover his needs 
while learning the art of registering sales 
This is only one of the quietly eloquent 
ways in which the home office appeals to 


its men in the accent of loyalty as well as 


personal interest. Is it any wonder that 
salesmen so trained and so treated are will 
ing to face obstacles and danger itself for 


the house to which they owe so much? 

The factory-trained salesman has come 
to stay. He will not at once displace his 
brother of an older school—rotund, smiling, 
a trifle apoplectic, it may be, but ever a fund 
of virile sympathy and serviceable girth of 
intellect as well as waist-line. It takes all 
sorts to make a sales world. The old and 
the new will blend to produce for the 
future its own type of success. One thing 
is sure, however: that success, as the years 
unroll, will be founded on an ever-enlarging 
knowledge of the lines sold as well as the 
practical acquaintance with men and women 
which alone can make j;hat knowledge 
productive 


REEVJILDING FACTORY PROGRESS. 

Word has just reached us from the Amer- 
ican Writing Machine Company that the 
new factory erected for that company in 
Los Angeles is now being equipped and 
the work is progressing rapidly. It is fully 
expected that the factory will be in oper- 


No expense 


1 


ation by the first of October 
necessary has been spared in the purchase 


of new and modern machinery and equip- 


ment for the new factory, and when in full 


operaticn the company is confident it will 
be the finest and most modern typewriter 
rebuilding factory in the world 

The equipment will be complete from the 
smallest to the largest detail. Japan and 
nickel departments with a capacity of fifty 
machines per day are being installed. In 
the construction of the factory, great care 
has been given to such essential details as 
light, ventilation and sanitation, affording 
the maximum degree of comfort among the 
workmen, a feature which will bear close 
relation to the quality of work that will 
I produce 

It is « pected that th new tactory, lo 
cated as it is in southern California and 
affording the most delightful climatic con 
ditions, will be responsible for a noticeable 
migratio1 f typewriter mechanics to that 
point. Already many applications have been 
received and accepted from all parts of the 
eountry 











TRICE APPLIANCES 























True Quality Always Gains 
Final Recognition 








you are com- 
pelled to re- 
cognize it and 
then you can- 
not say too 
much in its 
praise. This 
simile ex- 


plains WHY 


You may con- 
demn, you 
may be preju- 
diced but 
when the ar- 
ticle STANDS 
UP and shows 


its merit 











“QUR LINE” 
Typewriter Ribbons 


Carbon Papers 


is recognized as absolutely the best on the 
market today. 


The term BEST is peculiarly significant, con- 
sidering the promiscuous ““CHEAP” lines. 








The dealer should enter with enthusiasm into the sale 
of our high class products. 


Other Reasons: 
Consistent trade protection together with the fact that: 


We meet every condition 
We fill every requirement 








MITTAG & VOLGER, Inc. 


Sole Manufacturers for the Trade 


Principal Office and Factory: PARK RIDGE, N. J.,U S.A. 


BRANCHES: 
261 Broadway 205 W. Monroe St., 7 and 8 Dyers Bidg., 
NEW YORK, N. Y. CHICAGO, ILL. Holborn E. C. LONDON 


AGENCIES: All Over the World 























COMMERCE AS A POWER FOR WORLD PEACE 





London Speaker Voices View of International Politics Which Corresponds Closely 


with Office Appliances Editorial. 





HE interdependence of nations was 
first argued seriously in the modern 
world by Hume, in 1752; he was fol 

lowed by Adam Smith, in a work of fat 
wider reach, thirty years later Yet 
their arguments had evidently not af 
fected general policy at the end of 
the Eighteenth century, as political dis 
cussion in England at the time of the 
American Revolution, and on the Conti- 
nent at the time of the Napoleonic wars, 
showed plainly enough. Indeed, the prac- 
tical, vital interdependence of states was 
then very small, as the results of Na- 
poleon’s Continental system clearly showed. 
Even England, industrially the most de- 
veloped of all, was dependent upon for- 
eigners (except occasionally in years of 
great scarcity) only for luxuries, spices, 
wines, brandies, silks, things which, while 
the trade in them was considerable, affected 
only an infinitesimal part of the population, 
and the trade in which was not much at 
fected by the prosperity or otherwise ot 
the neighboring peoples 

England had not yet a great national in- 
dustry which depended upon the prosperity 
of her neighbors—upon, that is, the neigh 
bors being able to send her food and raw 
material in abundant quantities, upon their 
being able to carry on their industries. This 
is the crucial test of vital interdependence 


1 
} 
Lie 


and it did not exist in any country in 


world at the beginning of the nineteenth 


century England was nearer to it by halt 
a century than any other country. Indeed, 
we might even say that as late as the last 


quarter of the nineteenth century there 
was not a single nation in the world out 
side Britain illustrating, in the daily needs 
of vast masses of its population, this sort 
of vital dependence upon its neighbors, in 
the way, for instance, that Lancashire is 
upon American cotton, or in the way in 
which millions of our people are upon for 
eign food 

Consequently, until well into the nine 
teenth century, despite the intellectual la- 
bors of the physiocrats, the old idea that 
it was a nation’s interest to kill the in 
dustry of other nations was still predomin 
ant. But by the third or fourth decade of 
the nineteenth century a real division of 
labor had set in; steam was now playing a 
large role in our industry, and when our 
cheap coal placed us in an advantageous 
condition to make ready use of that force, 
and our geographical position (correspond- 
ing in a world which included America, 
precisely to the position which the Vene- 
tian Republic held when the world was 
mainly the Mediterranean) favored the de 
velopment of our industries, foreign trade 
began to render cheap food essential to our 


EDITORIAI NOTI Ideas sometimes 
seem to move Waves yr currents i fie 
same conceptions are formed by many datffer- 


ent men far apart at virtually the same time 


Of such coincidences, if they are no more, 

4 
are born revolutions, new visions of eternal 
truth, fresh ideals of life and action. Busi- 


ness began to approach efficiency the day a 





thousand voices in difierent ties took up 
the ‘ ry 
In the following article by Norman Angell, 
read before the London Institute of Bankers 
Jan. 17 and entitled “The Influence of Bank 
upon International Relations,” such a co- 
incidence appears {t almost ft he ide) tical 
time that Mr. Angell was reading his broad 
and statesmanlike view of the triumph of 
international peace, Office [pf dances im is 
attorial columns was g 1g expression to 
the same arguments and propnecies 
The subsequent publication of M) lngell's 
address in the April number of the Bankers’ 
Vagasine only accentuates the paralle 
That our readers ma bserve t urious 
sg iuarity m'¢ subjoim a nsiderabl portion 


f the Ll id i address 


population \ few bad harvests, “the rain 
that rained away the Corn Laws,” showed 
our dept ndence upon foreign food (And 
that dependence created a revolution in 
fiscal policy \ change of ideas which’ all 


the splendid arguments of the physiocrats 
had been unable to affect in a hundred 
years, the absolute demonstration of our 
need for foreign food did in five 

Change in International Conceptions. 

\nd this change synchronized roughly 
with a change in our whole conception of 
the relationship of one country to another: 
a frank abandonment of the old relation- 
ship of exploitation by the mother country 
towards the colonies: the complete accept- 
ance of the idea of self-government for our 
overseas possessions. A moment’s reflection 
indeed, convinces one that this conception 
of the relationship of the mother com- 
munity to great daughter communities 1s 
the direct logical outcome of that change 
in the idea of the relationship of nations 
which the physiocrats have taught, and 
which events had made understandable 

But a nation is not a person. It is only 
our careless speech which leads us to say 
that “England” is in favor of that, or “Ger- 
many” of this; forty millions or sixty mil- 
lions are never all of the same mind. And 
although the defeat of the old political 
notion seemed pretty complete when Cob- 
den had done his work, there were very 
many in the country who still firmly be- 
lieved that what England had most to fear 
was the growth of power and prosperity in 


other nations. It received a curious il 
lustration at the- outbreak of the North 
and South war in America Che growth ot 
the American Union had disturbed the 
dreams of many English statesmen, and 


when, at the outbreak of war, it appeared 


that that union was about t reak up, 
very little trouble was taken on the part 
of many Englishmen to hide their satisfac 
tion at the prospect. The very first result 
of that impending break up ot foreign 
state, however, was the partial ruin of a 
great industry, and the starvation of tens 
of thousands of workpeople, in ir own 
state The essential interdependence 
peoples received a further ecot ic il 
lustration, which was another nail in the 
cothn of the old ideas Note the devel 
ment of British ideas. In 1860 it \ stil 
part of British policy—still p the 
ideas of the men who governed England 
to prevent the development ; 3 United 
States. How much of such a policy is left 
today? Who believes that a wealthy 
United States is a danger to | 

The effect of international stress upot 
the world of finance is well described by 
our own Consul-General in Germany—Si1 
Francis Oppenheimer—who point it in 
his last report that the close ; nce be 
tween the banks and the indust Ge 
many eates a situation w ( his 
very words: “must in times tio1 
crisis result in general coll 
numberless similar comments, | take the 
following from the Bourse Gazett Ber 
lin The policy which the government 
has been pursuing since the rst of July 
has inflicted on our commerce a! r in 
dustry losses almost as great as they would 
have suffered from an unsuccessful war 


How Bankers Averted a Commercial Crisis. 


Such an opinion may be exaggerated 
that is not the point. The point is that 
financial opinion is already feeling this ef 
fect of policy. What I am saying is this 
These nerves about which I have talked 
were already acting on the organism, al 
ready beginning to affect publ opinion, 
which in its turn would be bound sooner 
or later to affect the government (nd in 


deed we have complete evidence that such 
opinion, stirred by these financial nerves, 
did very rapidly influence the policy of 
the government. Here is an incident typical 
of many similar things which were going 
on at the time, told in a Times telegram 
from Berlin. 

We were in the midst of a pessimistic 
period, and the German government had 
with evident intent been assiduously issu 
ing pessimistic notes. The Times telegram 
was as follows 

“One ernsequence of the disquieting 
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Scientific 
Management 


h aims to eliminate waste effort. 
f The value of any piece of ma- 
chinery must be measured by 


= lf Smitt " 


: what it enables its operator to . 

‘ perform. The a vr AiO 

rt 

L.C.Smith&B 

. »U.Omit ros. 

T 

. ypewriter 

n 

f (Bali Bearing — Long Wearing) 

1- ‘ . ‘ ‘ . : 

7 is designed and built to conserve human energy. Every operating 
m device is under the operator’s hands; shift key, shift lock, space bar, 
iN back spacer and margin release. Ball bearings throughout give light 
e touch, light carriage tension and a light capital shift. Cidnetinins te 
d turn and line 
n space re- 
vs quire but 
one opera- 
; tion without 
oe disturbing 
Py the writing 
position of 
in the hand. 

si 

om [here are dozens of other reasons why 
, the L. C. Smith increases the efficiency 
- of your office force. 

- Write for new booklet, ‘‘ Vantage Points 

ym of the L. C. Smith & Bros. Typewriter.”’ 

he 

" SMITH & BROS. TYPEWRITER CO. 


aie . Head Office for Domestic and Foreign Business 
o : SYRACUSE, N. Y., U.S.A. 
' Branches in all Principal Cities 
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Crown Br: . s are of » best « highest grade Crown Brand carbons have a medium hard gl surface 
- oa herman gr sedi pode tog phasor Ng coated evenly upon finest quality of tissue. Non-smut- 
dite remarkable durability, and capable of clean, sharp work ting, m n-drying, giving clear, clean-cut impressions, ex- 

ol from beginning to end. Colors are brilliant and will cellent wearing qualities. 
cal not fade. Globe Brand carbons have a hard, clean surface for 
ing Globe Brand ribbons are second only to our Crown vee lar ypc Mean Gy 3S 
¢ Brz ality. A goo 1 é di 2c. ee ee ae ee . 

— -_ — ‘ ee ee Pioneer Brand is a softer carbon and a free manifolder. 
Pioneer Brand ribbons are made from an excellent It does not smut. 

stic quality of domestic cloth. Best possible value for the money. Write us today for our dealers’ proposition. 
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$su- Crown Ribbon & Carbon Mfg. Co., Crown Ribbon & Carbon Mfg. Co., 
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| Typewriter Ribbons 


i Rvery kind of ribbon. 
| No errors in boxing or spooling. 
Every ribbon up to standard. 
MI We make the ribbon especially for 
Mh the make of machine on which it is to 


A. L. FOSTER, President 


be used; that is the only intelligent way 
to make them and the only way to be 
sure of making them right. 





MANIFOLD SUPPLIES CO. 


| The Largest Manufacturers of Carbon Paper 


in the World. 


0. G. DITMARS, Vice-Pres. 


188 Third Avenue, BROOKLYN, N. Y., U.S. A. 
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semi-official statements was that a con 


siderable time before the opening of the 


Bourse numerous selling orders began t 
arrive, and there seemed every prospect of 
another heavy fall in prices. The principal 
banking institutions, however, put them 
selves immediately in communication witl 
the Foreign Office, and at an early hour 
several of the representatives of the great 
vanks, including, it 1s stated, Herr von 
Helfferich, director of the Deut he Bank, 
Herr Carl Furstenburg, Director of the 
Berli Handelsgesellschaft, and tne rep 
resentatives of the National Bank and the 
house of Bleichroeder, were received at 
the Foreign Office by Herr Zimmerman, 
the Under secretary of State I reigt 


\ffairs, who in reply to inquiries made 
assuring statements of the most positive 


kind with regard to the = situation 


ouraged by these assurances tne banks 
lent their support, with the result that 
prices were maintained at a _ satistactory 


level throughout the day.” 

Could. we have clearer evidence that Ger 
many had arrived at a time when its gov- 
ernment was modifying its policy of ag- 
gression in response to those new ec 
nomic needs that had come to make Ger- 
many dependent upon the financial security 

its neighbors? 

How far are we removed from the glort- 
ous days when Bismarck could glibly talk 
of bleeding France white with the satis- 
factory assurance that not a German would 
be the poorer in consequence, and that on 
the contrary the German state would im- 
mensely gain thereby [ will suggest an 
illustration of the social Law of Accelera- 
tion | have attempted to explain else- 
where Bismarck was nearer to being able 
to apply the methods of Attila, nearly 1,500 
years removed from him, than we are 
being able to apply the methods of Bis- 
marck, from whom only 40 years sep 
arate us 

There can be no doubt,” says one cred- 
ible French authority, “that in the crisis of 
1905 war was prevented by reason of Ger- 
many’s industrial dependence upon inter 
national credit,” and the same authority 
adds this significant note The influence 
of this international economic so lidarit ty is 
increasing despite ourselves It has not 
resulted from the conscious action on the 
part of any of us, and it certainly cannot 
be arrested by any conscious action on our 
part.” 

In discussing the problems raised by Mr 
\ngell’s address, C. Rozenraad, the presi- 


dent of the Institute, said 


‘The popular idea \ngell’s 
theories is curious. ‘Norman Angell—the 
man who says we shall have no wars in 


future because every European nation 
its banking system and its Stock Ex- 
change.’ ‘Norman Angell—the man who 
tells us there is no need to spend money on 
irmaments, because war has been shown 
to be economically unsound Norman 
Angell. Surely he has not survived the 
refutation of his theories furnished by the 
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war between Italy and Turkey over Trip 
oli. And—most frequent of all—The man 
who says that war is caused by greed or a 
desire for plunder, and who makes no al 
lowance for the human factor; for the play 
of other human motives which lead to war.’ 
Modern War Made Futile by Trade Status. 

“As against these half-truths and whole 
misrepresentations, what, in pcint of fact 
are Mr. Angell’s doctrines? Their leading 


commercial and 


principle is this. that the 
financial interdependence of modern states 
is now so close that war between them is 
futile; injuring all parties—victors as wel! 
as vanauished To an audience ot bankers 
there is no need to demonstrate this inter- 
dependence The banker has one hand on 
the pulse of commerce: with the other he 
feels the heart-heats of finance. None 
knows so well as he the effect on both of 
even the approach of war: the effect on the 
buyers and sellers of goods and on the buy 
ers and sellers of stocks and shares: and 
inasmuch as the banking interest is a pow 
erful one and an international one. thi 
influence of bankers on international rela- 
tions is both powerful and peaceful 
“Whdt is the practical outcome of Mr 
\ngell’s theories as outlined in this paper 
and in his books? It 1s this. If nations can 
be convinced of the truth of his conten 
tions, then the large class of wars arising 
out of the desire for material advantage 
will become less frequent and will event 
ually cease, whilst wars of the other class 
-wars provoked by jealousy, pique, vanity 
and other motives of the kind, are far less 
likely to occur when it is realized that 
successful or unsuccessful in the ordinary 
sense, economically they spell disaster 
“Many me 


n have preached peace. Many 
have used their influence and spent their 
lives in advocating it The distinctive 
feature of Mr. Angell’s propaganda is that 
he brings home clearly and conclusively 
to nations and to the individuals who con 
stitute them and guide their destinies, the 
fact that peace is not only theoretically de 
sirable and morally good, but is profoundly 
to the interest, the material and financial 
interest, of every civilized nation. He car 
ries with him not only the moralist and the 
doctrinaire, but the man of business and 
the man in the street.” 


STUDY “INDUSTRY” BY WORKING. 
The children attending the high school 
at Manatee, Fla., needing a building for a 
course in industrial training, recently pro 
ceeded to build it themselves—a one-story 
concrete block structure, 25x50 feet. The 
blocks were made by the grammar-schoo! 
pupils, the high school boys put up the 
walls and the roof and the girls nailed on 
the laths for plastering. The finished prod 
uct is named the Kendall Industrial Insti 
tute, in honor of the principal, who superin- 
tended the erection 


It is the letter you are not accustomed to 
receive which holds attention and elicits a 
reply—Hypsos Revue, Antwerp 
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tagl E th 
IGHT among our factory hands you will 
find lots of enthusiasm. Making Car- 
| | bon Paper is not clean work, but making 
1 | Quality and finding that it is appreciated in- 
. 


spires enthusiasm and the result is that every 
man does his best and that means good work. 
The enthusiasm of booking more and more 
orders hits our sales department hard and also 
those dealers who carry the M.S. line. We 
are the largest manufacturers of Carbon Paper 
in the world. 





Manufacturers of the well-known lines,—Heart, 


aa ae 


Factory Wedge and Firefly. 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres. 
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That is the Montague plate—a 
simple strip of zinc—it may be 
embossed with a 2, 3, ) 


name and address. 


The plate is legible, is all in one 
piece and serves as an index card; 
instead of repeatedly 
from it you imprint from it. 


copying 


g costs 10 cents a 
thousand as against $2.50 a thou- 
sand for copying. The plate, em- 
bossed to or ts only 2 cents. 


Imprinting 
ying. 
der. co 


The imprinting 1s done with the 


$37.50 


MONTAGUE 


OFFICE ADDRESSOR & IMPRINTER 


An offic OV can imprint 1000 te 1,500 
names an hour—that’s more than 8 clerl 
] 
ao 

You n print ’ r rec ‘ 
card, work ticket, pay en elope, pay check, stub, 
receipt, tatement, laundry lip, hippit 
dividend check, and addr the follow-uy | 
get it out on time 

You need this imprinter now To let vou 


irself how much you need it we 


how yo 


Set this machine up in your own 
office. Test it out on your own 
work in your own way for six 
_months. Then if you don’t like it, 
don’t need it or find it unsatisfac- 
tory in any way, simply return it. 


TEAR OFF HERE 
Find out how this machine cuts the 
corner Find out how it will simplify office 
problems. Find out now. Just write you ume 
and address on bottom margin, tear off and mail 
We will send you complete selling plan. 


Represented by Best Office Supply Houses 


MONTAGU 


MAILING MACHIVERY CO 
MONTAGLT BLDG 
CHAT TANDOGA TENN 














PRESIDENT ROBERT D. 


PATTERSON 





A Strong Man in the Right Place. 





® tid Robert D. Patt ' 
Nat nal Ass it nots tronet 
s te lect | 
t dy i l 
‘ ns S es 1 
la ( tiie n ( ( r el 
I i | ict \ ~ 
? t ‘ S es i 
tivity t nfaili ¢ 
( I t is sha ¢ 
i] e reme ‘ t s fell é 
é ( sident ff 
5 I ae | >t born ‘ 
ssouri ( ed in s esst 
t sch 5 te é Smith r 
\ 1 he Wa 1 ersity tl ynvent 
! st bh nin ts « evelop I erson 1S Ive 
ent. whicl = -eaeiate de , f the , Ge 7 s the } 
best known institutions in the great South- \ e Christian ( a 
west Leaving c llewe he wel t WOTkK ( Belle e 4 
yr his itl eT S thee boy Sw e¢ pen l {' ¢ Nat I \ rk 
ne the mail and de ering ickages ¢ be nfidently epe 
\ly first pay le Once remarked to a stre id invigorate the 
I Ip of riends is bundle | \ in gven- I at ns wort 1] 
er ictotum was $1.20 a weel ul [ have es es 
een in the stationery business ever since ( \ppliances joins itl é 
\ number of years ago Mr. Patterson oe congratulating | s ele 
Senior, retired from the business, Irving I n even more he 
IcGowan, his partner, purchasing his in ¢ e association upon e ol 
terest. as well as that his son had grad suiding hand for the coming year of life 
illy acquired in it by hard work and long n 
study its peculiar requiremen Not 
lon ter the Robert D. Patters Station CLEANING STATIONERS’ MIRRORS. 
ery Company St. Louis retired from the Stationers’ window murrors, say 1 con 
field. and the merchandise was sold to the temporary should be washe 
Buxton & Skinner Stationery Company, the water, using a chamois leather nd soft 
transaction being noted as an important loth They polish more brightly 1f wasl 
one, at the time, to the genet trade ing e is added to the water r, better 
In many ways it was a crucial change for still i little wood ash is t mus 
\lr. Patterson as well, for n the transter in a allowed to dissolve through Che 
stock he joined forces with the Buxton us¢ a paste of whiting is not t e re 
& Skinner Company, becoming interested ol nded It certainly pr es a good 
n the business, and with the move increas polish, but is hable to be gritt ind pro 
ing his active personal attention to the duce unsightly scratches on the rface of 
affairs of the National Association of Sta the glass, and all too frequently it torms 
tioners and Manufacturers. In the last few an unsightly margin where it rks its 
years he has given a large share of his time way under the frame An old silk handker 
and thought to the welfare of the associa hief makes an excellent polisher for mur 
tion, and has been largely instrumental in rors, as does likewise tissue paper of good 


building up its influence and usefulness not 


only in St. Louis but throughout the south- 


western field generally. His election to the 
highest office in the gift of the association 
comes as fitting recognition of this labor in 
its behalf, and also of the large place he has 


won for himself in the hearts of its mem 


bership by his own personal charm and 


strength of character 
have overlooked his 
missed 


make a friend. Of vigorous and 


\lr. Patterson may 
“career.” in short, but he has never 
a chance to 
has the 


even aggressive personality, he rare 


knack of 


steady achie 


expressing it in quiet terms ot 


; 


vement and unobtrusive service 


quality.—British Empire Paper, St 


& Printing Trades Journal 

BUYS NEW DELIVERY TRICYCLE. 
Sales Manager H. L. Howard, of the 
New the Burroughs Ad- 


ding Machine Company, recently purchased 


Orleans office of 


a new tricycle which enables him to make 


quick deliveries without waiting for the 


drayman Between the two front wheels 


tricycle is placed a box with a two- 


of the 
| 


machine carrying capacity One machine 


is carried inside the box and another on 


the top, a railing around the edges pre- 


venting it from slipping off 
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NEEDS OF THE EXPORT TRADE. 


An international learing-house for 
formins uyers and sellers of marketing 
conditiot in other intries, establishes 
several years ago it .ew York, has now 
widely tended its pe of operations 
The beginning was the irganization of 
company ring together manufacturers 
and users of engineering supplies, by the 
use Of a 1 le syste1 ft catalog distribu 
tion, V Gg l ror reteren 
\ library S s d in New Yortl 
City, in which manut irers’ catalogs were 
carefully 1 and sub-indexed for use, 
in which was placed r examination a « 
of every trade journal in the country. The 
use of this library was made free to manu 


facturers and buyers 


So immediate was the success of this 
plan, especially among visiting foreign buy 
ers and producers, that with the official 
sanction of the United States government 
the company extended it to include Ameri 


can manufacturers in every line of indus 
try Briefed sets of card catalogs were dis 
tributed to American consuls all over the 
world, and with their assistance a wide ex 
pansion of American trade resulted 

The consequence was the organization of 
the present Foreign Commercial Bureau, 
which is now sending to all American con- 
sulates its card catalog files, covering every 
branch of American manufacture. Every 
month the new cards received from the 
Bureau’s subscribers are mailed to consuls, 
together with any alterations which time 
has brought. Branch offices are now rap- 
idly being established in the principal cities 
of South America, Africa, Asia and Austra- 
lia, which will serve as distributing stations 
for the Bureau, and in which catalogs may 
be examined by any buyer desiring them 


1 
} 


A system is thus being built up which will 
soon place the American manufacturer in 
direct touch with at least 10,000 buyers in 
every country on the globe, with credit 
data in instant reach concerning each one 

The new system means the elimination 
of the old “hit-or-miss” distribution of cat- 
alogs and the former loss of time which was 
such a disheartening factor in foreign mer- 
chandising Personal investigation of for- 
eign trade prospects will thus ground inter- 
national business upon a_ solid basis ot 
actual knowledge The new arrangement 
is equally satisfactory to the foreign buyer. 
Formerly dependent upon his own scanty 
experience or the sight of an occasional 
catalog for his information concerning 
American houses, he now has direct access 
to a source of information which is more 
and more embracing the entire field of this 
country’s producing centers American 
consuls abroad, who have been badly 
hampered by the lack of definite data with 
which to supply foreign trade inquirers, 
have now at hand an immediate means of 
Satisfying such demands. Information may 
now be supplied in the language of the in- 
quirer, who in a majority of cases does not 
understand English and to whom an Ameri- 


can catalog often is as so much barren type 
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Controlling Figures 


HE classified totals given by a National Office 
Register are controlling figures on the im- 

portant divisions of your business. 
You obtain them at a glance without disturbing your office routine. 
They give the immediate standing of the divisions they represent. 
You have positive assurance that these figures are correct. They 
mean that your office transactions have been properly recorded. 
You deal with certified records. 
The National Office Register compels the accurate recording of the 
original entry, furnishes security against mistakes and loss and gives 
a perpetual personal audit. 


[t is build with any classification your particular requirements demand. 
Write for Office Register Booklet 


The National Cash Register Co. - - Dayton, Ohio 


The National Cash Register Co., 
Dayton, Ohio 


Without any obligation on my part, I would like you to show 
me how, by using a National Office Register, I can have figures con- 
stantly at hand which will give me a perfect control over the im- 
portant divisions of my business. And also please show me how this 
machine will simplify my office system and yet increase its effectiveness. 
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A New Dictating Machine. 





\ dictating machine by 


York business man on a ttrip t if 
VIC OR YPEWRITER wit rag ili tah tee 
| with the assurance that they w tt 
cribed and typed within a fev ites 
atter he has given them, is 1 
‘ — — ‘ of the Telegraphone, on: newest 
Writes Right and ‘Rights Wrongs |) i 1% votstion of vapid corr 
spondence handled Dy the 1¢ 


| Sales Company, 11 Exchange P! 


dence, R. I. “It is a genuins le 
+ . ro ada a } ia Ske nie 
The VICTOR TYPEWRITER has in igo Ait A agesapada tay 
five years made for itself an enviable [the fact that the impressio 
| mechanically on wax cylinders t electri 


reputation for durability and speed and magnetically on fine steel wire or thin steel 
in this remarkably short period of time discs, faithfully recording and reproducing 
has become known as one of the | ra aa tng eich 
world’s best typewriting machines. _ oneness 


the human voice or any othe 
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| THE TELEGRAPHONE 





—_— In commercial use 
i 2 hives . the Telegraphone is its method era 
2222” ; Se 
=“? SZele impressions atter dictation 




















-—\2' 2 wh ne reas 
, pag SS ee sired Iter By pressing 
\ i ‘es spring n the m phone 
| oo 5 the former record is 
: erased, while a new one is bei tate 
on the same. wire There 
cylinders to be changed 
stitute 
The principles of the Telegra ne 
VICTOR TYPEWRITER CO.| <3) 
° and reproduced by a new 
“ electr magnetism Che met I k 
Dealers: 812 Greenwich St. ing and reproducing is telephot e ma 
SOME GOOD TERRI- - chine may be located at any | t. in al 
TORY STILL OPEN New York City adjoining office, on another ft the 
. same ulding or in another ¢ na 
large office all the Telegrap!l 
the typewriters can be assen 
room and the correspond 
9 ~ ° atized The dictator has on | sk an 
Broome’s Folding |. in se which gives him compter 
e control of the machine run it 
Typewriter Table | ior. vc i up or stop it at will, A 
specia utton in the set 1s l r 
Made of oak. Golden or Mission finish. Com- each desired move If an error ' 
plete with drawer and slide. $25.00 per dozen , _, é ' 
1 dozen to crate. Size: 17x32 inches, 26 inches the dictator runs the machin en 
high. through the receiver on thi t 
aaa his own dictation, and as so 
A MONEY MAKER FOR DEALERS > ae a a. 
THE BROOME MFG. CO. ae Pe eee ee eet 
PERU, INDIANA | Che standard type of wir 1¢ 
permits of thirty minutes ntinuous and 
| uninterrupted dictation. That t requires 














thirty minutes to reel the recording wire 


from one spool to the other. Not more 
than ten seconds are required to change 


the spools for another thirty minutes’ uss 
An added advantage claimed for this ma 
chine is the reproduction of the exact ton: 
of voice used by the dictator, with the 
precise degree of emphasis and inflection 
enabling the typist to punctuate and para 
graph without perplexity. Only the typist 
hears tl lictation » all these advantages 
that of economy adds another. Typists 
who use the Telegraphone are said to be 
enthusiastic over the ease of its working 
and the nsequent economy of nerve and 
energy which it assures 


Letters may be dictated to a Telegra- 


phone from any place where there is a 
telephon With the cankaas 

elepnone Vitn l ( ntinuous improve 
ments re being added to the de 
vice, its merchandisers predict that event- 
ually dictation across country may be as 
practicable and usual yccurrence as long 
distance telephone messages today. 


In his exposure of Detroit graft, Detec 
tive William J. Burns made very effective 
use of the Telegraphone, pouring back into 
the ears of one alleged grafter the very 
words he is asserted to have just uttered 
in arranging to receive the price of betrayal 
of the people’s interests. This record, like 
all others taken down by the Telegraphone, 
can be reproduced thousands of times, it 
is said, and remain as distinct and natural 
as on the first impression. One of these 
is said to contain the words of a former 
president of the United States. While he 
was listening to the reproduction of his 
own voice another Telegraphone was at 
work to catch his comments on it. 

“By Jove!” he exclaimed, when brought 
mouth to ear with himself, according to 
the New York World, “this machine will 
put the Ananias Club out of commission.” 

The principle of the 
discovered by Valdemar 


Telegraphone was 
Poulsen, in 1900, 
almost accidentally 

But its field is even wider. The rendi- 
Tt 


tion of plays, operas, speeches, reports 
court proceedings and public meetings, the 
recording of wireless messages—all are 
uses. suggested, and some of them have 
been actually realized. It is expected that 
the telegraphone will soon be used to re- 
produce plays or speeches, with moving pic- 
ture attachment, so that a portrayal of 
the event and its accompanying sounds can 
be witnessed, perfectly synchronized. 

The Teleg 
resented in Chicago by William Ayer Mc- 
Kinney, eighth floor, First National Bank 
Building. Its sales offices are at 65 Harri- 


raphone Sales Company is rep- 


son Avenue, Springfield, Mass. 


“Luck is ever waiting for something tu 
turn uy bor, with keen eyes and strong 
will, w turn up something. Luck lies 


in bed and wishes the postman would bring 


him the news of a legacy; labor turns out 
at six o'clock, and with busy pen or ring 
ing hammer, lays the foundation of a com 
petence. | 


relies or hance; labor on character.” 


whines, labor whistles. Luck 
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4,000 per hour 


Actually Typewritten Letters 




















THE 
ELECTRICALLY 
DRIVEN 

WRITERPRESS 


prints 4,000 form let- 
ters per hour. 


Has valuable exclusive 
features. The ideal 
machine for the Letter 
Shop, Printer and those 
requiring large quan- 
tities. Complete 
Equipment with motor 
$300. 


The Model B (hand-oper- 
ated) Writerpress produces 
1000 to 2000 copies per hour. 


THE ADORESSIES MACHINE 


With Addressing Attachment, the Mo B produces 1000 complete and addressed 
form letters per hour, or re ed enve ? pes, postal cards, monthly statements, etc. 


One WRITERPRESS, with AUTOMATIC ADDRESSING ATTACHMENT, is 
handling a 50,000 mailing list, and entirely independent of the typewriting department. 
WRITERPRESSED letters produce better 
letters—your request will bring the reason 
The NAME-PLATE FRAMES holding the individual metal type composing the ad- 
dresses also contain the address cards with provision for recording results, thus making 
an up-to-date index file. All material exce pt the cards is used for making new addres- 
ses, and will last a lifetime; the cards may be kept for reference. 


The AUTOMATIC ADDRESSING ATTACHMENT is the latest development of 
the correct, inherent principles upon which the WRITERPRESS is built, and is the 
crowning success of WRITERPRESS achievement—it settles the matching problem 
forever. WRITERP RESS ATTACHMENTS enhance the value of the WRITER- 
PRESS fourfold. 


results than individually typewritten 


Most business houses need the WRITERPRESS. To determine its topos! 
to your needs, write today for descriptive literature, samples of WRITERPRESSE 


letters and ink printed office forms. 


Mr. BE. R. ) 
P3242 Walnut Sti, 


Represent the Writerpress 
in Your Town 


Philadelphia, Pas 





The WRITERPRESS offers big money-making 

opportunities to capable specialty salesmen and 

office appliance dealers. Its field for service 

eems to be unlimited. Write us, and if your 

territory is open we can make an interesting 
mm to you. 


The Writerpress Name-Plate 








The Writerpress Company 


New York Office Chicago Sales Office 
302 Broadway SHELTON, CONN. 203 S. Dearborn St. 

































London, August 20th, 1912 Exclusive Correspondence of “Office Ap- nceri Extensions made last yea ave 

With national trade figures ever in pliances.” already to be supplemented by a big 
ing higher, as witness the tremendous re nstl n scheme which, when finished 
port and export increases for July over the can be reached as easil; will ly hundreds 01 
same month of last year—and the year in es the United Kir : space e already large a V 
fore—it is not surprising to find that the c terest n modern metl 5 wil ( Ing caters ntit ul 
typewriting and office specialty trade in the glad to heat expositions such as these Ims s ving the manutact 
United Kingdom is doing good business eing held, for always they 1 good macl <en in the Remingt y 
even in the so-called dead months L] gat tion, elimination wast re = 2 3 
holiday and vacation period its still in ful t costs he nal Cash Register ] are 
swing despite the unpropitious weather, and 5‘ follow ip their scheme ily 
most of the “heads” and a large proportion Kep m the lea g typewrite 2 chang the att tive w \ it 
of their staffs are away recuperating. Some panies show nothing to grumble at in the their Tottenham Court Road headquarters 
of them are combining business with pleas was f business, as has been indicated’ and to this have added frequent 1 res 1! 
ure but they are the gentlemen in the higher ibove \ number of tmportant en ar the | ( ll attached t ess 
ranks. Several reviews of business have away on the Continent combining siness Phe v many lectures wl their 
noted the good returns for July and August, with pleasure For example, Mr. Wechsler titles wv seem to | n] L te 
which at one time were regarded as quite f the Yost has been away ab d d 1s relationship to selling cash regis ( 
out of the running @n matters of business rt duc i in London 1 | Sept er ‘Lal est guring in th L he 

One of the leading typewriter companies Spencer Harrison of the Smith Premier lecturers employed by the N. | R an 
reports its second brilliant July in succes s away but the company furnishes a glow however, be trusted to “point the moral and 
sion, while another declares it can show an ing report of July and August business adorn the tale,” for which quotatio1 this 


increase of 40 per cent for July this year International Multigraph Busy. time of the day may Heaven forgive yout 
, A correspondent 


over the same month of last year \t one \t the offices of the International Multi- 
time, as I have said, July and August were graph Company of London, whence flows a England Heavy Stationery Buyer. 

regarded as no good for business but the business expediting stream of Gammeter ics: Sivthils. meicianibbanell sbidiiens tindl 
increasing pressure of competition h as take N wmultigraphs all over the country, things are ian tho. Wake anaes eames wk 
the attention of the salesman to these soing well despite the absence of Louis report issued on August 6th sh ~ rine 
somewhat virgin fields and the applicatior Smith, the manager. He is due back from expenditure for which the United Kingdom 
of labor and enterprise in this direction is New York this week Siatiomoce Cities ic the anent this wear es 
reaping the reward that is always its por k ox 4 ceeds $5.000:000. The sums devo' iadilins 
tion. Some of the companies organize spe F. Paul Impey, managing director of purchase of paper this year are | ar 
cial prize schemes and competitions to in Morland & Impey here, reports trade good papers $950,000, and for “specia papers 
terest their staffs in the two disregarded jy Kalamazoo specialties [The company $735 GOR itn te hake on ws ibis $360, 
months and they seem to have set the fash has begun to build a new factory at North Oh actin al tis dienes dentin dee ts 
10on Typewriters and office appliances we field, Birmingham, which will be ready for price, of $75,000. The Hous . Cominane 
now understand are wanted all the year occupation in February next year Pils Cassese Gh Gut sacha ey ate 
round and there are very few ee 5S 90 step is necessary to enable it to meet the tion in the method of purchase of paper by 
who can let go the threads of their work bie demand for Kalamazoo  looss leat the Stationery Office. The svstem m 
entirely even when on a holiday ledgers and Wagoner binders ay, Mae iin le eee: ales 
iia . s adopted in 1896-7, with the result an 
There is no doubt the Business Show this \nother flourishing loose leaf seller here, immediate saving of $270,000. Out f 245 
year has given a fiillip to business all the Moore’s Modern Methods, reports many mills there are on the list of the Stationery 
way round and now a good many firms ar large contracts ‘and also the arrival in this Office 203, the majority of which, however, 
looking forward to the Antwerp (Belgium) ountry of Mr. Walker of the Shaw Walker do not tender. The main contracts for 
show, which is coming soon \ spacious Company, Muskegon, Michigan, U. S. A printing are equally large. In round figures 
hall right in the center of the business and Mr. Walker is combining business’ with the expenditure on the two chief classes 

financial district of this important Belgian pleasure here and it is his first visit to this amounts to $1,750,000—namely, \okwork, M 
port has been secured and many large mar country since Shaw Walker, Ltd. was $1,250,000; jobwork, $500,000. In 1907 there 
ufacturers of office appliances have already established here He is extremely pleased were for bookwork 22 running tracts 

taken space. Continental trade 1s a big fea with the progress already made He and held by 12 different firms. In 1910 there ns 
. ture with every office goods company now Chadwick H. Moore, managing director of were 36 contracts, but still only 12 firms 


ndon ge 


object of opening and country printers on the Stationery Of- 


orth Sea Moore’s Modern Methods, Ltd., are about There are now about 200 names 


adays and from the coasts of the N 





and the English Channel right away across’ to visit Paris with the 

Europe to the Ural Mountains may be seet a branch in that city for the sale of Shaw fice list. The committee are of opinion that 
the track of the typewriter and office sp Walker goods. It is remotely possible that the public service has still to rely upon a 
cialty salesman. London is the big jump in the City of Light these two gentlemen ‘too limited number of printing firms By 
ing off place for all this class. of organiza may also enjoy themselves the nature of the circumstances a very large 
tion but Antwerp will take things a step Ss 3 amount of the government printing must 
nearer the Continental consumer. Belgium The London headquarters of the Rem- be done in London, but as far as possible 
itself offers a fine market for up-to-date ington company have for some time been’ the terms of tender—strictly preserving in 


goods for business men’s use and Antwerp insufficient for the growing needs of the all cases the Fair-Wages undertaking— 
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@ PITTSBURGH VISIBLE 
| Model No. 12 





\ 


AX 





o\ al Ih 


My, 





~ 
= 


a oG neercaes 
a 





g 
fsagt'y) 
ie 














Strong —Durable— Attractive—New Action—Has All Attachments 2 
FULLY GUARANTEED | 


Pittsburgh 


Mr. Dealer :— | Visible 
We offer you a splendid proposition to handle the PITTSBURGH No. 12. .” Typewriter Co. 
Good profits and full co-operation assured. It will pay you to write us and ) ouacsaen 
get acquainted. Agency and Sales Plan. 
INVESTIGATE i 
Address 


Pittsburgh Visible Typewriter Co. 


Union Bank Building, PITTSBURGH, PA. 
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COLUMBIA 
SILK ) 


COLUMBIA customers are 
satisfied customers. You cant 
slice) we Mle .(ci| Merc) mole) am ele) came) s 
typewriter ribbons that don't 
Tikees iene cam EO ME Com late 
COLUMBIA STANDARD 


The best way to Keep your customers from talking price is to talk 
quality. Silk Gauze Carbon Papers and Typewriter Ribbons are 
the highest quality. Not very many of your customers want a 

cheap ribbon or a low-priced carbon paper at the cost of neat 

and durable records. This is an age of high-grade supplies for the 
office. The business man demands the best and if is easy fo sell 
fim COLUMBIA PROGHCIS. ..... i 2a. 1 Se 


Columbia Ribbon e Carbon Mfg. Co. 


1-113 W. Broadway New York, N.Y. 
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should give equal opportunity to provincial 
and metropolitan establishments. The com- 
mittee are of opinion that the termination 
of the printing contracts at the end of 1913 
affords an opportunity for considering the 
establishment of a printing department un- 
der the control of the Stationery Office, not 
in substitution for the method of contract- 
The commit- 
the 
The 
House of 
Commons for $45,000 a 
Of this $10,000 is for special papers 
an extra ex- 


ing, but as auxiliary thereto 
the 


early date 


tee will investigate feasibility of 


proposal at an next year. 


expenditure on behalf of the 
writing paper is 
year. 
to suit individual preferences, 
pense of $6,000 which lacks justification. 


* * * 
The Addressograph (1910) Limited finds 
English factory 
accomplished it 


it necessary to extend its 
this has 


able to catch up with orders. 


and when been 
hopes to be 
The machine is being exhibited in Belfast, 
Manchester and Edinburgh and also at the 
coming London Engineering Exhibition 

* * * 


The National Insurance Act continues to 
promote big business for the vertical filing 
stationery houses. A typical 


Kenrick & Jefferson, who 


modern 
case is that of 
on one contract alone have supplied to an 


and 


approved society 1.000 leaf ledgers for im- 
mediate delivery, making a total of 1,836,000 
leaves up to the present. At the same time 
about 27,000,000 
forms under the act have been printed. The 


application and agents’ 


same firm ordered in two lots recently 20 


sections of quarto vertical filing cabinets, 


each section containing 35 drawers, making 


in all 700 drawers. Messrs. Kenrick and 
Jefferson have appointed Machan & Hebron 
of Montreal as their Canadian agents. This 


firm was formerly of Newcastle, England, 
but foresaw bigger possibilities of expan- 
sion by going to Canada where they opened 
August Ist Kenrick & Jefferson have 
sixty salesmen on their printing and sys- 


badly in want of special 


special 


side, but are 
sell 
or which they hold the Eng- 


tems 


salesmen to ties such as_ the 
Writerpress, 
lish agency 


x 
Kenrick & Jefferson‘s is rather a roman- 
story It the year 
1883 in a small room behind a drug store in 


tic business began in 
West Bromwich, with a plant bought second 
hand for $110 and a staff of three. It now 
employs over 1,000 people. It sells station- 
ery and office cabinet work and the Writer-’ 
press, but will probably add other special- 
ties as time goes on. It is curious to note 
in passing that the 
was its first 


drug store keeper who 
landlord also had a wonderful 

the 
Hudson’s 


who eventually 
built up an 


career, being Hudson 


invented soap and 
advertis- 
been taken 
over by Lever of Sunlight soap fame, now 
the most widely the 
United Kingdom. The Writerpress is go- 
ing well in this c 
expected of 


enormous business by consistent 


ing, which business has 


now 


advertised soap in 


ountry and big things are 
the newly-arrived automatic 


addressing attachment and a power ma- 


chine 
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Charles J. Hopkins, who was formerly 
the Writerpress agent in this country and 


Kenrick & 
these col- 


Phono 


who eventually placed it with 


Jefferson, as already noticed in 


umns, has mveod on to the Edison 


graph headquarters here. A son was born 


» him a month ago, who is “going great 


his long string of 


t 
despite 


English and Rus- 


sian Christian natines 


Strikes Impede European Trade. 
While filled with 
politics, their not realize the 
extent to which the present strike disorders 


American papers are 


readers do 
sritain. 


business in Great 


hampered 


have 














BUILDING OF THE NATIONAL CASH REG- 
ISTER CO., LONDON, ENGLAND. 


well as have been 
affected by these delays and recent indica- 
tions are that the continent of Europe is 
in a like state of econcmic uncertainty. To 


last year the lithograph- 


otationers as printers 


wards the close of 
ers of Germany decided upon a strike which 


lasted ten weeks. The dispute was settled 


the wholesale dealers in 


Christmas cards who depend upon Germany 


months ago, but 


for supplies have faced disorganized con- 


ditions for the last two months. Scores of 












































PICTURE OF KING GEORGE V. MADE ON 
AN OLIVER TYPEWRITER. 
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commercial travelers are idle and the en- 
tire stationery trade is at a halt. 

The delay has also affected the litho- 
graphing industry in England. The whole- 
salers, their employes and the trade gener- 
ally have suffered from want of supplies 
from Germany. At the same time English 
working men who would gladly have helped 
to meet the demand were themselves facing 
for want of work. Eventually 
the supplies have been obtained from 
abroad free from the duty which would 
have been imposed upon similar goods ex- 
ported from the United Kingdom. As the 
Printer of London observes, the 
situation points its own economic moral. 


starvation 


Master 





Black Typewriter Ribbons for Austria. 

rhe question of whether legal documents, 
such as wills, could be written with the 
machine in Austria has been some- 
doubtful until now. While it was 
accepted by the authorities pro temps, a 
definite pronouncement from the Ministry 
of Justice was awaited. This has now been 
The edict says last wills and testa- 
ments and other documents may be written 
with the type machine, but it insists that 
the writing must be legible, a very neces- 
sary precaution in a country where the 
oldest and, indeed, even ancient type ma- 
chines are used, and where the ribbons are 
kept on the machines until they are mere 
It sometimes happens that the typed 
letters are mere smudges of which the 
identity must be guessed by the context. 
he edict further says that only black rib- 
bons may be used for the tying of legal 
documents. Carbon copies are not accepted 
on the ground that they are easily smeared 
and can be tampered with, either through 
being rubbed until the lettering is indis- 
tinct, or by erasure. They are also affected 
and light, the writing becoming 
fainter as time goes on. 


type 
what 


made. 


rags. 


by air 





Wants to Sell American Office Devices. 

A gentleman of Paris, France, desires to 
communicate with American firms who 
may wish to organize an office for the sale 
of American office machines and devices in 
the French republic. Hs is also prepared 
to arrange for the manufacture of office 
devices in that country under American 
grants. 

The gentleman to whom reference is 
made has had an extended and valuable ex- 
perience in the manufacture and sale of 
such devices in France, and his advice and 
assistance would be of great value to Amer- 
ican concerns desiring to establish rela- 
tions there. 





National Cash Registers for Glasgow. 

The City Board of Glasgow has just 
equipped its large system of public baths 
ind wash-houses with 33 Class 400 National 
Cash Registers, the order being placed with 
N. London, of the Glasgow office of the 
National Cash Register Company. 

American Typewriters Win Bolivia. 
typewriters and office ap- 
hold the pre-eminence among 


\merican 


pliances 
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Compare your best time on these problems 
with average Meilicke speed 

















The Meilicke is a highly specialized machine designed to handle 
all interest computations with maximum economy of time, grey mat- 
ter and money. It goes direct as the crow flies to the answer, with- 
out the necessity of computing time, and ascertaining whether 
maturity date is a legal day for payment. Just one simple operation 

a slight turn of a wheel—produces an absolutely correct answer. 
FOUR MACHINES 
IN ONE Insurance 


The Meilicke iS a ompt site Policy for $3000, dated 








Wholesaler 










Account of John Do> : 
f four device ime comput- ‘ 
f four devices: A \ime compu Dec. 8th, 1911, for one 
i gr no er, holiday detector, maturity year. Premium $40.00. 
an. &tl » Madse b. 4 .. , nterect « sintnr 
Feb. 1ith“ “ 200.00 finder and interest calculator Insured cancels today. 
Mch. 29th“ * “ 142.00 ; Yet it operates as one ma Short rate return pre- 
—y oy i f chan chine not four. mium. 
Aug oth “* 100.00 Four distinct problems in on Answer 2 seconds 
=< Cr automatic movement. 
' — . »blem once solved cor- 
an. 10th by Cash $300.00 A probiem . ed cor 
Jan. by Cas anys wht ane den‘naetl an te Real Estate 
June Ist v4 rectly nouid not need to De 
July 8th “ * 50.00 solved again Contract $5000 made out Sept. 8th 
Aug Ist °* * 90,00 : _— . $1000 due Nov. ist 
Aug. 2nd 100.00 Int. at 5% due Nov. Ist 
ee oe es 60.00 $500 due March 18th 
Aug. 30th , nt. at 5°, due Mch. 18th—? 
$300 due Mav Ist. 


Find both equated date 
and cash balance today 


Int. at 5% due May Ist—? 
$2000 due July 27th 

Int. at 5% due July 27th 
$1200 due Sept. 8th 

Int. at 5% due Sept. Sth 


Both answers 29 sec- 


onds. Answers 10 seconds 
























Manufacturer 


Took note for $400 from 
John Jones for office 
fixtures last Dec. 8th 


Lumberman 






MEILICKE CALCULATOR 





John Roberts gave a 

note of $3750.00 last 

Dec. 18th with interest bearing interest at 5°). 
What is accrued inter- 


at 7°) for settlement of ast dealt 
Send for our descriptive ; 


ee : Answer 1} seconds 
’ old booklet, ‘‘Automatic Calcula- : 
ee gy re tion of Time and Interest.’ 

Mch.29th 500.00 We have an excellent prop- 


‘Bank 


Note for $2950, dated 
June 17th, at 54°%, due 
~— iad Sept. 8th, di ted 
What is interest due? Meilicke Calculator wx wed at 6°%. ne 


Company Answer 6 seconds 
Peoples Gas Bldg., Chicago 


June 8th 800.00 
“ “Aug. 2nd 1000.00 


Paid balance today 250.00 


osition for good live busi- 
ness producing salesmen. 


Answer 8 seconds 




















|venture will be associated an expert 


Séptembe IQI2 


goods imported into Bolivia, according to 
the latest reports, in spite of the advantage 
which parcel-post arrangements have given 
to France and Germany for several years in 
trading with the South American nat 


Italian Paper Costs More. 


As a result of the increasing cost of raw 
materials, particularly cellulose and me 
chanical wood-pulp, Italian paper manu 
facturers have raised prices materially on 
the finished product, the increase being re 


flected in every branch of the trade 
Secret of U. S. Export Triumphs. 
The reputation of American manufactut 
ers rests upon the originality of design, 
novelty in styles, and the superior quality 
of the goods, says Consul General R 
E. Mansfield of Zurich in a recent re] 


and not upon imitation of or improvement 
upon similar articles made in foreig1 un 
tries [his is evidenced by the fact that 
German and Swiss manufacturers are imi 
tating American mechanical devices thee 
furniture and equipment, machinery, tools, 
and various other articles, for the reason 
that they find them more attractive and 


salable than those produced in their re 
spective countries 


Canadians Prefer American Lines. 
The present influx of American office 


furniture into the increasingly populous 
cities of British Columbia is interesting 
proof of its superiority over the Canadian 
goods Nearly every line of office equip 
ment newly installed in British Columbian 
commercial houses is of American make, 
the Canadian products themselves being 
nearly all from American branches located 
over the border. American’ typewriters 
have pfactically no competition, and Ameri- 
can filing methods are already standardized 
in all the larger offices. There is a widen- 
ing field also for American cash registers 
and pneumatic tubes 

Spain Good Office Appliance Market. 

Spain is today one of the best and most 
eager markets for American novelties on 


ithe European continent. The Latin mind 
| is quick to seize upon the modern American 


display idea, and often to adapt it to an 
even more ingenious field of usefulness 
The adding machine’ market as yet is lim- 


lited, owing to the cheapness of clerical 


help and the absence of large commercial 
operations. In the government offices Ger 
man machines are used almost exclusively 
American fountain pens, however, have es- 
tablished a definite place for themselves 


|in every important shop in the country 


Opens Argentina Office Goods House. 
M. Garcia Antas, of Syracuse, N. Y., has 


| opened an export and import house in 


Buenos Aires, Argentina,.at No. 771 Calle 
Venezuela, and with twenty-five years ot! 
thorough experience in the line seeks to 


++ 


|}communicate with manufacturers of office 
| devices. With him in the South American 


type- 


exh 
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writer man, while C. G. Antas will continue 
to manage the Syracuse office as sole agent 
for the United States. 


Where American Advertisers Are Shy. 

Sales Manager R. P. Staples of the office 
specialty department of Andrews, Baty & 
Company, Ltd., Christchurch, New Zealand, 
offers a suggestion which American manu- 
facturers and dealers will find useful in 
handling their export trade In dealings 
with American exporters he has had great 
difficulty in obtaining an adequate supply 
of advertising matter concerning their prod- 
ucts, in order to circularize the New Zeal- 
and trade When the goods ordered from 
America come to hand, no printed explana- 
tions or general publicity matter accom- 
panies them, the fact of the distance they 
have to travel to reach New Zealand appar- 
ently preventing the use of an excellent 
opportunity for sales promotion. Mr. 
Staples writes that the demand for modern 
office goods in New Zealand is very keen, 
and that a little attention to this factor in 
extending the line will prove of permanent 
advantage to American houses 

Huge “Ad” at Foot of Jungfrau. 

Modern advertising has invaded the an- 
cient strongholds of the Alps. sy means 
of an explosive, an enormous placard de- 
scribing a Swiss product, has been elevated 
far above Grindewald, at the foot of the 
Jungfrau, commanding one of the, finest 
outlooks in this region. 





Antwerp to Offer Show in 1917. 
An International Exposition will be held 
at Antwerp in 1917, at which commercial 
exhibits will have a prominent place. 


New Branch of Stationery Trade. 

Chinese newspapers have increased their 
circulations enormously since the forma- 
tion of the Republic, and this fact is re- 
flected in the larger totals of paper im- 
ported into the former Celestial Kingdom. 
\ separate item in a recent British con- 
sular report for the Newchwang District 


gives an importation of “old newspapers” 
from England into that territory totaling 
more than $70,000. Investigation disclosed 


the fact that the Chinese were using old 
copies of the British daily and weekly press 
for wall paper in their homes, and that the 
demand had assumed the proportions of a 
respectable industry 

Paper Clothes the Latest in London. 

Cheek by jowl with the news that laun- 
dry charges are going up comes the news 
that a large London firm of paper manu- 
facturers is planning to put upon the mar- 
ket a line of paper clothes, which will ob- 
viate the need of washing and yet will be 
stout enough to be sewn and to hold but- 
tons. Paper towels and paper hats have 
paved the way for this newest departure 
in the broader “stationery” field, it is said. 
London children for several years have 
been wearing a new paper hat or sun-bon- 
net every day, each costing from two te 
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“EDISON? 


is on every genuine 


DICTATING MACHINE 


manufactured at the inventor’s works 
under his personal direction 








Caution! , 


Mr. Edison’s well known position as inventor 
and perfecter of the original dictating machine, 
and the confusion of similar trade names for 
other machines, have led purchasers to believe 
that they were ordering the Edison product with- 
out specifying “‘Edison.’’” To be certain you 
are receiving the article you intend— ; 


Specify the 
Edison Dictating Machine 


To Dealers and Salesmen 


The Edison Dictating Machine is the biggest thing 
in business appliances today. Offices large and 
small in all parts of the country are your field. If 
the one big opportunity never knocked on your 
door before, here it is. There are still openings to be had for 
dealers to handle the Edison Dictating Machine, or for men 
with sufficient capital 

and sufficient confi- 


dence in this big money- 
> 


making proposition to Q Edivon. 


take advantage of this IN COR PORATED 
opportunity to startin 205 Lakeside Ave.. Orange N. J. 
business for themselves. 25 Clerkenwell Road, London, E. C. 
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Identity Coupon 


Thomas A. Edison, Inc. 
205 Lakeside Ave., Orange, N. J. 


Please send me the ‘‘Guide for Prospective 
Purchasers of Dictating Machines,’’ describ- 
ing the Edison improvements. 


Name —_ 
Address . ae 





Fireproof Steel Design 


Firm Name ‘a 


Note—If you do not know the name of the Edison 
dealer in your locality we will gladly supply it. 
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Greater 
Efficiency 
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can hire 


We 


Guarantee 


That the Royal Standard Typewriter 
1s made of the highest grade ma- 
terals obtainable and by the 
most skillful workmen money 


That it will do work of the 
best quality for a greater 
length of time at less ex- 
pense for upkeep than 
any other typewriter. 
regardless of price. 
ROYAL TYPEWRITER COMPANY 












Greater 
Economy 


IPPON NAPLES 


















F speed fascinates 

you—the speed 
that never errs from 
clean-cut, perfect 
typing—by all means 
use the Royal. 

Its ease of action, 
its responsiveness, itS surprising 
versatility, make it perform won- 
ders at the finger tips; it is the 
machine of effortless efficiency. 

All the final touches of type- 
writer improvement are found 
at their best in the new Model 5, 
the latest and greatest example 
of typewriter engineering. It has 
the Two Color Ribbon, Tabu- 
lator, Back Spacer, Tilting 
Paper Table, Hinged Paper 
Fingers—in fact, every desirable 
feature found in the whole range 
of typewriter construction, many 
of them exclusively Royal! 


Write today for 


This Gua 
Read it. 





Principal European Office: 
ROYAL TYPEWRITER CO 


Branch offices and agencies i 





yr a 


attached to every Royal. 
because the Royal isthe 


Best Built Type- 
writer in the World 


OOK out, or you 
will be paying 
several times for a 
typewriter. Not the 
first cost, but many 
times that amount 
in delayed, uncertain 
service. Royal economy merely |= 
begins with the price of the : 
machine. Far greater economy 
than this lies in the character 
and the length of service you 
get from the Royal. 

The Royal is built. to do work 
of the best quality for a greater 
length of time at Jess expense for 
upkeep than any other type- 
writer, regardless of price. It has 
unique fitness for any typewriter 
work, however exacting. 

From the economy standpoint 
alone, it is simply good business 
to learn about the Royal. 


the Royal Book 


rantee Tag is 


It makes good 





75-A Queen Victaria St., London 


Royal Typewriter Building, New York 


n all principal cities of the world 
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THE LINEOGRAPH COMPANY 2 Filton stREET NEW 






Rapid 
The Rota 


parts are 


a postal to foolscap. 


Modern and sirmple in construction. 


and efticient in service. 
ry Lineograph is made to print anything from 
In the manufacture all unnecessary 
eliminated. Weight only 8 pounds. 


Our Supplies Are Cheapest 


Lineograph machines are sold without 1estriction 
regarding supplies, but we make the best scien- 
tifically adapted materials and are not bothered by out. 


side competition. Send for prices and descriptive booklet, 


AGENTS AND DEALERS WANTED 


Manufacturers of Duplicators and Supplies 
: YORK, U.S. A 














Séptember, ror2 
twelve cents in American money Paper 
handkerchiefs, napkins, toilette mats, 
doilies, dusters and table-covers have al- 


ready conquered an international field 


Irish Paper Trade Shows Boom. 


show a great 


Latest data from Ireland 
improvement in the condition of the paper 
trade there. In 1841 the number of per- 
sons employed in the industry was 1,100, 
which took a disastrous drop to O6UU in 


1861, keeping natural pace with the decline 
in population. In 1901, however, the num- 
ber had increased to 1900, and both print- 
bookbinding show a similar rate 
The new growth is a part of 


ing and 
of increase. 
the general and widespread renaissance of 
the Irish nation, also visible in such move- 
the battle for home rule, both 
pro and con, the Sinn Fein organization, 
the Gaelic revival and the deepening con- 
must be 

In this 


ments as 


viction that Ireland’s salvation 
primarily industrial and econom« 
latter movement the well known Irish pref- 
erence for Irish goods—often, apparently, 
a largely sentimental matter, as viewed by 
itself power- 


of industries 


an outsider—has contributed 
the revival 
In this connection it is interesting 
to observe that is the only nation 
owning a trademark similar to that of any 
private trading concern. This trademark 
is frequently used on stationery shipments, 


fully to long in 


decay 
Ireland 


as well as the famous Irish laces 


French Number Hours by 24. 
the French postal sys- 


Beginning July 1, 
the day 


hours of 


tem has numbered the 
from 0 to 24. All printing matter, time ta- 
bles, etc., now use this plan, which has 


long been in vogue in Spain, Italy and Bel- 


gium 


Bid for U. S. Shorthand Work. 


An international shorthand competition, 


with minimum speed conditions of 90, 120 
and 140 words a minute, will be a feature 
of the Tenth International Congress of 
Shorthand Writers at Madrid, from Sept 
26 to Oct. 2. The national Spanish type- 

lecided Ex- 


writing championship will be « 


hibits of work in either shorthand or type- 
writing are solicited from Ameri as well 
as essays on subjects of interest to sten- 
ographers, for which prizes are offered 
King Alfonso has given his royal patron- 


ge to the congress. 


ag 


“Ad” on Greenback Arouses Law. 
A Berlin manufacturer of automobiles 1s 
being prosecuted for pasting an adv ertising 


“sticker” on a 100 mark ($24) banknote, 


bearing the inscription, “Buy of me and 
save more than one greenback.” 
New Field for U. S. Phones. 
find 


American telephone apparatus may 
a new field for business in the Baltic prov- 
inces, according to a United Con- 
sular and Trade Report for May 13th. By 
law the purchase of public telephones is 
now restricted to the Ericcson Telephone 


States 
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Belfast Office Show Opens Sept. 9. 
That Ireland is in the front rank of the 
modern business army is attested by plans 
now going forward for a Business Men’s 
Exhibition to be held in the Wellington 
Hall, Belfast, beginning Sept. 9, in which 
every variety of up-to-date office appliance 


CS 
|} will be shown. The leading manufacturers 
a a ’ | of Ireland are entered in this exposition 
| and there is a likelihood that a number of 
Sy | American houses may show their lines at 
| this time. A good many American manu- 
Ty, w | facturers are now planning for representa- 


PEWRITER RiBee | tion of their office goods in the larger Irish 


FOR VBE ON 


AL fers an exceptional opportunity t secure 
IDE | I PI 


agencies for these products 


| cities, and the exhibition now opening of- 


BLACK RECORD 


Advertising and the Oriental Mind. 


Che large display signs which are loom- 





ing up in front of the more progressive 
Chinese shops, show a curious blending of 
the ancient poetry of the people with the 
modern spirit of commercial advance. One 


emporium advertises itself as the “Shop 
of Heaven-Sent Luck,” another as the “Tea 
Shop of Celestial Principles,” and: still an- 
| other, very palatably, as the “Mutton Chop 

of Morning Twilight,” which bears a cer- 


’ | tain subtle resemblance to some American 
| advertising slogans of the wilder mystical 
| sort. “The Ten Virtues All Complete” over l 


a neighboring doorway promises a goodly 


TYPEWRITER RIBBONS | woltene at gully sak dikione, SN 








| “The Nine Felicities Prolonged,” across U 
fulfill every requirement of the most exacting the street, perhaps is a delicate compliment 7 
, | to the graces of the salesmanship practiced O 
operator. It is because Carter’s Ideal Ribbons within. A charcoal shop in Canton calls t 
D rT 9 e P | itself the “Fountain of Beauty,” and a coal i¢ 
one made with the fussy operator in mind, | yard bravely emblazons the title of “Heav- t: 
that they will satisfy your entire trade. | enly Embroidery” over its entrance. The e 
| wily oriental is certainly not blind to the 
; P | amenities of sentiment in business, or to 
Carter Ss Ideal Carbons Live Up To Every Test | their cash value 
. ———____—_—_—_——— ve 
‘ Echo of Trade Origin in Siege of Fez. U 
Write for handsome new catalogue ‘Wide aetaadiion of Ca. Maem. to% ct 
showing goods in actual colors. foreign army an early probability will pe 
fall not only the last stronghold of inde- In 
pendent Mohammedanism in Northern Af- g1) 
rica, but also the first home of the modern fu 


The Carter’s Ink Company paper-making industry, introduced into Sti 


<urope > eig ce iry ith the greé ai 

BOSTON NEW YORK CHICAGO MONTREAL Euro in the eighth ntury w he great re 
Moslem invasion. An interesting article Pa 

in “Paper” for July 31 reviews the history 0.1 


of “The First European Papermakers,” re- a | 
calling the landing of the Arabs in Spain 
in 712 and describing their highly developed 
civilization, which was blended with that of 























Christian Europe in producing the peculiar 


A BI 
FOR 7" : hn bi pe kind O F FI . E D E V I fs E > stage of life and industry we now term Le: 
FURNITURE and SAFES medievalism. In the twelfth century Fez Mra 
AT - 


The Comptograph Adding-Computing-Listing Ma- , +) - maw 3 
chine made its commercial appearance twenty - one boasted 400 paper mills. Soon they intro- 
duced hydraulic machinery, running the 


"To-day | ROCK BOTTOM PRICES =~ 
pulp into molds and using frames in its ter 


To-day it represents absolute perfection 








Constructed of the best material money can buy, 
upon the highest scientific mechanical principle, the Rebuilders of typewr ters, adding machines, —— : ae ee stil] 
Comptograph will sell itself to the man of intelligence time clocks, dictaphones, deolicetian machines, preparation. Modern Morocco exhibits no til 
who will investigate and make comparisons New and second hand office furniture and safes. survival of the ancient art, except that not- sun 
We want clean-cut men of brains and energy. pos- We enjoy facilities which enable us to make / ’ . 
sessing a knowledge of accounting and modern busi- low prices. The goods are cheap in price only. ed by the archeologists om 
ness systems, to represent us in certain big exclusive 
territories. Write for price list today ——— eee 
To the man who can finance his own selling we offer It will save you money American Typewriters Swedish Favorites. U 
a oney enemies opportunity. . a N > i al é 
frite for full particulars—iell us about your experi- Ch S f M h d C American typewriters are now used al- 8or 
ence, age, and your acquaintance. icago are & erc an isevo. most exclusively in Sweden. and the field the 
30-32 W. Lake St., Chicago mos RCEUSEVEE si antec Ml on 
) 





for American adding machines, calculators, 














COMPTOGRAPH COMPANY, Dept. L.C.R., Chicago 
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cash registers, and similar office appliances 
is proportionately expanding. In 1910 alone 
the United States furnished $88,300 of the 
$123,800 worth of typewriters imported, 
and in the last year this preponderance has 
greatly increased. Germany still leads this 
country in adding machines sold to Swed- 
ish firms, but by a decreasing margin. The 
cash register trade is almost entirely Amer- 
ican. 
Uniform Trademark Registry for China. 
The Chinese government, at the instance 
of the Shanghai Chamber of Commerce, is 
considering the advisability of requiring a 
uniform system of trademark registration 
This is the more urgent, since as yet no 
patent laws have been enacted by the new 
republic, and there is therefore no adequate 
protection for trademarked products under 
governmental authority. Provisional regis- 
tration bureaus for trademarks 
Shanghai and Tientsin of- 


have been 
opened at the 
fices of the 

where patents and copyrights are received 
Actual protection thus 
far has been secured only by individual 
proclamations of the local government 
whenever occasion demanded. But this 
does not affect foreign importers, whom 
the Chinese laws make subject only to the 
laws of their respective home governments. 
To obtain this protection, the holder of a 
trademark, patent or copyright must rely 
upon his registration in his own country. 
The present plan contemplates a unifying 
of the present varying customs, based on 
the data already assembled at the provis- 
ional registration offices, and may necessi- 
tate special treaties with the foreign gov- 
ernments interested 


Chinese Maritime Customs, 


for registration. 


Parcel-Post to Panama Arranged. 

Beginning August 1, a parcel-post con- 
vention has been in effect between the 
United States and Panama. Packages ex- 
changed weigh not more than 11 
pounds nor measure more than 3 feet 6 
inches in length and 6 feet in length and 
Postage must be paid in 
full at the following rates: In the United 
States, on parcels for Panama, 12 cents for 
each pound or fraction of a pound; in 
Panama, on parcels for the United States, 
0.12 balboa for each pound or fraction of 
Parcel-post packages for Panama 


must 


girth combined 


a pound 
may be registered 
FRANKFORT, KY., OFFICE OPENED. 
The Lexington Typewriter Exchange of 
Lexington, Ky., in opening an office in 
Frankfort to take care of the business at 
the state capital, is changing its name to 
the Capital Typewriter Company in the lat- 
The former office in Lexington is 
still maintained and J. E. Bryley has as- 
sumed the Frankfort 


office from which mail orders will be filled. 


ter city 
management of the 


On a busy day we sometimes think that 


“good-by” is the most beautiful word in 
the language.—G. A. Murphy, in The Cax- 
ton 
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open 200 letters or over per minute 


No matter how fast the letters are 


fed vou cannot choke the machine 
The feed rolls automatically adjust 
themselves to the size and bulk of 


the letter and pass it along in the 
proper position to the self-sharpening 
circular knives. 

It can’t cut or mutilate the 
enclosure. The construction of the 
opener prevents the knife 
cutting more than a shaving of 1/100 
of an inch off the edge of the envelope. 


from 


This labor-saving machine is a tri- 
umph of efficiency. It does its work 
quietly, quickly and accurately and is 


operated by a standard noiseless motor. 








Opens over 200 letters a minute 
and cannot possibly cut an enclosure. 


| hand, can be opened by one girl and distributed practically as soon as received. 


The Lightning Letter Opener operated by an inexperienced girl wil] 





i ‘ , 
E L 
We want you to try out the Light- 4 ightning Lotter Opener Cimpany 
, - ay ; ; ' Dept. A, Rochester, N. Y. - 
ning Letter Opener; try 1t under the g Please chin os on Lightning Letter Opener charges 
Saal 2 -: : o,8 r ‘ ‘ prepaid. e will give ita fairtnal for 10 days. 
actual work ing ¢ onditions in your Own a WwW - ee yr mene “eet a we will return it 
a . SE ERE 2 i mediately thereafter, if it does not prove satisfac- 
office, and at our expens¢e If you : tory; or will not effect great enough saving to 
a x: : . . eo = justify its purchase, charges collect. 
have mail to open fill ” the « - losed p We have stated below electric current used in this 
coupon today or write for particulars. 4 [ojfS,, Direct Voltage.... A,ternating cycie..... 
i (This information may be obtained from the Elecric 
a . ght Co.) 
Lightning Letter Opener Co. ; 
' “ee eeee erereeeee ee 
Dept. A, Rochester N. Y. Bon ss asin 0.45 widlgven'y oseialedmieieun a eon tea ee 
— 


The Lightning Letter 


Opener 


This practical electric 
machine, the newest 
member of the efficiency 
family, saves time, money 
and desk space. It opens all 
letters so rapidly that a 
number sufficient to keep 
ten girls busy, if opened by 


Trial Offer Coupon 
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3 Beet, FELT MATS: 


© mean substantial economy in typewriters, O 
© adding machines and other office appli- 9 
ances, including office furniture. They 

deaden noise, eliminate destructive vibra- o 
© tion, protect furniture from scratches, fa- © 
cilitate moving of machines on the desks. © 















° 

Dealers: These mats are especially adapted to ie] 
O the office supply trade. Write us at once for fur- 
O therinformation. °o 
° °o 
4 N. E. BOOTH S 
O 644 PACIFIC STREET, BROOKLYN, N.Y. © 
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TYPEWRITER OIL 


The world’s best lubricant for Typewriters, 

Adding Machines and all delicate machinery, 

Chemically pure, gumless and colorless. 
Write to-day for free sample and prices. 


MORTON MFG. CO. 
Louisville, Ky., 
- U.S.A. 
Export ord ° 
en pote yest mcm 
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Your Falline Is Not Complete Without 
The Goodline 


WHAT MAKES AN ARTICLE POPULAR? 

Efficiency and price to consumer Style A Retails at $1.50 
Liberal discounts and delivery 
to the dealer. 


























These are the four reasons why the 


Goodline Telephone Holder 


has proven a rapid seller 





DEALERS have shown their appreciation by placing orders and re-orders. 
We have shown ours by liberal! discounts and prompt deliveries. 


Style A holder was designed for use on either flat or roll top desks, and has a 24-inch extension, allowing the 
phone to swing in any direction. With the Goodline Holder the phone is held securely, making accidents 


impossible, yet it may be instantly removed and replaced with the use of but one hand. 
DIFFERENT STYLE MOUNTS 
Equal to any—Better than many. 
Goodline Shelf, style S, can be, fastened anywhere—adjusts 
in any position 
Both are strongly made of cold rolled steel, with the best of 
finishes—to last a lifetime. 


. The Goodline Manufacturing Co. 
Style S Retails at 75c Box G, Kent, Ohio 
We also manufacture All-Metal Guide Cards and the Goodline Service Memo Desk Calendar (solid brass base). 


























STEEL FRAME 


CONOM 


Waste Paper Balers 





“Turn your waste 
into profit.” STOP 
THROWING away 


GOOD MONEY! 


You will be surprised to learn how much your 
waste paper is worth when properly baled. 








The Economy Paper Baler not only pays for it- 
self in a few months but helps to keep your office or 
store clean, and furnishes a steel fireproof waste 
paper box. which reduces fire hazard and pre- 
vents valuable articles from being lost or burned 
through carelessness. 

There is an Economy for every purpose— 
all sizes. Get our proposition. 

Dealers and specialty men will find 
money-maker. 


ECONOMY 


BALER COMPANY 
ANN ARBOR, MICH., U.S. A. 
Box 31 
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NEW IDEA IN HOUSE CO-OPERA- 


TION. 

Che Grimes-Stassforth Statio Con 
pany of Los Angeles has attempt in in 
novation in house “team vy whi 
ought to be widely followed. The pany 
is to hold monthly dinners, at every 
salesman in its employ is t ited 
guest \t each dinner ter end o 
the last course, one or more sg] fro 
some branch of the office app! trade 
will address the gathering Che t din 
ner, which 1s set for Monday, 21, will 
hear the western representative eading 
manutacturing company yet ti elected 
Thereafter on the third Monday eacl 
month these dinners will be held regularly 
with a new speaker for each one 

‘he idea is a splendid one, the op! 
ion of Office Appliances, and should be 
hailed with earnest co-operation not only 
by the salesmen but also by the manufac 
turers whose representatives are thus of 
fered the opportunity to aid in this cam- 
paign of education and general good-tfel 
lowship It is such gatherings as these 
which help to unite the office app e and 


stationery industry in a he 


artier 


at thesame time to make 


stronger salesmen for the 
which thus sets an exce 
enterpris¢ 


1? 
ient 


a 


] 


Td, and 


better and 


progressive house 


pDi¢ 1! 


HONOR CAMERON’S BIRTHDAY. 


The seventy-fifth birthday anniversary 
of Daniel A. Cameron, head Cameron, 
Amberg & Company, veteran nmercial 
stationers of Chicago, was nembered 
with congratulations from s es f his 
Chicago friends on August 17 Mr. Cam- 
eron, at the three-quarter milest s still 
in active and alert charge of the tails of 
his business and has been a leading mem 
ber of the Chicago Board of ] cation for 
twenty-five years. He began his long ca- 
reer with the old firm of ( er, Page, 
Hoyne Company, later known as the John 
Morris Company, now extin ater he 
organized the present company which 
passed through the great Chicago fire of 
1871 and was one of the first firms in Chi- 


‘ago to reorganize afterwards 


progress has been const 


ant, 


widespread popularity and trad 


of its head. 


Its later 


is has the 


leadership 


LARGE ADDING MACHINE ORDER. 


George H. McFadden & Brotl 


¢ 


agents at Waco, Texas, lately 
twelve visible model adding 
from the Burroughs Adding Ma 
pany 

The cotton season recently 


southern Texas, and people 


( 


buying cotton. There is always 


business resulting at this 


time 


and the machines were purchas« 


dle the large amount of 
usually accumulates. The 


detail 


hine 


e 


I 


r 


iT 
li 


cotton 


( hased 


machines 


_om- 


pene d in 


Ve 


r 


started 
f 


ush ol 


the year 


wAY ¢ 
W 


t 


iT 
I 


to han- 


k that® 


McFadden com- 


pany have been using the same 


ding machines for seventeen 


traded in some very old 
they bought the new ones 


mat 


1 
I 


1 
naKke 


( yf ad- 


years and 


li! 


ic 


- 


when 
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A- MORE REMINGTON MANAGERS. 
In Louisville they have a new Remington S | 100 300 E | P Mi 
- Typewriter manager in the person of eals to nvelopes Fer Minute 
in W. W. Yerkes, former Smith Premier Man [ 
: a , , , 

ich ager at Philadelphia Mr. Yerkes su [he Saunders Mailing Machine is declared by 
ny ceeds A. H.. Chamberlain. who has been | our customers to be ‘fas essential to a thoroughly 
ry assigned t special work as salesman at equipped otmice as a typewriter. J : 
ted Louisville with the Remington. Mr. Yerkes ‘ Pat. U.S. and Foreign Countries 

4c hP ers tarted It is a new departure in machit ilers, doing its work 

+ So. 2 old Smiti -mier man, ay 2 Ste eC | ‘ ‘ — . " 
ot is an old Sm! 1 Premie ivi | with absolute accuracy Far more serviceable than any machine | «1, making our selection 
om at Philadelphia in 1901, where he remained | on the market it a lower pt! of a mailing machine we 

1 oa f 2 5 he tried out the various dif- 

ide until the early part this year, tor the ferent types. - 


| 

i 
| The workmanship, 
in- past seven years as manager. lJ ——— om Generel cse- 
TP D ‘ : : . C44 | struction of your Saun- 
vill The new Remington man at Springfield, ders Malling Seseaee i 
> . 1 . . ~— i so far superior to any o 
Mass., is J. R. Shepard. Mr. Shepard has the others that it would 


ino 
Ing be impossible to make 4 
fair coraparison.”’ 

Motor Car Publishing Co. 


| 
} ester hue} > ; -e ) 
ed been in the typewrit: yusiness since 1902, | | ete ~ 
ach starting as a salesman at Boston, and serv- al in ac in S poeeers LS. 
ing as manager for various typewriter in e 
rly, 2 “The Saunders Mailin, 
E : Machine is a wonderfu 


nploy no sponge, pad or wick to get gummy— help in getti out our 


terests at Chicago, St. Louis and Boston 




















































in His most recent position was as Mon have no chains to work loose. mall. Its services seem 
) : _ | a eer es : pant’ , ‘ beyond all price.” 
be arch manager at Bostor Mr Shepard sul | All machines--hand drive and electric drive—are St. Louis Lumberman 
gear driven throughout. All are equipped with St. Louis Mo. 
nly ceeds W. F. Phillips, who has accepted a DOUBLE SEALING ROLLS 
. . The troublesome racking or reciprocating move- o 
ac- selling position with the Re mington. ments—pecullar, to all other machines-are eon- gourSaundera® Maliog 
, The Ss 1e irect Reming anc spn avis Acosgp Machine, we acknow e 
ot- Phere is a new dit t Remington branch Hand Driven—Seals al! sizes without adjustment. its superiority over any 
. Harrisburg. Pa.. and ( \ W. Bell has The Double Sealing Rolls place this machine in a class other. We consider it as 
Lm- at arr =. o9 edie 2 See : : : by itself. Capacity 100 per minute. Complete $35. necessary in athoroughly 
fel- been appointed manager. Mr. Bell is the Electric Driven—Continuous Automatic Feed, | equipped office as a type- [ 
. : : : with Stacker, Steel Tubular Stand, Mail Tray, and writer. 
Se former Smith Premier manager at Balti every convenience for the Rapid, Accurate and Fred A. Jacobs Co. 
ese : secure handling of mail. Capacity 200 to 300 per Portland, Ore. 
ind more, where he served seven years, in addi- minute. Complete $125.00 
tion to three years as salesman at that : : ; 
ind — ; Some good territory for live agents, Write for ' 
01n ° eas . 
and i ee FREE Trial Proposition. A machine for any 
use Another of the new direct branches of i : “ 
. ' | size or kind of business, Get the facts today, 
in the Remington Company has been opened | 
at Charlotte, N. C., and E. F. Keplinger, S UNDERS COMP NY 
former New Orleans manager for the Mon A & A 
4 arch, has been appointed manager. Mr 521 Southwest Blvd, KANSAS CITY, MO., U, S. A, 
ary Keplinger was a dealer for the Smith [ 
on Premier in the early history of that ma 
cial chine, and later New Orleans dealer for the 
red Monarch 
his ; , r 
.m- RELIEF ASSOCIATION PICNIC. Latest Creation 
still The Relief Association of the Burroughs 
. of Adding Machine Company, a mutual benefit IN 
ome society of factory employes, organized to ° ° 
for insure against loss through sickness or Typewriter Cabinet of 
poe accident, held its eighth annual picnic at j am 
we Put-in-Bay, a regular “Coney Island” out 
abe in Lake Erie, about sixty miles from De- Se a 
he troit. Saturday, August 17, was the day | | _——_ quattro 
rich of the picnic, and there was nothing doing 
of at the factory that day, the company 
“hi- granting a full holiday to all for the occa 
ater sion. Invitations were sent to the employes 
the of other large manufacturing companies 
aving simil ‘lief associations also I : 
ship having similar re lief a ciations, and als Nothing equal on 
to the firms represented in the Manufac 
turers’ Baseball League. A large crowd the market; fur- 
attended . ‘ : 
ER. nished with or with=- 
rton —— — 
" nn : 
ised TYPIST’S JOB HELD NO HAZARD. out drawers, also 
ines A stenogr: ‘r is not engaged in a haz- 3 ¢ 
tenographer is not eng iged in a a with a moving ap- 
om- ardous occupation, according to the decision 
of the Industrial Insurance Commission in | paratus so cabinet 
. , . Ce il ' 
| in Olympia, Washington. The case was that an be moved easils 
rted of a young woman typist of Everett, in ae ° 
1 of that state, who sued her employer after | with one hand. 
ear, : she had smashed her finger while closing ; 
’ . . "> > 
nan- her desk. No action was held to lie. Our office furniture No. 41 
that ® , ‘ 
eee , catalog gives prices 
om- iat oo 7 Write to 
ruth 1s forever H 
a and full particulars. THE CELINA SPECIALTY CO 
and . 
‘hen $y showing respect you demand it.—R CELINA, OHIO 
H. Nelson, in Modern Methods 





























When selecting a staple ar- 


ticle which you intend to han- 
dle extreme care must be ex- 
ercised to secure goods that 
will satisfy your customers. 
The article should be subjected 
to inspection and criticism as 
strict as you would use in buy- 


ing a house. 


INDELIBA 


RIBBONS 
and 
CARBONS 


are made to stand such tests. 
We welcome opportunities to 
demonstrate the merits of 
Indeliba quality. 

Indeliba Hard Finish Car- 
bor. Paper is made for partic- 
ular trade. It is a favorite 
with progressive business men. 

Indetiba Bichrome and Tri- 
chrome Ribbons are made in 
all standard colors, and for 
every make of machine. 

Indeliba goods run true to 
their respective grade. The 
colors are clear. All materials 
used measure up to a stand- 
ard above the ordinary. 

Write us for samples and 
prices. Put our goods to the 


vest. 


Indeliba Mfg. Co. 


Rochester, N. Y. 
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MULTIGRAPH BUYS FLEXOTYPE 





The most important announcement for 
some years in the duplicating machine field 
is the sale by The Flexotype Company of 
Burlington, N. J., to The American Multi- 
graph Company of Cleveland, Ohio, of all 
its property, regarding which there has 
been legal conflict between the two com- 
panies for some time. 

The Multigraph was the pioneer in the 
office duplicating and printing machine field 
It created and developed the modern art 
of “layman printing.” In pioneering this 
field it acquired certain basic patents, with- 
out which responsible business men could 
never have been found to undertake the tre- 
mendous task of developing and marketing 
its products. 

Since the introduction of the Flexotype 
the Multigraph Company has insisted that 
its use was a trespass upon the rights of 
The Multigraph Company. 
in favor of The American Multigraph Com- 


Two decisions 


pany were rendered recently in interfer- 
ences pending in the United States Patent 
Office, between applications for letters pat 
ent owned by The American Multigraph 
Company and Flexotype Company, respec- 
Type 


tively, and involving the “Gravity 


Case” and “Composing Stick,” such as man- 
ufactured and sold by The Flexotype Com 
pany. 

We are given to understand that these 
decisions in connection with the possibility 
of pending patent infringement suits in 
Federal Courts being likewise decided in 
[The American Multigraph Company’s fa- 
vor, made the position of The Flexotype 
Company as against the property rights of 
The American Multigraph Company a most 
serious one 

The Multigraph Company will hereafter 
look after Flexotype users and render them 
service on repairs and supplies. They will 
extend the same facilities to them as to 
Multigraph users, including the use of their 
Service Department on advertising, sales 
and efficiency problems. 

Arrangements have also been made to 
extend to Flexotype users the right and li 
cense to use their machines under the 
United States patents of The American 
Multigraph Company 

The Flexotype Company was incorporat 
ed in 1910 and has had a varied existence 
It has maintained a number of branch of- 
fices and agencies from time to time. S. A 
Neidich was President; J. W. Davis, Treas 
urer; S. S. Garwood, Secretary, and R. G 
Rankin, Sales Manager 

The American Multigraph Company was 
incorporated in 1902 and has had a won 
derful growth. It is today one of the larg 
est concerns in the office appliance field 
Its sales organization covers the United 
States and Canada and it is well repre 
sented abroad and in South America. It 
has sixty branch offices in this country 
alone. H. C. Osborn is President; W. C 


Dunlap, Treasurer; R. G. A. Phillips, Sec 
retary, and L. W. Jared, Sales Manager 

In addition to now handling the Multi 
graph and Flexotype, the Multigraph Com 
pany has the Markoe Electric Envelope 
Sealer and several Folding Machines in its 
line of products. 


DICTAPHONE PLUS TELEGRAPH. 


demonstration 


An interesting the 
adaptability of the Dictaphone to the tel 
graph was given recently in the ffice 
James J. Welch, District Traffic Superinten 
dent of the Western Union Telegraph Com 
pany in Chicago 

The demonstration was given in. th 


office o J. Welch, District Tr 
Superintendent of the Western Union Tele 


James 


graph Company. A type A-6 Dictaphone, 
equipped with an extra sensitive re let 
and one of the small dictating horns was 
installed, and an accurate record of the 
message that was being received over the 
wire from the Western Union San |] 

cisco Office was made, as well as a message 
received from the Indianapolis, Ind., Office 
Every tick of the little telegraph instru 
ment was recorded faithfully. Mr. Welch, 


who was delighted with the demonstration, 
carefully packed the machine in his grip 
and carried it along with him to Denver, 
Colorado, 
what it could do before a convention of 


where he himself demonstrated 
telegraph superintendents from all over the 
country, who were in convention at Den 
ver at that time 

The Western Union people are now e1 
deavoring to have the Dictaphone installed 
in all their large offices, with particular ref 
erence to the work of the supervisor 

POSTCARDS AID TO PUBLICITY. 

Office 
assortment of 60 colored postcards from 
Venice, 


scenes in that 


\ppliances is in receipt of a fine 


the firm of Damiani & Giorgio of 
Italy, beautiful 
famous city, 
and striking caricatures after the best mod 


including 


and also a collection of vivid 


ern Italian style. Damiani & Giorgio find 
these cards a very useful feature of their 
publicity work and on each one print a 


brief announcement of some article of office 
use which they handle. The Underwood 
Typewriter is featured in these announce 
ments, and the Venice firm is getting excel 
lent results from their use. The cards are 
splendidly printed, the views of well know: 


Venetian buildings, especially, having all 
the attractiveness of paintings as well as 
the clear-cut realism of photographic r« 


production 


“Gold is tried in the fire and acceptable 
men in the furnace of adversity.”—Sirach 





“Think well over your important steps in 
life; and having made up your minds, never 
look behind.”—Thomas Hughes 


September, 191 


Cc. E. SHEPPARD SERVICE PLAN. 

Charles A. Sweetland, Consulting Public 
Accountant of Chicago has been engaged 
to conduct a special Systems Service De- 
partment for the C. E. Sheppard Company 
of New York city. Mr. Sweetland is one 
of the best informed and best known men 
in the country in the loose-leaf accounting 
field. He is author of “The Science of 
Loose Leaf Bookkeeping and Accounting,” 
the pioneer publication, the guide and text- 
book used by colleges, business schools and 
the profession generally. This book still 
1 good sale and is in its eighth edition, 


s 


has % 
over 14,000 copies having been sold. 

Mr. Sweetland has also contributed very 
largely to technical magazines and is the 
co-author of the Cyclopedia of Commerce 
Accounting and Business Administration, 
published in ten volumes, contributing the 
following books: Bank Bookkeeping, 2 vol- 
ures; Stock Brokers’ Accounts, Department 
Store Accounts, Mail Order Accounting, 
Retailers’ 
2 volumes; Real Estate Accounting and 
Brewers’ Accounts. 

In addition, Mr. Sweetland is author of 
“Modern Accounting Methods,” which ran 
through one year of “System” Magazine: 
“The Uses of Loose Leaf Books,” “A. B. C. 
of Loose Leaf Bookkeeping,” and for the 
past year has been Superintendent of the 
United States Institute of Modern Account- 
ing. He was also manager of the Expert 
Service Company of Chicago, which did a 
wonderful service some years ago educat- 
ing the dealer and making him more fa- 
miliar with loose leaf forms and how to sell 
them. 

Mr. Sweetland’s service- is now at the 
command of Cesco dealers and Cesco users. 
Detailed information will be provided in 
printed form enabling the dealer to sell 
over his counter any stock form or system 
with the certainty that the purchaser will 
know how to apply it—and any technical 
inquiry will be promptly replied to from 
this department 


RHODES SCHOLARSHIP TESTS. 

President E. J. James of the University 
of Illinois, chairman of the Rhodes Schol- 
arship Commission of the state, has ap- 
pointed Oct. 15 and 16 for the next quali- 
fying examinations for candidates for the 
Oxford honor. The Northwestern Univer- 
sity Building, Chicago, is the place, and 
Latin, Greek and mathematics the subjects. 
Only those candidates passing in at least 
Latin and mathematics are eligible for final 
selection. Contestants must be unmarried, 
of at least five years’ citizenship, between 
19 and 25 years of age, and must have com- 
pleted the Sophomore year at some recog- 
nized college or university in this country. 
Besides scholastic abilities, the candidates 
are to receive precedence who rank best 
in moral character, capacity for leadership, 
truth, courage and good-fellowship. Suc- 
cess in manly outdoor sports, such as 
cricket or football, is also a desirable quali- 
fication 


\ccounts, Insurance Accounts, | 
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THE PERFECT TYPEWRITER 


To Show This New 
Model to Your Cus- 
tomer Means a Sale. 


The new model No. 24 is a Visible writer, 
having a carriage to accommodate paper 10} 
inches wide — Double Forward Carriage Re- 
lease — New patented removable Ribbon 
Spools, automatically reversing and oscillat- 
ing the ribbon—Tabulator—Back Space Key 

Two-color Ribbon—Stencil-cutting Device 
Card Holder — Interchangeable Carriages 
and Platens—Removable Key Tops—Light 
Touch— Easy Action— Noiseless— Durable. 


DEALER miner “*§ WANTED 


vothing equals the New Fox. It is a typewriter that will meet with the approval of your most critical 























buyer. A single demonstration will convince you of this—we will make! t at our expense if you will give us your 
permission. Write to-day for particulars. 

FOX TYPEWRITER COMPANY 
3109-3119 Front Avenue, Grand Rapids, Michigan 








RULERS and FILE BOARDS TM stanparp tings 
RULERS 


We manufacture complete lines of 
Rulers in all sizes and finishes 


FIRST QUALITY STRIPED BOARDS 
FOR CLIPS OR ARCH FILES 


We manufacture Six Standard Sizes of cped 
Boards, Hardwood or Softwood, furnis 
with of without Fixtures as desired 











Sa New York Agents, Owens-KrgiszErR Co., 


: 29 to 33 East 19th Street 
AMERICAN MANUFACTURING CONCERN, Falooner, N. Y. 

















Everything Your Customers Want in a Filing 
Cabinet is Best Supplied by 


THE SAFE-CABINET 


Convenience—THE SAFE-CABINET accommodates whatever 
filing devices are needed. Contents immediately accessible. 
Portability—-THE SAFE-CABINET is easily moved by one 
person. Light enough for any floor. 

Capacity—THE SAFE-CABINET holds four times as much as 
a safe the same size. 

Economy—THE SAFE-CABINET costs so very little more than 
wood that price is no drawback. 





Protection—THE SAFE-CABINET is fireproof. It is put together by a patented method 
of construction which makes it practically one piece — absolutely durable, rigid, solid— 


the only one of its kind. 
Don’t confuse it with a name something like it. Sell 


the original and genuine, THE SAFE-CABINET. 


Send for ageacy proposition 


THE SAFE-CABINET CO. °*" Marietta, Ohio 


Manufacturers of the S-C Steel Office Furniture and THE S-C 
BOOK-UNIT, the new steel library system for office and home. 
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The quality of B. L. Marble 
Office Chairs is recognized 
by those who have tried their 
comfort and strength, and who 
are familiar with their beaut.ful 
design and finish. 


Years of experience making 
high grade chairs for such par- 
ticular purchasers as the United 
States Government, largest rail- 
road companies, insurance com- 
panies, banks, etc., have trained 
the men who make these chairs 
to use the greatest care in select- 
ing and fitting every piece that 
goes into them. They can’t be 
made any better. 


i 


Write for the new supplement 
to 1912 catalog. It shows the 
very “last word”’ in office chair 
design. It also shows and ex- 
plains fully the new Ball Bear- 
ing revolving chair iron which is 
No. 1093!5 being supplied on every B. L. 
Marble Chair at no extra cost. 


THE B. L. MARBLE CHAIR CO. 


BEDFORD, OHIO 

















TERRELL’S STEEL CUPBOARD 


For Office and Factory 


Affords positive security from 
fire and theft, and is conveni- 
ent. It is especially useful for 
storage of supplies, records, 
and inflammable materials 
also such articles of value as 
small tools, etc., which can be 
picked up easily and carried 
off, and which should be put 
under lock and key at night 
to guard against petty thiev- 
ery. 


The construction is the best 
possible. Finished in Baked 
Enamel—Black, Olive, Green 
or Maroon. 


DEALERS—The cupboard il- 
lustrated is our best seller. 
Many of our agents are making 
big profits on this article. 
Get in line and write for cata- 
log. You will find it worth 
while. 


TERRELL’S EQUIPMENT CO., Grndteapias mich: 


























NEW PROTECTOGRAPH MANAGER. 
A twofold change of great interest 

taken place in the sales organizatio1 G 

W. Todd & Company, makers 

tectogray whose factory Q 

ces Rocheste N. ¥ 
was tl gnation this mont R 
G G I e years the 
progress SaieS Manage 
n ssume the New \ g 
cy I tectogr ip! w he 
sees { \ 1 wider! el s 
or the mpany as well as 
mediately following Mr. Gooding 
tion, in response to a request en 
tire sales force of the company, V 
Todd was formally tendered th 
agership and has accepted the posit 

The remarkable demonstration of valty 
to Mr. Todd came at a banquet | it 
Rochester, attended by some thirty leading 
salesmen of the company, and arranged as 
an expression of esteem and confidence t 
ward Mr. Gooding. The retiring executive 
was presented with a $350 Howard Chro 
nometer which had been purchased 
tributions from the entire sales force, as 
well as his office associates The gift was 
inscribed as follows 

“Presented to James Rodney Gooding, 
Sales Manager, G. W. Todd & | pany, 
1907-1912, by the salesmen and ffice 
associates, in loving token of his unfailing 
kindness and helpful inspiration. Rochester, 
N. Y., July 22, 1912.” 

Following the presentatio1 ind the 
speeches of mutual esteem which ensued, 
the motion to ask for Mr. Todd's appoint 
ment was made and carried unanin sly 
\s a result, Mr. Todd has now been ap 
pointed by the company, to take charge of 
the sales force of more than 200 field men 

Both the retiring and the incoming sales 


managers are widely and pleasantly known 
to the office appliance trade. Mr. Gooding 
is a man of many friends and of marked 
ability He knows the check protecting 
branch of the office field as thoroughly as 
iny man in America, having received his 
training on the sales firing line through 
many years of steady rise to his present po- 
sition. He was at one time in the rebuilt 
typewriter business in Chicago, where he 
has many close friends, and he has the run 
of the whole gamut of office equipment and 
specialties. The success of the New York 
office under his management may be re- 
garded as assured 

Walter Todd is one of the younger s hool 
of New York salesmen who has become 
widely known through his ability, energy 
and sales-generalship. The tribute implied 
in the unanimous “referendum” vote which 
led to his appointment by the company is in 
itself an earnest of the achievements in 
store for his organization in the oming 


season 


The supreme joy of life is to acquire the 
habit of enjoying hard work. It’s like the 
taste for olives. But don’t test it on the 
man who never tried ’em! 


Septem be 





NEW SMITH PREMIER RETAIL DRY 
GOODS BILLING MACHINE, 

One of the advantages of the new Smith 
Billing Ma- 
chine, a picture of which is here shown, is 
is handled in mak- 
ing the bill and carbon copy. Retail dry 
goods bills or statements are generally 
“fold-over’” forms, and are kept in a loose- 
leaf binder during the month, each entry 


Premier Retail Dry Goods 


the fact that no carbon 


being made on the day of the purchase 
written out by 
At the end of 
added and 


from the charge tickets 
the clerks making the sales. 
the month the statement is 
mailed, the carbon underlay being used as 


a sales sheet for ledger posting. 
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On this machine, the fold-over form is 
inserted, side in front and the other 
back of the aluminum chute containing the 
carbon paper, and as the form is turned up 
into the cylinder, the carbon paper is auto- 
matically fed in between the original and 
This 


one 


the duplicate does away with all 
fussing with loose, curling sheets of carbop 
paper, and the result is an immense saving 

Some of the other requirements 
work, in addition to the need for 
carbon paper rapidly and 


of time 
of this 
inserting the 


handily, are a perfectly accurate paper feed, | 
both vertical and horizontal, and a means | 


for showing the daily total of sales. 

The end guides, which are practically 
identical on all machines of the Rem- 
ington line, insure the perfect horizon- 
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Economy 
of the Edison 
Mimeograph 

































“TBE economy through its proper use is not alto- 
gether determined by a comparison between the 
cost of doing the work on the Mimeograph and hav- 
ing it done by a printer. An actual experience shows 
the economy of the machine in the office of a concern 
where it effected a saving in clerical work amounting 
‘to the salaries of eight operators, or $3,600.00 per 
year. Aclass of work existed that had previously been 
done at many times the cost by the typewriter opera- 
tors. The work consisted of thousands of pages 
printed in one color, but which required headings and 
titles in red. Nine operators were constantly em- 
ployed writing in these headings in red on type- 
writers. We suggested the use of another Mimeo- 
graph kept inked upin red for this purpose, an idea 
that had not occurred to them, and a demonstration 
of the practicability of the machine for the purpose 
resulted in taking one of the nine operators, who 
was able with the use of the Mimeograph to do all 
the nine had formerly done, and dispensing with the 
/services of the other eight. 


While a case just of this kind may be rare, yet a careful 
investigation will result in finding many places where the 
Mimeograph will effect a saving that is deserving of con- 
sideration. Any business house is always willing to save 
money,and a real salesman is ‘‘never asleep at the switch.”’ 


Made Only By 


| Chicago A. B. Dick Company New York 





86 OFFICE APPLIANCES Septembe 12 





paper feed is assured by the alum 


| tal paper feed and accurate vertical 


inum chute containing the carbon paper 


e over which the form is inserted. The daily 
total of sales is shown by means of a con- 
ere . , : , 
. tinuous tally roll, which keeps a record of 
} the total charges or credits for the d 
S ! 


they are written. This paper roll gg 
Notice the special features 
of this Gunlocke Office 
Chair. Notice especially 
the outline of back and 
generous seat which provide 
real comfort for the user. 





bonized on the under side, the bill being 
a carbon of the roll so far as the total of 
the day’s purchases or credits is concerned 
After the entries for the day are made ot 
any particular bill, a single touch on a 
lever throws both the carbon and the bill 
out of the machine, the carbon returning to 
its place in the aluminum chute, and the 
machine is ready for the insertion of the 
next statement. 

On this Smith Premier the uppet 
rows of keys are omitted, leaving the com 
pact keyboard generally found only on 
shift key machines. The fact, however, that 
there are still 60 keys left, makes it pos 





These chairs are absolutely with- sible to have a wide range of characters 














° : No. 710 Gunlocke Typewriter Chair The keys of the column selector, too, are 
onstruc- ‘aay 
out ” pew - pai —_ ° " fitted with descriptive terms rather than 
tion. They are the best t at gio numbers such as “Cr.,” “Amt.,” “D._ T.,’ 
be produced by expert artisans } (Daily Total), etc., and the proper terms 
with the finest equipment and the Write us and we will tell you for the work in hand may be substituted if 
best of materials. more about our products. any of these do not apply. 


A FLEXIBLE STEEL RULER. 


W. H. GUNLOCKE CHAIR CO., Wayland, N. Y. Sos thet Eee ok tata 


N. Y., is marketing a useful office product 
in Hunt’s Flexible Steel Ruler, invented by 
—— F. G. Hunt, certified public accountant 


Made of oil-tempered spring steel, its chief 








ee OOO 








advantage is that after being bent to fit a 
curved surface for measuring, it returns in- 





Built To 
Uphold a 
Standard 


—not to meet 
aprice. Tell 
City Desks 
are made just 
a little better 
than seems 


stantly to its normal shape and straight 
ness. Roughened metal straps on the under 


side prevent slipping, while the blotting pad 





between the two steel plates catches any 
superfluous ink. With proper usage, this 







ruler is said to be indestructible. It is finely 





finished in nickel or oxidize, on copper first 
Mr. Hunt is a member of the National 
Association of Stationers and Manufactur 







ers and is widely known in the stationery 





trade throughout the East. 









* * * 
sar ageeet. gin REWOT FOUNTAIN PEN IS FEAT- 
URED. 


care devoted 
to those many 
little details 
of construction which lend the finished product a 
character that cannot be veneered on. 


TELL CITY DESKS 





\ 


The Tower Manufacturing & Novelty 
Company of 306 Broadway, New York, is 








featuring a fountain pen of surprisingly 





good quality at a very low price, known 









as the Rewot. It has a finely chased barrel, 
a three-fisted feed, and the pen itself is 
14-karat. Extra tight ink joints prevent 
leaking. The Rewot is sold complete, with 


TELL CITY 
DESK CO. 























TELL CITY, filler, in an attractively finished box. It is 
INDIANA selling especially well as a school specialty 
. ‘: + *x + 
Style 5 shown above is made of Tell City Desks come in many 
plain oak—with solid,sanitary flat styles and sizes—giving the parti- DEVICES SAVE HALF-MILLION. 
top. Top drawers lock lower ones. cular man a wide range of choice. ¥ , 
é Iwo hundred ninety new labor saving de 
Length—42 inches FRE peda padige ~ pone pee | vices, including 250 card punchers, 20 tabu 
: > . and ll send a copy of 
soap Se sacs our illustrated catalog showing the | lators and 20 sorting machines, are expected 
Height 31 inches many Tell City styles. No matter what er ‘ : . . 
Weight—140 lbs. you want we have it | to save the United States Postoffice De 





partment a half-million a year in sorting 
money orders 








OFFICE APPLIANCES 


The “ANYWHEARE” Lamp Brackets 
USEFUL | ECONOMICAL ORNAMENTAL 


Can be placed 
ANYWHERE 
on Desk—Table—Type- 

writer—Piano—and etc. 





September, 191 








Made in 
ANY WARE 
Nickel Brush Bros.— Oxi- 
dized Copper—Gun Metal. 
Will stand 
ANY WEAR 


in Office— Factory. or Home. 





Made in ANY size to suit ANY requirements. 


Dealers and agents will find this line profitable. Send for illustrated catalog. 


The WM. F. WOLFF CoO., S3raissivess? 32 Union Square, NEW YORK 








Follow the Line of Least Resistance 


and handle goods that will sell. Stock the ‘‘Union’’ line 
of ribbons and carbons and you can enjoy a profit- 
able business. With exceptional facilities we 
furnish a superior article. A corps of efficient 
workmen, a new up-to-date factory and 
first-class materials together form 
the strongest backing possible 
for all our claims. 














SUMMIT 
APEX 


AND 


CYCLO 
BRANDS 












Summit, Apex and 
Cyclo Brands can be 
obtained under your own 
label. By selling goods of real 
merit with your own imprint you 
enhance the sale of all other articles you 
carry. Write us as once for samples and we 
will show you the way to increase your profits. 


Union Ribbon & Carbon Company 


FRONT AND LAUREL STREETS CHICAGO OFFICE: 
PHILADELPHIA 417 SOUTH DEARBORN STREET 

















388 OFFICE APPLIANCES 
HOW SHALL I FIGURE MY SELLING PRICE? 
By S. B. Rogers, Associate Editor ‘‘System,’’ in Answer to Articles 
Heretofore Published in Office Appliances. 
ET us suppose that we have befor Mr. Retailer, what was yours?” 
us a manufacturer of paints and a ‘Four. per cent.” 
retailer handling the same line of ir. Manutacturer, what does that 4 
goods. Let us ask them some questions per cent represent?” 


“Mr. Manufacturer, what were your gross 
sales last year?” 

“$10,000.” 

“Mr. Retailer, what were your gross sales 
last year?” 

$10,000.” 

“Mr. Manufacturer, 
cent of profit?” 

“Twenty-five per cent.” 

“Mr. Retailer, what was yours?” 

“Only 20 per cent.” 

“Mr. Manufacturer, what was the 
your profits?” 

“$2,000.” 

“Mr. Retailer, what was yours?” 

“$2,000.” 

Which one is right, and why is there a 


what was your per 


sum ol 


difference? 


one of them for a detailed statement to 
prove their claims 
The manufacturer’s analysis, in_ briet, 
would look somewhat like this: 
Raw material purchased......$ 3,000 
Direct labor and supplies. 3,000 
Indirect labor 1,000 
Burden 1,000 
Total $8,009 
Gross sales . $10,000 
Profit Pre $2,000 
Per cent of proht $2.000 — $8,000 or 2: 


per cent 


The retailer's statement is a little bit 
simpler and will look like this 
Cost of merchandising, includ- 
ing transportation .$ 6,000 
Cost of doing business 2,000 
Total 5 $8,000 
Gross sales . $10,000 
Profit : Wee €: $2,000 
The $2,000 representing cost of doing 
business, includes such items as_ salary, 
rent, light, heat, taxes, insurance, depr¢ 


maintenance, collection 


ciation, repairs, 


cost, etc. 
oth agree on the amount of profits, but 
or other disagree on the 


due to the 


for some reason 
this is 


a base. Let us try 


per cent of profit, and 


different figure used as 


to find wherein the difference lies 

“Mr. Manufacturer, what is your com 
pany capitalized for?” 

“$50,000.” 

“Mr. Retailer, what is your capitaliza- 
tion?” 

“$50,000.” 

“Mr. Manufacturer, what dividend did 
you declare last year 


“Four per cent.” 


Let us go further and ask each. 


“The ratio of $2,000 over $50,000, or 4 per 
cent on the money invested.” 

“Mr. Retailer, what does your 4 per cent 
represent?” 

“Four per cent on the investment, or 
2,000/50,000.” 

Again they agree. 

“Mr. Manufacturer, what else 
$2,000, or 25 


does your 


per cent, represent?” 

“Twenty-five per cent on the money in- 
vested in the manufacture of paints.” 

“Mr. Retailer, what does your $2,000, or 
20 per cent, cover?” 

“Twenty per cent on the money invested 
in merchandise, 5 cent 


per pront on my 


profit, or 20 per cent on my gross sales 


In other words, my 20 per cent of my 
gross sales is equal to 20 per cent of $8,000, 
plus 5 per cent of $2,000.” 

This is just what every retailer is doing 
who figures his selling costs and profits on 
the basis of a gross sale. If the retailer is 
asked per 
ness, he will answer in this particular case 


“S$? 000 divided by $10,000, or 20 per cent i 


what cent it costs to do busi 


Che manufacturer would here disagree with 
him and tell you that it costs 25 per cent 
on the money invested. From these re- 


marks one would deduce that it is incorrect 


to figure cost of doing business on the 


basis of the tigure which includes profits 
for example 
merchandise of re 


Suppose cost of 


tailer is £6,000 
Cost ot doing business 3,000 
(,ross sales 8.000 


The retailer then would say that his cost 
$3,000 
T he 


contradict 


of doing business was divided by 


$8,000, or 37 per cent manufac 


again him and say 


doing 


turer would 
that his 


divided by 


business was $3,000 
sold 
and that this is the only correct basis upon 
desired 


cost ot 


cost of goods 


invoice 


which to obtain the exact profit 
when figuring on the selling price of future 
purchases of goods 

Profit is return from the employment ot 
capital after deducting the amount paid for 
estimated rent, 1n- 


Net 
after all 


raw materials, real or 


terest, imsurance, etc profit is the 


surplus remaining necessary de- 


ductions, as for interest, transportation, bad 
debts, etc 


have been made 


\ retailer should figure his selling price 
on an article as follows 
1—Find the cost of doing business 


This will include the total expenses for 
any stated period and it should include such 
items as salaries, rent, light, heat, taxes, 
insurance, depreciation, repairs, mainten- 


ance, collection costs, etc., exclusive of the 


IQI2 


merchandise purchased and transportation 


On Same 


2.—Find the total cost of material 


pur- 
chased, including transportation charges on 


same for the same period 
3.—Find the per cent cost of doing busi 
ness lo do this divide the total cost 


of doing business, as figured in 1, by tl 


total cost of merchandise sold, as figured 
in 2 


4—To find the amount invested in an ar 


ticle, multiply the total cost of merchan 
dise (2) by the per 


cent (3) of doing 
business and add this amount to it 


5.—Then multiply the result obtained in 


4, by the per cent of profit desired and 
added to it. This will represent the cor- 
rect selling price. 


For example, let us suppose that the cost 
of merchandise is $1.00 and that the ratio 
of the total cost of doing business to the 
total merchandise 
cent, and the profit desired is 10 per cent 


cost of sold is 22 per 


Then, according to these rules, the selling 
price would be figured as follows 
$1.00 


22% of $1.00 .22 


Delivered cost 


Cost of doing business 


$1.22 Total cost 
10% of $1.22 .122 Profit 
$1.342 Selling price 
He is entitled to a profit on the cost of 
well as on the delivered 


doing business as 


cost of his merchandise, for it represents 


an investment of capital just as much. But 
entitled to a 


he is not proht on a pront 


FERNLEY BOOKLET REPRINTED. 


Che current discussion of cost versus sell 
ing price as a basis in figuring profits has 
received an interesting addition this month 
in the appearance of the new ed n af 
the oklet, “The Right Way to Figure 
Profits,” by Thomas A. Fernley and pub 
lished by the Burroughs Addi: Machine 
Company of Detroit sesides the repeti 
tion of the arguments made liar by 
Mr. Lewis’ recent article in Off \ppl 
ances, this booklet includes a letter from 


J. E. King, 


commercial textbook writer for 


the American Book Company, a ré nized 
authority, which indorses the Fernley 
Leever-Lewis position that profits should 


be figured on the selling price instead of 
the cost This 
ht in one of the American Book Com- 


textbooks on 


method, in fact, is now 
taug 
pany’s latest mmercial 
arithmetic 

from retailers are 


\ number of letters 


printed in the edition, 


this 


new ipproving 


view as right in theory and practice. 


\mong the merchants who hav: 
this 
delphia, the 


proprietors 


idopted 
Phila- 
store 


f 


reature oO! 


method are Gimbel Brothers of 


well known department 
Ariother interesting 
the booklet is a page article by J. Clarence 
Howell, head of the depart- 


ment of the Wichita (Kansas) High School, 


commercial 


reprinted from the American Penman, 


which reaches a similar conclusion 
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Reasons | ) Dyes 
Why You §¢_ se c 


Should Be A : E a 
DeLuxe Dealer Including the H-H 


1 Because the De Luxe Line is 
































































a complete line containing an We offer you an exceptio 
up-to-the-minute binder for every a re As . 
loose leaf requirement. There are no increased profit; giving 
duplicates and no dead numbers, just . . “a 
one binder for each purpose and that one qg A Line of Higher 

the best one. 


Because by concentrating our efforts on this g Service of Unec * 


selected line of binders we are able to make . . i 
them in much larger quantities, thereby giving g Prices which \ 
De Luxe Dealers lower prices and larger discounts 
without sacrifice of quality. 


Because the De Luxe Line is made by loose leaf g A l es 
specialists who have devoted twelve years to the study sp endid 
of this one industry. We have the stock, the equipment ~ . | 1: 

tion, includl 


and the splendid mechanical training which fits us to handle 


‘ ° ° . - 4 
not only the ordinary stock goods, but the most intricate special | uxe | in 
binders, sheets and indexes, with promptness and accuracy. 

. Ms 
line, giving you a lower price and quicker delivery on the binders there # 
. a 
is most frequent demand for. ness ar 


ods 


Because the De Luxe Line is made in more stock sizes than any other 


Because De Luxe Line stock binders are standard in size and post spacing, 

made in accordance with the tables of sizes and gauges adopted by the Stan- 
dardization Committee of the National Ass’n of Stationers and Manufacturers. 
Because we help you sell De Luxe Goods thru our extensive advertising and sales 
co-operation. Your customers are more willing to buy advertised goods because 
they know the manufacturer back of them cannot afford to overlook the maintenance 

of a high standard of quality. 

Because stock De Luxe Goods are carefully inspected, and packed in neatly labeled, dust 
proof packages, enabling you to keep your stock in perfect conditon. 


The factory behind the 


De[uxe Jine, 


55,000 square feet of well lighted 





floor space devoted exclusively to the 
making of loose leaf binders, sheets and 
indexes. A most modern equipment oper- 
ated by an unexcelled organization. 


Cc. S. & R. B. CO. 


Factory: Sacramento and Carroll Avenues 


CHICAGO, ILLINOIS 


Eastern Branch: - - : New York City 
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STARD 
A 

ae LOOSE L 
binder for 
every loose leaf ats 
purpose from the 
smallest memo book O 
to the largest commercial S 


ledgers and public records. 


Durabul 
Record Books 


For County Records and Corporation 
Minutes. Filled with Weston’s new No. 1 
and Flexo Linen Ledger Paper with patent hinge. 


At Last---A Flat Open- 
ing Loose Leaf 
Record Book 


A complete list of stock 
and special sizes shown 
in new De Luxe Line Catalog. 
Don’t overlook page 4 of this insert. | | 
It tells all about the De Luxe il | 
Line Advertising Campaign 


It will 
help 


you 
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Ledger Outfits 


» <A perfect loose leaf ledger outfit is 
the combination of a perfect binder, a 
perfect sheet and a perfect index. Such 
a combination is formed when the great steel 
back De Luxe Binder is used in conjunction with 
De Luxe Flat Opening Leaves made up on Weston's 
Flexo Ledger Paper, and Pubreco Fibreloid Indexes. All 
our stock and special sheets will hereafter be ruled and \ 
printed from fine new plates on Byron Weston’s splendid Flexo ‘ 
Linen Ledger Paper and will be known as 


De Luxe Flat Opening Leaves — 


——_ tie & ROB.CO., - 
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Ring Books 


heretofore well and favorably known 
as the 


H It has more sound 
cr 


talking points 
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Here are a few De 


1. Oval faced rings and oval 
ring bearing and prevent sheets fi 
2. Mechanism operated ve 
perfect ring joint, 
ct 





















” Pubreco 


Fibreloid Index 


No ledger outfit is 100 per cent. 
* efficient without a practical, automatic i EAS meee : 
© system of indexing; and it is such a system, Ras 
» worked out to the point of perfection, that we 


" mane TEI L FILE 
offer the bookeeper in the Pubreco Automatic THE Yih a al 
: oD 
of Index. Instantaneous reference to any account in Rss 
FP! 
both current and transfer binders. Don’t overlook the BHOTOS RAPHS 
advantage of showing prospective customers the new Mus FES. ee 
, De Luxe Ledger with Pubreco Automatic Index, the only perfect y SSeerat REcOnOS 
DUPLI 


Self-Indexing Loose Leaf Ledger ——_= 


hicago and New York 









How We Help De Luxe Dealers to 
Sell Loose Leaf Goods 


HIS is the age of Sales Co-operation. Manufacturers in every line of busi- 
ness are learning that goods are not really sold until they leave the dealer’s 
shelves to go into the hands of satisfied users. We recognize that it is our 
business to create a demand for De Luxe Goods, and to equip our dealers and 


their salesmen to reap the harvest of this demand. It is our purpose to display 
on this page some of the ammunition we have stacked back of the guns for the big fall and 


winter campaign. A part of this campaign belongs to you, Mr. Dealer, when shall we deliver? 


DE LUXE CATALOG EXPERT SYSTEM SERVICE, SALES TALK, 
Imprinted with your name and NEW IDEAS FOR INCREASING SUSNESS 





furnished free with envelopes - ee 
— Our little house organ, Loose Leas 

for mailing. IOOSE GENE Notes, is already very gra known to 
his catalogue contains 48 pages, \ rg the dealers, department managers, and 
describing the completed De Luxe IN KO es salesmen, many of whom have found in 
Line. It is concise and compact, and SACD BIMONTHLY IN THE INTERESTS O the few numbers already published new 


being written especially for the con- ideas for bigger sales and better profits 


sumer it is undoubtedly one of the Commencing with the September num 


strongest pieces of advertising litera- ber we will conduct an expert System 


ture ever issued by a manufacturer for Service in connection with Loose Leaf 





free and liberal distribution among Notes, giving the salesman advanced 
the dealers who stock his goods. l'wo ideas on new systems and answering 
hundred and fifty De Luxe Line cata- questions regarding old ones. Any 








dealer and any salesman working in 
loose leaf is entitled to the helpful co 
operation of our System Service Depart- 

Join our ‘*Live Wire Club,”’ an 


ENVELOPE ENCLOSURES AND SPECIAL 7 ment. 
*UBLISHED BY C S.@ R.B CO. INC . : » ) 
. .HY _— . ’ ID nidee ee aap) organization for loose leaf progress. We 
CIRCI LARS FOR FOLLOW UI ' offer cash prizes for best sales, and origi- 


nal forms, and ideas for store and window displays. 


logs mailed to your best customers 








ought to produce good results. 


l 0 be suc- 


cessful, an ? I 
samentes » - Deluxe,linA tiocen ori SIGNS AND WINDOW DISPLAYS 
We Sell 
a 
— ~lh oe ; a4 \ De[uxe fine, 


prepared a) ee \N , —| 
be ass \\ at Standard 


well printed —— 


folders and 
booklets deal- 
ing specifically with the most important items in the line. These @MSE E 


are imprinted and furnished free with the initial stock order 


ADVERTISEMENTS IN SYSTEM, BUSINESS, DEVICES 
AND MODERN METHODS 


We have prepared an ex- 


must be per 
sistent; and 
to enable De 
Luxe Dealers aan : 
to properly on 0 ' 
follow up in- neue \ 


( iries or Bein we _ o : 
jpuirie for vee heal ¢ 4 ® \ 


wer 





tensive advertising campaign Ihe sign and the display window are two advertising mediums 
which will involve the out- which work constantly, bringing new customers inside the store at 


We believe in making the window and store dis 


slight expense 
and to this end have prepared some 


lay of thousands of dollars 






. 
; : »lays as attractive as possible 
Dejuxe and will extend over a period P ps CE 
= splendid windo »w placards, poster cards, price cards, and enameled 
yi = : ; 
RING BC of twelve months. iron signs for exterior ced interior These signs are neat and 





attractive, and having strong white letters on a blue backgro 


The advertisements, in 
they are easily read at a great distance 


System, Business, and 
Moder Methods are wn’ SEND FOR CIRCULAR OUTLINING SPECIAL 
DISCOUNT PROPOSITION TO DE LUXE 


——- acquaint the user of loose 


SIT ER CE ER GA ER GE A oor Ne hehe, re ne ese 


ESE 














rs . . wen 

oF leaf systems and supplies DEALERS 

pag with the advantages of De For the convenience of dealers who are just starting in loose 

er eke co Luxe Goods. The inquiries leaf and who wish our advice as to the best items in the De Luxe 
ial circular describing our 





Line to stock, we have prepared a spec 
Stock Assortments giving you 


Ey Soe 


are carefully followed up by 
Dealers Sample Outfits and opening 





our Sales Department and . 
" ; the benefit of our long experience and study of this subject It als 
all orders are > > , / 
—~ orders are turned over to tells of our Special Discount Proposition to De Luxe Dealers Writ 
the nearest De Luxe Dealer. for it today. 





, WE CARRY 
* In STOCK 
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Special Convention Section 
EIGHTH ANNUAL MEETING 


National Association of Stationers 
and Manufacturers of America 
Omaha, Nebraska, August 12-16, 1912 
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OMAHA GENEROUS HOST TO STATIONERS 








One of the most profitable meetings ever held was the Eighth Annual 


Convention of Stationers and Manufacturers in Nebraska’s metropolis. 





Much interest manifested in sessions of the Convention and good work accomplished. 


Strong staff of officers. elected for year 1912-13 and vigorous campaign for 





organization. 


increased membership and settlement of important questions already on. 


Entertainment features provided by Omaha something unique in history of 
Omaha hospitality scores heavily in favor of Western enterprise. 








Toledo, Ohio 


burgh 
Frank M. Dameron, Dameron & 
Orleans, La. 


RESOLVED, that the recommendation of the 
ings of the Catalog Commission similar to that 
the coming year be endorsed. 


(b) Amend Section 2, Article 2, to read: “Section 


previous to date of meeting. 


RESOLVED, that the abstract subject 
and jobbers is too comprehensive to form the basis of 


latter on a profit yielding basis, and we re 
subjects be directed to communicate 
facturers, a request that the list prices and dis 





PRESIDENT—Robert D. Patterson, St. Louis, Mo. 
FIRST VICE-PRESIDENT—Frank D. Waterman, New York City 
SECOND VICE-PRESIDENT—James A. Dorsey, Dallas, Texas 


DIRECTORS FROM STATIONERS. 


Frank I. Ellick, Omaha Printing Co., Omaha, Neb. 
Chas. N. Bellman, Franklin Ptg. and Engraving Co., Mass. 
James Logan, United States Envelope Co., Spring- 
John Brewer, H. K. Brewer & Co., New York 

A. Pomerantz, A. Pomerantz & Co., Philadelphia 

E. D. L. Sperry, Brown, Treacy & Sperry Co., St. Paul 
A. H. Childs, 8S. D. Childs & Co., Chicago 

W. J. Youmans, The W. B. Carpenter Co., Cincinnati 
R. B. Sanders, The F. W. Roberts Co., Cleveland 
Chas. H. Langbein, Kurtz, Landbein & Swartz. Pitts- 


Pierson Co., New 


President that one or more meet- 
f January, 1912, be held during 


RESOLVED, that the By-Laws of the Association be amended as follows: 


Association shall be held on the second Monday in October of each year at such 

lace as shall have been named by a resolution passed at the last previous meeting. 
fn the event of an emergency warranting a change of place the President shall have 
the power to make such change subject to the approval of a majority of the Board of 
Control. Notice of such change shall be sent to each member at least thirty days 


of the direct selling by manufacturers 
a specific recommendation at 
committee having to do to the propriety of permitting the giv 
by manufacturers in connection with the Conventions of this Associatio 
has been thoroughly covered by 
on- Toledo, in the month of July, 1909. We refer to the report of the Board 

which was submitted on Tuesday afternoon, July 20th, 1909, a portion 


this time; one aspect of the question is rw before a special 
with Pens and Pencils, and an investigation of that branch of the subject should be 
completed before a general inquiry is recommended. 
mend to the Association the practice of placing before the Grievance Committee 
crete facts pertaining to any alleged example of this practice. 


In the meantime we recom- 


Association to the Manu- 


on behalf of th 
ounts be so adjusted. 
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TREASURE R—Charles A. Lent, New York City 


AUDITOR—Ralph S. Bauer, Lynn, Mass. 
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PLACE OF NEXT MEETING— 
SPRINGFIELD, MASS. 


RESOLUTIONS:— 


The annual meeting of the 








RESOLVED, that our officers be directed to make application for membership on follows: 
behalf of this Association in the Chamber of Commerce of the United States of “I, That it is the sense of this Board of Control that the giving of all souvenirs 
America in accordance with the suggestions contained in the report submitted by Mr. and all adver be discouraged and discontinued after this Convention and at all 
Charles E. Falconer, the adoption hereof by the Convention to be construed as an future conventions.” 
authorization to make the ne. essary disbursement. RESOLVED, that a copy of this resolution be inc'uded in the printed announce- 
RESOLVED, that we approve the recommendations contained in the reports of ment programs of future Conventions 
the committees on Files and Office Furniture and Miscellaneous Items. to the effect im : : 
that prices should be adjusted by the Manufacturers so as to admit of a minimum ; RESOLVED, that in reference t he report of the Committee on Hardware and 
discount of 40 per cent to the dealer in order that these products may be sold by the Glassware, the suggestions therein contained should be placed before the new com- 
ommend that the new committees on these mittee, having the subject in charg: h the instruction that it inicat be- 
acturers who are concerne 1 view t 


DIRECTORS FROM MANUFACTURERS 


Frank B. Towne, National Blank Book Co., Holyoke, 


E. J. Weis, Weis Mfg. Co., Monroe, Mich. 
J. ri Einstein, Tower Mfg. & Nov. Co., New York 
lity 


Wm. Rodiger, Sanford Mfg. Co., Chicago 

Eberhard Faber, Eberhard Faber, New York City 

W. D. Bevin, Boorum & Pease Loose Leaf Book Co., 
St. Louis and New York. 

L.A. Hawkes, C. Howard Hunt Pen Co., Camden, N.J. 

M.L. Willard, Superior Type Co., Chicago. 

Chas. S. Cooke, Cooke & Cobb Co., Brooklyn, N. Y. 


RESOLVED, that the new committee on Inks and Mu ilage request the Manu 
facturers of Inks to furnish labels o 
prices, which the dealers can af 
whenever that course seems desirable. 

RESOLVED, that the recommendations of the Committee on Standardization, 
as to standard sizes of Loose Leaf Products be adopted. 


RESOLVED, that with reference to the proposed amendment, Section 1 of 


Article 8 of the By-Laws providing in substance for the payment of the necessary 
traveling expenses of the Chairman of the National Catalog Commission, inasmuch as 
such expenses are row provided for in the annual appropriation made for the purposes 


of such commission, the proposed amendment to the By-Laws is therefore unnecessary. 
Concerning the proposed resolution offered, in connection with the discussion, as 


half of this Association, with the m 
inducing them to adopt the said suggesti 


Boston, Mass. 
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an appropriate design and size, containin 
to the bottles, in addition to the regul 
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ing away of souvenirs and the display 





a resolution adopted at the Conve 





















MAHA has contributed her wonder- 

ful hospitality and virile energy to 

the history of stationers’ conven- 
tions. So warm and spontaneous was the 
welcome she accorded; so sustained was 
her hospitality and so evident the good 
will of all her citizens that, had nothing 
at all been done at the convention, it would 
even then have been abundantly worth 
while to be there. Omaha gave of her 


, 
best and gave freely. 
highway robbery by the polite method of 
Everything that could be 
The spirit of 


Nobody committed 


doubling prices. 
free was without charge. 
human decency prevailed everywhere, and 
were the next convention to be held in 
that city, we are sure that everyone who 
attended the last convention would hail 
the prospect with delight. The stationers 
of Omaha, their wives, their cousins, their 


uncles and their aunts, covered themselves 
with glory. What they did was worthy of 
all praise. Citizens who could have had no 
possible personal interest in the association 
pulled off their coats and worked to enter- 
tain everyone who wore the association 
badge. Anyone who now says anything to 
Omaha or 


delegates in disparagement of 
her citizens will be understood to have 
tendered an invitation to personal combat 
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September, 1912 

The Ak-Sar-Ben entertainment was the 
best thing ever pulled off at a convention 
It was unique and wonderful, and laugh 
able to the limit of aching sides. It was 
as good as a high grade professional pro- 
duction and better than most. And not 
one man of the hundreds who laughed 
themselves hoarse in the big auditorium 
could have gotten a step within the entrance 
for a price. It was a good will proposition 
pure and simple. All of the entertainment 
features were conducted with equal en- 
thusiasm and success, each according to its 
kind. There was no hitch. The reception 
to the visiting ladies, the automobile “joy 
ride,” the dinner and dance at Happy Hol- 
low, the golf games, the banquet at the 
Field Club, and, finally, the trip to the 
stock yards, were all events each one of 
which in pleasure and interest was far out 


of the ordinary run of things of the kind 

No account of the Omaha convention 
which did not open with a mention of the 
kindness shown by the people of Omaha 
would be at all just or adequate. Further 
on in this report we shall take up the dif- 
ferent features and events in more detail 

The Meetings Start. 

The first session of the Eighth Annual 
Convention of the National Association ot 
Stationers and Manufacturers was called 
to order at 10:20 a. m. on Tuesday, Aug. 13, 
by President Millington Lockwood in the 
convention hall of the Hotel Rome. Upon 
direction of the president the Association’s 





JAMES A. DORSEY, 
Second Vice President. 


Frank D. Waterman and 
Robert D. Patterson, were seated with him 
upon the platform. Divine blessing upon 


the work of the convention and upon the 


vice-presidents, 


members and their relatives and friends in 
attendance was invoked by the Reverend F. 
D. Tyner of St Episcopal 
Church, Omaha \fter the singing of 


\ndrew’s 
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FRANK D. WATERMAN, 
First Vice President. 


‘America,’ Samuel Ward of Boston lead- 
ing, the president introduced the Hon. 
James C. Dahlman, mayor of Omaha, who 
spoke to the delegates in a warm and elo- 
quent tribute of welcome and good will. 
[The speech of the mayor is epitomized 
elsewhere in this issue 

Following Mayor Dahlman, the president 
introduced George E. Haverstick, president 
of the Omaha Commercial Club, who in 
the name of the organization he represented 
welcomed the stationers and manufacturers 
Mr. Haverstick paid 


tribute to the commercial opportunities of 


to the city of Omaha 


Omaha, and extended a warm and cordial 
welcome to everyone 

The final speech of welcome was given 
by George E. Moyer, president of the Sta- 
tioners’ Club of Omaha. When Mr. Moyet 


ose he was greeted with cheers and the 
song, “For He’s a Jolly Good Fellow 
Mr. Moyer’s speech was short and to th 
point, expressive of the pleasure he felt 
in common with all the stationers of Oma- 
ha in having the convention in that city 
Che president announced that owing to 
the fact that he was an invalid, the formal 
presentation of a gavel had been omitted, 
but he wished it to go into the record just 
the same that he had received the gavel 
He then read his annual report, which was 


received and placed on file, and the recom- 
mendations therein were referred to th 
committee on resolutions to be put in shape 
for final action by the convention 
Secretary and Treasurer Report. 
The report of the secretary covered the 
work done during the year, and on motion 
was received and placed on file to take its 
regular course. The same action was taken 
with regard to the report of Treasurer 
Lent, who stated that.the balance in the 
treasury after paying all expenses up ti 
January 1 next, when yearly dues become 
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payable, should be about $1,000. The re- 
port of Auditor R. S. Bauer approved the 
report of the treasurer, whereupon the 
auditor’s report was received and filed, and 
on motion the report of the treasurer was 
approved. 

The report of the Board of Control was 
read, received and placed on file, after 
which, by permission of the president, H. 
W. Rogers of New York proposed two 
resolutions, one to change the by-laws to 
provide for the holding of the annual meet- 
ing of the association on the second Mon- 
day of October of each year. 

The second resolution had. reference to 
direct selling by jobbers and manufacturers 
to consumers, urging that the subject be 
presented to the convention for discussion 
and action. These two resolutions were 
previously drafted by the New York As- 
sociation for presentation at Omaha. -The 
resolutions were presented to the ‘commit- 
tee on resolutions for action, after which 
Mr. Hawkes stated that as a member of 
the special committee appointed to investi- 
gate the selling of pens and pencils by the 
manufacturers to consumers, he wished to 
announce that the committee desired to 
hold special hearings on the subject. On 
motion the president was authorized to set 
a time for the hearings. 

The report of the National Catalogue 
Commission was received and filed after its 
reading by Fletcher B. Gibbs. 











GEORGE C. WHITTEMORE, 
Third Vice President. 


Mr. Falconer next reported as delegate 
to the Conference of Business Organiza- 
tions called by the President of the United 
States through the Secretary of Commerce 
and Labor. This report also was received 
and took its regular course. 
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M. W. BYERS, 
Secretary. 


Second Session. 
The afternoon session of the convention 


was principally devoted to the reading of 
The 


Philadelphia, on 


papers and addresses. address ot 
Charles H. Marshall of 
“Advertising a Retail 
by R. S. Bauer in the 
Marshall. 
Bauer gave an interesting and appreciative 
sketch of the career of Mr. Marshall and 
of the work he has done in the stationery 


Business,” was read 
absence of Mr 


3efore reading the address Mr. 


world. At the conclusion of the paper it 
was voted to receive it and to spread it 
upon the minutes of the association, and a 
vote of thanks was tendered to Mr 
Marshall 


\fter the announcement of the time and 
place of holding the hearings of the special 
committee having under consideration the 
direct selling of goods by manufacturers to 
consumers, announcement was made of the 


personnel of the nominating committee, 
Rogers, chairman; 


Williams, W. E 


\. Savoy 


consisting of Harry W 
W. E. Milligan, H. J. 
Smith, Charles E. Moyer, George 
and Charles A. Stevens 

Reports of committees followed, includ- 
ing the report of the Executive Committee 
Committee on Paper and Envelopes, Com- 
mittee on Blank Books, on Files and Ofhce 
Furniture, on Hardware and Glassware, on 
Pens and Pencils and on Miscellaneous 
Items. 

The Miscellaneous Items report brought 


out some interesting discussion, in which 


Mr. Hodgkinson of the Roneo Company, 
Mr. Horder, Mr. Bauer, Mr. Baxter and 
others participated [The report was re 


ceived and on motion placed betore the 


resolutions committee for action 
Following the discussions a recess was 
taken 


o'clock 


until the following morning at 10 





APPLIANCES 


Second Day, Wednesday, August 14th. 


Che morning session was called to order 


at 10:30, the work of the session consist- 


ing largely of the hearing of reports of 


standing committees and debates upon these 
included the 


These committees 


Committee on Leather Goods and Novel 


mmittee on 


Leat Devices, (¢ 


Papers and Ink 


ties, Loose 
Carbon Ribbons, Commit- 


Mucilage, Rubber Stamp 
Year 


received in due 


Inks and 


tee on 
Committee and Book Committee. 
These 


and filed for appropriate action by the Com- 


reports were order 


mittee on Resolutions. Following the report 


of the Committee on Leather Goods and 


Novelties, it 


the Catalogue Commission frame a letter to 


was moved and seconded that 


a gentleman mentioned in the report giving 


him some information on the cost of doimeg 


business, showing him why a 25 per cent 


prot means the doing of business at a 


\fter some discussion, it was decided 


loss 


to refer this report as well as the others 


to the Committee on Resolutions 


Mr. Barkerding of the Committee on 


| 


Carbon Papers and Inked Ribbons, spoke 


following the report of the committee on 


that subject, with regard to some portions 


of the report. He mentioned the aggres 


sive work of the typewriter manufacturers 


who are on the job constantly and are 


business of ink ribbons with 


that the 


pushing the 


great vigor. He urged dealers 


should not discriminate against the ribbon 
and carbon business but should push and 
handle the best stock they could possibly 
retain this business in 


Much of it is being lost 


secure in order to 
their own hands 
to dealers on account of their own apathy 


and the enterprise of the men, 


typewriter 
he said 

Mr. Barkerding touched upon the peddler 
of cheap ribbons and carbons, urging that 
; belongs to the 


1 1 


the business of such men 


RALPH S. BAUER, 
Auditor. 





CHARLES A. LENT, 
Treasurer. 


dealer if the dealer will study t nditions 
so as to enable himself to meet them. He 
can sell better goods at low rices than 
the fly-by-night concern and n give his 
customers more reliable service ever 


the cheaper grades 
session an address 


During the morning 


William 7 Goffe ot Chi- 


was delivered by 


cago on the science of business buildin 
Mr. Goffe’s address was listened to wit 
great attention and at its c sion tl 
convention tendered him a vote of thanks 
On motion of Mr. Moyer of Omaha the 
convention then resolved itself into a con 
mittee of the whole to consider matters 
with reference to the next co! ntior (on 
motion President Lockwood was name 
chairman of the Committee the Whol 
Communications were read from the Unite 
States Envelope Company, from the Holy 
ke Board of Trade, from t Publicity 
Bureau of the Commercial Clu ft Indi 
inapolis, from the San Fra Conven 
tion League and from the Philadelphia St 
tioners’ Association, presented by Mr. Por 
erantz \ communication was also read 
from the Acting Mayor of the City Yew 
Orleans [The Secretary announced that 
there were ten telegrams addressed to the 
Association and the President having 
reference to the convention of 1914, all 
having to do with the City of Dallas, Texas 
Mr. Wadham presented the laims 
Springfield, Mass., for the convention 
1913. His appeal was so convincing that 
it was heartily applauded The motion of 
Mr. Wadham was seconded by G. A. Sa 
who made an eloquent speech in favor ot 
the Massachusetts city Springfield 
invitation was endorsed by Mr. Bainbridge 
and others It was moved by Mr. Roser 
dorf and seconded by Mr. Ritz that Holy- 
oke and Springfield be accepted a me 
proposition. In reply to this Mr. Logan 
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made a witty speech presenting the claims 
of New England as a whole to the atten 
tion of the delegates He dwelt upon the 
sentimental and historical aspects vf the 
old Bay State, giving a characteristically 
strong and forceful address. Following Mr: 
Logan's speech, Chairman Lockwood put 
the question 

“RESOLVED, that the Committee of the 
Whole recommend to the convention the 
acceptance of the invitation from Spring 
field as the place for holding the convention 
for 1913 

The motion was adopted by unanimous 
vote. Before the committee arose a number 
of telegrams from Dallas were read by 
the Secretary These included telegrams 
from the Governor of the State of Texas, 
the Dallas Chamber of Commerce, the 
Mayor of Dallas, the Dallas Advertising 
League, the Texas Paper Company, the 
Dorsey Company, the Hargreaves Printing 
Company, the Southwestern Paper Com 
Brothers & 


the Exline-Reimers Company and the Dal 


pany, JBarnhart Spindler, 


las Times-Herald \ll extended cordial in 
vitations to the Association: to meet in 
Dallas in 1914 


the telegrams a few remarks were made by 


Following the reading of 


Mr. Edwards with reference to Dallas and 
following this speech the committee recom 
mended that Dallas be chosen as the meet 
ing place for 1914 Mr. Hodgkinson an 
nounced that he had been requested on be 
half of the stationers of Cleveland, Ohio, to 
request the convention to come there in 
1914 \fter the Committee of the Whole 


had arisen and the convention was again 


in regular session, the report of the com 
mittee recommending Springfield for 1913 
was unanimously adopted 
Afternoon Session. 
The meeting was called to order at 2:10 
o'clock, 


mittees being 


reports of the standing com 
continued The convention 


heard the reports of the Grievance Com 





FRANK |. ELLICK, 
Director From Stationers. 


CHARLES N. BELLMAN, 
Director from Stationers. 


mittee, the Committee on Standardization 
of Loose Leaf products and the report 
the ‘Budget Committee, adjourning finally 
at 5 o'clock until the following morning 

The report of the Committee on Stand 
ardization brought out some spirited dis 
cussion with regard to a proposal to permit 
manufacturers to exhibit their products at 
future national conventions \n abridged 
report of this discuss‘on, including several 
resolutions which occasioned it, is given 
elsewhere in this issue of Office Appliances 

Following this discussion, the Committee 
on Resolutions presented its report throug 
Mr. Lent, its Chairman The resolutions 
are given elsewhere in this report 


Third Day’s Session, Thursday, Aug. 15th 


Che convention was called to order by 
the President at 10:30 a. n The suppl 


mental report of the Committee on Res 


tions was received and the recommenda 


tions adopted. The report of the Credentials 


Committee was read, giving the official 
registration as 148 delegates and 32 visitors 
In addit:on to these there were 45 ladies in 
ittendance at the convention Che Presi 


dent called for a report by the Special Com- 


mittee on Direct Selling to Consumers by 
Manufacturers and Jobbers Chatrmai 
Hawkes announced that the Committee had 


met on the previous day and had taken 
large amount of testimony his had bee 
transcribed by the stenographer and was 


ready to be read if the convention desired 


to hear it [wo very important matters 
were settled amicably in the Committee 
room on the preceding day; one concerned 
a large jobber in the United States and 


nother a manufacturer 
and filing the report of the Special Com- 
mittee, the Committee as ynstituted was 
continued in office Mr Langbei offered 
a resolution as follows 


“RESOLVED, That the Special Commit- 
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tee appointed to investigate all reports to 
the 1912 convention on the pen and pencil! 
situation with reference to competition be- 
tween manufacturers, jobbers and retailers, 
be continued for another year, its member- 
ship increased to five, and that the com- 
mittee be empowered to include other items 
of merchandise in the investigation.” 

The previous motion was reconsidered 
and the substitute, as just quoted, was 
Following this a few 
remarks were made by Mr. Gibbs, who 
suggested that the Association show its ap- 
preciation of the Ak-Sar-Ben entertainment 


adopted in its place. 


and the many other social pleasures provid- 
ed by the City by printing in the two Oma- 
ha papers, morning and evening, a suitable 
advertisement of a half page in acknowl- 
edgment of the hospitalities of Omaha. This 
motion was heartily applauded and would 
have passed with a rush had not Mr. Ellick 
of Omaha objected strenuously to the prop- 
osition, saying that it was wholly unneces- 
sary that the Association should express 
itself in that way. After some further dis- 
cussion Mr. Gibbs was appointed a com- 
mittee of one to draw up a vote of thanks 
to the people of Omaha for their splendid 
hospitality. 

The President then called J. P. Cooke, 
President of the National Association of 
Stamp Manufacturers, to the platform. Mr 
Cooke made a graceful address which was 
warmly applauded. Following his address 
the convention passed a resolution extend- 
ing sincere appreciation to the stationers 
of Omaha, the citizens and the ladies for 
the many courtesies extended during the 
convention. Following this Mr. Ellick was 
called to the platform, where he made a 
witty and graceful speech of acknowledge- 
ment, 

The Nominating Committee made the fol- 
lowing report recommending officers and 
directors for the ensuing year: 


JOHN BREWER, 
Director from Stationers. 
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CHARLES H. LANGBEIN, 
Director from Stationers. 


For President. 
Robert D. Patterson, of Buxton & Skin- 
ner Stationery Company, St. Louis, Mo 
For First Vice President. 
Frank D. Waterman, of E. L. Waterman 
Company, New York City. 
For Second Vice President. 
James A. Dorsey, of The Dorsey Com- 
pany, Dallas, Texas. 
For Third Vice President. 
George C. Whittemore, of 
Groom & Company, Boston. 


Thomas 


For Secretary. 
Mortimer W. Byers, New York City. 
For Treasurer. 
Charles A. Lent, of Brown, Lent & Pett, 
New York City. 
For Auditor. 
Ralph S. Bauer, Lynn, Mass, 
Directors From Stationers. 
Frank I. Ellick, Omaha Printing Com- 
pany, Omaha, Neb. 
Chas. N. 
& Engraving Company, Toledo, Ohio 


Bellman, Franklin Printing 


John Brewer, H. K. Brewer & Company, 
New York 

A. Pomerantz, A. Pomerantz & Company, 
Philadelphia. 

a a s 
Sperry Company, St. Paul. 

A. H. Childs, S. D. Childs & Company 
Chicago 

W. J. Youmans, The W. B. Carpenter 
Company, Cincinnati. 

R. B. Sanders, The F. W. Roberts Com- 
pany, Cleveland. 


Sperry, Brown, Treacy & 
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A. POMERANTZ, 
Director from Stationers. 


Charles H. Langbein, Kurtz, Langbein & 
Swartz, Pittsburgh. 

Frank M. Dameron, Dameron & Pierson 
Company, New Orleans, La. 

Directors From Manufacturers. 

Frank B. Towne, National Blank Book 
Company, Holyoke, Mass. 

James Logan, United- States Envelope 
Company, Springfield, Mass. 

E. J. Weis, Weis Manufacturing Com- 
pany, Monroe, Mich. 

J. H. Einstein, Tower Manufacturing 
& Novelty Company, New York City. 

William Rodiger, Sanford Manufactur- 
ing Company, Chicago 

Eberhard Faber, New York City. 

W. D. Bevin, Boorum & Pease Loose 
Leaf Book Company, St. Louis and New 
York. 

L. A. Hawkes, C. 
Company, Camden, N. J. 

M. L. Willard, Superior Type Company, 


Howard Hunt Pen 


Chicago. 
Charles S Cooke, Cooke & Cobb Com- 
pany, Brooklyn, N. Y. 
This ticket was unanimously elected 
Mr. Patterson was conducted to the chair 
amid great applause and at the moment he 
reached the speaker’s table, he was greeted 
with the following yell by the St. Louis 
delegation 
Ha, ha, ha. Omah . 
We'll put one over at Omaha 
Bob, Bob, you old slob 
Next vear you'll be on the job 
Hully gee, 
You show me, 
Nothing to it but R. D. P. 


Pre sident elect Patterson thanked the as- 


sociation for the honor paid him and 
thanked Mr. Lockwood for his ordial 
words of good cheer. On motion of Mr. 


Bailey a vote of thanks was extended to 


Andrew Geyer, who was unavoidably de- 
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R. B. SANDERS, 
Director from Stationers. 


tained at New York, and to his assistant, 
Mr. Abrams, for the excellent work done in 
getting out the convention daily of Geyer’s 
Stationer 

The closing moments of the convention 
were devoted to the passing of a vote of 
thanks to Mr. Lockwood, the retiring Presi- 


dent. He was, of course, too modest to put 
the vote himself and it had to be put by 
the one who presented the motion. The 


vote included not only the President but all 
the other retiring officers First Vice- 
President-elect Waterman was escorted to 
the chair and expressed his thanks in witty 
and graceful terms. Mr. Bailey called on 
Mr. Ward of Boston for some remarks, and 
he was greeted with cheers and the singing 
of “I Hope He Lives to Be a Hundred.” 
Mr. Ward’s remarks were, as usual, to the 
point and are given in full elsewhere in 


this issue. On motion of Mr. Bauer, the 
Convention, by a rising vote, commended 
the work of Mr. Lent, the Treasurer and 
chairman of several important committees 
Mr. Stevens then suggested the usual “re 
vival meeting” for new members After 
a recess of fifteen minutes the es 
100 new members were announc: A re 
quest from the City of San Francisco for 
the meeting of 1915 was heard n motior 
Mr. Weis the convention pt nted a 
rising vote of thanks to Secretary Byers 
\ rising vote of thanks was als: resented 
to Fletcher B. Gibbs, Chairmar f the Na 
onal Catalogue Commissio1 \ imilar 


1 1 
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ote was extended to (\ Stevens 
nd to the Auditor, Ralph §S 
On motion the convention then adjourned 


until the second Monday of October, 1913 
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REPORT OF THE PRESIDENT 








By Millington Lockwood, Buffalo, New York. 

The 1] Laws of tl Association provide that etailed account of the proceedings The be this tax. I fully concur in this and suggest 
the President shall make a report at the open- fits of this meeting are so apparent thatlI w d that this matter be considered at this time. 
ing of the Conventior As far as my,.own ac recommend that the advisability of similar I would also urge the fixing of a regular date 
tivities are concerned, the report will be brief, gatherings being held more than once during ror our annual meetings. At the organization 
as I have been compelled, on account of illness the coming year, be considered by this Con of the Association I believe it was the inten- 
to be absent for six months of the ten which tior tion that the Convention should be held about 
have elapsed since the last Convention. The work of the Committeé n Standardiza- the middle of October, and our experience has 

During this period the affairs of the Associa- tion, is so closely interwoven with that of the shown that date to be the most convenient for 
tion have not been neglected, as many duties eleven permanent committees, several of whicl the majority of our working members. I would, 
which should devolve upon the President wer« their reports to be presented to you during therefore, suggest that the By-Laws be 
cheerfully and effectively carried on by the tl Convention made recommendations in amended at this time to provide for an annual 
other officers. I gratefully testify at this time gard to standardization, that I believe this meeting on the second Monday of October. If 
to the enthusiastic and painstaking work done Committee should also meet with the others this suggestion commends itself to you, it 
by our first Vice-President, Mr. Frank D. Early in April an invitation was received by would be well if a resolution were to be prompt- 
Waterman, our Secretary, Mr. Mortimer W. this Association from the United States De y introduced providing for an appropriate 
3yers, and the Chairman of the Program Com partment of Commerce and Labor to join with imendment to the By-Laws, which could be 
mittee, Mr. R. S. Bauer other associations in a conference to be held in at once referred to our Committee on Resolu- 

Mr. Waterman at my request has traveled Washington, D. C., the object of which was tions without discussion, and upon the coming 
many hundred miles and ably represented this to form a National Chamber of Commerce, the in of the report by that body the question will 
Association at the annual meetings of local as idea being to bring all the commercial bodies be presented for orderly determination by the 
sociations, and in many other ways shown his of the country into the constituent membership Convention. 
interest in and devotion to the work of the of a National body so that its influence might I am persuaded that the progress of our As- 
National Association be as great as possible, and to make plans r sociation depends in a large degree upon the 


Mr. Byers has demonstrated his exceptional 
qualifications for the position he has so ably 
filled during the greater part of the last three 
years. 

Mr. Bauer, in addition to the time and labor 
devolving upon him as Chairman of the impor- 
tant Committee on Blank Books, has arranged 
a very attractive program for this convention 
and has assisted the President in many ways 

During the early part of the year I attended 
the annual meetings of Stationers in Buffalo, 
Chicago, Pittsburgh, Cleveland and 
New York, and was impressed with the. en- 
thusiasm, harmony and earnestness which was 
manifest at all these gatherings. 

Work of Catalog Commission. 

On January 18th, 19th and 20th, I attended a 
meeting of the Catalog Commission, the Chair- 
men of the eleven standing Committees and the 
Executive Committee held at Cleveland. This 
was a remarkable gathering. Eighteen gentle- 
men—representative Stationers from all parts 
of the country, were invited to consult together 
for the benefit of the entire trade. Every one 
was present and put in three days of hard work 
for you, sacrificing his own interests, time and 
money for the general welfare. The report of 
the Catalog Commission will no doubt contain a 


1 


Boston, 








FRANK B. TOWNE, 
Director from Manufacturers. 


the promotion of the commercial and industria] 
interests of the country Former President 


Charles E. Falconer, very kindly consented to 
represent this organization at that meeting 
ind he will present a report which I commend 
to your careful consideration. 

An evidence of the growing interest in, and 


ippreciation of, the work of this Association, 
s the fact that the Chairmen of the permanent 
committees generally report a large increase 
d to the cir 
culars of inquiry which they sent out 
Our membership is steadily increasing as 
will be shown in detail by the report of the 
Secretary, but some method should be devised 
to cause the members to take greater interest 
n extending our present roll 


of the number of replies receiv 


Prospect Bright for Future. 

I have not found it at all difficult to secure 
applications and if every member would get 
only one recruit, our number would be speedily 
doubled. 

More than one of my predecessors has ex- 
pressed the opinion that the burden of prepar- 
ing for and conducting our convention should 
be assumed by the National Association and 
that the local Association should be relieved of 


JAMES H. EINSTEIN, 
Director from Manufacturers. 


measure of activity which is registered by our 
committees, for upon their shoulders rests the 
burden of assimilating the helpful suggestions 
which are made at our annual meetings, and 
putting before our members and the trade at 
large concrete plans for the betterment of con- 
ditions with respect to the products which lie 
within the province of each committee. One 
way to promote efficiency is to continue in office 
for a reasonable time at least, those committee 
chairmen and members who have displayed 
conspicuous ability to handle their several sub- 
jects. Examples of what I have in mind are 
the notable accomplishments of Messrs. Chas. 
N. Bellman, John Brewer, George M. Courts, 
W. J. Youmans and Ralph 8. Bauer, Chairmen 
respectively of the Committees on Paper and 
Envelopes, Inks, Mucilage, Hardware and Glass- 
ware, Miscellaneous Items and Blank Books. 
In addition to performing the tasks which per- 
tained to their committees as such, these gen- 
tlemen, by reason of their special familiarity 
with their subjects, were of the utmost value 
to the chairman of the Catalog Commission in 
the arduous labors which he so generously as- 
sumed. Thus I feel that I can with entire pro- - 
priety, commend the practice of reappointing 
committee chairmen, in the absence of com- 





WILLIAM RODIGER, 
Director from Manufacturers. 
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EBERHARD FABER, 


Director from Manufacturers. 


pelling circumstances to the contrary W her- 

ever practicable it ilso seems wis¢ to irrange 

committee appointments so that two members 

it least shall reside within a restricted radius 
Tribute to Mr. Gibbs’ Work. 

In this connection, it is my duty and pleas 
ure to give public notice of what is Known to 
but few of our members At the adjournment 
of the Convention in Buffalo, Mr. Fietcher B 
Gibbs had made up his mind that the interests 
of his own business, no less than a proper re 
gard for his health and his obligations to his 
family, demanded that he relinquish the heavy 
burden incident to membership on and chair- 
manship of the Catalog Commission I betray 
no confidence in stating that this ynclusion 


minds of the directors 
too obvious to 
and of a nature 
the 


reconsideration of 


created a 
of your 


panic in the 
Association for re 
from 
forbear to 
Gibbs 
that gentleman occasioned a 
oy and satisfaction which could only be mess 
ured ty the condition of depression 
which had vuld 
not hope to express all that is in my mind in 
reference to the debt which we as a body of 
men, owe to Mr. Gibbs and to his colleagues, 
and I leave to you my f the task of 
manifesting your own sentiments in no unmis 
takable way, not only at time, but 
ever in your daily life the opportunity pr« 
itself 
This 


sence of 


isons 


require comment me, 
which I 
modesty of Mr 


sion by 


state in reference to 
The 
his de« 
previous 


so completely possessed us I ex 


iends, 


this when- 


sents 


the ab- 


interest 


incomplete in 
the growth of 
be clearly discerned on 
the manufacturers 
now to realize two 
direct benefit accrues to 
whatever improves trade 
conditions among the and, second, that 
this organization possesses the equipment to 
aid them in the settlement of problems pecu- 
liar to their own department of the industry 
This awakening is timely and of the greatest 
import, for if I read the signs aright it por- 
tends a better understanding and a quickening 
of that spirit of toleration which inevitably 
leads to closer co-operation, and that is the 
order of the day It is of vastly greater im- 
portance now than at any time in the past, that 


report would be 
comment upon 
in our work which is to 
the part of our friends, 
These gentlemen seem 
things, first, that a 
them as a result of 
dealers 


both dealers and manufacturers should be en- 
listed in the campaign for co-operation to- 
gether, under one banner and marching shoul- 
der to shoulder. If evidence be called for of 
what I have in mind, reference may be had to 
the numerous catalogs issued by manufactur- 
ers containing the retail recommendations of 


our Catalog Commission, and the notable but 
less conspicuous other services that the manu- 
facturers have constantly rendered to that body 
incident to the compilation of facts, figures and 
other important information. 


mind that our 
educational. 


It is well for us all to keep in 
main purpose as an organization is 


We hope to enable each of our. members to 
know more about his own business ther f 
ever did before, to have a clearer understand- 
ing of its problems and incidentally to grasp 
the fact that each of these problems is pos- 
sessed of at least two sides The wider knowl 





edge thus 
man 
expressed in 
of exchange 


sensible 


t 


4 plan is to 


I believe to 


some 


E. J. WEIS, 


Director from Manufacturers. 


be put in 
partial 


gained becomes in 
the value 
he terms 


of which is 
known me 


of any 


itior 


solution at lea 


asset t 
not 


1 nere le 


CHARLES S. COOKE, 
Director from Manufacturers. 


one important 
customer 


contemplates 


selling by 


question, 


careful 





that of 


manufacturers 


collection 


the 
This 
of facts 





’ the 
to be 
dium 


iding 
st of 





direct-to- 


plan 
and 





L. A. HAWKES 


Director from Manufacturers 





irguments by a special committee, f the pur 
pose of framing an intelligent report for future 
msid ition Special innounce! will be 
made n reference to the worl it Y 
mittee iter in this session 
Organization Problem Is Solved. 

Che yhesive force of organizatior Ss some 
thing to be reckoned with in ever valk of life 
n tl day and generation, and I am thankf 
to report that we have ipparent passed t 
place our own history when t necess 
to end any particular time in discussing that 
sul t mn our extensive campalgi 

Since our last meeting, deat ded 
our ks 

Mr Ad. Heyman, for forty eal ass ited 
wit the Eagle Pencil Company, f sed away 
on t 10th day of last April fter long ill 
ness 

Mr. Heyman was a charter f 
Association. was a member of the Board of 
Control elected in New York on J e 22, 1906, 
ind served at various times or mmittees. He 
was a man of sterling worth, warm-hearted 
energetic, a true friend and a Zé is worker 
for the Association and his passing is the o 
casion of real grief to those of us who knew 
him 
The trade press, as usual, have been more 
than generous in giving publicit to all of our 
activities, and more particular s this true 
with reference to this conventior For their 
continued interest in our welfare, and for their 
uniform courtesy in all their dealings with your 
Association, I wish to thus publi make pro 
found acknowledgment to each and all of the 
publications which have for their object the 
promotion of the stationery interests The 
house organs of our manufacturers have spared 
no effort to speak a good word for this gather- 
ing, and to them, also, our thanks are due 
The Y. and E., Carter’s Ink Con ! inl Na 
tional Blank Book publications ha exhibited 


than a welfare 
and we are 

To the 
a lasting 


hospitality in 


more friendly interest in our 
duly appreciative 

Omaha, we sli owe 
for their bountiful 
responsibility for 





Stationers of 
debt of gratitude 
assuming the 


this convention and the entertainment of our 
delegates and their wives This is destined to 
be a memorable chapter in our history and we 
cannot but be grateful for the good fortune 
which decreed that it should be written the 
good city of Omaha (Applause. ) 

And now, gentlemen, as we turn ourselves to 
the performance of the tasks wl I ie before 
us in this pleasant place, let u gather re- 
newed inspiration from the friendships thus 
fittingly renewed from year to vear nd when 
we depart for our homes, let us rry with us 

stronger conviction than ever, that this As- 
sociation of ours is altogether worthy of ‘our 
highest and most earnest efforts nd if we are 
unsparing in our loyalty, we shall have the 
proud satisfaction of contributing t ts ex- 
ilted destiny 


—_ 


im eo 


~~ _ 
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REPORT OF 


THE SECRETARY 





By Mortimer W. Byers, New York City, N. Y. 





The report of the Secretary for the ten 
months whicn have ‘elapsed since the adjourn- 
ment of the Convention in Buftalo in 1911 re- 
fects 1 some respect the plogiess Wali 
tue Association hus made «during the period 


reierrea to 


Membership. 

There are at present 22 in good standing, an 
increuse of 67 since the adjournment o1 the 
last Convention. The revenue trom dues has 
been $6,22u.u0, the expenditure Of Whlicil wisl 
be set lorth in the report of the Treasurer. 


There have been 32 resignations received and 
15 members have been dropped tor non-pay- 
ment of dues by the Kxecutive Committee pur- 
suant to the provisions of the By-Laws. The 
entire number otf new members who have 
joined since the last Convention, plus those re- 
instated by payment of arrears, is about 114, 
and the net gain is therefore encouraging. 
Pursuant to a resolution passed at the last 
Convention a Special Membership Committee 


was formed containing 45 members, who took 
it upon themselves to interview eligible houses 
for the purpose of inducing them vo join U 


organization, and in the main the work of that 
Committee has justified its existence. For pur 
poses of ecord it is interesting to note that 
the following named gentlemen have assumed a 
personal responsibility for the extension of our 
membership, and the number of members pro- 
cured by each follow their names: 

Millington Lockwood, 13; Chas. H. Langbein 
1: Chas. E. Falconer, 2; Lansing G. Wetmore, 
> Chas. A. Stevens, 4; C. E. Hilles, 1; Edwin 


I. Bae Samuel Ward, 1; F. L. Coggin, 2 
James Logar 5; Harry A. Tompkins, 1; R 
Keller, 2; .John D. Lamond, 1; Frank W 
Zailey, 3; Ralph S. Bauer, 2; W. E. Cooper, 

H. Taylor Rogers, 3; A. B. Daniels, 1; F. B 
Towne W. H. Wallace, 2; W. J. Youmans, 


y 


1: Fletcher B. Gibbs, 1; Chas. A. Lent, 
Frank D. Waterman, 1; Chas. N. Bellman, 1 
James T. Lacey, 2; Edward Huber, 5; W. H 
Brooks, 3; Sam Mayer, 1; Richard B. Carter, 1 

In addition to the foregoing particular men- 
of the very active co 
operation which has een extended by the 
houses of Eberhard Faber The Carter’s Ink 


tion sh d be made 


Company, National Blank Book Company and 
the Chicago office of the Dixon Crucible Com- 
pany, in their efforts to increase our num 

bers, and an acknowledgement to these manu 
facturers s thus prominently made in the hope 








W. J. YOUMANS, 
Director from Stationers. 


that others will follow their example during the 
coming year. 

As has been heretofore urged, all members 
at large must assume a full measure of respon- 
sibility tor the growth and vitality of the As 
sociation tor the good o1 the movement in gen- 
eral, and particuiariy in order that a notable 
recognition may be accorded to the achieve 
ments of the Catalog Commission 


Local Associations. 

One new local association has been formed 
that called Stationers’ Association of Essex 
County, New Jersey, embracing all of the ac- 
tive houses in Newark, New Jersey, and sur 
rounding territory. 

This Association was formed largely through 
the efforts of the New York Association and 
bids fair to have a prosperous existence. 

The Association in Milwaukee has ceased to 
exist as an active organization, and it is hoped 
that this Convention will take some action 
ooking to its resuscitation Conditions in San 
Francisco are ripe for strengthening the organ- 
ization which exists there today in name, and 
it is hoped that sédme of our members from the 
coast who are present will take upon them- 
Selves the burden of establishing a strong and 
active local association in that great city 

Denver and Salt Lake City are not at pres- 
ent represented by active local bodies and 
would seem that the time is at hand when 
that condition should be remedied 

The Stationers’ Club of Indianapolis held its 
first banquet during the past year and it was 


the privilege of your Secretary to be present 
and to witness every manifestation of a real 
and enthusiastic spirit of co-operation among 





the members of that body The older and well 
established local organizations continue to 
thrive and prosper and to co-operate with* the 
National Association to a greater extent. as 
each year goes by 


General Progress. 


The notable gathering of Committee Chal: 
men held in Cleveland in January of this year 
or the purpose of co-operating with the N 
tional Catalog Commission is the greatest sir 
gle event in the recent history of the Associa- 
tion, and the report of Chairman Gibbs of that 
Commission will treat of this subject freely 

The various other Committees have main 


tained a higher standard of efficiency than ever 
before in the history of the Association, and 


their work is commanding more sustained 
terest and a larger measure of appreciation 
than has he re tofore been noted 
Tl requests of many of the Chairme: 
ggestions and answers to questions whic! 


} 


ive been distributed throughout the organi 


zation have elicited 200 per cent more answ Ss 


han in the past two years during whic the 
plan has been in operation 

a 
ing to do their part in the work of the Asso- 
ciation and are coming to recognize more clear 








y than heretofore that this ganization can 
be of distinct service to them ind that more 
good can be accomplished for the entire indus- 
try ky one body which embraces manufactur 
ers jobbers and retailers than would be pos 
sible if two or more similar and less efficient 
nits were engaged in the same endeavor: the 
division of energy would result in a multipl 
tion of frictior 

The most pressing problem w wl the 
Association is confronted today s that of the 
competition between the manuf turers and 
jobbers on the one hand, and reta dealers on 
the other for the business of the consumer 
This question must be settled as far s t s 
possible to settle anything of that nature, by 
this Associatior for there is no other body 
men in the stationery business whe are so 
familiar with the situation i: i its aspects 
and there is no organization wl h posses 
the necessary equipment to successf vy estah 
ish in equitable adjustment of the difficulty 
The manufacturers in do much to bring about 

better state of affairs by refraining fron 
idiculous competition among tt nselves ind 


1e manufacturers have been ready and will- 
f 


by recognizing that the mere size of an order 
does not change its natu.e trom veing a re- 
quirement of the consumer to a requirement of 
ne trade. This subject has been reterred to in 
more addresses and speeches than any other 
one topic with which the trade is tamiliar, with 
the net result that no definite pian has been 
laid down for the guidance of all parties in in- 
terest. ‘Lhe time tor vociteration has iong since 
passed, and overheated denunciat.on o: either 
Lranch of the trade by the otner will serve no 
useful purpose. 

When scientists have a problem to solve they 
first study it, and sometimes the solution is 
reached only as the reward of years of unre- 
mitting labor. If this organization can succeed 
in developing a _ principle of merchandising 
which will serve to eliminate the anomaly of 
competition between the manufacturers and 
their own customers, even at the price of such 
heroic labor as has been performed by the 
Catalog Commission, then indeed wiil the trade 
arise and call this Association altogether 
Llessed! The first steps are going to be taken 
along the path to this much desired goal at 
this Convention, and if the journey is success- 
fully accomplished in a reasonable time, this 
will prove to have been an historic moment in 
the career of this body. 

The most encouraging aspect of our work 
is reflected in the broader and more tolerant 
spirit which is to be found in the membership 
is a whole today. The sway of co-operation 
is becoming increasingly powerful, and that is 
of profoundly greater importance than concrete 
examp'es of price arrangements or other sim- 
ilar accomplishments. The ideal for which the 
Association stands is a precious one and worthy 
of all the sacrifices which have been made upon 
its behalf. 

We have been handicapped by reason of the 
protracted illness of Mr. Millington Lockwood, 
the President of the Association, who gener- 
ously gave all of the energy at his command 
in order that his administration might be of the 
greatest possible benefit to our membership. 
Your Secretary is indebted to him for help and 
constant co-operation and to all of the officers, 
directors, chairmen of committees and many 
others for the aid which they have given in 
the discharge of duties which at times have 
been heavy, and for the charity which they 
have at all times manifested toward his many 
shortcomings. 





E. D. L. SPERRY, 
Director from Stationers. 
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REPORTS OF TREASURER, AUDITOR AND BOARD OF CONTROL 





By Charles A. Lent, Ralph S. Bauer and Millington Lockwood. 





t tes of Amer 


TREASURER’S REPORT FOR THE The Treasurer I should like to call atten- Manufacturers of the United Sta 
YEAR ENDING AUGUST 10, 1912. tion to the fact that the balance is smaller ica in Convention Assembled 
: than appears in the report, because we have Your Auditor reports as follows 


To the National Association of Stationers and necessary expenses that are included, and Having examined the books of the Secretary 
Manufacturers of the United States of Amer- pec be included, in the present year just ind Treasurer, he finds that on October 9 
closing, to carry us 1 Oc , stime ; cbircen: é ‘ ae F Re . 

8 ~ . ip to ctober I estimate 1911, there was a cash balance of $2,395.80 


ica in Convention Assembled: 

Herewith find a report covering the receipts 
and disbursements for the ten months ending 
August 10, 1912: 


4 The receipts for ten months to daté 
from all sources, were 7,452.23 
RECEIPTS. : . 

Making a total of $9,848.03 


+ 





Balance, Oct. 10, 1911......... $2,395.80 2 
Bee BOF BAL... ccvcccccccessn $ 50.00 The expense for the ten months to 
ee Me cc dovanvecanwe 6,220.15 date, as shown by audited vouchers, 
From Buffalo Convention amounted to ....... 6,574.50 
Committee ........eeceecees 1,084.96 ; Perera 
Sale of Electrotypes. ; 2.00 Leaving a balance of.. . $3,213.53 
Catalog Commission Reports. 32.50 This agrees with the Treasurer's bank ba 
fo > |. Sere . 3.50 ance on August 10, 1912, plus the additional 
Interest on Deposit... 59.12 receipts since that date 
— Respectfully submitted 
,  é0beceeeusese séecccceegenaeas 7,452.23 R. S. BAUER 
— Auditor 
enetiemees ae REPORT OF BOARD OF CONTROL. 
SSURSEMEN SS. To the National Association of Stationers 
romero wewodd asosveseees err and Manufacturers of United States of 
ecretary’s Expenses......... 346.12 America in Convention Assembled 
Js ‘¢ yr ’ ; ; 9 a 
National Catalog Commission 2 18 am Mae af Guakeet Bean taht tie senek, 


alanec Year Book, 1910.. , ; > 
Balance of ; ' ings since the adjournment of the last Con- 


Printing and Postage........ 
» EEE , 
Distribution of Year Book 


vention 
The first on the afternoon of Thursday, Octo 
ber 12, 1911, immediately following the adjourn- 


Refund of Eerror......... —~ 3.50 

CS eke Cate ks 41.61 ment of the Convention in Buffalo, and the sec- 
Bank Collection Charges..... 37.07 ond, on the afternoon of August 12, 1912, in the 

— ‘euia Hotel Rome, in Omaha, Nebraska 
ey a ee ee $6,574.50 At both of these meetings a quorum of the 
Balance Aug. 10, 1912...... 3,273.53 Board was present, and at the former it was 
--—— our privilege to arrange for the continuation 
TEE seenvasnceesiotencdeens $9,848.03 of the work of the Catalog Commission under 
the chairmanship of Fletcher B. Gibbs, of Chi- 


cago, through the employment of a paid assist- 
ant, whose services were expected to relieve 


COMPARATIVE STATEMENT OF RECEIPTS 
AND DISBURSEMENTS FOR EIGHT 








YEARS. A 
Receipts. Expenses. Balance Mr. Gibbs, to some extent, of the arduous 
eres -$ 782.00 $ 523.71 $ 248.09 duties incidental to his office. This subject has 
BG FORS. cc ccccess 1,177.72 649.56 528.16 been referred to at greater length in the re- 
Se Mc cicctcoes 1,104.23 1,385.15 249.24 port of President Lockwood. 
4th year occccee Suaeeee 1,066.59 1,477.97 Our meeting of August 12th was devoted to 
eee. Bea cecevescn 3,343.22 2,477.94 2,373 W. D. BEVIN, the transaction of purely routine business with 
6th year (15 Director from Manufacturers. an account of which it is unnecessary to bur- 
months) ........ 6,115.92 6,209.45 2,279.72 that the balance this year should be a little den this convention. 
ee Cn da baveder 5,857.49 5,741.41 2,395.80 over $1,000, after paying all our expenses up Respectfully submitted for the Board of Con- 
8th year (10 to the first of January next, when our new trol 
months) ...... 7,452.23 6,574.50 3,273.53 dues become payable. MILLINGTON LOCKWOOD, 
President 


Respectfully submitted, 
CHAS. A. LENT, AUDITOR’S REPORT. MORTIMER W. BYERS 


Treasurer To the National Association of Stationers and Secretary 





























Right Hand Group—A. J. Weis, O. T. Weis and E. E. Blankemeyer, all of the Weis Mfg. Co., Monroe, Mich. Center Picture—Owen B. Miller and 
Aibert 8. Abrams both of Geyer’s Stationer, who “put over’’ the Convention Daily to the satisfaction of everyone. Right Hand Group—A. . 
Ritz, Diamond Ink Co., Mark Forrest, The Heinn Co., and Henry C. Miller, Stationers’ Loose Leaf Co., all of Milwaukee, and Harry Porter 


of Lincoin, Neb. 
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REPORT OF NATIONAL CATALOGUE COMMISSION 





Fletcher B. Gibbs, Chicago, IIl., Chairman. 





Mr. President and Gentlemen: There are 
present at this Convention a number of mem- 
bers and guests who have not attended any 
previous meeting of this organization and to 
whom the history of the events leading up to 
the appointment of this Committee is un- 
familiar. 

For their information therefore, I will preface 
my report with a brief statement of the situa- 
tion which led to the creation of the National 
Catalog Commission. 

For many years previous to the organization 
of this Association, a condition relative to 
prices had existed which was extremely dis- 
quieting to both dealer and manufacturer; a 
condition affecting no one section in particular, 
but prevailing in spots throughout the entire 
country ; 

Few firms conducting retail stationery stores 
had had any correct conception of what it was 
costing them to do business and in their anx- 
iety to increase sales, scores of retailers had 
been busy cutting down the prices asked for 
staple goods to figures lower than they thought 
their competitors would be able or willing to 
quote. 

These figures in time became the standard 
prices for the goods, which others were re 
luctantly forced to follow. 

Attempts had been made through the organ- 
ization of local associations in the larger cities 
to correct this rapidly growing evil, but they 
had been only partially successful on account 
of the difficulties which stood in the way of 
national co-operation 

Finally the promoters of this Association con- 
ceived the idea of uniting the various local as- 
sociations in a National organization which 
should embrace not only the associations then 
organized but all those which might be organ- 
ized in the future, all interested dealers in cities 
where there were no associations, and all man- 
ufacturers making goods for the stationery 
trade. 

In the annual conventions which have fol- 
lowed, many subjects having an important bear- 
ing upon the industry in which we are engaged, 
have been fully and freely discussed; but none 
more far-reaching or important than that of 
the necessity of maintaining profit-yielding re- 
tail prices. 

Legal Obstacles Intervene. 

Deterred by legal obstacles from adopting any 
plan of upholding prices by agreement, efforts 
have been made to impress dealers with the 
futility of sacrificing net profits merely for the 
purpose of showing increased sales. This has 
been done through the educating influences of 
addresses tending to show the cost of doing 
business; and each year’s Convention has made 
converts and helped to extend a rapidly grow- 
ing sentiment for reform 

As soon as a dealer can be convinced that the 
price at which he is selling an item is insuffi- 
cient to yield a net profit after providing for 
the percentage of the cost of doing business, 
he is open to conviction; but the average sta- 
tioner finds it difficult to give the necessary re- 
vision of his prices the time and study which 
it demands; and then too, he hesitates to make 
changes based solely upon his individual judg- 
ment. He is usually willing, however, to regard 
with favor any recommendations coming to him 
as the result of the combined study on the 
part of a Commission of active dealers whom 
he regards as qualified to give out correct fig- 
ures. 

F A point was finally reached where it was real- 
ized by the trade that changing economic con- 
ditions were rapidly increasing the percentage 
of the cost of doing business, thus rendering a 
careful review of the prevailing retail prices 
absolutely necessary; and it was then, in No- 
vember, 1908, that Mr. James A. Dorsey, Presi- 
dent of the Dorsey Printing Company, Dallas, 
Texas, conceived the idea of a National Cata- 
logue Commission; a committee of representa- 
tive dealers who would consent to give the 
necessary time and effort to make a careful 
review of the various lines of staple merchan- 
dise handled by stationers, and determine upon 
a list of prices which could be published in the 


; 


form of bulletins or through the medium of the 
trade press, as the minimum price recommen- 
dations of such Commission 


It was Mr. Dorsey’s conviction that many of 
the so-called ‘‘cut prices’’ on staple items had 
been made through misapprehension or error 


and that a majority of the dealers would gladly 
accept and use a list of prices which came to 
them with the authority of careful study and 
investigation by competent and experienced 
men. 

Mr. Dorsey’s suggestion was taken up by the 
Chicago Stationers’ Association and invitations 
were extended to some 50 houses who made a 
practice of issuing catalogues, to meet in Chi- 
cago as its guests at a dinner that was held 
January 12, 1909, for the purpose of discussing 
the matter 








FLETCHER B. GIBBS. 


Catalogue houses were selected for the rea- 
son that it is the catalogue prices which stan- 
dardize the selling prices of the goods and it 
was felt that if the interest and co-operation of 
these houses could be secured the success of 
the movement would be assured 

We all know that an erroneous price quoted 
over the counter may not go further than the 
customer to whom it is made, but when printed 
and circulated in a catalogue, it reaches the 
eyes of thousands and a new standard of value 
is established which every competing dealer 
feels obliged to adopt. 

Response From Middle West. 

Twenty-eight firms from Central Western 
States responded. The representatives of four 
of them came from Texas 

The evening’s discussion developed a harmony 
of ideas and an enthusiasm relative to the 
project which assured its immediate success 
By motion of Mr. George M. Courts, of Clarke 
& Courts, Galveston, Texas, it was unanimously 
decided to create a committee on prices, to 
consist of five members and to be Known as 
the National Catalogue Commission. The pres- 
ident of the Chicago Stationers Association 
was selected to be its Chairman and he was 
given authority to appoint his ssociates 

I appointed to serve with me on this Com 
mittee, the following well-known gentlemen 


Mr. James A. Dorsey, of the Dorsey Print- 
ing Co., Dallas, Texas. 

Mr. Robert D. Patterson, of the Buxton & 
Skinner Stationery Co., St. Louis, Mo. 

Mr. Charles A. Stevens, of Stevens, Maloney 
& Co., Chicago, Ill. 

And. Mr. Frederick C: Bazley, of George A. 
Drake & Co., Detroit, Mich. 

The Commission entered upon its duties with- 
out delay. The task proved greater than an- 
ticipated and involved a large amount of de- 
tail work most of which had to be accomplished 
during night sessions. 

At the Toledo Convention in 1909, I made a 
report for the Commission, outlining the work 
accomplished to that date, and suggesting that 
it be adopted by the National organization and 
made one of its standing committees. 

As a result of this report and upon the rec- 
ommendation of the Committee on Resolutions, 
Article VII of the Constitution and By-Laws 
was amended by the addition of the following 
section: 

“The President shall appoint a Committee 
on prices, to be known as the National Cata- 
logue Commission, of five members, whose duty 
it shall be to prepare and publish a list of 
standard prices on staple goods and to dis- 
tribute said list or revisions of same, as the 
recommendations of this organization, and that 
a charge be made for same at their discre- 
tion.”’ 

In this manner the National Catalogue Com- 
mission became a standing committee of this 
organization. 

During the six months prior to its adoption 
by the National Association, the Commission 
paid its own expenses. The Toledo Convention 
voted for its use, an appropriation of $1,000.00. 
The following year the Convention at Balti- 
more voted the Commission an appropriation 
of $2,500.00 and last year at Buffalo a similar 
appropriation was made. 

In my report delivered at the Baltimore Con- 
vention in 1910, I stated that the work as- 
signed to this Committee was too large a task 
for any single group of men havihg business 
interests of their own requiring personal atten- 
tion and that if the work was to be successfully 
continued it would have to be distributed; in 
response to which the following resolution was 
adopted by the Convention: 

“Resolved, That the duties assigned to the 
various permanent committees as set forth 
in Article VII, Section 8 of the By-Laws, be 
construed to include the making of price recom- 
mendations which shall apply to the goods 
classified under the interests which the com- 
mittees respectively represent. All reports 
shall be made through the National Catalogue 
Commission, and subject to this Commission’s 
approval. In the event of any question arising 
as to which Committee any particular line of 
goods shall be assigned the National Catalogue 
Commission shall be the arbitrator.” 

Ten Permanent Committees. 

Through this resolution the assistance of 
ten permanent committees each consisting of 
three members, was pledged to the Commis- 
sion. 

As stated in my report to the Buffalo Con- 
vention last year, the Commission failed to 
avail itself of this help during the intervening 
year, for the reason that it had become evi- 
dent to the Chairman that to place these ten 
committees in a position where they could in- 
telligently handle the work and labor in har- 
mony, it would be necessary to either call the 
chairmen together in conference with the Com- 
mission, or spend months outlining the work 
which they were expected to do. It was deemed 
inadvisable at that time to make any attempt 
to assemble the chairmen for the reason that 
the necessary funds for the purpose although 
appropriated, were not in sight. 

This year sufficient funds were assured and 
the Chicago members of the Commission upon 
their return from Buffalo immediately com- 
menced upon the work of distributing the 
items to be assigned to the various perma- 
nent committees; the latter in the meantime 
having been increased in number to eleven, by 
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the addition at Buffalo of a Committee on Car- 
bon Papers and Inked Ribbons. 

To this task Mr. Stevens and myself de- 
voted from two to three evenings per week for 
several months during which time we reviewed 
and checked hundreds of catalogues and cor- 
responded with scores of dealers and manu- 
facturers. 

Our instructions to chairmen of committees 
were finally completed. They covered 53 pages 
of typewritten matter; and a meeting was ar- 
ranged to be held at Cleveland, Ohio, during 
the week of January 18th 

To this conference were invited, the chair- 
men of the eleven permanent committees, the 
five members of the National Catalogue Com- 
mission, and—as ex-officio members of all Com- 
mittees—President Millington Lockwood and 
Ex-President Charles E. Falconer, (these two 
gentlemen with Mr. Robert D. Patterson of 
the National Catalogue Commission, constitut- 
ing the National Executive Committee) 

The attendance of eighteen was requested 
and eighteen were present at the meeting, as 
follows: 

Executive Committee: 

Millington Lockwood, President, National As- 
sociation of Stationers and Manufacturers 
U. 8S. A 

Charles E. Falconer, of the Falconer Com 
pany, Baltimore, Md 

National Catalogue Commission: 

Mr. Fletcher B. Gibbs, of Shea, Smith & Co., 
Chicago, Ill., Chairman 

Mr. Charles A. Stevens, of Stevens, Malone 
& Co., Chicago, Ill 

Mr. James A 
Dallas, Texas 

Mr. Robert D. Patterson, of the Buxton & 
Skinner Sta. Co., St. Louis, Mo 

Mr. Frederick C. Bazley, of George A. Drake 
& Co., Detroit, Mich 

Chairmen of Permanent Committees: 


Mr. Ralph S. Bauer, Chairman, Committe 
on Blank Books, care The R. S. Bauer Co., 
Lynn, Mass 

Mr. Charles N. Bellman, Chairman, Commit- 
tee on Paper and Envelopes, care Franklin 
Printing & Engraving Co., Toledo, Ohio 

Mr. A. Pomerantz, Chairman, Committee on 
Files and Office Furniture, care A. Pomerantz 
& Co., Philadelphia, Pa 

Mr. George M. Courts, Chairman, Committee 
on Hardware and Glassware, care Clarke & 
Courts, Galveston, Texas 

Mr. John Brewer, Chairman, Committee on 
Inks and Mucilage, care H. K. Brewer & Co., 
New York, N. Y 

Mr. R. B. Sanders, Chairman, Committee on 
Pens and Pencils, care The F. W. Roberts Co 
Cleveland, Ohio 

Mr. C. H. Langbein, Chairman, Committee 
on Loose Leaf Devices, care Kurtz, Langbein 
& Swartz, Pittsburg, Pa 

Mr. Amedee Peting. Chairman 
on Rubber Stamp Goods, care Geo. D. Barnard 
& Co., St. Louis, Mo 

Mr. W. J. Youmans, Chairman, Committee 
on Miscellaneous Items, care The W. B. Car- 
penter Co., Cincinnati, Ohio 

Mr. L. G. Wetmore, Chairman, Committee on 
Leather Goods and Novelties. care Scranton, 
Wetmore & Co., Rochester, N = 

Mr. E. D. L Sperry, Chairman, Committee 
on Carbon Papers and Inked Ribbons, care 
Brown, Treacy & Sperry Co., St. Paul, Minn 

Through the courtesy of Mr. W. S. Gilkey 
of the Brooks Company, Cleveland, we were 
given the guest privileges of the Cleveland 
Athletic Club where we lodged during the con- 
ference. The business sessions were held in 


Dorsey of the Dorsey ¢o.. 


Committee 


one of the spacious private dining rooms of 
the Club and lasted for three days, Thursday, 
Friday, and Saturday, January 18th, 19th and 
20th. 

Each member of this conference brought with 
him to Cleveland, all price-lists, catalogues and 
discount sheets applying to the goods which 
had been assigned to his Committee 

The program as outlined by the National Cat- 
alogue Commission was followed in detail 

The first day the meeting held three sessions, 
morning, afternoon and evening: the second 
day, two sessions, morning and afternoon; and 
the third day, one session, in the morning 

The stenographic report of the meeting, a 
opy of which was subsequently mailed to each 
member attending, covered 44 pages of type- 
written matter 

We were very cordially received by the Cleve 
land trade and during the progress of the meet 
ing were the recipients of many courtesies 

Upon the evening of the closing day, we were 
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the guests of the Cleveland Booksellers and 
Stationers’ Association at their annual ban- 
quet 

After the return of the chairmen of perma- 
nent committees to their homes following the 
Cleveland meeting, eac.. began the work Of 
compiling lists of those items which had been 
assigned to him. 

The results of these labors have been reach- 
ing the Commission at intervals and have been 
sufficient in volume to Keep the members of 
the Commission continuously busy In fact, 
the reports have been coming in so rapidly dur- 
ing the last month or two, that we have been 
unable to edit all of those received and have 
on hand at the present time a large volume of 
matter as yet untouched. 

Price Recommendations, 
Price recommendations completed and placed 





HON. JAMES LOGAN, 
Director from Manufacturers. 


in circulation during the year are included ir 
the following Bulletins 


Pages 


No. 27—Steel Engraving and Embossing l 
No. 28—Rubber Bands ] 
No. 29—Marking on Blank Books l 
No. 30—Pencils seas adabe : ] 
No. 31- Copying Presses and Accessories 7 
No. 32—Pencils saa F ] 
No. 33—Pencil Sharpeners | 
No. 34 faskets - ‘ o 
No. 35—Inks, Mucilage, Paste and Sealing 
Wax ane ss ate . . 38 
No. 36—Bank Pins, Pin Stapling Tools, ‘‘T’’ 
Pins, Paper Clips, etc... ‘ ‘ i 
No. 37—Rulers and Measuring Tapes 2 
A total of . an nih wale 


of price recommendations as against 34 pages 
as printed last year. 

In addition to these bulletins the Commis- 
sion edited copy for the numerically indexed 
list of recommended retail prices recently is- 
sued by the National Blank Book Co., Holyoke, 
Mass., containing seventy-nine printed pages 
of prices We also edited copy for a list of 
recommended retail prices applying to the 
goods of the Cooke & Cobb -.. 3rooklyn, N Y ‘ 
which has not vet been published 

The Commission has expended of its appro- 
priation of $2,500.00, the sum of $2,333.18, leav- 
ing an unexpended balance $166.82. The amount 
expended is divided among the following items 


$ 692.90 


Printing 


Traveling Expenses 801.09 
Stenographic Services 600.00 
Clerical Help . 103.00 
Express Charges 31.06 
Postage 90.53 
Telegrams 4.01 
Stationery 10.59 

Total $2,333.18 


As has been mentioned in my previous Tre 
ports, we are indebted for the Unimatic Loose 


Leaf Covers which are used to bind the Com 
mission's bulletins, to the Sieber & Trussell 
Mfg. Co., St Louis, Mo., now known as the 


Boorum & Pease Loose Leaf Book Co 

The Hampshire Paper Co Sout! 
Falls, Mass., has continued to furnis! 
charge, the Old Hampshire Bond Paper upon 
which the Bulletins are printed 


Hadley 


without 


One complete set of bulletins, bound in loose 
leaf cover, has been furnished gratis to each 
new member of the National Association For 
all extra copies and for all copies furnished 


to dealers outside of the membership, a charge 
of $10.00 each has been made 
We have left on hand at the present time, 


30 complete sets of bulletins and 139 covers 
Wide Scope of Committee’s Task. 

The correspondence during the past year with 
dealers and manufacturers throughout the coun- 
try has each day occupied a generous portion 
of my working hours and has formed no small 
part of the work of the Commission It has 
covered nearly every subject in any way re- 
motel, connected with the _ stationery trade 
and in many cases, far removed from the work 
which this Commission was appointed to ac 


complish 
The work which the Commission is trying to 
do has been explained in detail through the 


medium of addresses delivered by‘ the Chair 
man at the banquet of the Cleveland 300k 
sellers’ and Stationers’ Associatio1 held Sat- 
irda evening, January 20th, ind again at 
the banquet of the Stationers’ Club of Indianap- 
olis, Saturday evening, February 10tlI 

On Monday evening, April 22d, I received a 
telegram from Vice-President Frank D. Water 


man, in which he stated that the House Com- 


mittee on Patents had under consideration a 
bill providing for a revision of the Patent Laws, 


one claust of which threatened to ancel the 
manufacturers’ present right to make and main 
tain re-sale prices on patented articles; and 
requesting that I appear before t Committee 
n behalf of this Association at a iblic hear 
ing f the matter which would be eld by the 
Committee in Washington on ollowing 


Wednesday morning at 10:00 o 
I left the following morning for Washington 





ind appeared before the Committee is re 
quested The threatened legislation had it 
tracted such widespread attentio that the 
meeting had to be transferred from the regu- 
lar Committee room to the caucus room of the 
House Office Building in order to mmodate 
the large audience of inventors ttorneys, and 
thers interested 

The audience included nea or indred 
persons but strange to say I w ipparently 
the only witness that appeared r the dealer, 
which prompts me to suggest t t it might be 
wise for this organization to keep a little closer 
tab upon the progress of legislation at the Cap 
itol especially that class of egislation that 

mises to affect the business int sts of our 
members 

Address Before Committee. 

By onsent of the audience and f the mem 
bers of the Committee, I was sg el the first 
opportunity to speak 

I cannot inform you as to what I said in be 

ilf of this Association on that o is n as 
the notes of my address were t ne of 
the Committee's stenographers ind haven't 


been returned 

My remarks were reported | one 
Washington News Bureaus as follows 

Mr Fletcher B. Gibbs, of Chicago, IIL, 
Chairman of the National Catalog ‘ommis- 
sion of the National Association of Stationers 
and Manufacturers, gave a ver 


nteresting out- 


line of conditions affecting the etail trade 
and advanced important considerations—impor 
tant to other lines of retail siness as well 


is his own—why the present rie manufac 





turers to make and maintain the sale prices 
of patented articles should n¢ elled 
“The National Catalogue Comn ion is en 
gaged in educating the retailers t the 
sity of ascertaining accuratel 
of the cost of doing business and n 
percentage to the prices The taller 18 a 
necessary cog in the commercial enterprise of 
every mercantile community and ving to vari 
ous iuses is having a hard t r Anti 
Trust Act prevents agreement t compet 
itors for the maintenance of yfit-vielding 
prices, but permits all kinds of ts to attract 
custom, thus demoralizing the t I ness 
The retailers hope for an act Congress to 
permit them, under proper Government super- 
visior to preserve the integr their b l 
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ness by maintaining fair, prufit-yielding prices, 
or prices not calculated to cause loss of profit 
to other dealers and loss of custom to manu- 
facturers by reason of such other dealers de- 
clining to handle unprofitable merchandise. He 
advised the Committee that in proposing leg- 
islation that will interfere with the further 
maintenance of re-sale prices on patented arti- 
cles they are removing from the list of goods 
handled by retailers the only items upon which 
prices can at present be legally maintained by 
agreement, and are removing the sole example 
of the commercial advantages of fixed prices, 
upon which our own and other National trade 
organizations have been basing our arguments 
in favor of the general maintenance of profit- 
yielding prices. In the course of his strong 
argument, he said: ‘In my opinion, retail mer- 
chants in the larger cities will sooner or later 
be obliged to resort to some plan of co-opera- 
tion or combination to preserve their inter- 
ests.’ ”’ 

This somewhat garbled account touches only 
a few of the high spots in my address before 
the Committee, which was subsequently made 
the subject of a two-column article which ap- 
peared in the Sunday edition of a Buffalo news- 
paper. 

Relative to that portion of my address before 
this Committee touching upon the Sherman 
Anti-Trust Act, I was interested to note in a 
dispatch by a staff correspondent of the Chi- 
cago Daily Tribune, under date of July 22d, 
that the House of Representatives were plan- 
ning some radical additions and amendments 
to the Sherman Law 


Urges National Committee. 

This statement in particular, attracted my 
attention 

“The following practice shall be made pre 
sumptive evidence of an unreasonable restraint 
of trade If a vendor of any article attempts 
to prevent or restrain competition by supply 
ing or offering to supply such article without 

a 


charge or at price at or below cost of pro 
duction and distribution.’’ 

My experience before the House Committees 
on Patents, convinces me that it would be an 


act of wisdom on the part of.this organization 
to provide for a Committee on National Leg 
islation, whose duty it shall be to keep the 
organization informed as to pending laws that 
threaten the business interests of our members 

I do not feel that my report would be com 
plete without an expression of the pleasure 
which I have experienced in working with the 
men who have been associated with me on 
this Commission 

Mr. Stevens has been most closely identified 
with the work on account of his location in 
Chicago, and his energy has been untiring. To 
the other three members of the Commission 
Messrs. Dorsey, Patterson, and Bazley—located 
respectively at Dallas, Texas, St. Louis, Mo 
and Detroit, Mich I wish to express my ap- 
preciation of the promptness and thoroughness 
with which they have executed their individual 
tasks in the Committee’s arduous and difficult 
work, and thank them most sincerely for their 
hearty sympathetic and cordial co-operation. 

For three years and a half, this work has 
been slowly progressing It has attracted the 
close attention of the trade and leading mer 
chants and manufacturers without exception 
are giving it their approval and hearty co 
operation 

It has been a disappointment to some in that 
it has not been made to progress more rapidly, 
but when I inform this Convention that the 
Single page bulletin on “Steel Engraving and 
Embossing”’ involved a correspondence of over 
600 communications and replies before the rec- 
ommended figures were finally edited, you will 
understand I hope, not only why results are 
slow in arriving but the care that is being used 
to submit facts and figures in which the trade 
can have absolute confidence. 

Work Purely One of Education. 

Criticism has been expressed that the Com 
mission has erred in giving such wide publicity 
to the fact that the trade is engaged in this 
endeavor to reconstruct retail price values. 

If this were a movement to establish by a 
secret agreement prices that would yield ex 
cessive profits, there would be good ground 
for the criticism, but the work is purely one 
of education. 

There are scores of dealers in every section 
of the country, some of them operating large 
enterprises, whose lack of business system 
keeps them misinformed as to their percentage 
of the cost of doing business. These dealers 
unintentionally create price values calculated 


OFFICE APPLI 


not only to injure their own business enter- 
forced 
erroneous prices 
intended 
the 


prises, but those of others who are 
competition to meet the 
The bulletins of the Commission are 


to convey the minimum prices at which 
at retail 
with a small net profit after paying the cost of 
figures are arrived 
after careful and exhaustive investigation 
are based upon average factory costs and aver- 


goods listed can be safely disposed of 


doing business The 





FRANK DAMERON, 
Director from Stationers. 


age conditions of business expense 


visable that merchants in those far 


tion charges will bring their prices 
the Commission's figures. 
One of the objects of the work is to 


standardizing the prices of the thousand 
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Many < 
the prices recommended are lower than 
at present prevailing in many sections of the 
country and it is not expected or deemed 


assist in 


one items which the stationer does not stock 


but for which he has occasional calls 


J. P. COOKE, 


Chairman Entertainment Committee, 
Who made the closing speech. 
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By referring to the complete list of each man- 
ufacturer’s goods, published in the Commis- 
sion’s bulletins, the correct retail prices of 
such items can be readily ascertained, thus 
avoiding the delay of writing to manufacturers 
for costs, the necessity of figuring the prices, 
the doubt as to the correctness of the prices 
when figured, and the chances of arriving at 
different results when figuring the same item 
for the same customer upon successive occa- 
sions. 

While I am firmly of the opinion that it will 
be an act of wisdom on the part of every 
dealer in the country to adopt and make use 
of the price recommendations of the Commis- 
sion, and while I hope that each and every 
member will conclude to support this co-opera- 
tive movement to, improve retail price values, 
it must be understood that the National Asso- 
ciation imposes no conditions upon its members, 
and a membership in the organization carries 
with it-no such obligation. 


The Association through the National Cata- 
logue Commission is privileged to give to its 
members the results of its investigations but 
under the Sherman Anti-Trust Act, each mem- 
ber must decide independently for himself and 
without agreement or collusion with any other 
dealer as to whether he will accept and use 
such advice or not. 


Manufacturers Are Interested. 


The manufacturers, contrary to the prevail- 
ing opinion, are deeply interested in this move- 
ment upon the part of the National Association 
to improve price conditions and are giving the 
Commission every possible aid in the work. 

They realize that dealers will give special 
attention only to those goods which they can 
distribute without loss and they are therefore 
interested in maintaining profit-yielding retail 
prices on their products. 


Many dealers unfortunately have the impres- 
sion that the maintenance of prices is the man- 
ufacturer’s task and that he can absolutely 
control the re-sale prices on his products if he 
wants to do so. Unless such goods are pro- 
tected by United States Patents, this is a mis- 
take and any attempt on the part of a manu- 
facturer to control the prices at which his prod- 
ucts are to be re-sold—either by contract with 
the dealer, or by a notice appended to the 
article manufactured,—would be an unlawful 
restraint of trade as such term is used in the 
Sherman Act and would subject such manufac- 
turer to the penalties mentioned in the act. 
To suggest re-sale prices is as far age he can go. 

Most of us are of the opinion tuat the manu- 
facturer ought to exercise some discretion in 
filling orders from dealers known to be price- 
cutters and this is undoubtedly being done in 
many cases. A manufacturer has the legal 
right to decline to sell anyone whom he chooses, 
provided such action is the result of his in- 
dividual and uninfluenced decision. 


But supposing you and I get together and 
decide that we will discontinue to handle a 
certain manufacturer’s products unless he will 
agree to force one of our price-cutting com- 
petitors to restore prices, or in the event of 
his failure to do so, will discontinue to sell him. 
And supposing such manufacturer, in response 
to this demand, decided to discontinue to sup- 
ply such competitor with goods. The result 
would be that you and I in depriving that 
dealer of his source of supply, would be guilty 
of conspiracy in restraint of trade; the manu- 
facturer acting in response to our request 
would be a party to the conspiracy and equally 
guilty, and we would all three be subject to 
the penalties of the Sherman Act. 


Moreover, the injured party—the price-cut- 
ting competitor—who failed to get his goods, 
could enter suit against any or all of us, and 
if damages were proved, could collect un- 
der the Sherman Act, three times the actual 
loss shown to be suffered. 

The manufacturér whose goods are widely 
distributed, has a very wholesome dread of 
this Sherman Anti-Trust Act, and until it is 
repealed or amended, we cannot expect him 
to do things directly in conflict with its pro- 
visions. 

The maintenance of profit-yielding prices is 
therefore, the dealer’s problem and the sooner 
each dealer determines to conduct his store 
apon sound business principles, without regard 
to his competitor’s policy, the sooner will such 
prices become current. 

Respectfully submitted, 
FLETCHER B. GIBBS, Chairman. 
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MISCELLANEOUS SHORT REPORTS 





Business Conference Delegate, Executive Committee, Year Book, 
Rubber Stamp, Pens and Pencils, and Budget Committees. 





REPORT OF DELEGATE TO CONFERENCE Inland Printing Co., Spokane, Wash.; Marcus F. B. Gibbs. Chairman of t N l 
OF BUSINESS ORGANIZATIONS. & Co., Philadelphia, Pa.; New Standard Loose logue Committee in Cleveland Jan 
(Called by the President of the U. S. A. Leaf Co., New York, N. Y.; Niagara Clip Co., Every one invited was present nd a 
through the Sec’y of Commerce and Labor.) New York, N. Y ; E. Sfazir & Son Co., Beau- amount of work laid out in an ble and s 
On April 22, 1912,- pursuant to a call issued mont, Texas; Texas Printing Co., Ft. Worth, tematic manner for the future eg nce ¢ ] 
by President Taft, through Secretary Nagel of Texas; John J. Wood, Korner & Wood Co., ferent committees 
the Department of Commerce and Labor, there Cleveland, O The wisdom of calling this meeting was ay 
assembled at the New Willard Hotel in the Attention is called to the fact that all of parent to ali and the work a mplished she 1 
city of Washington, D. C., about 700 business the above delinquents can be re-instated by great assist the Catalogue Committee i! ts 
men from every state in the Union and the paying the amount of dues owing at the time labors 
District of Columbia, Hawaii, Porto Rico and that their names were strickén from our roll Your committee would urge that a 
the Philippine Islands of membership. - : as bond of friendship be established between t 
By appointment of President Lockwood, I MILLINGTON Lé CKWOOD. Stationers and Rubber Stamp Manufact 3 
had the honor of representing our association CHARLES E. FALCONER for mutual benefit of both 
and attended every session and took part in ROBERT D. PATTERSON. We suggest that Stationers issuing Catalogues 
the work of permanent organization, which was REPORT OF THE YEAR BOOK COMMITTEE. ullow a generous amount of space for tl 
effected at the end of the second day, after a Mr. President and Gentlemen scription of Rubber Stamps, Daters, Numbers 
full and free discussion of the report of the Your Year Book Committee would report that et is it will greatly increas their sales 
goods which allow the Stationer rv reaso 


special committee of 50 appointed by the gen the expense of publishing and distributing the 
eral committee of more than twice that num- Year Book for 1911-1912 was as follows 


ber There was no wrangling, but a sensible 


ble profit and does not require the investment 
f any capital AMEDIE PETING, 

Chairmal 
REPORT OF THE COMMITTEE ON PENS 
AND PENCILS. 


and intensely earnest debate, and a number of 


conferences participated in by representatives 


of National trades bodies such as ours and by 
City and State Business Men’s Clubs and M1 President and Gentlemé¢ The dut 
Boards of Trade, and by Local Improvement making a report for this committee was thrust 
Associations. The body was a fine sample of ipon me unexpectedly owing t the nat t 
representative American business men, and of the Chairman, Mr. R. B. Sanders, of Clev« 
there seemed to be an earnest desire on their land, Ohio, to be here, and I am tnerefore ind 
part, as well as on the part of the President the necessity of submitting but a brief sun 
and Secretary, to organize an Association that mary of our work since Octobe! 41] 
would be practical and permanent, affording a There has been no important ge in 
means of communication between the business situation pertaining to pens and pencils during 
interests of the country and the Government the ten months of our service O ymmitte 
to the end that only sane, practical, common compiled the list of items that were assigned 
sense legislation, helpful to business, be sought to it at the conference held in Cleveland dur 
by the Executive or enacted by the Congress ing the month of January last, and copies there 
The name adopted for the permanent organ- of have been forwarded to the Catalogue Co 
ization is “The Chamber of Commerce of the mission, and bulletins containing the statistics 
ae Ry, therein set forth have been published and others 
The President is Mr. Henry A. Wheeler, of ire to follow. 
Chicago, and the General Secretary is Elliott The treatment of the general subject of pens 
H. Goodwin, of Massachusetts. The offices are and pencils by Mr. Samuel Mayer, of Chicag 
in the Riggs Building in Washington. in his address made at Toledo, entitled, “The 
The membership is apportioned among the Care of Stock,’’ and by Mr. Charles A. Stevens 
organizations on the basis of one delegate for as Chairman of the Pens and Pencils Commit- 
the first 25 members and one additional dele- tee at the Toledo Convention in 1910, and by 
gate for each additional 100 members, no or- Mr. Theodore L. C. Gerry, at last year’s Con 
vention, have left little for your present com- 


ganization to be allowed more than 10 dele- 
noth- 


gates 
The annual dues are $25 for each delegate to 
which the body is entitled whether they appoint 


mittee to say upon the subject Certainly 
ing that would be of interest. 

We regret that some of the pencil manufa 
turers who have been asked to publish a list 





their full quota or not, so that our Association, 
if it has between 600 and 700 members, would of recommended prices similar to the one that 
have to pay dues for 7 delegates at $25 each, has already been issued by one firm, do not 
or $175 a year. favor the suggestion. It is true that there is 

The indications are that it is a popular, and not as much need of such lists now since the 
likely to become an effective working nationally Catalogue Commission has so fully covered the 
representative organization; and the feeling is subject, but it is our opinion that they would 
that questions might arise that would vitally CHARLES E. FALCONER, be of great benefit, help and convenience to the 
affect the interests of our members and this Member Board of Control. dealer The principal objection seems to be 
would afford a means of expressing our views PUBLISHING. that the far western dealers would find these 
where they would receive due consideration and 770 copies, 160 pages and cover. .$432.32 prices lower than they are now using, but that 
have full weight. I therefore move that the Binding 40 copies in cloth....... 12.00 objection can be easily overcome, as the dealer 
matter of Membership in The Chamber of Com- Half-tone cut of President Lock- who finds it detrimental to his interests to use 
merce of the U. S. A. be referred to the Reso- SE,  sikwataanagokeds ante ous -. 2.00 $446.32 ‘Such lists can refrain from so doing, while the 
lutions Committee. : ‘ : Pa DISTRIBUTION large majority of stationers, who would be glad 

CHARLES E. FALCONER. Wrapping, Boxes, Paper, Twine to have them, would be greatly benefited there- 

REPORT OF EXECUTIVE COMMITTEE. Ge  -g Vidnn a epenccced $ 31.50 by. R. B. SANDERS. 

Your Executive Committee begs leave to re- Postage and Express Charges... 59.75 91.25 E. FABER 
port that the only matters which have come — J. M. GOLDSTEIN 
before it for formal action since the adjourn- $537.57 REPORT OF BUDGET COMMITTEE. 
ment of the convention in Buffalo in 1911 have JOHN C. ADAMS. Chairman. Your Budget Committee, after careful con- 
had to do with the election of new members REPORT OF RUBBER STAMP COMMITTEE. sideration, present the following as their esti- 
and the reinstatement of those who were Mr. President and Gentlemen of the National mate of the probable amount necessary to carry 
dropped for non-payment of dues. Association of Stationers and Manufacturers: on the business of the Association for the com- 

One hundred and nine new applications have Your Committee on Rubber Stamp Goods beg ing year: 
been favorably passed upon Five members to report that they received no complaints dur- Secretary’s Salary and Expenses $3,000.00 
have been re-instated by reason of their hav- ing the year that necessitated action on their So 0 RS Serer re 500.00 
ing paid the arrears in dues chargeable to them part. The work of previous committees was so National Catalogue Commissior 4 2 500.00 
at the time that our last report was submitted. thorough that practically every article in the Traveling Expenses 100.00 

Pursuant to Section 5 of Article 4 of the By- Rubber Stamp Goods carried by Commercial Printing and Postage 900.00 
Laws, the following members have been dropped Stationers was fully considered and acted on Chamber of Commerce, U. S. A 175.00 
from our roll by reason of their delinquency by them. Sundries 100.00 
in the payment of dues for the year 1912 We attach herewith recommendations on plain 

Affieck Ruling & Stationery Co., Holyoke, and Cushion Hand Stamps adopted by the In- 4 total of = $8,075.00 
Mass.; J. E. Anderson & Co., Saginaw, Mich.; ternational Stamp Mfrs. Assn. This list is now The probable income for the ear will be 
D. W. Campbell Co., Niagara Falls, N. Y.; Herr receiving the consideration of our Catalogue something over $8,000.00 
& Herr, South Bend, Ind.; J. Geo. Hintz, Read- Committee and will be adopted or revised by CHARLES A. LENT 
ing, Pa.; J. C. Hub Mfg. Co., Cleveland, O.; them in the near future. CHARLES A. STEVENS 

L. E. WILLIAMSON, 


The chairman of this committee had the 


meeting called by Mr Committee 


Huntingdon Bank Book Co., Huntingdon, Pa 
Ihling Bros. Everard Co., Kalamazoo, Mich.; pleasure of attending the 
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REPORT OF COMMITTEE ON FILES AND OFFICE FURNITURE 





By A. Pomerantz, Philadelphia, Pa., Chairman. 





Your Committee on Files and Office Furniture 
beg to submit the following report: As the 
members of the National Association are aware, 
there has been a radical change in this branch 
of the stationery business during the past few 
years. The old fashioned copying book and 
press have given way to the vertical file; memo, 
and address books have been replaced by card 
indexes In order to keep pace with this ad- 
vance, it is as necessary for a stationer to 
handle all kinds of filing devices today as it 
was for him to carry the books and presses of 
former years. The consumer naturally looks to 
his stationer to supply his every office need. 
The stationer who, through lack of capital or 
space, is not in a position to departmentize his 
business and carry a complete stock of furni- 
ture,—desks, chairs, tables, etc., is compelled 
to carry files with their supplies and accessories 
at least, or his business will fall off in favor 
of the man who can cater to his customers in 
every line. 

Owing to the fact that this has become such 
an important branch of the stationery business, 
it is in our opinion advisable for the National 
Association of Stationers and Manufacturers to 
bring together the manufacturer and dealer so 
they should work in harmony for the mutual 
improvement of conditions and the abolishment 
of some of the evils existing at the present 
time. Most manufacturers of filing devices, 
bookcases, etc., issue catalogues illustrating 
their product and publish and advertise in trade 
journals and magazines selling prices to the 
consumer. It is therefore incumbent upon the 
dealer to adhere to these prices. The expense 
of running an Office Furniture Department is 
large; cest of handling, large amount of floor 
space required to display goods, delivery, capi- 


tal involved, deterioration of stock, and other 
expenses with which those of the members who 
handle these lines are familiar, makes this a 
very costly department. The recent introduc- 
tion of steel filing devices necessitates the 
dealer carrying almost an exact duplication of 
his wood stock in steel Practically all steel 
lines are made in three finishes, which means 
a large stock and extensive warehouse facilities 
All told, it costs an Office Furniture Depart- 
ment 28 to 30 per cent to do business. These 
percentages are not merely guess work, nor 
are they taken from the experience of any one 
house. They have been carefully compiled from 
the reports of large concerns throughout the 
country. The manufacturer gives the dealer 
only 30 per cent in open shipments or 331-3 per 
cent in carload lots. No dealer can obtain a 
profit from this margin of discount. We think 
that the dealer should get a better discount 
from the manufacturer. If the manufacturer 
cannot afford to give a better discount at the 
present list prices, he should raise the selling 
price as much as is necessary. Such raise in 
prices would not result in a loss of business if 
the manufacturers would act in unison. 

We also find in many cases that the manu- 
facturer places his line in the hands of a dealer 
and gives him the exclusive agency for a cer- 
tain territory The dealer, in return, goes to 
the expense of advertising the line, publishing 
it in his valuable sales space. By the time the 
advertising has done its good work, the manu- 
facturer decides that he wants to change his 
agency, or, as in the larger cities, opens a re- 
tail store. If in the former case, the manu- 
facturer withdraws the agency from the dealer 
who first had it and gives it to a firm who he 
thinks could sell more goods, the first firm not 


only loses the repeat orders for the filing de- 
vices, but when the customer learns that he 
has to go to another store to get the files, he 
naturally buys his stationery supplies from the 
new agent, as most people prefer to purchase 
all their office supplies from one house. 

If the manufacturer finds that the first agency 
is not selling sufficient goods and wants to in- 
crease his business, he is justified in placing 
his goods for sale in another store, but in our 
opinion, it is not fair to stop selling the first 
firm. In some cases, the manufacturer goes so 
far as to not only transfer the agency to an- 
other dealer, but is not willing to take over 
the balance of the stock on hand at the time. 
This means that the first dealer has to get rid 
of the stock as best he can at a loss. These 
evils could be overcome by the co-operation 
of all manufacturers and dealers. 

It would be a very good thing if the manu- 
facturers of filing devices and those who manu- 
facture desks, chairs and tables would adopt a 
standard finish as this would greatly assist the 
dealer in giving the consumer the equipment 
he requires. 

Standardizing, as to size, quality, weight and 
color, of all supplies for filing devices is to be 
greatly advocated for adoption by the manu- 
facturers. 

Your committee trusts that this convention 
will take some positive action, beyond the mere 
acceptance of this report, which will eventually 
lead to the betterment of conditions and the 
increase of profits in this most important branch 
of our business. 

Respectfully yours, 
A. POMERANTZ, Chairman. 
T. A. STEINMULLER. 
E. J. WEIS. 
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FORMER MAYCR JAMES H. LOGAN OF WORCESTER, MASS., 
EXCHANGING REMINISCENCES WITH CAPT. HUGH D. BOWKER. 





JAMES H. EINSTEIN OF THE TOWER MFG. & NOVELTY CO. 
AND L. E. WILLIAMSON OF THE THADDEUS DAVIDS 


CO., BOTH OF NEW YORK CITY. 
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REPORT OF COMMITTEE ON PAPER AND ENVELOPES 





By Charles N 


. Bellman, Toledo, Ohio, Chairman. 





Mr. President and Gentlemen At the last 
annual Convention of this Association held in 
the city of Buffalo, the following resolution was 
unanimously adopted 

Resolved, That in the opinion of this Con- 
vention the manufacturers of No. 1 Ledger 
Paper should be further urged to consider the 
practicability of establishing uniform prices in 
1efe.ence to the smaller sizes and that the new 
Committee on Paper and Envelopes undertake 
this matter with all convenient speed 

Attempting to following these instructions 
the Chairman of this Committee prepared and 
published in the Trade Papers a comparative 
price list of No. 1 Ledger Papers containing the 
sizes and weights of paper made by each mill 
also the price per ream and pound 

More than five hundred copies of this list with 
a letter of explanation were mailed to Station 











A. T. KLOPP, 
Of Omaha, a Leading Convention Figure. 


ers, Printers and Secretaries of local Associa- 
tions, soliciting individual co-operation, a careful 
study of the list of sizes complained of and an 
expression of opinion direct to the Manufa¢ 
turers 

The object of this publication was to make 
it clear to the trade in general just what this 
association desired, to point out what seemed 
to the Committee were arbitrary prices and to 
present the case to the manufacturers in a 
more forceful manner 

Your Committee did not assume a dictatorial 
attitude, but felt that with co-operation the 
price list could be worked out on a more scien 
tific basis mutually satisfactory to all con 
cerned 

The manufacturers of No. 1 Ledger Paper 
after reviewing the complaints published new 
lists, but instead of complying with our wishes 
advanced thirty-seven sizes out of seventy 
three published on the list The increase varied 
up to twenty-five per cent over previous prices 

Reasons for Increase. 

The reasons given by two of the manufactu 
ers were as follows 

“Owing to the large increase in ost f al 
raw materials and labor which we have had 
meet in the last five years, and the prospect 
of still further increases, together with a re- 
quest from the National Stationers’ Associatior 
for a revision of the No. 1 Ledger price list 


we have made a few changes in the old prices 


as indicated by the enclosed 


“As our profits decreased, we have been 
studying conditions and find that we are charg- 
ing too low a price for our large double papers 
The old price list, made out many years ago, 
when there were few double sizes, made the 
price for the double paper only twice that of 
the single This has worked to our disadvan- 
tage, as the double papers require more men 
to handle them and the percentage of spoiled 
paper is high. 

“This change in price applies to practically 
the double sizes only, and a few single sizes 
which we cannot manufacture economically, and 
makes a more uniform price in proportion to 
the cost of manufacture. 

“We trust that you will agree with us that 
this change.is justified, and hope that the same 
pleasant relations will continue which we have 
enjoyed in the past.” 

The other writes 

“This list is issued in compliance with the 
requests made of manufacturers of ledger pa 
pers that their present price lists, which have 
been in use for over thirty years, be corrected 
ind brought up to date. 

“You will observe that the price on mans 
of the items on the price list- remains un 
changed, while an increase has been made on 
others, especially on the large and double sizes 
where heretofore the price has been entirely 
out of proportion to the manufacturing cost 
ind in compiling this list careful consideration 
as been given each and every item and the 
price is based on the actual cost of production 

“Many new sizes have been added to the list 
Such increases as we have made on our vari- 
ous lines became necessary owing to the high 
price of supplies and raw materials, and espe 
ially to the substantial advance in wages that 
we in common with other paper manufacturers 
ave been obliged to make to our employes 
imounting in some instances to 50 per cent 
These conditions are prevalent throughout the 
paper industry, as evidenced by the substantial 
increase that has recently been made in the 
price of all grades of paper 

We assure you that we have made only su 
changes aS were actually necessary to meet 
the increased cost of production, and we hope 
they will have your favorable consideration and 
that we may continue to receive your valued 
orders.”’ 

Your Committee regret exceedingly their in 
ability to bring a more favorable report to you 
it this time, as the verdict of the manufa 
turers was a great disappointment to us We 
therefore leave the matter in your hands to 
turn over to the new committee, with the hope 
that their efforts may secure the desired re 
sult 

The next work taken up by this Committee 
was Engraved Wedding Invitations, Visiting 
Cards and Steel Die Embossed Stationery To 
thoroughly understand the true situation more 
than six hundred letters were sent out and re 
plies received before the subject was consid 
ered 

Referred to Commission. 


After reviewing the replies coming from 
every section of the country, it looked as thoug} 


this branch of our business was very much 


neglected and therefore needed unusual treat- 


ment 





The material gathered was finally referred to 
the Catalogue Commission, who took the mat 
ter in hand promptly and issued Bulletin No. 27 

The issuing of this bulletin is only bringing 
these items to your attention, and is by no 
means in a completed state 

To this committee was given the items that 
rightfully belong to it in assisting the work 
of our Catalogue Commission. The work was 
nearly completed when the chaotic and unset 
tled condition of the Paper Market put a stop 
to the work and your committee will hand the 
uncompleted work over to the new committee 

From my own experience on committee work 
in the past few years, it seems to me mucl 
greater progress could be made and more ac 
complished if the Chairman and one member! 
of a committee could be selected from the same 





city. As it is now, the work is willingly left 
to the Chairman and we do not get the esi 
results 








Cc. C. COPE, JR., 


An Omaha Stationer whose work helped to make 
the Convention a success. 


Possib] I am thinking too much of 
case, for I could not spare sufficient ti 
my own usiness to carry out the plat 
out for the past vear’s work 

We recommended that the new Committee 
Paper and Envelopes continue the work on E 
graving and Steel Die Embossing unde! 
rection of the Catalogue Commissio1 
nish the Secretary from time to time wit ! é 
rial along educational lines to be publishe 
the Bulletin 


While we do not consider the Ledge Pane 
subject has been satisfactorily settled, we t n 
the work over to the new committee wit it 





recommendati 
Respectfully submitted 
CHARLES N. BELLMAN 
FRANKLIN WESTON 
PETER T. HOEHN 


The President it is a peculiar circumstance 
that just at the instant this report was pre 
sented, I received the following telegrar ‘M 
thoughts are with you, but regret that 
stances prevent my coming to Omaha pe 
son Hope the Eighth Annual Conventi 
be a record breaker, surpassing your greatest 
expectations \m looking forward to Springfie 
in 1913 Kindest regards to yourself 


Charles N 


the members 


plause.) 
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REPORT OF COMMITTEE ON BLANK BOOKS 





By Ralph S. Bauer, Lynn, Mass., Chairman. 





sooks reports much 
along two very important lines, which 
the welfare of the entire Blank Book 
industry from factory to the consumer. The 
first is the general maintenance of uniformity 
in retail selling prices on Blank Books by sta- 
tioners all over this country, such uniformity 
being based on the recommended retail selling 
prices of our National Catalogue Commission. 
Probably no branch of the stationer’s business 


The Committee on Blank 
progress 
concern 


shows as splendid results from the valuable 
efforts of this commission as blank books. If 
there was no other reason for the existence of 
our National Organization, the better business 


condition existing in the sale of Blank Books 
alone, due to the educational work of our organ- 


ization, would seem to be sufficient. 

The second line of progress we report, is the 
putting into effect on the part of Blank Book 
manufacturers, of the recommendations made 


by the Blank Book Committee of 1919, that cer- 


tain sizes and thicknesses of books should be 
discontinued So many books differed so little 
in both size and thickness that there were a 
great number of books in every stock that were 
slow sellers—a drag on the manufacturer, job- 
ber and retailer This meant that much capi- 
tal was invested in stock that really did not 
pay anyone to carry, and the money tied up 
could be used to much better advantage on 
other items Both the Boorum & Pease and 
the National Blank Book Co. have consented 
to drop the manufacture of the following thick- 
nesses after present stock is exhausted: 
B. & P NAT 
Drop 
No 
Cap. Half Red, Paper Sides 
5 735 100 and 250 pp. 
Cap, Half Blue, Paper Sides 
740 230 and 600 pp 
Long Cap Half Sheep, Paper 
Sides 
THO 300, 500 and TOO pp 
Crown, Half Blue, Paper Sides. 
758 250 pp. B Fold only 
Crown, Half Blue, Cloth Sides 
14 761 500) pp 
Crown Half Red, Cloth Sides 
763 7 pp 
Crown , An Rus., Cloth Sides 
765 200. 600 and S00 pp 
Oblong Cap, Half Red, Cloth Sides 
13 767 2) pp 
Cap Half Red, Cloth Sides 
6! 770 100 pp 
Demy Half Red, Cloth Sides 
778 600 pp 
Demy, 4to. Half Red, Paper Sides 
371 795 250 and 400 pp 
Oblong Den ito, Half Red, Cloth 
Sides 
42 S04 200 pp 
Demy, 4t Half Blue, Cloth Sides 
1) S10 noo pp 
Demy 4to. Half Red, Cloth Sides 
3S! 812 250 and 500 pp 
: Demy 4to, Half Red, Cloth Sides 
41 S14 ™M) pp 
Demy 4to, Half Red, Cloth Sides 
S15 500 pp 
Demy 4to. Half Red, Cloth Sides 
o40 R16 500 pp 
Two-Thirds Cap, Half Red, Paper 
Sides 
651, 831 500 pp 
Two-Thirds Cap, Half Red, Paper 
Sides 
R45 270 pn 
Two-Thirds Cap, Half Red, Cloth 
Sides 
845 250 and 500 pp 
Two-Thirds Cap, Half Blue, Paper 
Sides 
OH Si 2) and 490 pp 
Cap, ™% Am. Rus. Duck Sides. 
rit) S94 2). 600 and 800 pp troad Fold 
only 
Cap, ™% Dueck, Rus. Cors 
6814 Soo SOO) opp 
Crown Duck Rus Cors 
RN614 IO and 600 pp 
Crown Full Bad Duck, Rus. E 
& B 
sf ly S08 Soo nr 
Demy Full Ba Duck Rus E 
& J 
SOS Lo Oo) and 10) pp 
Demy, Full Bd. Dueck, Rus. Cors 
SOR 200 pp 
Demy Fn Rad Dueck Rus E 
& B 
984 899 1000 pp 
Crown, ; An Rus., Duck Sides 
731 900 800 pp 
. Crown ; Am. Rus., Cloth Sides 


Ss 


Chairman, 
whose report 


ware, 
page. 


902 


910 


9292 





SUOn> pp. 

Demy, Full Bad 
& Cors 

1000 pp 

Crown, Full Bd. Sheep 
4), 700 and 1200 pp 
Demy, Full Bd, Duek 
& Cors 

1000 pp 
Demy. 
& , 

B00) and 

Crown, 
& B 


Duck, Rus. Back 


Rus, Cors 


Rus. Back 


Full Bd Sheep, Rus E 


1000 pp 
Full Bd. Sheep, Rus. E 


1000 pp 
Crown 
& B 
1000) pp 
Crown. 
& R 
1000) pp 


Full Rus. E 


Bd. Sheep 


Rus. E 


Full Bad Slee} 


Full Bd. Sheep, Rus. E 


Crown 


& B 


GEORGE M. COURTS, 


S74 


NR2 


O84 


994 


1025 


Committee on Hardware and Glass- 


appears on a succeeding 


1000) pp 

Crown Full sal Sheep Rus I 
& RB 

104%) pp 

Demy + Am. Rus. Cloth Sides 
1 

Demy Full Bad Sheep Rus I 
«& 3 

40 ww) A 100 pp Ex Debi 

e.. W. A. and Quad. Led 

Demy Full Bad. Sheep, Rus I 
& B 

800 & 1000 pp.. All 4&6 (C« 
Journals & Records 

Demy Full Bd. Shee Rus I 
& B 

S00) moO & 1000 pp Ex Debit 
Ex. Debit W A ind Quadru 
Ledgers 

Demy Full Bad Sheep Rus I 
& B 

80 & 104) pp., All 4 & 6 Ce 
Journals & Records 

Demy Fuli Bd. Shee Rus. E 
& R 

nh), 1000 & 120) pp All Rulings 
excent 2 and » Journals 
1D FE Ledg WwW 4 (with <« 
without index) 

Demy Full Bad Shee Rus E 
«& > 

5OO and 1200 pr 

Medinm. Full Bd. 8S! Rus. I 
& R 

5) and 1200 pp 

Cap, Long, 4to. Half Bd. Duck 
10), AOO and 600 pnp 

Can. Tong ito, Half Red Paper 


Sides 


46 & 48% 1027 MO pp. 

Crown, Long, 4to, Half Blue, Paper 
Sides. 

400 pp 


Crown, 4to, Half Red, Cloth Sides. 
500 pp 
Half Red, 


1059 


35 1063 . 

Demy, Trial 
Cloth Sides. 

4000 name. 

Crown Time Books, Half 
Cloth Sides. 

200 and 250 pp. 

Crown Time Books, 
Cloth Sides. 

612 n20 4%) pp. 


LETTER COPYING BOOKS. 


Balance, 


431 & 31% 427 
Red, 
615 & 513-14 


15% 


Half Red, 


National 


No. 

2000—Drop 300 & 700 pp.. 9x14..Half Red, Cloth Sides 
2020 * 906 po... 00M... 0% Half Red, Cloth Sides 
2040— ‘* 300 & 700 pp., 10x14.......... Half Duck 
2055 a Se | Oe Half Red, Cloth Sides 


2115 ‘* 300 & 700 pp., 10x12.Half Sheep, Cloth Sides 


2120 ‘* 300 pp., 10x12......Half Roan, Cloth Sides 
2160 a: | ee” Half Red, Cloth Sides 
2280. ** 300 Bp... WEIS. <0. -Half Red, Cloth Sides 
2335 a. oe pr oe+eeeee. Full Duck 
2410 ‘+ 900 op. 10018..... Half Sheep, Cloth Sides 
2440. ** 300 & TOO pa.. WEIEi cc csessccce Full Duck 
2450 *s 206 mai, MOORE. «scan Half Red, Cloth Sides 
2460 ‘** 300 & 700 pp., 10x14..Half Red, Cloth Sides 
2518 * DOO a. Dees ses Half Sheep, Cloth Sides 
2520 ‘* FOO pp., 10x14..... Half Sheep, Cloth Sides 
SERD, BEG Ged Bees ck occas cpa ctnassee All discontinued 

B. & P. have dropped similar style and thicknesses. 

This Committee recommends § still further 
action along this line, 


Invoice Books where there are 
thicknesses. On account 
the system of office work 


First, as to 
too many sizes and 
of many changes in 


these books are not used as much as formerly. 
We suggest that the line be reduced to three 


important sizes: 

Crown Folio in 250 and 500 Pages. 

Demi Folio in 250 and 500 Pages. 

Medium Folio in 250 and 500 Pages. 

Second, as to Letter Books. We believe it 
would be wise to discontinue for similar rea- 
sons all sizes except 10x12 and 10x14, and that 


only 500 and 1000 page books ‘be made in these 
$1Zes. 

Third. Memorandum Books. In this line cov- 
ering the various kinds of leather and artificial 
leather, the number of sizes is greatly in ex- 
cess of the number acfually wanted by cus- 
tomers, and the number of thicknesses is 


equally out of proportion to those desired. 


We recommend that a careful study of the 
lines of memorandums be made by your Blank 


Book Committee next year in an effort to re- 
duce the lines to a given number of sizes and 
thicknesses and making them uniform both 
is to size and thickness. We believe that if 
these lines were standardized as just outlined, 
both the work and the stock of the retail sta- 
tioner would be greatly reduced, and the vol- 


business would not be impaired, which 
better business proposition for all. 
Recommended Retail Prices on Blank Books 
ire now being published for the first time by 
the National Blank Book Co., the Shaw Blank 


ime of 


means a 


Book Co. and the Gresham Blank Book Co. 
These prices will have the approval of our 
Catalogue Commission, and will yield a fair 


net profit to the dealer. The manufacturers are 
primarily interested in the proper merchandiz- 
ing of their product at prices that will yield a 
fair net profit to the retail dealer, and too much 
importance cannot be attached to this work. 
The trade in general should appreciate the co- 
operation of the manufacturers along this line. 
The Boorum & Pease Co. have, as you know, al- 
ready issued a list of recommended retail prices. 
Your Committee has the promise of two other 
important manufacturers of Blank Books that 
they will, in the near future, issue recommended 
retail price lists along these approved lines. 
In closing this report, your Committee wishes 
to express its thanks for the many helpful sug- 


gestions that were given by those interested 
in the work, all of which made easier the ef- 
forts of the Committee.: 


Respectfully submitted, 


RALPH S. BAUER, Chairman. 
FRANK B. TOWNE. 
AMEDEE PETTING. 
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REPORT OF COMMITTEE ON LOOSE LEAF DEVICES 





By Charles H. Langbein, Pittsburgh, Pa., Chairman. 





Mr. President, Officers and Members of the 
National Association of Stationers and Manu- 
facturers of the U. S. of America, assembled in 
Omaha, Neb., in their eighth annual Conven- 
tion, your Committee on Loose Leaf Devices 
have endeavored to obtain such information as 
they thought would be of benefit to the trade 
in general, including both the dealer and man- 
ufacturer, realizing that education along this 
line is of the utmost importance and that as 
the Loose Leaf Book has now become a staple 
article. 

It is not the desire of your Committee to 
recommend certain drastic measures, as some 
of the replies we received seem to have cre- 
ated that impression in the minds of several 
manufacturers, but we trust that the informa- 
tion received through these replies both from 
the dealers and manufacturers will be of such 
value as to enable you to take such steps as 
may seem best for us all. 

We received 138 replies, but all the questions 
were not answered. 

Question 1: 

What do you consider a standard size of post, 
sectional or solid and “Centres” for Post 
Binders? 

The almost unanimous opinion was 3/16, 5/16 
and % Posts and Centres, according to size of 
book 2%, 4%, 7 and 9. One manufacturer's 
reply on this question, while lengthy, we feel 
may be helpful, and is as follows: 

Standard Stock Sizes, Standard Diameter of 
Posts, and Standard Dimensions and Gauges. 
STANDARD STOCK SIZES. 

Order Blank 


Regular Regular Spring Sectional 


Current Sectional Holders Post Binders 
Binders. Post Binders. % inch Cap. and Holders 
94x11 9%x1l 94x11 6 x 9% 
9%x12 9% x22 9%x12 

11 x12 11 x12 11 x12 84x11 
ll xl4 1l x14 ll x14 11%x 9% 


The Current Binder sizes are for ledger forms. 
The regular Sectional Post Binder sizes are for 
transfers to the ledger, and for cash journal 
forms, voucher record forms and other similar 
forms. The regular Spring Holder sizes are 
for use with ledger outfits, and the cash jour- 
nal and voucher record outfits. The Order 
Blank Binders and Holders are for order blank 
use only. 

ONE DIAMETER OF POSTS. 

The exclusive use of the 5/16 post 
gested, thus avoiding the unnecessary invest- 
ment of carrying various diameters of brass 
tubing and brass rods by manufacturers and 
various punches by dealers. 

Standard Gauges of 4 Posts and Hinge 
Edge. 
Dimensions of Current Binders. 


is sug- 


8% in. Distance Center to Center, 2% in. 
9% in. Distance Center to Center, 2% in. 
ll in. Distance Center to Center, 2% in. 
11% in. Distance Center to Center, 3 in 
13% in. Distance Cemter to Center, 3% in. 
15% in. Distance Center to Center, 4 in. 
17% in. Distance Center to Center, 4 in. 

Current Binders should be constructed with 
four posts, and the centers here given divide 
equally the distance between posts, while the 
distance from the center of either end post to 


the end of the Binder is half the distance be 
tween posts, and of course the four holes in 
the leaf are identical, or are centered in the 
leaf, the distance from either end hole to the 
lateral edge of the leaf being half the distance 
between the holes. Two practical reasons are 
apparent for this arrangement of centers—one 
is that the alternate arrangement of tubes and 
rods balances the movement of the mechanism, 
and the other that the leaves always have two 
full bearings, which facilitates the opening and 
closing of the binder and keeps the leaves in 
alignment. 

Standard Gauges of 2 Posts and 

Hinge Bdge Dimensions of regu- 

lar Sectional Post Binders, and 

Standard Gauges and Hinge 

Edge Dimensions of Order Blank 

Binders. 


REGULAR SECTIONAL POST BINDERS 


8% in. Distance Center to Center, 6% in 
9% in. Distance Center to Center, 7% in. 
11 in. Distance Center to Center, 8% in. 
11% in. Distance Center to Center, 9 in. 
13% in. Distance Center to Center, 10% in 
15% in. Distance Center to Center, 12 in. 
17% in. Distance Center to Center, 12 in. 


ORDER BLANK SECTIONAL POST BINDERS. 

6 in. Distance Center to Center, 2% in. 
8% in. Distance Center to Center, 4% in. 
11% in. Distance Center to Center, 7 in. 

It will be observed that the gauges of the 2 
posts in the regular Sectional Post Binders are 
the same as the 2 outside posts of the Current 
Binder. For gauges of sizes intermediate the 
standard hinge should be used. 

The adoption of a “Standard” of these Stock 
Sizes, Diameter of Posts, Hinge Edge Dimen- 
sions and Gauges would be feasible and accept- 
avle to Manufacturer, Dealer and User alike, 
and a relief from the miscellaneous abnormali- 
ties now on the market. 

Question 2: 

Should Standardization 
vices be adopted? 

Yes, 114; No, 1. 

Some replied as follows: 


of Loose Leaf De- 


” 


“Yes, and Yes and again Yes. 
“Yes, provided the standardization is not 
arbitrary to some manufacturer.”’ 


“Cannot do it; too many started wrong.” 

“We do not care one way or the other; our 
trade is mostly specials.”’ 

But owing to the large number 
those opposed you will no doubt agree 
is a good thing. 

Question 3: 

What discount should the dealer be allowed 
on Special Orders? (In answering this ques- 
tion take into consideration transportation 
charges.) 

100 per cent ,(1); 60 per cent, 
per cent, (12); 50 per cent, (75); 
cent, (2); 40 per cent, (21). 

Replies: 

One dealer says list should be 
similar stock binders and discount at 
large. 

One says 60 per cent, as it is more trouble 
to take special orders. 

List should be higher and discount greater to 
offset transportation charges. 

Question 4: 

Have you experienced a 
prices on loose leaf devices? 

Yes, 57; No, 60. 

Replies: 

Not so much as other 
facturers selling direct. 

By some Pirates. 

When the manufacturers sell to small printers. 

Always cutting, and loose leaf is not exempt. 

Worse than any stationery item, by printers 
and binders especially. 

Very little. 

On sheets and indexes. 

Yes, but association work has greatly reduced 


in favor to 
that it 


(3); 50 and 10 
40 and 10 per 


higher than 
least as 


tendency to cut 


lines, only by manu- 


it. 
If manufacturers would sell® only to legiti- 


mate retail stationers carrying a stock and not 
to the printer who will include loose leaf de- 
vices with printing at cost, believe the tendency 
to cut price would be eliminated. 
No, it is not necessary except in 
Owing to a great manufact 


Chicago. 
urers of 


many 





metal sets selling to parties, regardless of their 
standing, there seems to be a tendency to cut 


the prices on Loose Leaf Devices until now 
there is a very small margin of profit in same 
We have cases where a book-binder will buy 


one or two locks, bind a book up in a garret, 
consuming his own time for doing same after 
his regular day’s work, and his prices are 
used against reputable binders’ prices. Do you 


run across such cases? 
Question 5: 
What is your idea of discount to be allowed 


an ordinary consumer or corporation that buys 
one dozen or more loose leaf books or binders? 

None, (2); price of ten, (28); 10 per cent, (73); 
15 per cent, (2); 20 per cent, (3). 

On twenty-five or more, 20 per cent, (3) 

Replies 

All should be made to comply with ten per 
cent. 

As a matter of bargaining not more than ten 
per cent 

Boston dealer says ten per cent to anybody. 

It is our opinion that a corporation that buys 
one dozen to three dozen loose leaf books or 
binders should be allowed a discount of 10 per 


cent and 20 on three dozen or more This is 
based on the discount of 50 per cent from 
the manufacturer. The dealer should receive 


50 per cent on all loose leaf goods in order to 
make a profit. 

Question 6: 

What discount should 
the manufacturer on all loose 
order to net him a profit? 

50 per cent, (89); 50 and 10 per cent, (9); 40 
per cent, (21); 40 and 10 per cent, (2); one 
replies 3344 per cent and maintain list. 

Question 7: 

If a discount of 50 per cent is 
you approve the printing of selling 
loose leaf books and would you maintain 
price? 

Yes, 94; No, 20. 

Replies: 

Adopt pen manufacturers’ idea, marking each 


a dealer receive from 
leaf devices in 


allowed, do 
prices on 


that 


item in plain figures. 
Yes, we do, would soon become very easy. 
50 per cent is apt to encourage cut prices 


One manufacturer says this query is directed 
to the dealer. 

We approve maintaining the price the same 
as on other staples, and loose leaf is fast be- 
coming a staple. 

Yes, decidedly yes. Never print a retail list 
subject to a discount of any sort The retail 
printed price should be the net selling price or 
tt loses its value. 

One manufacturer says yes, and if other man- 
ufacturers will agree to standard selling prices, 
we will abide. 

We are in print- 


favor of all manufacturers 


ing the selling prices on their goods, and hav- 
ing it understood that the dealer is to main- 
tain these prices. We believe that the prices 


should be established by the manufacturers, 

not only on one, but on the maximum as well. 
We believe that the 

carefully considered, will be 


above suggestions, if 


helpful to us all. 


Let the Golden Rule prevail and we shall al) 
be the better for it. 
We would commend the several manufac- 


turers who have issued their new catalogues for 
the clear, concise manner of listing their prod- 
ucts can pick out any part and tell the 
exact selling price, also the notation that the 
first dimension given is always the binding size, 
is also helpful. 

In conclusion we desire to thank the dealers 
and manufacturers for their courteous replies 
to the information seeking circular with its 
seven questions, and trust that they may all 
profit thereby. . 

This Committee feels grateful, and especially 
your Chairman, for the very helpful aid of our 
worthy Secretary, Mr. Mortimer W. Byers, 
whose experience has been such as to make his 
suggestions of great value to any committee. 

CHARLES H. LANGBEIN, Chairman. 
CHARLES H. CLOUGH. 
W. D. BEVIN. 


One 


' 
' 
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REPORT 


OF COMMITTEE ON HARDWARE AND GLASSWARE 





By George M. Courts, Galveston, Texas, Chairman. 





As requested at the meeting of the Catalogue 
Commission and the Chairmen of Committees, 
January last, the Committee on Hardware and 
Glassware has spent much of the time securing 
data, and making Price Lists for the National 
Catalogue Commission. 

The fact that this meeting was largely at- 
tended, and that the members worked faith- 
fully, day and night, shows the self-sacrifice 
and expense that these members are willing to 
undergo, in order that the Association, as a 
whole, may be benefited. 

Several of these reports have been completed, 
and forwarded to the Catalogue Commission; 
the remainder will be ready in a short time. 

It is the opinion of this committee, that there 
are many changes necessary to assure the safe 
handling and transportation of goods under our 
supervision and we believe that in order to 
secure profitable results, it is best to select 
a few lines at a time, and study them care- 
fully, making recommendations to the Associa- 
tion, and urging that the Association take these 
matters up and remedy them. 

With this end in view, we had the Secre- 
tary, Mr. Byers, forward a circular to each 
member of the Association, requesting replies 
to certain questions, and suggestions as to how 
these evils could be remedied. 

The number of replies received was very 
gratifying, showing as it does the interest the 
members of this Association are taking in the 
work and we feel quite sure that this will re- 
sult in much good. 

The first questions, covering Cuspidors, were 
as follows: 

What is your experience with shipments of 
Cuspidors from factory? 

Did they reach you in good condition? 

Is it not a fact that many of them reach you 
in a damaged condition? 

To obviate this, what method of packing 
would you suggest? 

It is the experience of the Chairman that a 
great many Cuspidors are damaged in transit. 

We received a number of replies that these 
goods were received in good condition, and 
after carefully going over these reports, we 
find that this is due to two facts, viz.: 

First, that the stationer buys them in the 
same city in which he is located, or from some 
point not far distant, and 

Secondly, that they are packed singly in car- 
tons. 


Damages In Transit. 


In many other cases, they are more or less 
damaged ‘in transit,—on an average of about 
twenty-five per cent. The damaged Cuspidor 


cannot be repaired satisfactorily, and must be 
sold at cost, or less than cost, according to the 
extent of the damage This brings the per- 
centage of profit on the entire line down to a 
minimum 

We suggest that all Cuspidors be packed 
singly, in heavy, corrugated boxes, similar to 
those which are now being used by a number 
of shippers. It is a proven fact that these car- 
tons are a success, and that the goods shipped 
in them are well protected. 

In addition to this, the boxes should be labeled 
or marked on the outside, showing the number, 
measurements and finish, so that it will not 
be necessary to open a box to ascertain its 
contents, as is now very often the case. 

The second line taken up was Ink Stands, 
and the following question was asked: 

‘Have you any complaint to make about the 
packing of Ink Stands?” 

We received a goodly number of reports that 
glass and hard rubber tops were broken en 
route, 

We would suggest that all of the higher- 
priced patent Ink Wells be packed singly in 
strong boxes; a box that can be reshipped with- 
out repacking We would especially recom- 
mend a box similar to the one in which the 
“‘Eclipse”’ Ink Well is packed,—which is a heavy 
corrugated telescope box This box will pro- 
tect any Ink Stand made. In addition to this, 
the box should be neatly wrapped and labeled 
with contents. 

On Ink Stands with wooden bases, we find 
that many of the factories are in the habit of 
shipping these out with the Ink Stands and 
Bases separate,—the base usually wrapped in 
paper, and quite often, not even marked, so 
that the contents can be readily ascertained. 

We would suggest that all Ink Stands of this 
kind should be packed entire, in one box, and 
that the box be a good strong one, that will 
stand a great deal of rough handling. 

The third question was as follows: 

‘“‘Have you any suggestions to make in refer- 
ence to packing of Stick Files, Paper Weights, 
and Glassware, etc?’’ 

We received differing replies to this question 
—some recommending that Stick Files be 


packed with spindles and bases separate, and 
others that they be packed, ready to set up 
for use. 

There are advantages and disadvantages to 
both methods of packing. On Stick Files that 
are packed, set up ready for use, the spindles 
are usually well riveted to the base, and they 
seldom come apart. However, this manner of 
packing makes it. necessary to use a larger 
box, and packages take up much more space 
than they would otherwise. Another objection 
is that often the points of the spindles pro- 
trude through the box, and tear the box, so 
that it is unfit for use. If packed in this man- 
ner, the points of the spindles should be pro- 
tected so as to avoid this trouble. The points 
could be protected with small corks, whieh are 
inexpensive. 

Heavier Packing Suggested. 

When the spindles and bases are packed 
separately, we find quite often that the spindles 
will not fit the base, or fit loosely, thus caus- 
ing a certain amount of loss. A number have 
suggested that these goods.be packed in heavier 
boxes than at present, and singly where pos- 
sible, as quite often boxes are torn or broken 
when shipment is received. 

All goods should be packed with the end in 
view,—that they are to be placed upon the 
stationer’s shelves, before the buying public, 
and have a neat appearance, increasing the at- 
tractiveness of a store, and thus increasing 
sales; also with the idea that when shipped by 
dealers, articles reach the consumer in good 
condition. 

We urge that the Association take immediate 
steps to remedy these evils. 

We are gratified to note the disposition on 
the part of the manufacturers, without excep- 
tion, to co-operate with the stationers in adopt- 
ing suggestions as to selling prices, packing, 
shipping, etc. 

With this co-operation, much has already 
been accomplished for the good of the trade, 
and we’ are sure that this feeling of harmony 
will continue. The spirit of co-operation, or- 
ganization, and getting-together seems to have 
taken hold of every line of business, and can 
only lead to great good. 

GEORGE M. COURTS. 
ENNIS CARGILL. 
Cc. H. NUMAN. 





REPORT OF COMMITTEE ON MISCELLANEOUS ITEMS 





By William J. Youmans, Cincinnati, Ohio, Chairman. 





The Committee on Miscellaneous Items re- 
ports as follows: 

Chairman was in attendance in January at 
meeting held at Cleveland, Ohio, and upon re- 
turn home worked many days and nights upon 
work there assigned to it, and report was 
made to National Catalogue Commission in 
March. 

A number of subjects have been taken up 
at length by mail with manufacturers and good 
results will follow is the belief of this commit- 
tee. 

If within our province, we suggest the Con- 
vention be held during the same week each 
year and believe many more would attend by 
doing so; as it now is, vacation interferes with 
many who would like to come. 

Your Committee sent out a circular asking 
members to express their opinion on six (6) 
questions, and it is very gratifying to an- 
nounce that one hundred and thirty (130) an- 
swers were received, this being eighty-eight (88) 
more than last year, showing a great deal more 
interest is being taken in these letters, which 
should be encouraged 

Question 1 


Do you have much trouble with Stapling 


Machines, Numbering Machines, Check Punches, 
Pencil Sharpeners, and like machines? 

Answer: Yes, 84, No, 45; No answer, 1. 

Question 2: 

Should the 
gratis? 

Answer: Yes, 107; No, 16; No answer, 7. 

A great amount of trouble is caused the sta- 
tioner by selling above line of machines, and 
discounts should be not only sufficient to cover 
first sale, but also to cover rehandling. 

Question 3: 

Why? 

It is the consensus of opinion, almost in fact 
unanimous, that the manufacturer repair ma- 
chines gratis because a stationer can’t repair 
these, not having parts or facilities In most 
cases, machines are guaranteed and if proper 
adjustment of repairs is not made, a prejudice 
is formed injurious to this line, no matter how 
good his product. The term “Faulty Construc- 
tion” or “Defect in Workmanship or Mate- 
rials,’’ is hard to understand. Many times parts 
work loose in Numbering Machines, and cutting 
parts in Pencil Sharpeners are not tempered to 
stand long enough to satisfy user. 

Question 4: 


manufacturer repair machines 


Should manufacturers stand transportation 
both ways on these machines? 

Answer: Yes, 96; No, 14; Each stand half, 8; 
No answer, 12. 

It is unfair to a stationer to have te stand or 
argue with his customer the transportation 
charges. A small machine selling at one dollar 
and fifty cents ($1.50) would have an express 
charge both ways of sixty cents (60c) from Cin- 
cinnati, and more from other points, if sent to 
manufacturers for repairs. Then again it is 
necessary in many cases to send to wholesaler, 
who is bothered with these details, and who 
has a delivery charge also. 

Question 5: 

Should the manufacturers on guarantee slips 
which they enclose with each machine, notify 
user to send direct instead of to the stationer? 

Answer: Yes, 62; No, 55; No answer, 13. 

Most of those who answer ‘‘No” were of the 
opinion it would open up the selling direct to 
consumer instead of through stationer. It was 
thought by some that the stationer would 
strengthen his position with his customer if he 
handled repairs. 

Question 6: 

Should not the manufacturer or wholesaler 
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stand transportation charge on goods short 
when same could be sent at no expense to sta- 
tioner with the original shipment? 

Answer: Yes, 109; No. 12, No answer, 9 

Some are of the opinion it would hold up 
original shipments, causing serious inconveni- 
ence. The _  stationer has always to prepay 
charges to his customer on goods short, and it 
is a hardship on him to have te pay double 
transportation charges A number of answers 


APPLIANCES 


OFFICE 


were received too late to be included in fore- 
going report. 

A letter was received by this committee rela- 
tive to discounts on gnachines and other sta- 
tionery items which bear the small discount of 
20 or 25 per cent. No stationer can sell these 
items at list with such discounts without los- 
ing money, and why they sign contracts is not 
understood, unless they hope to get other busi- 
ness through this line The manufacturers 


he TOT? 
€? 1Vtl« 


Septen 


should either raise list prices which would be 
used as selling prices and increase discounts so 
that goods would not cost stationer any more 
than now, or keep in force present list prices 
and increase discount, which wouid be prefer 
able, as present prices are high enough 
Respectfully submitted, 
WILLIAM J. YOUMANS 
CHAS. S. COOKE 


E. Y. HORDER 





REPORT OF GRIEVANCE COMMITTEE 





By Mortimer W. Byers, New York City, N. Y., Chairman. 





The work of this committee for the ten 
months that have elapsed since the assembling 
of the last Convention has been very much less 
in volume than that which was handled dur- 
ing the year ending October 10, 1911. 

This indicates one of two things; either there 
are fewer causes for complaint existing between 
members of the Association than during the 
period referred to, or the members are not yet 
aware of the services which this Committee can 
render to the organization. We are not in a 
position to indicate which of the two explana- 
tions is the correct one, and therefore leave to 
the Convention the task of drawing the proper 
conclusion A tabulation of our work for the 
past ten months is as follows: 


1. This complaint was referred to as No. 11 


in the report submitted last year and had to 
do with a complaint made by a dealer in the 
Southwest to the effect that a prominent pencil 
manufacturer had quoted prices to a railroad 
which were precisely the same as those made 
to the dealer. This complaint was in the course 
of investigation at the time of our last report 

Immediately following the adjournment of the 
last Convention the matter was further dis- 
cussed with the manufacturer in question and 
his representative called upon the Chairman of 
the Committee and stated that the representa- 
tive who had made the quotation in question 
had left a catalogue with the purchasing agent 
of the railroad quoting a 33% per cent discount 
That the salesman had no authority to do this 
Was a statement reiterated in a letter from the 
manufacturer, and the further statement was 
made that in all such cases an honest endeavor 
is made to protect a local dealer and that con- 
tracts with railroads and other large consum- 
ers are only handled by experienced salesmen 
who are instructed to protect the dealer. That 
the active competition between the pencil man- 
ufacturer for the business of large consumers 
is so serious that it is often impossible for a 
given manufacturer to restrict his dealings to 
the trade, and that this condition is one which 
undoubtedly calls for a better understanding 
between the manufacturers themselves. Your 
committee begs to express the hope that the 
Special Committee having in charge this gen- 
eral question will be able to bring the pencil 
manufacturers to a realization of the futility of 
their present conduct in this respect. 

2. A complaint was made by a large dealer 
in one of the smaller cities of the state of 
New York to the effect that a jobber in that 
town was selling imported pencils at cut prices, 
and asking that the manufacturer undertake 
to remedy the situation. The complaint was 
communicated to the manufacturer who was at 
pains to explain his inability under the pres 
ent state of the law to control the price for 
his pencils after he had sold them to his cus- 
tomer, the jobber He explained that he would 
gladly do this if some method could be devised 
which would enable him to protect his own 
brand in the hands of a price cutter From its 
knowledge of the situation the Committee is 
in a position to state to this Convention that 
the position of the manufacturer is accurately 
set forth in his answer to our communication 
Under the present state of the law a manu 
facturer of an unpatented article is unable to 
control the price at which the same may be 
re-sold by the purchaser thereof from the man 
ufacturer. The only remedy which can be sug 
gested to meet the situation is for the manu- 
facturer to refuse to sell to any jobber who 
cuts the established price 


Suggest Advance in Price. 
3 One of the local associations brought to 
the attention of the Committee the fact that a 
manufacturer of gummed 


labels quoted a re 


tail price of 50c dozen boxes in a large cata- 
logue, and a retail price of 10c per box in its 
retail catalogue. The local association requested 
this Committee to suggest that the price per 
dozen boxes be advanced to 75c or $1.00. This 
suggestion was laid before the manufacturer 
in question who gladly arranged for an inter- 
view with the Chairman of this Committee at 
which it was stated in substance that the for- 
mer price of 75c a dozen boxes had been re- 
duced to 50c to meet the competition of other 
manufacturers. That the bulk of sales in dozen 
lots is handled by large jobbers and very little 
of it originates with the retail stationers, that 
the price of 10c per box is not maintained by 
all retail stationers, although there is no gen- 
eral cutting on this item; that an advance to 
75c in the absence of similar action on the part 
of other manufacturers would simply result in 
a loss of sales on the part of the manufacture! 
in question 

These facts were laid before the complaining 
local association and the request was made for 
figures of sales of the labels in dozen lots as 
contrasted with the sales in single boxes, in 
order that the contention of the manufacturer 
from his standpoint might be tested from the 
retail standpoint. The receipt of this communi- 
cation from the Chairman of the Committee was 
acknowledged, but no answer thereto has ever 
been received. 

1. A New York jobber who had discontinued 
advertising in trade papers the trade price of 
certain articles, in response to a request from 
the Association to that effect, made for the 
purpose of preventing purchasing agents from 
acquiring this information, complained that an- 
other jobber was indulging in the objectionable 
practice. The matter was brought to the at- 
tention of the other jobber through a formal 
communication addressed by the Chairman and 
consideration thereof was withheld for some 
time, but ultimately the second jobber caused 
a letter to be written to the Chairman of the 
Cammittee stating that pursuant to a resolu- 
tion of its Board of Directors, the advertising 
of trade prices would not be further permitted 
5 A large dealer from one of the New Eng- 
land States. wrote to the Committee complain 
ing of the retail price quoted by a manufacturer 
of a new ink well from which a trade discount 
was made of 33% per cent; the objection be- 
ing that the discount was not sufficiently large 
to enable the dealer to handle the article at a 
profit 

The matter was taken up with the manufac- 
turer very fully and the facts were explained 
as to the large percentage of the cost of doing 
business pertaining to the retail stationery 
trade 

Subsequently the manufacturer revised his 
retail price so as to admit of a minimum dis- 
count of 40 per cent to the trade and so far as 
the Committee is advised this seems to have 
been an entirely satisfactory adjustment of the 
situation 
]- 


6. A complaint was received from two de: 
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ers in the Middle West that a manufacturer of 
a well known ink stand in that part of the 
country was selling through two young men 
who had desk room in an office building who 
were quoting any price that they 
The language of the complainant is as follows 

“If the Association can prevail ipon_ this 
manufacturer to insist upon his peddlers main 
taining the list price with a certain stipulated 
reduction on quantity orders, it will help the 
dealers and should also heip the manufacturer 
as the retailer will then take hold of his prod- 
uct and push it with a better grace and bette! 
results.”’ 


could get 


The complaint also called attention to the 
fact that an alleged wholesale dealer in the 
Same city was engaged in selling the ink 
in question to consumers at a discount of 33% 
per cent 

Complaint Laid Before Manufacturer. 

The substance of the complaint was laid be 
fore the manufacturer in question who prompt 
ly acknowledged receipt of the Committee com- 
munication and offered to take the matter up 
directly with the complaining 
vided detailed information could be furnished 


Stand 


members, pro 


This latter communication was called to the 
attentlor of those who brought the matter to 
the attention of the Committee and we have 
not since been advised that any further action 
on the part of the Committee is deemed neces- 
sary. 
7. A retail dealer in a 
alleged that a manufacturer of shipping tags 
had been quoting prices to a customer! 
former which entirely eliminated the local deale1 
from the 


southeastern state 


business. 





rhis was brought to the attention of the 
manufacturer who was asked to investigate 
the facts who promptly expressed an intention 
of so doing, and also expressed his pleasure 
at having an opportunity to invest it the 
matter and promised to report in t the 
Committee as soon as_ possible entire 
facts in this connection have not yet been 
brought to light because the complaint is the 
most recent one in our files, and there has not 
been sufficient time to conclude the inquiry 

These constitute all of the complaints whic} 
have been brought to the attention of the Com- 
mittee since the adjournment of the Conven 


tion in Buffalo. 

We are glad to report that the attitude of 
every member of the Association with whom 
we have had to deal in the performance of our 
duties has been entirely fair and indicative of 
a desire to place the Committee in full posses 
sion of all of the facts surrounding a 
complaint 


given 


This spirit of co-operation is but an addi 
tional evidence of the progress which the Asso- 
ciation is making in its efforts to improve con 
ditions in the industry which it represents 

A committee which is charged with the duty 
of investigating alleged causes fo! nplaint 
an be of great service to the Association by 
ascertaining as nearly as possible the real facts 
in every controversy When this has been done 
it frequently becomes apparent that there is no 
real cause for objection on the part of anyone 
and the establishment of that fact must in 
evitably promote a spirit of toleration on the 
part of all, and a willingness on the part of 
each member to refrain from harshly idging 
a fellow member in the absence of full and con 
piete information of the other side of ea stor 


Respectfully submitted, 
MORTIMER W. BYERS, Chairmar 
F. D. WATERMAN 
THEO. L. C. GERRY 
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REPORT OF COMMITTEE ON LEATHER GOODS AND 


NOVELTIES 








By Lansing G. Wetmore, Rochester, N. Y., Chairman. 





Previous Committees on Leather Goods and 
Novelties have covered the ground so thoroughly 
and well that it has been difficult for your pres- 
ent committee to find anything new 10 say 


The only justification they find in submitting 


a report to the Convention is that repetition of 
things worth while is of some value, so in the 
hope that the memories of those who heard or 
have read former reports will be refreshed and 
that some who neither have read or heard these 
reports will gather some information of value 
this report is submitted 

Your Committee has made an attempt to 
ascertain the attitude of the trade in regard 
to handling these lines The chairman pre- 
pared a blank containing a number of questions, 
which was sent out by Secretary Byers to the 
members, and is glad to report that more than 
one hundred replies were received. This is 
worthy of note for it indicates a growing in- 
terest in the work of the Association. When a 
member will take the trouble to fill in a blank 
of this sort and return it promptly instead of 
consigning it to the waste basket, it shows he 
is awake to the importance of lending a hand 
in making the Association what it should be, 
namely, a helpful adjunct to business. 

The following are the questions submitted: 

1 Is your store located in the Shopping or 
Commercial district? 

2 Do you deal in leather goods? 

Have you found it a profitable line? 

4. What percentage of profit does your sell- 
ing price yield? 

5. What is your estimate of yearly deprecia- 
tion on this class of goods”? 

6. Do you carry both men’s and ladies’ goods” 

7. Do you carry Suit Cases and Traveling 
Bags? 

g Do you carry what are classed as ‘‘Novel- 
ties,”’ such as Brass Goods, Desk Fittings, 
Smoking Sets, Candlesticks, etc.? 

9. Have you found this a satisfactory line? 

10. Have you any suggestions to make or 
questions you would like covered in the Com- 
mittee’s report? 

One hundred and twenty-two replies were re- 
ceived to the above questions revealing the fol- 
lowing: that 102 of the 122 deal in leather goods; 
69 of these carry men’s goods only; 33 both 
men’s and ladies’; 58 find the line profitable; 20 
fairly profitable; 22 unsatisfactory; 3 only carry 
suit cases and traveling bags; 49 are located in 
the Commercial District; 37 in the ‘‘Shopping” 
District: 15 in a location cavering both. 

In answer to the question concerning ‘‘Novel- 
ties’’ consisting of Brass Goods, Desk Fittings, 
Smoking Sets, Candlesticks, ete., it is found 
that 55 carry these goods, 7 of them confining 
themselves to stationery articles only; 37 find 
this line satisfactory; 8 fairly satisfactory; 10 
unsatisfactory 

One New Yorker says he “carries candlesticks 
only on retiring.’’ Wonder if New York is so 
far behind the times as not to have electri: 
lights Ask brother Brewer 

Replies to question No. 4 regarding percent- 
age of profits on Leather Goods show that 60 
out of the 122 double the cost of their goods, 
while the balance are satisfied with a profit 
ranging from 25 per cent to 40 per cent on the 
selling price; 6 confess to a 25 per cent margin 

Replies Show Many Views. 

It is interesting to note the great variety of 
replies to question No. 5 relating to yearly de- 
preciation on Leather Goods; 9 think no allow- 
ance should be made for depreciation; 7 “very 


little:’"’ 8 say 5 per cent: 27 say 10 per cent; 6 
Say 15 per cent; 11 say 20 per cent; 10 say 25 
per cent: 3 say 1-3 per cent; 1 says 1 per cent: 
1 says 15 to 25 per cent; 1 says pretty high; 5 
are indefinite: 3 mark down shop worn and slow 
goods at inventory time to their real value and 
inventory others at cost \ gentleman from 
Texas says 200 per cent 


If Brother Dorsey is present he ought to be 
asked to explain these figures Perhaps he 
added one too many noughts 

Question No. 10 asking for 
embody in this report brought forth replies 
from only 13. One gentleman says “This line 
seems too changeable for any intelligent re- 
port.”” Your Committee hope this opinion will 


suggestions to 


prove to be incorrect, but have a sneaking idea 
that he has “hit the nail on the head.’”’ 
Two replies to this question suggest that it 


would be desirable if manufacturers would 
stamp the names of the leathers on each piece 
of goods, such as “Seal,”’ ‘“‘Morocco,” ‘‘Russia 

“Im. Seal,” ete This seems a very practical 


and desirable thing to do and is respectfully 
referred to the next Committee on leather goods 
for their consideration. 

Suggestions from four sources are made that 
a better percentage of profit should be obtained 
on leather goods. These suggestions come from 
stationers who now sell at a profit of from 1 
per cent to 40 per cent That their desires ca 
be realized is evidenced by the 60 dealers pre- 
viously mentioned who are making their goods 
on a 50 per cent basis and getting it Our ad 
vice is, “Go and do thou likewise.”’ 

One stationer says, “‘Our impression is that 





L. G. WETMORE, 


Chairman, Leather Goods and Novelties Com- 
mittee. 


to make a profitable leather goods business 
a store must have a large contingent of women 
customers, (and not office women who buy com- 
mercial supplies only).’’ Yes, that is true, but 
note the large number of stationers mentioned 
in this report who carry men’s goods only and 
enjoy a profitable business. Possibly there may 
be a “‘screw loose’’ in the management of your 
leather goods department if you are unable t 
do the same 

One gentleman says, ‘‘Keep this class of goods 
from Drug, Cigar and News Stands.’’ Yes, but 
how can this be done in this free country The 
writer admits his inability to suggest any 
remedy, except to keep a much superior lin 
and display it in such an attractive way as t 
be able to ignore such competition 

Judicious Buying Urged. 

Another says, “‘Use good judgment in buying 
and you can’t go wrong.’’ Your committee says 
“Amen” to this It is one of the big elements 
of success not only in leather goods but every 
thing else 

The following suggestion 
awake dealer in an Illinois town “We would 
advise strictly commercial stationers to keep 
away from the fancy leather lines, ladies’ goods 
and novelties.”’ Your committee agrees with 
this advice. 


omes from a wide- 


A stationer who is located in the “Shopping” 
District is about to add ladies’ goods to his line 
and asks on what basis of profit they should 
be marked. We should say add 66 2-3 per cent 
to the cost price giving a profit of 40 per cent 
in the selling price. It would be difficult to 
get more owing to department store competi- 
tion. 

What shall we say to the five stationers who 
confess to marking their goods based on a 25 
per cent margin? One of these five estimates 
a depreciation of 20 per cent, another of from 
20 per cent to 25 per cent, a third of 10 per 
cent. Is it strange they report their Leather 
Goods line only “Fairly Profitable’? It is the 
firm belief of this committee that if they and 
others who have found this line unsatisfactory 
follow the example of the 60 successful dealers 
referred to in this report and have the nerve 
to mark their goods so as to bring them an ade-~ 
quate profit, they will by the time another year 
rolls around be able to make a more favorable 
showing. 

Summing up the whole matter—this canvass 
reveals the fact and warrants the conclusion 
of your committee that the Leather Goods busi- 
ness is a desirable side line for the stationer. 
The majority of those responding to the in- 
quiries of the Committee have built up a profit- 
able business in these lines and it is fair to 
assume that in doing so they have observed 
ceitain business principles and practices which 
it is worth while in this report to mention 
briefly. 

ist. They have used good judgment in buy- 
ing, taking into consideration the location of 
their place of business and the space they have 
available for a proper display of the goods. 
They have no doubt in their purchases given 
special attention to quality, avoiding cheap and 
shoddy goods. This, in the opinion of your 
Committee, cannot be too strongly emphasized. 
A business man in this day and age will not 
be. satisfied with anything in leather goods un- 
less it is an article of intrinsic value. It is im- 
portant therefore that purchases should be 
made from high class manufacturers only. 

2nd It is fair to assume that these success- 
ful dealers have their goods attractively dis- 
played in handsome show cases and in charge 
of competent salesmen who are instructed to 
take proper care of the goods as to cleanliness, 
rearranging them occasionally, watching the 
stock closely, so as to avoid being out of staple 
numbers 

3rd. No doubt these successful merchants 
realize the importance of proper publicity and 
promotion of their leather goods department and 
have a plan which they are working. One of 
the best methods is window displays, and the 
important thing is to have it done right. There 
are window dressers and window dressers, good, 
bad and indifferent. A good one is a paying in- 
vestment. A handsome display of leather goods 
in a clean attractive window brings quick and 
profitable results, and the successful man ie 
awake to its importance and gives it the at- 
tention it deserves. 


Circular Advertising Favored. 

Another good method of publicity is the send- 
ing out to a good mailing list an attractive cir- 
cular representative of the department, not 
necessarily showing the complete line. It is 
desirable to do this at least four times a year. 
Manufacturers are glad to furnish half-tone 
cuts for this purpose, or a commercial photog- 
rapher will make a picture of a group of arti- 
cles of your own arrangement from which half- 
tones can be made. This kind of advertising 
properly done will bring results, but don’t make 
the mistake of employing a cheap printer. ine 
best is none too good to represent your store. 

The question of the proper percentage to mark 
goods in this line is one of great importance. 
The canvass as we have seen reveals the fact 
that the majority realize that they must get an 
adequate profit to be successful. Doubling the 
ost is none too much in view of the loss from 
shopworn goods and unsalable styles that will 
accumulate even with the most careful buying. 

A word now in regard to question No. 5 deal- 
ing with yearly depreciation. What policy 
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noticed in the 
opin- 
cent. 
figure 


have 
difference of 


adopted? You 
statistical report the great 
ion ranging from nothing to 331-3 per 
Twenty-seven say 10 per cent and that 
should cover the depreciation on staple goods, 
if good judgment has been used in buying. The 
right plan in the judgment of the committee 
is at inventory time, which should be twice a 
year if possible, to go carefully over every piece 


should be 
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of goods, marking down the cost and selling 
price on shopworn goods and slow sellers to a 
figure that will move them Many articles that 
are staple and are in good condition of course 
do not suffer any depreciation 

Once a year at least lay out every piece of 
goods which are slow for any reason—put the 
knife in deep and clean them out No more 


important element than this is necessary to a 


successful leather goods department 

Your Committee would refer anvone inter- 
ested in Leather Goods and Novelties to the 
able reports presented by former Committees 


as they are well worth reading 
Respectfully submitted, 
LANSING G. WETMORE 
M. E. HEISE 
EDWARD DENNY 


REPORT OF COMMITTEE ON INKS AND MUCILAGE 





By John Brewer, New York City, N. Y. 





Com 
your 


Mr. President and Gentlemen Your 
mittee on Inks and Mucilage wishes to call 


attention to the very full and complete selling 
price list on Inks, Mucilage, Paste and Sealing 
Wax recently sent out by the Price List Com- 


mission and known as Bulletin No. 35. It in 
cludes the entire catalogues of thirty-one (61) 
different manufacturers and covers no less than 
thirty-eight (38) printed 
general catalogue now being prepared under the 


closely pages of the 


supervision of the Price List Commission It 
is the result of a very great deal of hard, con- 
tinuous labor on the part of these gentlemen 
and should produce results very much to the 
profit, as well as satisfaction of the Stationers 
of the entire country 

Your Committee has gone over the reports of 
the previous committees on Inks and Mucilage 
and while it can add very little to what has 


been said in these reports, recommends the fre- 


quent reading of all the reports of the stand- 
ing committees as well as the general debates 


We believe that the retail selling prices should 
be printed on all bottle by manufactur 
ers and so recommend 

As the item of Sealing Wax is 
Stationers quite an important one 
subject is not very well understood by the trade 
generally probably a few words on the subject 
may be of interest 

Sealing Wax has been 
dle Ages. Its first use was for sealing letters 
and documents before the days of gummed 
flaps. Its use in this country is somewhat re- 
stricted compared with other countries 

The chief quality of Commercial Sealing Wax 
is its adhesiveness, which, to a large extent 
determines the cost of a wax. Next in impor- 
tance is the color, and this also has a bearing 
on the cost, for where a beautiful red or scarlet 
shade is desired it is necessary to use pure 
vermillion, a very expensive material. 

When it is necessary to produce a cheap wax 


labels 


some 


with 
and as the 


known since the Mid- 


and color is not essential, the brown is the 
least expensive. Then come black, green, blue 
and red in the order named, all a trifle more 
expensive than the brown 

Sealing wax, in general, consists of a mix- 
ture of resins, to which turpentine, essential 
oil and fragrant balsams are added, but the 


principal materials used are shellac and turpen- 
tine. The shellac furnishes the adhesiveness, 
and it is absolutely necessary that for the finer 
qualities of sealing wax a bleached shellac be 
used Unbleached shellac can only be used for 
a dark colored wax, brown or black. 

Turpentine, as the next principal material, 
should be of the best grade, but for very cheap 
grades of wax substitutes are found which will 
answer 

Good sealing Wax should be both smooth and 
glossy. It should bear the highest summer tem 
perature without becoming soft, and when 
burnt must melt without smoke and disagree 
able odor, but must not become so thinly fluid 
as to drip 


It is not generally understood, perhaps, just 
why the prices vary so much on the different 
grades of sealing wax. We have explained this 
to a certain extent when we say that the ca 
pacity of a wax for sticking to something is 
largely governed by the amount of shellac used 


in its make-up An ordinary wax will not ad- 


here to bond paper of hard surface or a high 
grade paper of smooth finish, so for this pur 
pose there are grades of wax made, such as 


Royal Scarlet, Excelsior or Banker's Specie 

A wax with a deep, rich shade of red com 
mands a high price. To note the difference in 
the shades of red it is only necessary to place 
a high grade wax, such as Excelsior, alongside 
of a lower grade, such as No. 2 Express; the 
red in the latter shows a brickish shade com 
pared with the scarlet of the former 


color and 


For medium quality papers, where 
fine quality and putting up are not essential, 
the medium price wax, such as No. 2 Express 
Wax, will answer the purpose From the No 
2 downward it is simply a case of using the 
grade best adapted to the surface on which 


soft 
wax 


used, as a presenting a 


easily be 


it is to be 
surface can 


paper 
penetrated by any 














BAINBRIDGE ENJOYS A COOL 
BREEZE. 


HENRY 


and does not require the adhesiveness demanded 


by a paper which is of harder and finer texture. 

There are certain grades of wax which are 
made without the use of shellac at all They 
ire serviceable only in those cases where there 
is no actual sealing to be accomplished, such 
as in bottling work where the wax goes around 


the surface and is bound onto it 

There are other qualities in a wax sometimes 
demanded, such as the flow This is an impor- 
tant feature among the large where a 
great many packages or envelopes are sealed 
continually A customer might have his gas jet 
distance from his packages and for this 

would require a wax which will carry 
ind will not flow too readily, so that 
the melted wax to his package An- 


users 


some 

reason 
the flame, 
he can get 











other user might have his flame nea t and, 
so that he could get a continuous gz of 
the wax onto his packages Thi é an 
be governed in the manufacture of the wax and 
has no effect on the cost. 

There are many uses of wax and t dealer 
should carry those grades suited for s dif- 
ferent istomers. For banks and > 
where bond paper is apt to be used where 
a seal impression is to be made, he s irry 
some high quality wax For jewelers, a ther 
customers who are not so particular a it the 
color but who desire a wax wl ! s ihesive 
and will seal their packages securely, the me 
dium grades in red, black or green s ild be 
on hand 

Suitable grades should also be irried for the 
large users, such as the express inies, 
where color and appearance is of no importance, 
but where adhesive strength and easy flow are 
demanded 

Beside the above, there are the bottlers, mar- 
ble works, electrical supply manufacturers, et< 
For them there is the bottle wax in lump form 
which is melted in a pot, and which does not 
require the molding into sticks, polishing or 
stamping 

Dealers can enlarge their business a little 


along the above lines, and at t same 
juire a reputation for handling good wax 
suited to the 
wax for correspondence use, 
ly known as the Perfumed Wax, must be 
with a considerable degree of adhesiveness. The 
main feature of this wax, however, is the 
ing, which is so varied Perfumed Wax is car- 
ried in 72 shades, or in 19 series 

Treatment of this wax differs from the Com 
mercial in the fact that it should be carefully 
molded and neatly boxed. There are different 
shapes of molds as many dealers prefer to have 


thought 
time ae 
which is 

Sealing 


occasion, 
ommon- 


made 


coler- 


a distinctive stick to offer their trade, as well 
as one which will show a larger profit 

Most dealers miss the opportunity these days 
of increasing their sales of sealing wax The 
stationery of today is exceptionally beautiful 
in respect to delicate tints. There is no diffi 
culty in matching this stationery with a cor- 
responding shade of sealing wax, and with the 
least possible display the demand for it is 
created It isn’t so much the purpose of actu- 
ally sealing the letter which calls for the use 
of wax as it is the individual touch given, and 
where a crest or monogram is employed a 
most effective result is obtained. We doubt if 


many dealers in this country realize the extent 
to which the dealers in foreign countries em- 
ploy sealing wax. In those countries it is ap- 
parently as essential as the stationery itself 
and a large business is being done on this item 
Perfumed Wax 
the Commer 


From the dealer’s standpoint, 


is easy to handle compared with 


cial Wax, where there are the different grades 
and different prices to correspond, based on 
the quality of the material in the wax The 
Perfumed Wax is sold at the same. price 


throughout, so that there is no confusion in 

regard to what to offer. 

and is worthy 

idea enters into 
any other and 


Sealing wax is not all alike 
of some thought. The quality 
this product just as much as in 


just as much care can be given in selecting ma- 
terials for its manufacture and in its produc- 
tion as would be given to any other article on 


a dealer’s shelves 


thank Mr. Bement of 


who has afforded me 
preparatior this 


I wish to 
Mfg. Co., 
the 


In closing 
The Dennison 
great assistance in 
paper 
submitted, 

JOHN BREWER 

WILLIAM RODIGER 

HERMAN §S TANS 


Re spect fully 
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Printing and Paper 











RINTING and paper go hand in hand. 
Pro cannot conscientiously recom- 

mend quality in the one without 
recommending it in the other. Nor will 
your customer long pay for good printing 
on cheap paper. 


Some few printers have unfortunately 
made a practice of suggesting cheap paper 
merely to cut under a competitor’s price. 
This is not only demoralizing to the trade, 
but unfair to the customer. In the long 
run this policy will ruin the concern that 
pursues it. If you don’t KNOW that your 
customers should use Old Hampshire Bond, 
you should write us. We have some 
interesting facts on the paper question 
and we will gladly place them before you. 








Hampshire Paper Company 


WE ARE THE ONLY PAPER MAKERS IN THE 
WORLD MAKING BOND PAPER EXCLUSIVELY 


South Hadley Falls, Massachusetts 
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ADDRESS BY J. 


P. 


COOKE 





President of National Association of Stamp Manufacturers, of Omaha, Neb. 





We are very glad to be able to receive you 
in our city. We hope our hospitality has 
equaled, if not excelled, that which you have 
received in other places. I intended to be with 


you more, as Chairman of the Entertainment 
Committee, but a week ago I had the misfortune 
of meeting with a slight attack of pneumonia, 
and, as the Scotchman Burns puts it, ‘“‘The 
best laid plans of mice and men gang aft agley 


My plans went somewhat “agley There has 
been much said about Omaha, and you have 
seen a good deal of it In driving about in the 
automobiles the other day you doubtless ob- 
served that we do not have any great resi- 
dences; we haven't any big homes to show you 
such as they have in Kansas City, Minneapolis 
and Chicago. But I hope you observed that 
we had many homes that would run from $6,000 
to $12,000 or $15,000, where the lawns were well 
kept, where the people take care of things; 
and these are what we pride ourselves upor 
mot upon a big mansion here and there, but 
upon these happy smaller homes We try to 
be congenial, to work with each other, in the 
spirit that all should have some and not a few 
nothing 

As President of one of the charitable institu 
tions of this city and as Secretary of another 
this winter we took statistics from many of the 
other cities and found that we had less calls 
than any large city in our near vicinity for help 
in that somewhat distressing time ‘hat also 
will give you an idea of how we work to 


gether in Omaha. It is a city for the people 
In regard to the stamp business, there is a 
mistaken idea that the stationer is not to blame, 


possibly, for some of the cheap prices he is 
making I believe that is wrong, because the 
stationer does not stop long enough to think 


He comes to your conventions and he hears the 
doctrine of boosting prices. He feels he knows 


his own line, and when he goes home he talks 
better prices But if he goes into the stamp 
line, the first thing he does he wants to a 


commodate some customer with a rubber stamp 


The first house he looks to is the cheapest 
house he can go to and buy it for five cents 
That is wrong He doesn’t know the real cost 
of the article he is selling, and the chances are 
that he is not getting an article that will build 
him up a business If he is only accommodat 
ing his customer, he had better get for him a 
good article If vou want to buy good articles 


from the houses that make a specialty of them 
when you get that article you can depend upon 


it. When it comes, ask at least twenty-five 
cents for it and add your postage You should 
have double what it costs you for handling the 
stamp We have adopted a scale for the in 
ternational Stamp Manufacturers Association 
and it will help all the men using it through- 
out the country 

I listened to the talk of the gentleman from 
Chicago given vesterday very attentively, and 
there was only one thing I noticed that he had 

One of the finest compliments ever paid 


to an absent member was that paid to An 


drew Geyer in a resolution regretting his 


absence. Mr. Geyer has not only been a 
very active worker during the life of the 
association but he has for the past several 


lack of confidence in 
sell a man, we al- 


lacking in it That is the 
ourselves. When we go to 


ways look on the other side of the counter and 
see the man there, but we do not feel that we 
own the business or have any right; we simply 
submit ourselves to his questions. That is the 
wrong idea. I think each business man should 
look at himself, and see his own worth, without 
being conceited; he should know the value of 
his own goods, and I believe he makes a better 
impression on his customer when he looks him 


in the eve and the customer knows he is getting 
article and 


a good one worth the money (ap- 


plause.) 








MILLINGTON LOCKWOOD, 
Member Board of Control. 








And if the country stationer would follow 
along these lines I believe he would be better 
off I have been deep in the stamp business, 
and I have a record in my office showing that 
plain stamps cost us ten cents a line and cush- 
ion stamps eleven and a half cents These fig- 
ures were obtained after two yvears of cost sys- 
tem At that time I was carrying on my books 
the Union Pacific Railroad, the Cudahy Packing 
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Company, Armour & Company and many others 
for five and a half cents a line, and when my 
cost clerk told me the actual cost the first 
year I told him he was crazy. He was a young 
fellow, and he felt pretty bad about it I said, 
‘“‘Do you mean to tell me that for these many 
years I have been in the stamp business it has 
cost us such a figure as that? Why, I know 
better. Other firms are making them for that, 
and I know it doesn’t cost us that.’ But when 
I examined it closely the second year I found 
the boy was right and I was wrong I said to 
those corporations, ‘‘We can't do your business 
any longer.’’ They said, ““‘Why, J. P., are you 
crazy?’ I said, ‘“‘No, I am just getting some 
good sense.” (Laughter.) “I have found out 
what it costs us, and I can’t do your business 
any longer on that basis. Let us separate good 
friends, because it is a pleasure to me to sep 
arate.’ (Laughter.) I talked differently with 
them then (Laughter.) I did separate from 
them, and have made more money since, be 
cause I have given the details of my business 
more consideration—the showcases the win- 
dows and the factory I watched the men and 
educated them, and it has helped me to build 
ip my business 

Take the big stationer in the it who han 
dles stamps The chances are his prices are 
wrong | believe if anyone here will go home 
and keep actual cost of clerk hire and overhead 
expenses they will find out their stamp busi 
ness is a nuisance in place of a profit laker 

But there is one thing we can do in the sta 
tionery line—we can all sell a shelf art num- 
bering machines, et¢ stuff made up that you 
in deliver right over your counter You have 
a chance to see what the material is, and you 
know what you are talking to your istomer, 
the same as we do who manufacture the one 
line, stamps, that you do not Know The field 
for shelf goods is a big one for the stationer 
He can become informed in it, and there is good 
pront in it 

There is one thing I tried to get through our 
convention this year at New York ind that 
was to get them to mark on each articl made 
in cartons the price, but the manufacturers ob 
jected and said they wouldn't have it I think 
it should be done If there was a stationer in 
Lincoln to whom I was selling a imbering 
stam worth $1.50, and that poor fellow was 
sellir it at $1.00 because it cost him 8&0 ents, 
I sh lid try to enlighten him as to t t ind to 
show him what he should sell it for But the 
manufacturers don’t care to go into those 
things I would advise you to carr your own 
shelf goods, sign markers, your rubber type, 
stuff you can sell, and mark a price on it and 
stick to it You will work up a nice business 
and will never hurt the stamp man, because he 
is the manufacturer of the stuff that the man 
wants today, tomorrow, and so on That will 


with our line. I thank you for your 


(Applause. ) 


not interfere 


very kind attention 


years rendered the organization great serv 
ice through Geyer’s Daily, which carries a 
complete report of each day’s proceedings 
Although Mr. Geyer had very able lieuten- 
ants to represent him, his absence made a 


gap in the meeting 
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BADGER KEE-LOK 
war LEDGER 


Lock - back Ledger 
with detachable } 
key. 300 ruled 

leaves, with printed head- pe 
ings and red leather index 

tabs, stamped in genuine gold leaf. Casing of cold-pressed steel: light, strong, wholly 
covered in by the binding. ,°s posts. Heavy covers, bevel-edged and round-cornered. 
The nuisance of complicated mechanism is most carefully avoided — the parts are 
few, simply constructed, very strong. The leaves are securely fast, lie flat, and are 
always in perfect alignment. The paper is a high-grade, chemically pure rag-stock, 
especially made to our order, in two grades — A or B. Metal Hinges, 50c extra 
We stand back of the goods, in every way. Our guarantee is absolute and positive. 
If the ‘‘Badger Kee-Lok’’ does not fulfil every claim we make for it send it back — 
at OUR expense. We mean that YOU and your customers shall be satisfied. 






“One 
Of The Best 
Among The Best” 


4 Sizes . . 2 Bindings . . 12 Rulings . . Withor without Metal Hinges 


























Corduroy, with Heavy Cowhide Leather Back and Corners Canvas, with Cowhide Leather Corners 

aa ; No. GRADE A GRADE B - C No. GRADE A GRADE B 
Size of — Size of | + 

Leaf to of Price Order | Price Order | Leaf | * of Price Order Price Order 

, Posts Complete No. = Complete No. _ a a ; Cc Posts Complete No. Complete 
base me: * 
74x108 | 68 4 $7.25 160 $6.50 | 1601 74 x10§ | 68 4 $5.75 190 $5.00 1901 
| 

7#x 108] 5 2 7.25 161 6.50 1611 7#x10¢] 5 2 5.75 191 5.00 1911 
8% x 11% 5 2 8.00 162 1.29 1621 8§x112 5) 2 6.75 192 6.00 1921 
9x11% | 7 4 8.00 163 7.25 1631 9ix11% | 7h 4 6.75 193 6.00 1931 






































All our Ledgers, before being shipped, are completely assembled and the indexes 
properly spaced throughout, so that Ledger is in shape for immediate use. 


We offer attractive terms to dealers. Write us. 
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REPORT OF COMMITTEE ON STANDARDIZATION 





By Robert D. Patterson, St. Louis, Mo., Chairman. 





At the Convention held in Buffalo last year, 
the Committee on Loose Leaf recommended 
that “The Convention take definite action re- 
garding the establishmeyt of a Bureau of Stan- 
dardization.”’ 

During the fifth session of the Convention 
the Committee on Resolutions reported, as fol- 
lows: 

“We strongly approve of the recommendation 
contained in the report of the Committee on 
Loose Leaf that a permanent Bureau of Stan- 
dardization be provided to systematically take 
the subject in hand, and we recommend to the 
new President the advisability of having in 
view permanent service by the new committee 
to be selected for the coming year.”’ 

In accordance with the above recommendation 
by the Committee on Loose Leaf and the Reso- 
lutions Committee, President Lockwood ap- 
pointed a committee on’ Standardization, con- 
sisting of Mr. Lansing G. Wetmore, of Scran- 
ton, Wetmore & Company, Rochester, N. Y.; 
Mr. Ralph B. Wilson, of the Chicago Shipping 
& Receipt Book Company, of Chicago, and Mr 
Robt. D. Patterson, of Buxton & Skinner Sta- 
tionery Company, of St. Louis, Chairman. 

As the Chairman of the Committee was doing 
a goodly share of Association work and felt 
it would be impossible to cover all items in 
need of Standardization without deserting his 
regular business, and working only for the As- 
sociation, it was decided to take up one item 
only, Loose Leaf, as that is one of growing im- 
portance. Notwithstanding the fact that any- 
thing we might do would probably encroach on 
the province of the Loose Leaf Committee, we 
considered the subject of such importance that 
it would be worth while to view it from the 
different standpoints of the two committees. 

The letter sent out by the Standardization 
Committee, May 29th, was first submitted to 
the Committee on Loose Leaf to see if it in 
any way interfered with their work. Receiv- 
ing their approval, it was sent to the mem- 
bership, whose interest in the subject was 
shown by a hearty response. 

It was the intention of the Committee, when 
the circular was sent to the trade, asking for 
information, to tabulate the replies received 
and arrive at some percentages. The answers, 
however, were in such varied form that this 
was impossible Some concerns were unable 
to give detailed information, others were un- 
willing to do so, others sent it in the form of 
percentages as applying to their individual 
business, while some gave it in the fullest de- 
tail. The latter were not sufficient in number 
to be used as intended. One thing is apparent 
from the replies received, and that is many 
specials are ordered when a stock size could 
be made to answer. I am not informed whether 
the manufacturers in cases like this ‘‘take the 
bull by the horns’’ and supply a stock size, but 
it seems they might be justified at times in 
so doing. 

A Few Pages of History. 

The first concern to exploit and educate the 
public into the use of Loose Leaf Devices was 
one catering to the consuming trade. For a 
number of years this house had practically no 
intelligent competition to combat—until with 
the recognition by the public of the convenience 
of loose leaf devices—a flood of them was put 
on the market by various manufacturers, some 
good, and some bad, but no two of them alike 
in regard to the sizes of the posts and the 
spacing between them. One of the best of 
these was bought by the same firm, and is 
still being made and sold by them direct to 
the consumer. 

A new ledger, having a different mechanism, 
but the same centers and posts, was then put 
on the market. The centers of this book have 
come to be the standard accepted by a large 
proportion of the trade. 

Since the adoption of Loose Leaf for general 
business purposes and up to the present time, 
the motto of both the manufacturer and the 
dealer seems to have been “variety is the spice 
of life.” That is, judging by the odd sizes, 
unusual distances between posts and various 
sizes of posts which have been furnished, when 
stock sizes with the proper size of post could 


have been used. Evidently the factors of prompt 
service, lower cost, and consequent better profit, 
have been overlooked. Solid posts 3/16 in. 
and 5/16 in. and sectional posts 5/16 in. in 
diameter will fill practically every requirement, 
and the cases are rare indeed where a larger 
sectional post than 5/16 in. in diameter is nec- 
essary. One dealer writes: ‘“‘Over 9) per cent 
of my business in current binders and transfers 
is with 5/16 in. posts.’’ 

Sectional Posts made from tough brass with 
a machine cut thread will not break, with any 
ordinary office use, and to use a larger post 
only adds weight, with no corresponding in- 
crease in the durability of the binder. 

In the 3/16 in. diameter post, the solid post 
is the best for all purposes and the use of in- 
terchangeable posts should be discouraged 
whenever possible, because of their instability. 

The effort on the part of both dealers and 
manufacturers to sell odd sizes with irregular 
sizes of posts and distances between has seem- 
ingly been to try and force the reorders to come 
to them. In this the effort has been misdi- 
rected and the result not altogether what was 
hoped for. An enormous odd size business has 
been built up, which can be competed for by 
all as easily as the stock size business can, for 
the reason, that given the size and centers with 
style of binding, any dealer can produce it, and 
does so usually on a cheaper margin of profit 
than if it were an order originating in his own 
shop and of a stock size on which the retail 
prices are more or less standardized. 

While the necessity for the standardization 
of Loose Leaf Devices must be apparent to all, 
the importance of it was emphasized by the 
replies received to the circular sent out by the 
Committee, which revealed the fact that dur- 
ing the last six months eighteen different sizes 
of Current Binders (on the binding side) had 
been ordered by the trade, and on many the 
differencé was only a small fraction of an inch. 

Co-operation Is Needed. 

There is no doubt that if, in taking the or- 
ders, the dealer had thoroughly explained to his 
customers, many of them could have been per- 
suaded to accept a stock size binder (on the 
binding side), thereby saving themselves money 
and time in addition to which the dealer and 
manufacturer would not only have made more 
money, but every one connected with the trans- 
action would have been better satisfied, and the 
eighteen sizes, referred to above, could prob- 
ably have been reduced to not to exceed eight. 

This utopian condition of orders for standard 
sizes only, can never be more than partially 
brought about, and then only by hearty co-oper- 
ation between the dealer and the manufacturer, 
also the local salesman and his firm. The dealers 
should thoroughly post their salesmen as to the 
sizes to sell, and they in turn should so handle 
the customers that while they may insist that 
their ledger sheets should be some odd size, 
that works to a disadvantage for everybody, 
they can be persuaded to cut off the small frac- 
tion of an inch, not because it is an accommo- 
dation to the dealer, but because he, the cus- 
tomer, will find it more convenient to handle; 
and last, but not least, because he will save 
money by it, without the loss of any efficiency 
in his system 

Current Binders of the best grades are 
qubéted in one manufacturer’s catalogue in four- 
teen different stock sizes; in another in five 
stock sizes; in another seven stock sizes on 
the binding side. This is too many, particularly 
in view of the fact that there is a difference 
of only a fraction of an inch between the sizes 
of the different manufacturers. 

This Association should adopt standard sizes 
for Current Binders and Transfers, all with 5/16 
inch posts, which the different members will 
stock, so that the manufacturers will work in 
harmony with the dealers, which they are more 
than anxious to do. By doing this, money will 
be saved, not only by the manufacturer, but 
also by the dealers. It will reduce the invest- 
ment in stock to an appreciable extent and will 
enable them to carry more goods of standard 
sizes with greater surety of selling them at a 
profit. 

In Current Binders instead of carrying all 


sizes as now listed by the manufacturers, run- 
ning from 8%4x10% to 17% x20, dealers could do 
as much business by carrying in stock only 
844x13%, 9144x11%, 11x11, 11x11%, and 11x13%, 
sizes other than these to be’ treated as spe- 
cials. The tendency of the times is for 
a small compact ledger as the _ principle 
of Loose Leaf suggests a separate sheet for 
each account; therefore, the stock sizes selected 
should be those best adapted to all classes of 
business, so that the above principle could be 
carried out as nearly as possible. The old cum- 
bersome sizes comparing to Demy and Medium 
bound books are being discarded as fast as pos- 
sible, the smaller sizes being purchased in their 
place. 

In the list of sizes sent in response to our 
circular we found in— 

Solid Post Binders 3/16 in. posts. The 
ran from 4%x8% to 14%x9, but practically all 
them were for regular sizes, such as 5%x8%%, 
6x9%, 8%x1l1, 11x8%, etc. 

In Current Binders the sizes ran from 67x 
8% to 17%x16, sheet size, in forty-two different 
sizes, with variations of % to % of an inch from 
stock. 

In Transfers, the history of the Current 
Binders was repeated. The number of sizes 


yrders 


of 


being sixty-one, running from 4%x8% to 17%x 
29, sheet size, with variations as given above 


In Sheet Holders and Prong Binders, the 
sizes ran nearer regular. 

One dealer writes:—‘‘I do not carry Loose 
Leaf goods, and will not do so until the line is 
more nearly standardized.”’ Can you blame 


him? 

Current Binders, except in rare cases, should 
all be built up from the following binding 
side dimensions: 8%, 9%, 11, 11%, 13%, 15%, 
16% and 17% in. All should be constructed 


with four posts, 5/16 of an inch in diameter, 
and the centers should divide equally the dis- 
tance between the posts, while the _ dis- 
tance from the center of either end post to 
the end of the binder is half the distance be- 
tween posts, and of course the four holes in the 
leaf are identical, or are centered in the leaf, 
the distance from either end hole to the lateral 
edge of the leaf being half the distance between 
the holes. 
Reasons for Arrangement. 

Two practical reasons are apparent for this 
arrangement of centers—One is that the alter- 
nate arrangement of tubes and rods balances 
the movement of the mechanism, and the other 
is that the leaves always have two full bear- 
ings, which facilitate the opening and closing of 
the binder and keep the leaves in alignment 

In standardizing Current Binders the stan- 
dardization of Transfer Binders necessarily fol- 
lows. They should be carried in stock in the 
various styles of bindings to suit local condi 
tions in same sizes as Current Binders, with 
two 5/16 in. Sectional Posts set to match the 
position of the outside posts in the Current 
Binders In addition to these sizes certain 
other stock sizes may profitably be carried for 
regular commercial uses, for stock bank forms, 
etc. The principal benefit from the standard- 
ization of Current and Post Binders will be 
lost, however, unless some method is found to 
standardize the sizes, the rulings and style of 
type of the sheets. Even with those who now 
use the present standard of any manufacturer, 
no two dealers carrying the same manufactur 
er’s line will have the same sizes of sheets for 
any given binder. They will vary in size a 
fraction of an inch, varying from 1/32 of an 
inch to % of an inch. The widths of units 
used in the rulings also vary. Dealers carrying 
more than one make of Binders to meet the de- 
mands of the trade in their particular territory, 
provided they cover any territory outside of 
their home city, are almost forced to carry a 
line of ruled forms to suit each Binder, al- 
though their trouble may be somewhat reduced 
by carrying sheets in stock, both punched and 
unpunched, thereby enabling them to meet calls 
for sheets for binders with odd sizes of posts 
and centers 

The Loose Leaf Makers Club, of Chicago, 
have also been working in harmony with this 
Committee and appointed a committee to review 
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the subject and 
lieved would be 

Their ideas are in line 
Committee We, therefore, 
adoption of the following sizes as 


report a list of sizes they be- 
advisable standards 

with the views of this 
recommend the 
standards 


Current Binders. 
Center to 


Sheet Size Diameter Center 
8144x137 ir # posts...5-16 in Outer posts... 6% in 
9%4x11% in + posts...5-16 in. Outer posts... 7% in. 
11 xii in # posts...5-16 in Outer posts... 8% in 
11 xll%@ in.—4 posts...5-16 in Outer posts... 8% in. 
11 x13% in 4 posts...5-16 in Outer posts... 8% in. 


Standard Binding Side Dimensions, 
Center to 


Sheet Size Diameter. Center 
8%, in: 4 posts...5-16 in Outer posts... 6% in 
914 in 4 posts...5-16 in. Outer posts... 7% in. 
11 in. 4 posts...5-16 in. Outer posts... 8% in. 
11% in. 4 posts...5-16 in Outer posts... 9 in. 
13% in 4 posts...5-16 in. Outer posts...10%%4 in. 
15% in. 4 posts...5-16 in Outer posts...12 in. 
16% in. —4 posts...5-16 in. Outer posts...12 in 
17% in —4 posts...5-16 in Outer posts...12 in. 


Transfers and Sectional Post Binders. 
Sheet Size. Diameter. 


6 x 9% in.—2 posts...5-16 in 2% in. center to center 
81,x11 in 2 posts...5-16 in. 6% in. center to center 
8144x137 in.—2 posts...5-16 in. 6% in. center to center 
9144x11% in.—2 posts...5-16 in 7% in. center to center 
11 x 8% in.—2 posts...5-16 in. 8% in. center to center 
11 xil in 2 posts...5-16 in. 8% in. center to center 
11 x11% in.—2 posts...5-16 in. 8% in. center to center 
11 x13% in.—2 posts...5-16 in. 8% in. center to center 
12 x 9% in.—2 posts...5-16 in 9 in. center to center 


To be carried temporarily to take care of established 
demand. 
Sectional Post Binders, 
Diameter 
% in. 2% in. center to center 
2 posts... % in 41% in. center to center 
2 posts... % in, 4% in. center to center 


Solid Post Binders. 


Diameter 


Sheet Size 

6 x 9% in. 
814x11 in 
944x12 in 


2 posts... 


Sheet Size 


51ox 8% in 2 posts...3-16 in. 2% in. center to center 
6 x 9% in.—2 posts...3-16 in. 2% in. center to center 
81ox11 in.—2 posts 3-16 in 4% in. center to center 
81x14 in.—2 posts...3-16 in. 4% in. center to center 
91_x12 in.—2 posts...3-16 in. 4% in. center to center 
11 x 8% in.—2 posts...3-16 in. 7 in. center to center 
12 x 9% in.—2Z posts 3-16 in. 7 in. center to center 


Sheet Holders. 


514x814 In 814x11 in. 94%4x12 in. 12x9% in. 
6 x9 in 819x114 in 11 x 8% in. 
Prong Binders. 
Outside Prongs, 
‘enter 
Sheet Size. Prongs. In Ir In. In. to Center. 
5lox Sty in $ 3-16 7%; 1 % 2% in, 
6 x 91% in j 8-16 7% 1 % 2% in. 
81,x11 in $ 3-16 % 2 7-16 % 4 7-16 in 
Slox14 ir 4 3-16 i® 2 7-16 % 4 7-16 in. 
914x12 in.—4 3-16 % 27-16 % 4 7-16 in. 
11 x 8% i1 t 3-16 % 27-16 % 4 7-16 in. 
12 x 9% in.—4 3-16 % 6% % 8 in. 
14 x 8! nD $ 3-16 % 6% 7% 8 in 
BOXING. 


All binders with 3/16 in. posts, such as screw 
post, solid post, interchangeable post binders, 
sheet holders, aluminum sheet holders, and the 
goods of that class to be boxed in one-half 


dozen All binders with 5/16 in. and % in. 
sectional or solid posts and ledger binders to 
be boxed one in a box All to be properly 
labeled 

We have not attempted to do anything with 


APPLIANCES 


Thong Binders, as they are being sold through 
agents or special representatives and are not 
trade articles in the same sense as Casting or 
Steel Back Ledgers 

In Ring Price Books and Memorandum Books 
nothing was necessary for your Committee to 
do for the reason that the manufacturers whosé 
lines are carried by the majority of the trade, 
have adopted what has become standard as far 
as the positions of the rings are concerned and 
the sheets of one line may be used in the covers 
of another line. 

For the convenience of the members of the 
Association, we give herewith a list showing the 
length of the various metals used, the number 
of rings to each, the distance center to center, 
and where more than one set of rings is used 


for long books, the distance between the sets 
of rings. 
Price Books, 
Distance 
Length Between 
of No. of Sets of 
Metals, Rings. Centers Rings. 
3 in 2 2 in 
3% in. 2 2% in 
4% in 2 2% in 
5 in. 2 2% in 
51% in 2 2% in 
6 in 2 4% in. 
6% in. ; 2% in 
7% in. 2% in 
7% in. } 2% in 
84 in. 2% in 
9% in 3% in. 
11 in ‘ 4% in. 
12 in. 3 4% in 
14 in 4 3% in 3% in 


Ring Memorandum Books, 
Distance 


Length, Between 


of No. of Sets of 
Metals. Rings Centers Rings. 
2 in. 3 % in 
2% in 3 % in 
3 in. ) % in. 
3% in. 3 % in. 

414 in. 6 4% in % in 
5 in. 6 + in % in 
6 in. 6 4% in 1% in 
6% in. 6 % in. 2 in. 


Another manufacturer, producing a line of 
Multiple Ring Books, has recognized the above 
standard and sets his two outside rings and 
center ring in the same positions as the rings 
for the standard three ring books so that the 
sheets for his seven ring books may be used 
in the standard three ring books. Still another 
maker, who has put several lines of ring books 
on the market, recognizes the standard by get- 
ting out a line to match the other makers as 
to centers of rings. 

Loose Leaf is still in its infancy and it will 
be much easier to establish standards now than 
in the future. 

Another dealer writes: ‘I keep no record of 
special Loose Leaf Orders.’’ Still another: “We 
keep no record of the particulars of our orders.’’ 


Methods of Keeping Record. 
We, therefore, call the attention of the deal 
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ers to a method of keeping a record of special 
size Loose Leaf Orders, which in one house at 
least has proven entirely satisfactory. When 
the order is first taken it is entered by the 
salesman on a blank with spaces for full infor- 
mation. Every binder ordered is given a special 
number, which appears on a label on the inside 
of the front cover. This same number is put in 
duplicates of that binder whenever ordered, un- 
less some change in size binding, posts or c to c 
is made, when it is given an entirely new num- 
ber. Those numbers are entered in numerical 
order in a book which serves gs an index. A 
customer orders a binder, you give it a number, 
say 21752. A reference to the index shows that 
binder was ordered on LL order No, 1851. By 
referring to order 1851 you will find not only the 
cross reference to No, 21752, but a record of the 
item purchased, with a full description, the date 
billed by the factory, the factory number, to 
whom the goods were sold, date received from 
factory, date charged to the customer, cost and 
amount charged, and lettering, if any. 


The order sheets are perforated, the original 
is retained by the dealer, the carbon copy show- 
ing only the L. L. order number and item want- 
ed going to the manufacturer, so that the serial 
number that is put in the binder when sent out 
and all other information remains the confi- 
dential information of the dealer. If an error 
in ordering is made it is noted on the order, so 
that if a re-order is received it is called to your 
attention and avoided in the future. These or- 
ders are bound in books of 500 for easy refer- 
ence, properly lettered. By using this system, 
or one covering the same points, your graveyard 
for binders made wrong will not grow as rapid- 
ly, and you will have less junk to dispose of. 
Samples of the forms used are attached here- 
with. ‘ 

As further evidence of the spirit of Stand- 
ardization and the work being accomplished by 
this Association, we call your attention to a cir- 
cular recently issued by a well-known firm man- 
ufacturing fine stationery only, notifying the 
trade that in addition to their fine papers for- 
merly carried only in the flat in 21x33—480 
sheets to a ream—they are now prepared to fur- 
nish the following papers: 

Superfine, 60-lb. White. 

Twilled Flax, 54-lb. Cream. 

Kid Finish, 60-lb. Dresden White. 
Linen Lawn, 60-lb. Dresden White. 
Distaff Linen, 54-lb. White. 

In 22x34—500 sheets to the ream—which is a 
standard size, that will cut Letter and Note 
Head sizes without waste. This concession on 
their part is due, no doubt, to the efforts of this 
Association, and particularly to those of the 
Committee on Paper and Envelopes, of which 
Mr. Chas. N. Bellman was Chairman. 

Respectfully submitted, 
ROBERT D. PATTERSON, 
RALPH B. WILSON, 
LANSING G. WETMORE. 








Left Hand Picture—New Orleans Delegation, James E. O'Donnell, James M. Colomb and Frank A. Laumann. 
Right Hand Picture—Kansas City Group, A. Schooley, George A. Olney, Frank L. Severance, H. L. 


Agencies, Roneo Co., New York. 


Center—J. H. Hodgkinson, Sup’t of 
Murdoch. 
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OUR 18” SECTIONAL LINE 
The above illustrates our ‘“‘Wagemakeretts OUR 32” SECTIONAL LINE 


or small sectional line consisting of twenty pieces 


with finished backs, closed tops and bottoms, Showing three stacks of our Standard Sections consisting of 
solid cast brass hardware, lip front drawers. All seventy pieces with finished backs, closed tops and bottoms, solid 
vertical file drawers have roller-bearing support- cast brass hardware, and lip front drawers. All vertical file 
ers. Finished in Dull Rubbed Golden Oak, drawers have roller-bearing supporters. Finished in Dull 
Birch Mahogany or Solid Mahogany. Rubbed Golden Oak, Birch Mahogany or Solid Mahogany. 


SINGLE OFFICE 
WARDROBE 


Made af ive ply toe 
built up stock, con - 
tains extension cat a 
rier with six wish : 
bone uit hangers, er 
shelf for hats, comb 
and brush tray, um 
brella and whisk 
broom holders. With 
or, without mirrcr. 


All metal trimmings 
nickel plated. Also 
made in double ward- 
robe. Finished in 
Dull Rubbed Light 
Golden Oak, Birch 


Mahogany or Solid OUR UPRIGHT VERTICAL FILES 


Mahogany. 





We manufacture several styles and sizes of Upright Cabinets. The above represent 
our best grade with five ply veneered tops, sanitary bases, paneled ends and back. All 
drawers have solid cast brass hardware and roller bearing supporters. Finished in Dull 


Golden Oak, Birch Mahogany and Solid Mahogany 
DEALERS: We are entering a sanitary era. The public will demand office furniture that is made 
massive, of plain design with no projections or mouldings. The illustrations shown 
on these two pages meet the demand of the public. © We manufacture a full line of small Card Trays 
and Cabinets. Also, a full line of Vertical File Guides, Folders, Cards, Card Index Guides and other 
Supplies. Write us if interested for our catalogues and agency proposition. 


WAGEMAKER COMPANY, Grand Rapids, Mich., U.S.A. 
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OUR 42" SECTIONAL LINE 


The above are reduced iilustrations of our 42" wide hori- 
zontal Filing and Book sections. 

The entire line consists of eighty pieces and so constructed 
that the Filing sections are interchangeable with the Book 
sections, which we consider an entirely new feature 1n office 
furniture. 

p ends. 
All drawers are made with dovetailed or lock corner joints, 


DEALERS: 


Every section has five ply cross-banded built up 


on the opposite page, 


lip fronts and trimmed with solid cast brass hardware. All 
vertical file drawers have roller-bearing supporters and each 
section has a finished back. All sections have closed tops and 
bottoms which prevent moisture from entering at bottom of 
stack where it may damage the interior construction or con- 
tents, and finished in Dull Rubbed Light Golden Oak, Birch 
Mahogany or Solid Mahogany. 

The entire construction is very massive and plain in de- 
sign which conforms Strictly to this sanitary age. 


If you wish to know about this new 42" line, which is in addition to the other two horizontal lines shown 
write us for complete information with catalogue and our agency proposition. 





WAGEMAKER COMPANY, Grand Rapids, Mich, U.S. A. 














CLOSING ADDRESS TO THE CONVENTION 





By Samuel Ward, Boston, Mass. 





I confess that it was with a little hesitation 
that I finally decided to come to this Con- 
vention. I had been away on my own vacation 
for a month, down on the coast of Maine, and 
I did not know exactly how I was going to 
spare the time to come out here. But in talk- 
ing with Mr. Peting one day, he told me just 
how he felt about these Conventions. To say 
nothing of the good which we get out of them, 
he said that he felt under obligations to such 
men as Fletcher B,. Gibbs and Mr. Stevens, and 
we mentioned over quite a number of others, 
for the work that they had done, and I did 
agree with him most heartily that the very 
least some of us could do would be to show our 
appreciation of the work that they have put 
in year after year, night after night, months 
and months at a time, and thereby show at 
least our appreciation by being present at these 
Conventions. It is really a pitiable thing to 
me that some of the men who spoke here yes- 
terday should come to these Conventions with 
the expectation of seeing samples displayed 
here. As I said to my friend, Fletcher B. Gibbs, 
it did seem to me that it must be a source of 
deep trouble to him to think of all the time 
he had put into the work of these Conventions, 
and that it was not known to people in the 
stationery business throughout the whole coun- 
try. I cannot understand how anybody who 
has been in sympathy with this movement does 
not understand+more about what benefits they 
might derive from a Convention of this sort 
I think to myself, if I may be pardoned for 
speaking personally in regard to it, one of the 
great benefits to be obtained from these Con- 
ventions is not necessarily in the meetings of 
the Convention. I am sorry to miss a single 
moment from these Conventions. Perhaps 
some of you have noticed that I was not here 
yesterday morning, and that I just got in here 
this morning. However, I have a very good 
excuse for it, because when there is trouble 
with a man’s knee, as I have had for the last 
two or three months, it is time to try to find 





SAM. WARD, 


floor, and I believe 
this Convention 


much the stationers appreciate the courtesy of 
the Omaha body of stationers, and that we 
appreciate the splendid arrangements they have 
made for us, and how happy we have all been 
in their company. It is delightful to take these 
breezy Westerners by the hand. I cannot help 
but feel that the people who walk along the 
streets here in Omaha walk differently than 
they do in Boston. (Laughter. ) Even the 
horses that you find on these streets seem 
somehow or other to go along differently than 
the horses in Boston. There are some things 
in Omaha that I don’t like, particularly these 
whistles that wake a man up about three 
o’clock in the morning. I don’t like this 
smoky atmosphere, but I guess that is all over 
these places out West. You don’t mind it. It 
is business for you. I am glad to say, how- 
ever, that in Boston we don’t have that sort 
of thing. They can’t burn soft coal in Boston, 
except under certain restrictions, and it doesn’t 
look as though we were having a fire in Boston 
nearly all the time. 

I want personally to express my gratifica- 
tion for having been able to be here at this 
Convention I want to say also one thing. If 
you feel that you are not getting as much out 
of these meetings as you should, let me suggest 
to you that you get hold of some of these men 
who have had long experience in business and 
talk with them personally; ask them “How do 
you do this thing, and how do you do that,” 
and you will soon get the benefit of the best 
brains that are in the stationers’ organization 
in the United States, and you won't have to 
pay a single cent for it. Bear that in mind, 
some of you here who think these Conventions 
don’t amount to anything. They do amount ‘to 
everything in the _ world. They are the big 
things, I believe, and no man who comes here 
and sits down with a dozen men whom I could 
name, who have had large experience and have 
made the business a, study, could help but gain 
tremendous benefits from it, and could help but 
thank them over and over again. 





REPORT OF COMMITTEE ON CARBON AND INKED: RIBBONS 





By E. D. L. Sperry, St. Paul, Minn., Chairman. 





Your Committee has endeavored to compile 
a comprehensive list of carbon papers and type 
writer ribbons, together with the retail prices 

Every manufacturer of these articles known 
to the Committee has been written and re- 
quested to furnish names of their brands and 
retail price list if they had one. 

This request brought a very cordial reply 
from most of the manufacturers together with 
the desired information A few of the smaller 
ones seemed to have no established retail price, 
but O. K.’d a list of prices as recommended by 
the Committee, while others manufacture for 
the Jobbing and Imprint trade only. 

This list of Recommended Prices has beer 
tabulated and forwarded to the Chairman 
the National Catalogue Commission, who will 
have it issued in bulletin form. 

To sound the sentiment of dealers regarding 
this branch of their business, the following list 
of questions was sent out 

1. Do you handle them as a separate depart 
ment or in your regular merchandise? 

2. Do you have your own special imprint? 

3 If so, have you found this method satis- 
factory? 

4 Is the profit on this line satisfactory? 

5 Are you troubled by the peddler of cheap 
ribbons and carbon? 

6. What method would you suggest to rem 
edy this evil? 

7. How can this Committee be of service to 
you? 

The .results obtained were as follows: 

Replies were received from 107, of which but 
6 have a separate department for Typewriter 
Supplies, the balance handling them in regular 
merchandise. 


64 are handling carbon paper under their own 


Manufacturers 


Yes qualified by ir 


more satisfactory profit, as only 2 per cent of 
the replies prevented its being unanimous 

In aimost direct contradiction to this ome 
the replies to question No. 5 (Are you troubled 
by the peddler of cheap ribbons and carbons?) 
All but seven replies state that they are to a 
greater or less degree. 

The suggestions as to how to remed this 
evil vary from a question mark, to using the 
Big Stick on the Manufacturers, while four 
advocate killing the peddlers; three f these 
come from Texas. We are glad to note that 
the Homicidal Mania is so well confined to that 
State Most of the replies to t yuestion 
indicate a belief that the solution lie mainly 
with the Manufacturers; that they should stick 
to the legitimate jobbers and stationers and not 
sell to the peddler or consumer 

We recommend that the Stationers as a body 
buy only from Manufacturers who are willing 
to make such an agreement, but that the Sta- 
tioners in return pay particular attention to 
this branch of their business 

It as been shown to be one of the most 
profitable lines they handle, whi should be 


sufficient incentive for a little additional effort 
on their part. 


This effort, if backed by the co-operation of 


the Manufacturers, should do much toward im- 
proving conditions and have a tendency to dis- 
courage the peddler. 


We also recommend for the consideration of 


the Manufacturers the adoption of a standard 
length for ribbons for each machine. 


Respectfully submitted, 
E. D. L. SPERRY 
A. H. BARKERDING 
A. SCHOOLEY 
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“Seven 
Inches of 
Pencil 
Perfection” 





JOSEPH DIXON CRUCIBLE CO., JERSEY CiTy, N. J. 


DIXON'S 
ANGLO-SAXON 


4 XJ 
PIENCII 
ri ole 
The popular Anglo-Saxon is the Aristocrat of pencil- 
dom. It is made with or without tips and rubbers; 
round and hexagon shapes; three finishes and four 
degrees of hardness. It is carded as illustrated or 


sold packed one dozen in a neck box, six boxes in 
a carton. 

















Write for NEW pencil catalog 


Joseph Dixon Crucible Company 
Jersey City, N. J. 
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THE SCIENCE OF BUSINESS BUILDING 





Address by William T. Goffe, Chicago, III. 





In considering the art of selling, the work of 
business building, and the principles of service, 
it is essential that we first have as nearly as 
possible our facts organized and classified. In 
order that this shall be so it is necessary that 
we arrive at a basis for classification; otherwise 
we would not be able to proceed intelligently 
And such a bas is found in the factors or ele- 
ments which go to make up every conceivable 
tind of a contract or agreement You are 
apable and intelligent hearers, and of course 
you will analyze what is said on this occasion 
or any other, and I expect—nay, I wish—that 
you shall arrive at an entirely independent judg- 
ment concerning the value of the sciences of 
business building and salesmanship and service 

The late Herbert Spencer was a thoroughly 
reliable authority on science, and his definition 
of that term embraces just two words, “‘organ 
ized knowledge.’’ Let us apply that definition 
to business, and we will find that there is a sci 
ence of business building shown in the power to 
make permanent and profitable patrons. We 
will find that there is a science of salesmanship, 
the power to persuade others to purchase at 
a profit that which we have to sell, because 
goods must be sold before we have any business 
upon which to build We will also find that 
there is a science of service, because before we 
can profitably persuade others to enter into 
trade relations with us we must give evidence 
of both the ability and the intention to serve, 
to the end of satisfaction and profit, both the 
buyer and the seller. 

So I say we must arrive at a basis of classifi- 
cation of facts and truths before we can pro- 
ceed intelligently and satisfactorily in the dis- 
cussion of business science. Its higher name, of 
course, is efficiency, and this applies to the 
institution as a whole, just as it does to each 
individual employed in that institution. It em- 
braces just four factors, as I have said, no 
more or less; some one to make propositions of 
sale to another; the goods or proposition pro- 
posed, some one to whom pruposition or sale 
shall be made, and agreement between the first 
and third factors relating to the second of 
course, that means business. These elements, 
the seller, the buyer, the goods or proposition 
and the sale, constitute the whole; entering as 
they do into every transaction, it is evident no 
trade can exist without all of them. So for a 
little while, with your permission, we will discuss 
the problems of business building. First, from the 
viewpoint of the seller as he is seen along the 
line of his faculties and qualities of mind and 
body, his mental, moral and physical muscle. 
Second, the customer from that angle which re- 
veals him to us, looking at his temperament, his 
mental activity and his motives and ideals 
Third, the goods or proposition, from the stand- 
point of the principles of logic—the business 
man needs to study logic as well as any other 
And fourth, the sale itself as it is revealed in 
the mental attitudes or steps taken by the other 
fellow as he decides finally and comes into com- 
plete agreement with us regarding our pro- 
posal 

Now, primary to my further remarks, I wonld 
like to have one thing thoroughly understood 
in advance, and that is that I do not pretend to 
know more about your business than you do. I 
mean the technique of your business. You are 
engaged in the manufacture and distribution of 
stationery goods, devoting your time and your 
snergy and your money capital to that So 
it is both right and reasonable that you should 
know more about the technique of your business 
than I do But I believe you will agree, and be 
willing to exchange the compliment and admit, 
for a little at least, that one who has given 
special attention and study to the classifica- 
tion of fundamentals in business is likely to 
have that specialty down finer than one who 
has not given it attention and study And that 
specialty is the development of efficiency in the 
individual, no matter what his position may be, 
enabling him through increased efficiency to 
give greater service in business. One thing 
more I want to say, and that is that no matter 
what your system may be, with that I do not 
deal I have nothing to say about it. What I 
shall say and deal with applies to the men and 





women of the system, and if heeded it will re- 
sult in the development of their efficiency 
The Man Behind the System. 

You will agree with me that as a last analysis 
it is the people back of the system, whatever 
that system may be, that make it effective or 
not, and that any system will fail in business 
in the absence of efficiency on the part of the 
individuals back of it. And still another point 
I want to make perfectly plain, if I may, and 


that is that every employer is a teacher. Con- 
sciously or unconsciously, he is teaching his 
people, his employes. Many recognize con- 


sciously that they are teachers, and are good 
teachers, but there are many, on the other 
hand, who do not appear to recognize that they 
are teaehers at all, and, ignoring their functions 
as teachers, are not teaching efficiently The 
very best employer-teachers, however, are com- 
pelled to give almost their entire time to teach- 
ing the technique of their business; to get back 
to such fundamentals as man building, man 
reading, etc., they haven’t time. But these are 
essential in order to make the individual effi- 
cient. Make the man right and his work will 
take care of itself. Sheldon says that is so, and 
he is right about it. 

The first principle might be called the princi- 
ple of self-development, the development of fac- 
ulties and qualities of mind and body which re- 
sult in efficient service. But it is not enough 
to point this out; the individual must be shown 
that these are of value to himself and then how 
to proceed to develop them. Then, after this 
first principle is well instilled into the mind of 
the individual, he must be brought up to an- 
other, the principle of human nature study, 
for you will agree with me that, all things 
being equal, the man who understands human 
nature best will work more in harmony with the 
constantly increasing number of people with 
whom he comes in contact. And with these 
two principles instilled into the mind of the 
individual, he must be brought up still further 
to another, that of business logic. You know 
when a man comes into your office to see you, 
or proposes something to you, you appreciate 
most the man who takes up the least of your 
valuable time. It is not today the man of words, 
words, words who succeeds best with you and 
others, but it is the man with points, points, 
points; and the success of the individual busi- 
ness man is always enhanced when he grows 
in his power to logically separate things into 
parts and then to rebuild them again into a 
complete whole. 

But this is not enough. Self-development may 
proceed apace, and knowledge of human nature 
may be accomplished, logic may be built up, 
and development in the individual; but the very 
center of business transaction is a psychological 
point, that place where we must learn how to 
keep in touch with the other fellow as he passes 
by, through attention and interest and desire, 
to resolve to buy, and buy now, and to buy in 
such a way that he will be satisfied and will 
come and buy again as a matter of habit. 

Business building is defined as the power to 
make permanent and profitable patrons. Sales- 
manship as the power to persuade others to 
purchase at a profit; and service as the power 
to serve, to the end of satisfaction and profit 
to both the buyer and the seller. The institu- 
tion itself, you Know, is the composite salesman. 
It is made up of all the people employed in it, 
and each one has the power to increase or di- 
minish the volume of trade and the profits in 
the place where he or she is employed. My 
friend has just furnished me with a blackboard 
It is better if we can see a demonstration at the 
same time that we hear it. We use two senses, 
you know, and where the Scripture says, “‘Come, 
let us reason together,” I believe that to be 
good Scriptural sense as well as good gospel. 
And I am going to ask you for a little while 
to come, let us think together. And if you ask 
me the difference between the meaning of the 
Scriptural term to reason and the modern term 
to think, I will answer by saying that thinking 
while reasoning is the last and 
highest step in that process, reasoning being 
the ability to link up two or more judgments 
into a further reason, judgment springing from 


is a process, 


ideas, ideas from concepts, concepts from im- 

ages, images from sensation. So if we can both 

see and hear I believe we shall gain more 
Problem of Success Is Workable. 

it is an in 





The problem of individual success 
dividual problem—is workable. It has three out 
standing points I speak of normal men and 
women These points are, first, efficien or 
value; second, education, the keystone; third, 
success education being the eductior tue 
drawing out, the development of power, having 
two processes, both the infilling and the draw- 
ing out process Success being the attainment 
of a legitimate and practicable ideal And to 
link these three great points up, let them go 
home to the individual, and the individual goes 
away loaded down with good things I believe 
you will say that. I want to work this problem 
out—those of you with pencil and paper may 
copy it You will find it interesting I did 
not make it, Sheldon did not make it; it is a 
co-ordination, a systematizing of fundamental 
facts that have existed as long as man Let 


V stand for value—that equals the individual di- 
vided by the amount of supervision he 
If anybody in your institutions requires a lot 
of watching and telling and sending and super- 


nee ds 


vision, that is the measure of his value This 
in turn equals the individual divided by his e1 
rors of omission and his errors of commis 
sion; many mistakes in performance, many 


omissions to do the thing, much lack of in 
itiative, which, you know, is the power to do 
the right things without being told, and you 
know how valuable that is everywhere in life 
Memory, which is said to be the source of the 
mind, and so many errors are traceable to lack 
of memory, and the guilty one always tries to 
cloak himself up with “I forgot 
ness, accuracy, purpose, energy, decision and 
action, etc. This equals the state of the posi 
tive qualities in the individual, divided by the 
negative, and by the positive qualities I mean 
those qualities of mind and heart that ar 
structive, are worth while. Some one has said, 
I think Professor James, recently of Harvard 
that scientific research shows that the average 
man only uses one-fourth of his physical power 
and one-tenth of his mental power I tell you 
when you take a man with nine-tenths of his 
mental power latent and dormant and inactive 
that man needs cultivation, and needs it badly 
He will many errors. This equals edu- 
cation, meaning, I say, the drawing out and de- 
velopment of the individual. We know that 
there are four general divisions of a man; first, 
his intellectual division; next, his emotional di- 
vision, or his feeling called the moral power; 
next, his physical division, and finally his will 
If you will permit me to place here, as repre- 








have 


sentative of the intellectual power of the indi- 
vidual ‘‘judgment,”’ opposite this stands ‘“in- 
judiciousness.”’ Either the man is a man of 


Injudiciousness 
destructive, and 


judgment, or he is injudicious. 
is negative and hurtful and 
only exists in the individual in the absence of 
judgment. When that lack of judgment and 
injudiciousness fades away, efficiency is_ in- 
Then that equals ability Cultivate 
feeling, like loyalty to self, loyalty 


creased 
a moral 


to the institution, loyalty to. the patrons, 
loyalty all around, and you _ destroy dis- 
loyalty And you establish ability plus re- 


liability, and it is the only way under heaven 
that it can be done. Cultivate strength of body, 
cultivate development, growth physically, and 
weakness is destroyed; and we have added to 
ability and reliability the power of endurance. 
Then cultivate the powers of the will, which 
are really the dynamic forces in the mind, the 


will being the judge and the decider always 
on every question; cultivate decision ind in- 
decision goes by the board, and we have ability 


plus reliability, plus endurance, plus action, be- 
cause we have judgment and loyalty and 
strength and decision developed, and ialities 
of that nature Here we have the area of the 


individual I wear a little button on my coat 
and I saw a gentleman this morning look at it 
very closely He didn’t ask me what it meant 
A-r-e-a—business building, self building, city 
building. No city can ever hope to be greater 


than its individual citizens, and if a man is thus 























































A Show Window that 


beckons the Business Man into the store 


@ Put your show window in competition with your 


star salesman this fall. | 
@_ Show the Business Man in your town actual Model 


Offices—so that he will feel compelled to listen to the convincing 
arguments of your show window, even should he decline an audience 
with your solicitor. 

@._ Customers believe with their Eyes more readily than they do with 
their Ears. ‘Therefore, when they see 


Globe “Wernicke 


Complete Office Cabinet Equipments 


attractively displayed, they at once become interested, and usually follow the 
trail from the window into the store. 

@. The name Globe“Weérnicke is familiar to almost es ery man who reads and 
transacts business in an office. 

@_ To have the Exclusive representation of such a line is in itself an introduction 
to the business world, and the kind of introduction that the merchant appreciates, 
because of its increasing value every year. 

@_ One reason why the majority of our Agents are such enthusiastic boosters 
about window display advertising is because our products lend themselves so 
successfully in the layouts of Model Offices, thus creating a demand for Complete 
Outfits instead of Individual Pieces. 
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The Man with 
only Desk Room 


One of the many profitable advan- 
tages in representing a line so com- 
prehensive as the Globe-Wernicke is 
the provision made to supply the 
needs of the small buyer——the man 
who of necessity must be economical 
in his expenditures. 

He may not be in the market 
immediately for a Quartered Oak or 
Mahogany Filing Outfit, a Steel 
Cabinet Safe, or an Elaborate Office 
System, but if he does any work 
whatever at a desk, he becomes a possible 
buyer of some of our products. 

It may not be more than a handy Desk 
Portfolio, a Daily Card Index Tickler, a 
Swinging Desk Shelf, or two or three Book- 
case Sections, nevertheless, if he can secure 
these devices, which are identified by the 
Globe=Wernicke trade-mark, he realizes the 
same satisfaction as the man interested in 
the more pretentious equipment manutac- 
tured by the same company, for use in the 
larger office. 

Our line encourages the interest and builds 
up the patronage of the small buyer. 








— > S| 
The 
Professional Man 


Of course, the Attorneys who 
become acquainted with various 
Globe“Wernicke products through 
the introduction of our law-sized 
sectional bookcases in their offices, 
soon realize how adequately our filing cab- 
inets provide the necessary safeguards for 
the many important papers intrusted to 
their care. 

But there are many other Professions 
whose business is profitable to cultivate, 
represented by men who are constantly 
writing to us about their filing needs 

The Architect the Auditor the Banker 

the Engineer—-the Publisher —the De 
signer-—Ofhicers of various commercial 
boards, Superintendents and Librarians of 
Educational institutions, and members of 
many other professions who are constantly 
asking advices about cabinet equipment. 

Without fully realizing the extent and 
scope of the Globe-Wernicke line, they are 
under the impression that only Made-To- 
it Cabinets wil! suit their partic ular 
needs. 


Here Is where our agents so trequently pront by 


turnishing at once stock Filing Cabinet Sections 


either W ood or Steel, which easily and yuickly 


solve their filing problem 


in 


















































i ao 
| 


ernichke 


















a 
eo ~ - 
ae ae, 


=~ nr 


Public Offices 


In City, County, State Buildings, 
Schools, Libraries, Colleges 


The demand for Globe-Wernicke 
Cabinet sections, as well as supplies 
in Public Offices of all kinds, is con- 
stantly on the increase. 

This can be easily attributed to 
the concerted effort being made to 
standardize all equipment in Public 
Offices on some well defined plan, 
not only as to the methods employed, 
for filing records and papers of all 
kinds, but also as regards type and 
design of cabinet. 

Nothing suggests disorder and 
irregularity more emphatically than 
different makes of cabinets in the 
same ofhce. 

Whether constructed of Wood or Steel, 
the sizes of Globe-Wernicke files and 
drawers are all of standardized measure- 
ments to ht all commercial s1zes of paper. 

Likewise the Designs and Finishes are of 
uniform and standard type. 


Therefore, Globe“Wervicke Cabinets, when 
once introduced into any department of a Public Of 
fice, are usually continued, because no other line offers 
such latitude in variety of hling devices without de 
parting trom a unilorm standard. 

















Equipment 
FOR CORPORATION OFFICES 


Corporations are usually more 
particular in their selection of equip- 
ment than individuals. 

They scrutinize the mechanical 
construction of a fling cabinet, its 
capacity, the space it occupies, its 
internal construction as well as ex- 
ternal finish. 

They know why Globe=Wernicke files, 
with their frictionless steel bodies, never 
snag as do files made of unseasoned wood. 

They realize the Economy as well as 
Efficiency of the Globe-Wernicke construc- 
tion in all their products, including the Sec- 
tional Bookcases, Sectional Filing Cabinets, 
in both Wood and Steel, Cabinet Safes, 
Cabinet Supplies, Desk Accessories, Etc. 

And because they so successfully stand the 
test which Efhc lency exacts in the way of 
Service, and adaptation to the exacting de- 
mands of Commerce, Globe-Wernicke Filing 
Devices are most favorably known where 
Big Business thrives. 

Thus, our agent finds every office in the town where 
he resides becomes a market tor Gl »be Wernicke pro- 


ducts, where he can command the patronage of the 
Large as well as the Small buyer 
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DESK PORTFOLIO 


SWINGING DESK SHELF 





HEN a business man finds in his 
own town a store offering a con- 
tinuous service of dependable goods, 
he seldom wastes time shopping around. 


Globe2Wernicke products are of 
such sterling quality, including so many 
» standardized articles considered indis- 
i pensable to the modern office, that it 
becomes possible to profitably operate 
a complete office department on 
goods selected solely from our catalogues 
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cultivated his area always equals his success. 
Success, meaning the power to—what? Do 
deeds and speak words. We express ourselves 
through words and deeds, and the man who de- 
velops more and more power to do the right 
thing without being told, and to speak the words 
he should speak aptly, is the man who attains 
success. 
A Sale as a Mental Issue. - 

Now I know you have other things on hand. 
I know you will agree with me that this fur- 
nishes theme enough for the greatest man in 
the world, if he had the power to stand here and 
hold you for the next forty-eight hours, and 
then he would only touch some of the high 
points. But see how practical it is. Take it in 
the realm of salesmanship. A sale is a mental 
thing—that is, while it includes the seller and 
the buyer of the goods, the buying of goods 
and the payment of money and the delivery of 
those goods, they are only the evidences of 
the sale having been made. The sale itself was 
decision in the mind of the other fellow to de- 
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cide and agree to buy. Well, a man says, is 
that all there is to this business? No, I have 
barely touched the three last factors A study 
of human nature, and I put it that way—I can't 
put it any other; I don’t mean to canvass you, 
but a study of human nature means this, that 
we get closer to the temperament of men, we 
became more accurate judges of their mental 
activities and of their motives and their ideals 
Out of this hundred gentlemen or more °- ! 
couldn’t deal with any of you as I dealt with 
the other. If I did I would lose one of the 
two. But if I am able to detect your tempera- 
ment through some act or word or evidence that 
I have discovered, to know, for example, that 
you belong to an electric type of man, I would 
not think of dealing with you as I would were 
you of the vital type, so different. I shall be 
glad to answer any questions relative to this 
problem that you may care to ask 

Mr. Ritz—What do you mean by 
type? 

Mr. Goffe—If I undertook to explain to you 


electric 
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the electric type in full, I would have to go over 
about sixty pages of lesson on the subject, but 
the electric type is a quicker acting man. We 
reach his will and purpose far more readily than 
we do a man who is merely vital. For example, 
temperaments are of four kinds; there is the 
phlegmatic temperament—we would not deal 
with a man of phlegmatic temperament, the 
man who works slowly, comes to conclusions 
painfully and slowly, as we would with the 
man with the temperament that arrives at con- 
clusions quickly. And that is not all. If we have 
the electric type, or the man of sanguine tem- 
perament, we will observe him as carefully as 
the other, and when he arrives at decision we 
will ask him to close it now, because his im- 
pressions are not always as deep as the other's, 
and perhaps tomorrow they will have passed 
away. It is worth while to take up a study of 
temperament awhile in order to increase our 
capacity and efficiency. If our capacity and ef- 
ficiency are increased ever so little, it means 
much in the aggregate. 
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Mr. President and Gentlemen:— 

Through the persuasive eloquence of Mr 
Bauer, Chairman of your Entertainment Com- 
mittee, I have been prevailed upon to address 
you on the subject of ‘‘Advertising a Retail 
Business,’’ and frankly I wish to say I hard- 
ly know just where to commence. At first I 
positively refused, being aware of my _ short- 
comings upon the subject, but after talking to 
him for some time he really made me believe 
I did know a little about it so you can see I am 
not alone responsible for this paper; you will 
have to place most of the blame upon him for 
now occupying your valuable time and attention 
Appreciating my lack of knowledge of the 
science, I will ask you, therefore, to look upon 
this paper in the light of observations that 
have come to me from time to time by the study 
of this subject. 

In these few observations I will endeavor as 
much as possible to confine my remarks to the 
question of ‘“‘Advertising’’ as it relates to the 
stationery and office outfitting trades, and I 
might add I also infer that I am expected to 
make my theme one that will apply to those al- 
ready in business, rather than stimulate any 
latent desire in anyone that might increase 
the competition that is already ours, bearing in 
mind that some one has remarked, and aptly, 
too, ‘“‘Competition is the life of trade, but hell 
on profits.’’ 

Of course we are all aware of the good and 
bad in everything, and advertising is no excep- 
tion. When properly done it calls for the best 
effort that man can produce, a combination of 
brains, nerve and patience, which must run 
hand in hand in modern business life with im- 
agination, that wonderful force, without which 
no business can be successful unless it contains 
a great quantity. Advertising, to be made a 
paying proposition, however, must be practical, 
owing to the dangerous financial conditions and 
waste that will surround the proposition if not 
guided by the keenest of judgment. Every great 
business has had its inception from an idea in- 
spired by the imagination of some one. 

The phrases ‘‘Advertising’ and ‘Publicity’ 
have so much in common that they are very 
often confused. A man may be arrested for 
burglary and get all the publicity he wants; at 
the same time, from an advertising standpoint, 
he is being very poorly advertised. 


A Definition and Its Application. 

Now, let us see the definition of ‘‘Advertis- 
ing.”” Encyclopedia Britannica gives it thus: 

“‘Advertising’’—The active practice of so 
bringing anything, as one’s wants or one’s busi- 
ness knowledge, into public notice by paid an- 
nouncements, in periodicals or by handbills, 
placards, as to secure customers by advertis- 
ing; often used attributively, as an Advertis- 
ing agency, an Advertising scheme or an AIl- 
vertising medium. “Advertation” was the old 
word, meaning ‘‘Information.’’ The modern 
word “‘Advertence’’ I like better, which means 
attention, notice and heedfulness. 

We all have something to sell, merchandise, 
information, experience, ideas, or time, and if 
we follow out the latter definition we will mar- 


ket our wares through the avenue of atten- 
tion and secure permanent customers through 
the channel of heedfulness and watchfulness. 

If you wish to expand, and we take this for 
granted, you no doubt realize that advertising 
of some kind must be done. Results can only 
be secured, however, by supplementing that ad- 
vertisement with the hardest kind of work, close 
application, lots of common sense and eternal 
vigilance. If anything else can turn the trick, 
it has never been discovered in the stationery 
business, to my knowledge. Every action by 
you as an officer or proprietor, and so on 
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through your entire force, is advertising, either 
for good or bad. Surely no business man would 
knowingly do anything in advertising or any 
other branch of his business that he considered 
diametrically opposite to what he thought to be 
good business. 

We all know that no legitimate business can 
be successful without the constant accumulation 
of satisfied customers, and, in my opinion, all 
the effort or money spent in advertising is nulli- 
fied unless backed up by the closest attention to 
any complaint, be it fancied or otherwise 

To secure results free from any effort a plan 
must be mapped out Advertising is no excep- 
tion to this rule; therefore you must have a plan 


of campaign. You would not think of trying to 
trade in any merchandise unless you had loca- 
tion, stock properly arranged, harmonious organ- 
ization and good service. It would be folly to 
invest money unless you had determined to give 
all these items your attention, and you must 
not expect to receive rewards for advertising if 
everything else is not in sympathy with it. 
While it is quite possible to do some business 
without any paid announcements or general 
publicity work, depending entirely upon per- 
sonal impression and good business principles, 
it is just as true that judicious advertising 
will act as a lubricant and help build up that 
business more rapidly. 


Emerson and Modern Competition. 

Emerson has been quoted as saying: “If you 
write a better book, or preach a better ser- 
mon, or build a better mousetrap than your 
neighbor, though you build your house in the 
woods, the world will make a beaten pathway 
to your door.”’ This is doubtless true, but in 
these days of busy commercial activity and keen 
competition it becomes necessary to let the 
world know where those mousetraps can be se- 
cured, and to show the public the quickest and 
easiest route. 

We have all had experience in buying in 
other stores. Then why not profit by their 
mistakes, the greatest of which, or at least 
the one we notice most readily, I think you 
will agree with me is the lack of personality. 
What a tremendous power for good advertis- 
ing is that quality of personality! You may 
spend all kinds of money to tell the public wiuat 
a good fellow you are, but it is only when we 
meet a man face to face and get to know him 
that we are capable of judging his true charac- 
ter and deciding whether we want to frequently 
meet him. Most people like square dealing and 
appreciate courteous treatment. When a man 
tells you a thing is so, and you find it to be 
so, your faith in him begins to grow. If he 
tells you time after time that things are so, and 
you always find the measure of his promises 
filled right up to the brim, in time you take 
his word for its face value. This, I think, is the 
foundation of good advertising, and no busi- 
ness can prosper unless it has back of it this 
motive power. 

Advertising is just as necessary a study as 
any other branch of the business. It is not a 
thing apart, but a part of the whole. The mere 
fact of spending money in newspapers, peri- 
odicals or other means of circulation, or by cir- 
culars, booklets, mail cards, etc., will never get 
you results unless backed up by the best kind 
of store management. Whatever publicity you 
advertise for, be sure it is good, because those 
things are only lasting which are good. This is 
a natural law, and, as we know, a natural law 
cannot be evaded without penalty. 


Truthful Publicity the Best. 
Therefore, good advertising for the merchant 
with an established business means spending 
a certain amount of his earnings for truthful 
publicity work, depending upon the growth and 
financial condition of his business, the money so 
expended to be regarded in the same light as 
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any other fixed charge, such as rent, salaries, 
insurance, depreciation and other operating ex- 
penses, and its direction necessarily coming un- 
der the executive head of your business. 

If you were to ask my advice about the meth- 
od of doing it, I would say, first take advantage 
of the opportunities at your door, then use news 
papers for quick introduction, and suggestions, 


printed matter and salesmen Yor your argu- 
ments, letters for persuasion, windows for in 
vitation and clerks for consummation, and 
above all, watch the silent salesman, that mod- 


est little fellow who does not appear on the 
weekly pay roll, whose actions speak louder 
than words, and can do you more harm or good 
than any other force of which I know 

Be tmpressed with the fallacy of expecting 
to increase your business simply through news 
paper or any other publicity work Unless 


you have the merchandise demanded, unless 
your store is attractive and your salespeople 
courteous, attentive and painstaking, all the 
money spent for such work will be without 
compensation. Advertising only creates the 
demand, but it requires human means and in- 


telligence to accomplish the all-important part, 
the turning of an inquiry into a profitable or 
der. 

We will return to the opportunities at 
door. One of the helps in our 
ness (1 am now speaking personally of the Hos- 
kins Company) has been working in conjunction 
with the manufacturers of this Association and 
other manufacturers of national reputation. 
Think what it means to you as a local adver- 
tiser if you take advantage of all the thought 
and the immense sum of money spent to make 
a line of goods or an article popular by the 
proper display and co-operation with the na 
tional advertiser in your local territory. I might 
add that some manufacturers would do well to 
consider this point and list their goods so that 
a discount could be made to the dealer which 
would make it attractive to him to push their 
goods with all the enthusiam at his com- 
mand. 

Co-operative advertising on the 
local dealers with manufacturers 
tional advertising is excellent work. Many large 
manufacturing concerns are using newspaper 
advertising as a medium to exploit their line or 
lines. By keeping in touch with them it is 
possible to find out why they advertise locally 
By supplementing their newspaper advertising 
with small copy of your own you not only reap 
the benefit of their: advertising, but you es- 


your 


greatest busi- 


part of the 
who do na- 
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tablish a reputation for down-to-dateness and 
ally yourselves with the “progressives,”’ not 
necessarily political 

Catalog Issuing Often a Poser. 

The demand made the advertising ap- 
propriation of the Stationer is not 
confined to newspaper Competition has 
made a catalog almost a those 
among us who have had the experience of get 
ting out a catalog it is not necessary to dwell 


upon 
average 
work. 


necessity To 


upon it. Those who contemplate issuing one 
have my sympathy Charity programs, special 
booklets and requests for advertising of like 
character are constantly made upon the sta- 
tioner 

These demands are of such a nature that in 
many instances they cannot be ignored On 
the other hand, if the appropriation outside of 
the cost of catalogs and other legitimate printed 


matter could be entirely expended in news 
paper advertising or other direct mediums, 


results would be accomplished 


more 
appreciable 

Where 
tioner has little or no trouble -in 
lection. Newspaper advertising rates 
in nearly every case upon so much pe! 
sand circulation, and if there is more than one 
medium in your town you will find enough good 
circulation in the other propositions to merit 
using them It is a mistake to take it for 
granted that you are going to reach the entire 
buying public by confining your advertising to 
one particular paper unless that paper is entire- 


local advertising is concerned the sta 
making a se- 
re based 
thou- 





ly without opposition, a condition seldom met 
with. 

Small copy, sixty or seventy lines, sing 
space, or fifty or sixty lines, double space, 
should suffice to tell your story. Whenever pos 
sible illustrations and prices should be used 


Large copy, of course, is in order, especially at 
holiday when down-to-date stationers 
can exploit articles for 
for men and 

We have in this Association 
grandest business houses of which I know, start- 
ing from small beginnings, their integrity un- 
impeached and their finances unlimited, and I 
am sure you will all that they did not 
secure this position quickly, and that the same 
principles which made them great will keep 
them great, and we would all do well to pattern 
after them and follow in their footsteps if we 
wish to attain the same results Iam also sure 
they have not gained their without 
advertising in some form. 


periods, 
various 
women. 


everyday use 


some of the 


agree 


position 
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Our association is itself doing great advertis 
ing work, and every member should encourage 
and hold up the hands of the gentlemen who 
have been devoting their time and energy in 
trying to advertise this body as it should be 
advertised to those not yet in harmony with 
its objects or who are deceiving themselves in 
the thought that the acme of merch: 
to sell cheaper than one’s neighbor 


Credit Value of Good Advertising. 


er 






indising is 


Good adivertising will help establis your 
credit Good advertising will not stoop to 
sharp practice or misrepresentation ecause 
sooner or later the deception will be found out 
No business that cannot be exploited honestly 
can ever hope to be permanently successful 
Good advertising thus will help build up your 
own character as well as your busines 

After ali, advertising is only reputatior and 
cannot show results in a day any more than 
an individual can show his true character in the 
same period It is purely accumulative ind 
“an only prove fruitful as we become a iainted 
with the proposition. 

In conclusion I would say, do not look upon 
the money spent on advertising as a gamble 
In the majority of advertisements it is true 
that immediate results cannot be obse ed; but 


when you plant seed of any kind you 





do not expect to see the fruits immedi . 
spring up; it is necessary to wait a sea n, and 
in the meantime water and constantly guard the 
planting When we see the amount spent by 
advertisers of known successes both 1 onal 
and local, in the exploitation of their wares 
it seems hardly necessary to add that consistent 
and persistent advertising will pay the long 
run if the merchandise has merit 

The question of advertising is an inexhaust 
ible one In our line of business, with the count 
less number of articles for sale, we can always 
have a message for the buying pub How 


and when to say it depends entirely, therefore, 
upon conditions and seasons and the judgment 
of those in command of the business You can 


rest assured of one thing, however, the study 
of the subject will amply repay your investi 
gation 

I thank you for your attention, and if this 
article creates only one ‘‘new booster’’ for more 
and better office equipment and stationery ad- 


vertising, which will help to place our busi 
ness upon a higher plane, I shall feel amply re 
paid for the time spent in the preparation of 


this little talk 
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IMPROVED 
ACCOUNTING 
DEVICES 


You have handled the Rest— 
now sell the Best. Our high 
Grade Goods command and 
have sold for years at One Price. 
No uncertainty of profits to 
Dealers. 


Our Eureka flat-opening leaf surpasses 
all others in flexibility, strength and 
appearance. We equip our Licensees 
with treating machines, or can flexibly 
treat ream sheet ledger paper, which 
rules and prints as perfectly and 
rapidly as untreated paper. 


Concentrate on our line and establish 
highly satisfied and permanent con- 
sumers. “Our goods, which are the 
standard everywhere, are the out- 
growth of years of experience, and 
each article is a worthy exponent of 
the line it represents. 

Long continued experignce in pro- 
gressive manufacture is the rarest 
among assets of loose leaf manufac- 
turers, hence this one fact should be 
sufficient to turn the attention of the 
dealer to the Jones Improved products. 


Our proposition and circular on request. 


Jones Improved: 
Loose Leaf Specialty 
Company 


Cor. Lake Street and Albany Ave. 
CHICAGO, ILL 
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AN INTERESTING DEBATE 





Discussion Following Report of the Miscellaneous Items Committee. 





Following the report on miscellaneous 
the following interesting discussion 
ticipated in on the Convention floor. 


had moved that the committee 
cepted and placed on file, and 


had seconded the motion. Mr. 
then asked for debate, and, being 


spoke as follows: 


It is conceded by manufacturers 
machinery that it is almost impossible to make 
a machine that is absolutely fool-proof 
is hardly an office where you will 
man who imagines he is a mechanic, 
will order for the stenographer a 


to tamper with every machine 


adding machines, typewriters, and 


screw driver itself. The result is 
that frequently he places some- 
thing out of adjustment on the 
machine in less than twenty-four 
hours from the time of its pur- 
chase. That machine is taken 
back to the stationer, and the 
stationer is told that it is ro 
good; it doesn't work. The office 
boy, who sometimes tampers with 
a machine, neglects to tell his 
boss of his having done so, and 
so they blame it onto the ma- 
chine, and the stationer in turn, 
especially if he doesn’t under- 
stand office devices, will blame it 
on the manufacturer of that ma- 
chine. That is one condition that 
the manufacturer of office ma 
chinery has to meet 

Another condition, especially in 
the case of pencil sharpeners, is 
that the cutter in the machine, 
or the knife, will get dull. That 
is true of any edge, I don’t care 
what itis. There never has been, 
and I don't think there ever will 
be, a piece of steel with an edge 
on it that will stand the wear 
and tear of sharpening pencils. 
On the other hand, why doesn’t 
a man, when he purchases a 
razor, when it gets dull, take it 
back to the man from whom he 
bought it and tell him the razor 
is no good. It only has to cut 
hair. Instead of that, he takes it 
to a barber, and he gives the 
barber 25 or 50 cents to hone it, 
and put it in good condition. 
That razor is steel, with an edge 
on it the same as the cutter of 
the pencil sharpener, and doesn't 
do anywhere near as hard work 
With regard to the paying of 
postage or express on machines 
returned for repair, I think if the 
manufacturer is willing, for a 
certain period of time, to guar- 
antee those machines, and will 
repair them gratis during that 
period of time, the consumer 
should be perfectly satisfied to 
pay the express or postage. With 
every other device, the typewrit- 
er, adding machine, cash register, 
or anything like that which he 
has in his place, if he send it to 
the people who manufacture it 
they charge him sixty cents an 


man’s t®ne to fix it, and he doesn't 
about it at all, because he has been 


to it. 


As regards the sending direct to 
facturer of parts, I do not think it is the man 
ufacturer’s desire to create business 
self and take it away from the stationer. There 
is much objection, however, by the stationer, 
oftentimes, to the amount of trouble 
to in sending these things, and he 
consumer is not willing to pay the 
him, and that he is unable to take 
trary stand with the consumer on 
selling other lines. Therefore, if the 
turer says to send it direct, I cannot 


the consumer should object, or 


manufacturer's 


merely getting around 


The only way the big disc« 
the manufacturer is for the sta 
tioner, or anybody else—I don’t care whether it 
drug business or in selling stoves or 
get out and sell goods for the man 


Takes Up Discounts. 


to your attention, 





JAMES A. DORSEY AND HIS SON, DREW ADOUE DORSEY. 

cialty articles put efor 
times during the year with a 20 or 25 per 
on them, and as far as our firm is 


manufacturers 


never went hand in hand The 
cannot create the demands that 


through advertising, and put a low 


on his commodity, and give big 


is true that specialties are hard 
a great deal easier to sell a man 
buys. There is a difference be- 


people buy and what you have to 
The things that have to be sold, 


have to get a greater discount 


» percentage of profit must be greater 


to cover the increased st of 
selling. On the other hand, there 
must be a willingness on the part 
of the retailer to push a line, in 
orcer to get large discounts, be 
cause in advertising especiall 


where the salesmen come in, take 
orders, and turn them over to t 
retailer, a great deal of money 
must be spent, and if a manuf 
turer is going to do those things, 
he must put the list price at a 
prohibitive point. 

Mr. Bauer:—I would like to say 
a few words from the standpoint 


of the small retail stationer. The 
matter of selling specialties 
through the retail trade at dis- 
counts that cost the retailer him 
self an expense to unload the 
goods, without any possible 


chance of seeing a profit at all 
is something that does not appeal 
very strongly to a retailer 
whether he sells specialty articles 
or anything else. While it may 
be true that in some instances 
the manufacturer finds it neces- 
sary to do personal work to in- 
troduce his specialty before the 
buying public, and while he may 
feel that he has to do it at what 
he calls a popular price ind 
while he may feel also that that 
popular price prohibits his giving 


the retailer any profit, I do be 
lieve that the manufacturer him 
self does not understand mer 


chandizing in any sense or from 
any slant, and I do further be 
lieve that that same manufactur 
er does not understand what it 
costs him to produce and market 
that product, and he is going at 
the proposition in a blind, hap 
hazard and unscientifi way 
When from actual experience it 
costs every retailer from 18 to 35 
per cent of his gross receipts to 
do business, before he _ see 
fraction of a copper of profit, how 
a manufacturer can bring him 
self to that state of mind where 
by he desires the assistance of 
retail dealer to furnish addition 
outlets for his product on a 20 or 
25 per cent discount, is beyond 
my comprehension I have spe 
. 


f 


refuse to handle them at all. (Ap 


salesmen know so little about the 


business, and evidently the prin 


cipal who sends them out knows less, that they 
understand why 25 per cent from the 
is not a sufficient discount for a 
handle the goods. They oftentimes 


that it costs the retailer from 


cent of his gross receipts to sell 


a manufacturer has a product, 


and knows absolutely the cost of producing and 
and he cannot afford to allow a 
discount of over 25 per cent from 
price, I say that that manufacturer 
business to market his product through 
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Tatum Ledgers are Good Ledgers 


‘‘That’s the kind 


my papa uses!’’ 





You cannot afford to sell a line that does not measure up to the 
TATUM STANDARD. 


Our Catalogue No. 27-D will tell you more about our unexcelled line of LOOSE LEAF 
DEVICES, and our Catalogue No. 29-D shows a complete line of STATIONERS’ 
SPECIALTIES in which you will be interested. 


53 YEARS OF KNOWING HOW 


The Sam’! C. Tatum Company 


Main Office and Factory 


Cincinnati, Ohio 


New York Office 


180 Fulton Street 





Makers of ‘‘THE LINE OF TRUE MERIT’ 
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the retail trade. He should keep it as a can- logical personality in your own way of adver- least, and if possible, 50 per cent The sta- 
vassing proposition wholly and exclusively tising in your own locality. We find it counts tioner then would push the goods and the man- 
Certainly no retailer who understands any- more for us to do our own advertising Fre- ufacturer would reap the benefit and accom- 
thing at all about the cost of doing his own quently a manufacturer will ask for a list of plish more and sell a great deal more of his 
business can afford to handle such a product names, and will then send advertising matter product than with a discount of 25 or 33% 
at a positive loss to himself (Applause.) to the customers We believe that bad policy, Mr. Horder There is one item in the Com- 
Mistakes In Advertising. and we usually refuse to furnish the list. Our mittee’s report that I should like to hear dis- 
Mr. Horder:—Anybody who understands busi- experience has been that it is better for the cussed. I am sorry there are not more retall- 
ness from the position of a retailer and along dealer to advertise in his own local newspaper ers to take part There is a suggestion w ith 
° over his own name. Some manufacturers have reference to the returning of articles to the 
scientific lines of advertising, will know that 2 : , : ‘ ’ ‘ 3 r. a oe = var 
Se $2 om tmenenee Gmeunt of money ver: tried that with us, with very satisfactory re- manufacturers That might be ovel in the 
foolishly spent in advertising. There is e veev sults The country is so flooded with adver- same way that the Ingersoll Watch people = 
fine point with the manufacturers as to just tisements that people, especially in the city with their watches hey put in a — — 
how + oney they shoulé snend. and | districts, pay little attention to them. It may for on year trom the date of sale, that -— o 
ow much money vk dl ould | Spend, and it be different in the South and in the far West sale to be signed by the dealer when the goods 
would pay them to take a certain state or sec- 4 louse ire sold Take, for instance, pencil sharpeners 
tion and experiment to see whether the adver- [APpeause. } The manufacturer might put in some guaranty 
tising pays them. They should not expect to Mr. Baxter I have just returned from a trip of that sort, not to resharpen it, but it any 
spend a large and unnecessary amount of in the Northwest, where the complaint is made thing broken in it should be repla It might 
money for advertising, and then saddle it upon by stationers that discounts of 25 and over also be done with check protectors, number 
the consumer and the retailer, forcing the lat- 33% per cent do not cover cost of doing busi- ing machines, and other things that ues 
ter to do business without profit. We frequent- ness Freight rates to the coast are $3.75 per acter As a retailer, I will say [ believe 
ly see that in the printing business, where some hundred Articles that sell at $2.50, discounted we are perfectly willing to do ou share in 
one has something new and wants to start 25 or even 33% per cent, with the freight added, returning these things; that is, t vay the 
with it. He has no capital, but thinks the ad- do not allow a stationer to do business, espe- charges one way. 
vertising will bring results He will get out clally in towns like Butte, Montana, where The President:—I dislike very to cut 
a lot of printed matter, and then the trouble everything is so high. Labor is high there, no short this discussion, because it is intensely In- 
is to get the money for the printing afterwards store paying less than $25.00 and some $30.00 teresting We have another appointment, how 
There is a great deal of foolish advertising If the manufacturer will look at the subject in ever, for four o'clock, and it is past that hour 
done. I do not know that we have ever had a the right light, he will often find that when a now I would suggest that the 10V of the 
customer come in and ask for an article be- discount of 25 per cent is allowed, it does not resolution allow it to be amended so it will 
cause he saw it advertised. I do not know that give the stationer enough profit on the goods read that the report be received and referred 
that has ever happened in my 25 years of ex- sold Some of the gentlemen here have told to the Resolutions Committee That will en- 
perience From that I would reason that me that the discount on standard lines of goods able that Committee to bring in the recom 
spending an unnecessary amount for advertis- should not be less than 40, and from that to 50 mendations in regard to it, and the matter can 
ing is unwise. It would be better to give the per cent. I do not know how the manufacturers be fully discussed when we get thel eport 
dealer a little more profit, and allow him to will take that, but I believe a discount of 40 per Mr. Ritz I will accept that amendment 
advertise it. We find there is a strong psycho- cent should be had on all patented articles at (Motion as amended duly carried.) 
— — - 





The Passing of the Prairie. 


Reprinted as a reminder of the old days of the round-up and the prairie schooner, familiar to Omaha pioneers.) 


By J. RALPH PICKELL, 
Editor The National Hay and Grain Reporter, in that Magazine. 


sea, and have lis- 


THOSE of you, my readers, who have stood on the border of a prairie 
over to kiss th 


tened to its swinging swish as undulating waves’of wild grasses have bent 
earth, then arisen again, and swept on toward the sky line, 

This page to day is dedicated. 

To those ocean born and bent, the prairie may not appeal, yet it has its moods like 
sea. Sometimes the prairie has seemed to be the mother of Solitude, as the storm clouds have 
gathered over the brooding plains and a dullness like the desert pervaded the landscape. 

Revelers in the ocean’s roll and the majesty and tragedy of the unknelled watery grave may 
worship at the water’s shrine until the earth is folded like a scroll and Time is no more. 

But to those of us who love the prairie, to those of us who were born on the plains where for miles and 
miles there was naught but grass, to those of us who have slept beneath the summer skies, lulled 
into slumber by sullen winds, 

The passing of the prairie is a tragedy of civilization. 

Europe has her Alps, tipped with eterné i snow. 

Africa her forest prime ~y 

England her mossgrown castles and towers. 

Scotland her blooming heather. 

America, and America alone, has had the prairie. 

But the mountains and plains have been conquered. 
of the prairie upon civilization is buried with our fathers. 

As the first sweet gleaner in Boaz’ barley field heard the voice of nature whispering to her across the 
waves of a golden wheat field and gave the world, as she tripped behind the swinging sickle, its first real lov: 
story, so the last lash has been swung above stolid oxen breaking sod on the outposts of civilization, an 
corn and oats and wheat and alfalfa and tame grasses abound where once was a prairie sea. 
We are hedged ” ut with neighbors. With the passing of the 
1 under pressure. Only the heavens ar 


41 


r¢ 





continue to 


The lands have all been settled, and the influen 


There is no place to run away to now. 
prairie we have inherited a new problem. Liberty must be nurture 
expansive. Men must learn to tolerate each other 

Which concerns you and me, because first of all we are patriots 

And out of the midnight clear the wail of a coyote comes lolling like a long lost chord. 
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STANDS THE TEST 


From a photograph — A man weighing 221 pounds held up on a single sheet of 22} x 34-48 Reference Linen Ledger 


It Stands the Test of Strength 
It Stands the Test of Writing 


It Stands 


Send for Samples 


LIST OF AGENTS 
Albany, N. Y., Hudson Valley Paper Company 
Baltimore, Md., B. F. Bond Paper Company 
Boston, Mass., Tileston & Livermore Company 
Cleveland, O., The Cleveland Paper Manufacturing Company 
Columbus, O., The Central Ohio Paper Company 


Manufactured by 





REFERENCE LINEN LEDGER 





the Test of Time 


A MOST COMPLETE STOCK ALWAYS ON HAND 


LIST OF AGENTS 


New York City, Miller & Wright Paper Company 
Omaha, Neb., Carpenter Paper Company 
Philadelphia, Pa., Garrett-Buchanan Company 
St. Louis, Mo., Mack-Elliot Paper Company 
Washington, D. C., B. F. Bond Paper Company 


THE B. D. RISING PAPER COMPANY 


Housatonic. Berkshire County, Massachusetts 
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THE EIGHTH ANNUAL BANQUET 





Addresses, Grave and Gay, at Stationers’ Big Annual Gathering. 


This joyous gathering, held at the Field Club, 
a few miles from the business district of Omaha, 
was one of the most successful banquets ever 
held by the organization. About 200 ladies and 
gentlemen assembled on Thursday evening, com- 
ing by car and automobile. The affair was in- 
formal and the meal began about 8 o'clock. The 
menu was excellent, as were the wines, which 
were served in exactly the right quantity. At 
the speakers’ table were retiring President 
Millington Lockwood, President-elect R. D. Pat- 
terson, Toastmaster James Logan, Samuel Ward 
of Boston, Mortimer W. Byers, Charles A. Lent, 
Ralph S. Bauer, Frank D. Waterman, Mayor 
James C. Dahiman of Omaha, Charles A. Alden, 
Albert W. Jeffries and others. 

The calls of the different cities were heartily 
applauded. New York was answered by Chica- 
go with a reference to the recent defeat of the 
New York Giants by the Chicago Cubs, while 
St. Louis and other towns made up in enthu- 
siasm what they lacked in volume. The gen- 
tlemen were seated in one part of the nall and 
the ladies in another, but New York and Chi- 
cago, unwilling that their force and numbers 
should be hidden, arose about the time coffee 
was served and did a lockstep arourd among 
the diners, singing appropriate songs. Special 
music was rendered by the Elks Quartet, a 
splendid organization of singers, while the ban- 
queters joined in the choruses of all the dif- 
ferent popular songs which have been sung dur- 
ing the past three years and a few old favorites 
such as “Auld Lang Syne.’ 

The banquet was opened with an invocation 
by the Rev. Melvin O. McLaughlin and the 
singing of “‘America.’’ Notable among the ab- 
sentees at the banquet were Sam Mayer and 
Charles Garvin, the Mayor of Pecan wap, Texas. 

At 9:15 Mr. Lockwood called the banqueters 
to order and paid a glowing tribute to Omaha, 
He expressed his keen regret at leaving a city 
where he had received so much pleasure. He 
told about the industries of Omaha and Ne- 
braska, but, said he, ‘““There is one important 
thing that no one has mentioned; that is, you 
are all live wires."’ He thanked the Omahans 
for the many courtesies they had accorded. 
“Omaha,” said he, “is a health resort.’’ ‘I feel,”’ 
said President Lockwoood, “that I am twenty 
years younger than when I came here a few 
days ago.’’ He then introduced President-elect 
R. D. Patterson as a square gentleman to be 
depended upon. Mr. Patterson was receivei 
with cheers and made a brief speech. He 
thanked the people of Omana and members of 
the Association and spoke of the fact that 
the ladies were present at this banquet, con- 
gratulating the organization on this step in ad- 
vance of previous affairs of this kind. In con- 
clusion he promised to do his best as the head 
of the organization for the ensuing year. 

Logan’s Wit Sparkles Keenly. 

The Hon. James Logan, toastmaster, was next 
introduced and was received with cheers and 
the song, ‘“‘We Hope He Lives to Be a Hun- 
dred."’ Mr. Logan’s opening remarks were very 
witty and provoked much laughter. He said 
that the president had failed to do proper jus- 
tice to the Logan family, which was like, he 
said, the old Irish family, one of whose mem- 
bers, in describing its antiquity, after telling of 
the different early members of the family, 
added: ‘‘Patrick, if you will look in the book of 
Genesis you will find the words, ‘And about this 
time the world was created.’ ”’ 

“The position of toastmaster,’’ continued the 
former Mayor of Worcester, ‘‘is that of a verbal 
can opener. As Dr. Wiley is no longer on the 
job, you are unable to protect yourself against 
the fifty-seven varieties of canned stuff that are 
to be opened up here this evening.”” Continuing, 
Mr. Logan said the first speaker ought to be 
the mayor, for it is no light thing to be mayor 
of any city. He needs the faith of St. Paul, the 
vision of the prophet which is the substance 
of things hoped for and the evidence of things 
unseen. The toastmaster said that the first 
speaker is at a disadvantage because he gets 
none of the inspirations which come from the 
speeches of the other fellows. He believed, 
however, that this time he would reverse the 
usual order and that instead of presenting the 
Mayor of Omaha to the members of the Associ- 


ation he would present the members to the 
Mayor in the words of one of Tom Johnson's 
New York speeches as “‘the finest band of pi- 
rates in existence.”’ 

Mayor Dahiman said that he had no notice 
whatever of the fact that a former mayor of 
an important city was to be toastmaster at the 
banquet. He told an amusing story, bringing 
out the plea of self-defense, and declared that 
whatever he said was said because he had to 
say it and was done in self-defense. He said 
he was like the fellow who was held up out in 
Lincoln the other day. He fought the hold- 
up man, but was finally overcome, and when 
his pockets were rifled it was found that he had 
only seventy-five cents. The hold-up man asked 
him why he fought so hard and risked his life 
for that sum. The victim declared that he 
didn’t care about the money, but he hated 
to expose his financial condition. The Mayor 
said that if he had run away from the urgent 
invitation to speak at the banquet he would 
have exposed his mental condition, and he there- 
fore concluded to come and make the best bluff 
he could, even though he knew nothing what- 
ever about the stationery business. He de- 
clared that it is necessary for the people of 
Omaha and of any city to extend the warmest 
possible welcome to visitors. He realized that 
everything that was done must be done, not as 
well, but a little bit better than it was ever 
done before. He expressed his faith and con- 
fidence that one day Omaha would be one of the 
greatest of cities and hoped that the visitors 
would leave with nothing to regret. 


Eloquent Address by Alden. 

The toastmaster next introduced Charles A. 
Alden, who is prominent in university work in 
Omaha. Mr. Logan said that in education as 
in other things force moves from the higher 
levels to the lower. Colleges and universities 
have made the common schools. There is here 
in the United States a great communion of na- 
tions which has taught us that, while lip lan- 
guage may be different, heart language is the 
same. All nations here have been poured into 
the melting pot of the public schools and uni- 
versities; he therefore introduced Mr. Alden as 
the representative of one of the greatest forces 
making for the betterment of public and pri- 
vate standards. Mr. Alden gave one of the 
strongest, most eloquent addresses heard dur- 
ing the entire convention. After a few prelim- 
inary remarks, he plunged into the substance 
of his discourse. He said that Article I of the 
By-Laws of the Association places us all on 
common ground because all of us are men. Con- 
tinuing, he stated three fundamental things as 
the true meaning of life. The first is faith, the 
vision in the minds of the people forming such 
an organization as this. Without faith a man 
is nothing. Faith is the substance of things 
hoped for and the evidence of things not seen. 
The old Greek word for faith meant more than 
the word to which we are accustomed. It 
meant faithfulness as well as pre-vision. The 
man who has faith or faithfulness is the one 
who stays on the job. If he doesn’t stay on the 
job he is worth nothing. That is the kind of 
faith men must have who build up nations and 
big cities. There must be no ninety-day men; 
no men who brag for eighty-nine days about 
what they are going to do and then fail on 
the ninetieth day. Faith, it is true, will move 
mountains, but the mountains are not moved 
by the men who brag about what they are go- 
ing to do; they are cut out for molehill work. 
The other kind of men, however, say that faith 
is like a grain of mustard seed. They look 
at the mountain and they say, “Oh mountain, 
you are going to move.’ They get out their 
steam shovels and their other machinery and 
they go at it with faithfulness and perseverance 
and the mountain does move. 

The second essential in life is love. It is 


stated in the command, “Thou shalt love thy , 


neighbor as thyself.’”’ The man who does not 
love his neighbor knows nothing of the fullness 
of life; does not know what it is to live. He 
told the story of the executor who was met on 
the street by a friend. He was wearing a large 
diamond in his tie. The friend says, ‘‘Well, 
you are looking pretty prosperoug, wearing dia- 


monds now, I see.”’ ‘‘Yes,”’ said the executor. 
“You see it was like this. In his will Clancy 
left three hundred dollars for the erection of 
a stone to his memory. That's the stone.” 

This is not the kind of love which a man 
ought to have for his neighbor. It is the kind 
which says, Do all men—good, but it doesn’t 
pay to put that accent on the final word of the 
sentence. Many men, said the speaker, were 
like the old farmer’s hogs. A certain old farmer 
out in lowa always took the prize for the big- 
gest and fattest hogs at the county fairs. His 
envious neighbors got together to find out how 
he did it. They appointed a committee to hang 
around his pig pen and they found out that with 
every big hog the farmer put in a little starved 
shoat and when the big hog had eaten until he 
could eat no more and went to lie down, the lit- 
tle shoat was given a nice big feed in the same 
trough and when he began to eat the big hog 
would get up, root him away and eat the food 
himself to keep the little fellow from getting 
any. That man won because he understood hog 
nature. That, said the speaker, was the best 
description of a hog, human or porcine, that 
he had ever heard; but, he said, the only draw- 
back to being a hog is that hogs are raised 
for slaughter houses and that there are some 
kinds of a slaughter house for every kind of 
a hog, no matter whether he runs on four feet 
or on two. 

Mr. Alden paid an eloquent tribute to the 
pioneers who built the country, declaring that 
their best monument is the building of an 
American citizenship alive to the same altruistic 
principles which governed their lives 

The third essential in life, said Mr. Alden in 
conclusion, is service. There dawns in our land 
a period when we ask not how much a man has 
but what he is doing with what he has. That 
man is counted a hero who gives himself into 
the struggle. The greatest clarion note is the 
note of service. Service has turned over the 
thrones of power. The picture is not yet com- 
plete. We must paint upon the canvas the word 
“Duty’’; not what may I do but what must 
I do. 

Fraternalism is the only eternalism 

Toastmaster Logan next introduced Albert W. 
Jefferis as the human megaphone of Omaha. 
Mr. Jefferis said that Mr. Logan is the greatest 
can opener in history. He had no doubt that 
his opening speech had been heard many times 
in the city of Worcester. He said that he had 
thought of the stationers as stationary or quiet 
men until this convention, when he discovered 


that they were neither stationary nor quiet. As 
the men from Pecan Gap, New York City and 
Chicago are unused to late hours, he purposed 


to cut down his address within the limits pre- 
scribed. He concluded with a strong, patriotic 
address which was received with much ap- 
plause. 

The Toastmaster next called Charles K. 
Wadham to the platform and on behalf of the 
Golf Committee, presented him with a hand- 
some silver cup as an emblem of his prowess 
as a golfer Mr. Wadham made suitable ac- 
knowledgment of the gift. Mr. Bement was 
next called upon and was presented with the 
booby prize—a golf ball about the size of a 
hubbard squash This was said to be of such 
proportions as to make it likely that Mr. Be- 
ment would be able to hit it the next time he 
played golf. 

The Toastmaster next called upon a number 
of those present in the hall for remarks, in- 
cluding Mr. Hawkes of Philadelphia, Mr. Ellick 
of Omaha, Mr. Bauer of Lynn, and others. Mr. 
Bauer paid an eloquent tribute to the character 
of the Hon. James Logan, after gently roasting 
that gentleman in his introductory He said 
that Mayor Logan had no one against him 
in Worcester but the crooks and that no man 
possessed more of the milk of human kindness 
than he 

Following the address, President Patterson 
announced that the Executive Committee for 
1912-13 would consist of Millington Lockwood, 
Charles E. Falconer and himself. 

The evening was concluded by the singing of 
Auld Lang Syne, thus ending one of the most 
successful and delightful conventions in the en- 
tire history of the organization. 
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BEST KNOWN QU ALITY LINE BEST MADE 
The CLIMAX ‘% SS The Draughtsman’s Special 
egies. model of the Climax in appear- 
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Strong, perfectly built for — ve ena Se, No ance is identical with the 
the heaviest and most con- ee Standard Climax, the only 
stant use, this pencil sharp- difference being the 
ener—the first of its interior mechanism. 
kind on the market Sharpens pencils as 
will sharpen every pen- best suited to use of archi- 
cil or crayon in your tects and draughtsmen. Cuts 
office. It is adaptable to away wood only, operator con- 
any pencil made, giving any trolling length of lead exposed, 
desired point. A Quality then producing desired point in 


) sual . Five 
Sharpener that lasts. yy radar LS os $7 00 
possible. Price 
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Complete with Best Tool Steel Milling Cutter . . $6 .00 
= The ATLAS 


All the practical use- 
fulness of our other 
sharpeners — plus a 
handsome mount and fixtures 
which make it a desk orna- 
ment as well as a time, 
labor and money saver. 
A Sharpener that does 
‘ts work rapidly and 
gives perfect satisfac- 
tion. An 
unequaled 
Christmas 
Novelty. 
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The U.S. AUTOMATIC 





Larger than the U. S. Automatic, but 
embodying its general principles. Sharp- 
ens any pencil made and points it per- 
fectly, giving blunt, medium or fine 
point. Madeon honor. A perfect ma- 
chine for general use. Automatic feed 
spares you time and waste. 


Its sales reach around the world be- 
cause its solid strength, speed and en- 
durance make it indispensable wherever 
once tried. The original machine of its 
type; specially adapted for small office 
and home use, it cuts like a knife, but 
quicker and cleaner. 
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Office Specialty Men $2.50 Complete With Knife 


Are invited to correspond with us. 
We have an interesting proposition. 
~ | 


Send for Our Catalog Which Tells the 


“Satisfying the Demand Whole Story in a Nutshell. 
from Every Possible Source.’’ in 4 
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ENTERTAINMENT FEATURES. 
AD we the power to be instantly 
Arcturian 
mountain, there to behold the 
events which have transpired during our 
lives upon this planet as etheric impulses 
reached that distant star, we would be 
tempted to re-live the delightful succession 
of events which transpired in Omaha 
through the kindly and whole-hearted hos- 
pitality of a people perhaps more charac- 
teristically American than those of any 
other metropolitan city in the United 
States. We say, without reservation, that 
no city could have done more to please the 
strangers within her gates; and we are sure 
that nothing the West or the East affords 
can be of finer metal than the unalloyed 
good will with which the people of Omaha 
greeted the stationers of the United States. 
The most of the stationers from the east 
reached Omaha on Monday morning, Aug 
12, the New York and New England people 
going by way of the Northwestern railroad 
and the Chicago party going on the Bur 
lington. Each was met at the depot by 


transported to some 


Omaha stationers and escorted to the Rome 
Hotel, the convention headquarters. Aside 
from the meeting of the Board of Control 
and the registration of the delegates and 
visitors no business was transacted on 
Monday, but there was a lot of handshaking 
and getting acquainted. 

On Monday afternoon a reception was 
tendered to the visiting ladies at the home 
of Mrs. W. R. Mathews. The rooms were 
beautifully decorated with paper decora- 
tions supplied by the Dennison Manufac 
turing Company. The musical program 
was of-a high order. Miss Marie Swanson 
gave several fine selections on the harp, 
while soprano solos were given by Miss Inez 
Latey, accompanied by her sister. Mrs. C. 
C. Cope, Jr., graced the punch bowl. A de- 
licious luncheon was served in the beautiful 
dining room of the Matthews home. At 
the conclusion of the reception Mrs. Mat 
thews presented each guest with a neat lit- 
tle souvenir booklet containing a gem of 
literature. The evening was devoted to the 
Ax-sar-ben exercises, described on another 


page. 
On Tuesday 
adjourned at 4 o’clock and everyone took 


afternoon the convention The journey was taken in acceptance 


advantage of the automobile ride about the 
city of Omaha. It required half a hundred 
automobiles to accommodate everyone, and 
the ride was worth while in every way. It 
was a joy ride for certain, and included 
every point of scenic interest in the city. 
Although the speed regulations were sus- 
pended and many declared that the ma- 
chines touched the ground only four times 
during the entire trip, it required two full 
hours to make the circuit, and gave the vis- 
itors a splendid idea of the size and energy 
of the biggest city in Nebraska. The red 
dust of the Missouri river bottoms got in 
its artistic work, and shrieks of laughter 
were heard all over the hotel lobby as the 
returning guests got a look at one another’s 
faces. 

The entertainment of Tuesday was com- 
pleted by a visit to the Rome Gardens and 
the vaudeville show, where moving pictures 
were shown and a lecturer gave a strong 
boost for the city of Omaha. 

On Wednesday evening a most enjoyable 
dinner and dance were given at Happy 
Hollow, four miles from the. city. Here a 
private residence had been turned into a 
splendid club house. There were fully 250 
people present, and everyone enjoyed the 
evening to the utmost. + 

The big entertainment feature of Thurs- 
day was the annual banquet at the Field 
Club, both the ladies and gentlemen par- 
ticipating. 

The features of the week were concluded 
on Friday by a visit to the stockyards, 
where the visitors were shown the meat 
packing processes in some of the big plants 

On Wednesday morning Rome Miller, 
proprietor of the Rome Hotel, took a num- 
ber of the ladies in automobiles to the Baby 
Camp, a charitable institution of which he 
is president. The ladies contributed a sum 
of money to the camp which they had pre- 
viously collected 

Party of Delegates Visits Kansas City. 

After the banquet, the closing event of 
the Convention, Uncle George A. Olney, 
Frank L. Severance and H. L. Murdoch 
of Irving-Pitt Manufacturing Company as- 
sembled a party of the delegates and acted 
as their escorts on a trip to Kansas City. 
of 


an invitation by the Irving-Pitt concern 


HAIR-RAISING JOY RIDE WHICH MADE MOVING PICTURES OF OMAHA’S LANDSCAPE. 


to Convention delegates to visit the com- 
pany’s fine loose leaf manufacturing plant. 

On arrival at Kansas City, the following 
morning members of the party were con- 
ducted to the Baltimore Hotel where they 
were received by Mr. and Mrs. J. B. Irving. 
Rooms at the hotel had been engaged by 
the host for the comfort of the guests and 
as soon -as they were ready they were en- 
tertained at breakfast. The following were 
present Mr. and Mrs. J. B. Irving, Mr. 
and Mrs. Frank L. Severance, R. D.’ Pat- 
terson, the newly elected President of the 
National Association of Stationers and 
Manufacturers, of Buxton & Skinner Sta- 
tionery Co., St. Louis, and Mrs. Patterson; 
E. D. L. Sperry of Brown, Treacy & Sper- 
ry Co., St. Paul, and Mrs. Sperry; James 
E. O’Donnell of O’Donnell Bros., New Or- 
leans; J. T. Jemison of Henry C. Sherick, 
Cincinnati; James J. Wallace of Fielder & 
Allen Co., Atlanta; Charles K. Wadham of 
Z. & W. M. Crane, Dalton, Mass.; Otto T 
Weis and Edward J. Weis of The Weis 
Manufacturing Co., Monroe, Mich.; O. J 
Timberman, W. D. McGillivray and M. S 
Dimmitt of the Sam’l C. Tatum Co., Cin- 
cinnati; Harry J. Williams of the Lock 
wood Stationery Co., Buffalo; W. K. Jef- 
frey of Jeffrey & McPherson Co., Minneap- 
olis; A. T. Schropp of Swan Printing & 
Stationery Co., Huntington, W. Va.; Ar 
thur Grayson of E. R. Williams Stationery 
Co., Minneapolis; F. H. Gades of Crane & 
Co., Topeka, Kansas; H. L. Murdoch of 
Irving-Pitt Manufacturing Co., and Nathan 
W. Tupper of Office Appliances. 

After the morning meal, the party was 
further entertained in various ways by the 
Irving-Pitt Manufacturing Company, in 
cluding a visit to all parts of the com 
pany’s magnificent plant and a delightful 
automobile ride along the boulevards and 
through the wonderful park system of Kan 
sas City 

All the visiting guests expressed them 
selves as charmed with what they had seen 
and with the handsome treatment accorded 
them by the Irving-Pitt Manufacturing 
Company 

Other convention delegates visited this 
company’s plant either en route to or from 


Omaha 
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SNAP SHOTS AT THE CONVENTION.—Mr. Wittstein teaches Mrs. Wittstein the Ak-Sar-Ben grip.—Miss Horder, Mrs. Wittstein and other ladies 


enjoy the automobile.—Miss Lockwood of Buffalo and Miss Tisher of Sloux Falis.—Mrs. Charlies C. Cope, Jr., Head of Ladies’ Entertainment 
Committee.—A group of the ladies, including Mrs. Rummelhart, Mrs. Boswell, Mrs. Lutz, Mrs. Moore, Miss Horder, Mrs Cobb, Mrs. Ellick, Miss 
Kennedy, Mrs. Cope, Mrs. Matthews, Mrs. Wittstein, Mrs. Dorsey, Mrs. Milligan, Mrs. Mayer, Miss Kennedy, Mrs. D. S. Sperry, Miss Paimer, 
Mrs. Lockwood, Mrs. Patterson, Mrs. Bainbridge, Mrs. Jefferson, Mrs. E. D. L. Sperry, Mrs. Baxter, Miss Baxter, Miss Schoniau, Mrs. Horder, 
and Mrs. Waterman.—Mrs. Wittstein and Ada Horder Wittstein, born in the Boston Store, Omaha, Wednesday noon, August 14, and christened 
In a tumbler of water.—A merry party ready for the auto ride.—Miss Tisher and Mr. Tisher make plans.—Mrs. Patterson, Miss Kennedy, Mr. 
Wadham and Mrs. Bainbridge. . 
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AK-SAR-BEN, KING OF QUIVERA 





A Gorgeous, Glittering Agglomeration A-Giggle 
With Rib-Tickling Gloom-Chasers. 





EMBERS of the National Associa- 

tion of Stationers and Manufac- 

turers who attended the convention 

at Omaha, are now knights of Ak- 
Sar-Ben in good standing. The shield with 
the crossed swords worn upon the coat 
lapel is a reminder of one of the jolliest 
evenings the men of the association ever 
spent. "Twas a profitable evening, too, for 
it put another link in the proof of the 
brotherhood of man. 

Omaha’s big Coliseum, a couple of miles 
away from the city’s business district, is the 
scene of King Ak-Sar-Ben’s principal activ- 
ities—the “den,” where the novitiates are 
taken into the brotherhood. It was here 
where the members of the association to the 
number of 150 or more went on Monday 
night. The day had been hot and uncom- 
fortable, but the evening temperature was 
cooler and the brisk ride in the open trolley 
cars put everybody in a happy frame of 
mind when ushered into the big ante-room 
there to await the guides who were to in- 
troduce the knights-to-be into the inner 
mysteries. 

The subsequent proceedings are de- 
scribed in the first person by one who was 
there: 

“It was pretty hot in the low ceiled ante- 
room, but luckily they were nearly ready 
for us, and in a few minutes the crowd was 
called and we passed one by one through a 
gate leading into a forked passage. At the 
entrance to this passage an active gentle- 
man grabbed each man and passed him 
down one or the other of the canvas walled 
alleys, leading we knew not where nor to 
what. Why we were divided we did not 
know, until those who wore glasses found 
themselves bunched together on a grand 
stand at the end of the arena, which was 
arranged like a circus, the arena and grand 
stand for the be-spectacled delegates being 
enclosed by a high fence of chicken wire 
Outside this were tiers upon tiers of seats 
all around, well filled with Omaha men who 
had come to see the show. 

“The delegates who didn’t have to wear 
glasses were steered down the other pas- 
sage and emerged into what seemed to be 
the dressing room of a circus, with clowns, 
properties, cages, acrobats and dancing 
girls—only they weren’t girls—all about. 





“The ring-master came forth, dressed in 
the regulation fashion, and made the an- 
nouncement, which was followed by the 
grand entree and parade of wild animals 
and performers around the enclosure. There 
were the ‘monkey cage’ filled with delegates 
and drawn by other delegates; the ‘molly- 
coddles,’ also caged delegates drawn by 
their perspiring brethren; elephants, clowns, 
tableaux cars, a most excruciating steam 
calliope, and the whole panoply of a cir 
cus, burlesqued until it was a scream. 


“Various burlesque circus acts followed 
the parade, every one of them superbly 
done and very funny. Ed. Weis was com 
pelled to ride the steer—a property animal 
whose insides were made up of levers and 
a cam arrangement; he was docile in the 
parade, but by and by the machinery 
warmed up and gave Ed. a first-class im- 
pression of a real, live and for-sure Texas 


long-horn. Bill Smith got his by having 
to ride the donkey, a gigantic creature, 
which on the third or fourth lap around the 
arena started in to buck. Since the donkey 
was a papier-mache product, its movements 
were more or less regular, so that Bill final- 
ly found out how to adjust himself to the 
undulations. Neither one of the wild riders 
fell off, but they ‘went down for the leather’ 
at the first jump. 

“Every act without exception was clever- 
ly done. The clowns would have done 
credit to any circus. A group of trained 
‘hobby horses’ brought roars of laughter. 
A burlesque wrestling match between two 
men, one made up like a stage Irishman 
and another like a vaudeville Swede, was 





THE DEN OF AK-SAR-BEN. 


We stormed the Den of Ak-Sar-Ben, 
And some—they carried water. 

One Harem Maid was not afraid, 
\nd Charley Stevens caught her. 


Rill Smith, Ed Weis, ’most lost their 
lives, 
By being bucked and buckled; 
While “Bats” were caged, and “Night 
Owls” raged, 
And everybody chuckled. 


Eight men lay down where Mister 
Clown 
Had marked the place to floor them; 
And took grave chance, while elephants 
Walked slowly, stately, o’er them. 


The wrestling match was just the catch 
That everybody wanted. 
Some tried the bench and felt the 
drench, 
\ll toured the house that’s haunted. 


\nd then the feed! But I would need 
A week to tell it over. 
Up! Up! you men! To Ak-Sar-Ben 
Three cheers! and then a Rover! 
ALVAH BUSHNELL, JR 











so finished and clever I was sure the man- 
agement had got a couple of professional 
acrobats to do the turn, but an Omaha man 
assured me-‘that one of them was a young 
chap from the Omaha Y. M. C. A. and the 
other one a prosperous tatlor of the city. 

“We never discovered who was inside 
the property elephant that walked over the 
seven prostrate delegates. He was a humor- 
ist, anvhow A full description of this 
adventure might not be opportune here. Let 
it be sufficient to say that the elephant 
lidn’t step on any of the victims 

‘A cow-puncher with fierce and flowing 
moustache and hairy ‘chaps’ did a sharp- 
shooting act that was good. He shot an 
apple off a boy’s head, a la William Tell, 
and extinguished the incandescent electric 
lights one by one over the heads of us who 
were on the inner grand stand, showering 
us with glass and making some of us who 
weren’t used to being shot at a little 
nervous 
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“To bring the performance strictly up-to- 
date T. R. led in his Bull Moose. Both were 
warmly received. Then a strong man tried 
to throw an active little bull—a real one 
this time. Seeming to fail, he called on 
‘Rube’ Baxter to help him; but Baxter 
couldn’t find any analogy between bull- 
throwing and the wholesale stationery busi- 
ness, so he declined; then the strong man 
fell to and turned the bull on his back 


“Many of the delegates went through the 
‘haunted house’ and found their way strewn 
with unseen difficulties. 

“The real spectacle of the evening was a 
clever musical comedy entitled ‘The Sul- 
tan’s Sassy Harem.’ Here is the cast—al! 
business men of Omaha: 

The Mufti, W. H. Dunn; first councillor, Joe Latsch; 
second councillor, 4 J Alvord; obligator I Ww. 
Fitch; dancing ‘‘girls,’’ John Brennan, E. N Living- 
ston, L. F. Hildum, D. F. Melcher, J W Johnson, 
A. W. Duffy, B. J. Drummond, H. O. Benford, L. 8 
Dodds; retinue, M. J. Cich, F. C, Whittemore, R. B 
Harberg, W. W. Harmon; executioners, B. E. John 
son, Ed. Bierman, O. F. Drefold, James Swift; fan 
bearers, F. H. Hinckley, R. E. Johnson; oriental band, 


Aug. Kroeger, Dean Berlin, Joseph Morrow B. Be 
Conover, Marshall Dillon, Walter Cody, A. M, Newall; 
treasure bearers, R. D. Lueas, John Pedersen; di- 


rector, Oscar Lieben, 


“The plot of the comedy was not com- 
plicated. When the scene is set. the Mufti, 
a fierce, bewhiskered old fellow, comes in 
and finds all the candidates seated in front 
of his harem gazing at his favorites. From 
his throne upon the sacred elephant he de- 
mands ‘What, ho!’ or words to that effect. 
The explanations of the councilors don’t 
seem to explain, and he calls upon the exe- 
cutioners to cut off the heads of the offend- 
ers who have dared to gaze upon the lights 
of the harem. After more musical dialogue 
and much brandishing of scimitars, one 
of the councilors, aided by the plea ot a 
harem beauty, stays his fell designs and he 
decides that his army needs recruits any- 
how and that the lives of all will be spared 
if they will repeat the oath the obligator 
gives them. This obligation is a work of 
art and it requires concentrated attention 
and a good ear to follow its variations 

“One of the harem favorites—six feet tall 
and fat as a match—fell in love with 
Charley Stevens, who didn’t shirk the fun, 
but came on the stage amid gales of 
laughter and did a more or less graceful 
dance with ‘her.’ The pictures tell the rest 
of the story.” 

The music was excellent, both vocal and 
instrumental. The band of the Ak-Sar-Ben 
is an institution in itself—a splendidly or- 
ganized body of musicians. 

At the close of the performance F. I. El- 
lick of Omaha called to the platform 
Fletcher B. Gibbs, C. ‘A. Stevens, Samuel 
Ward, R. D. Patterson, A. Pomerantz, Wel- 
lington Lockwood, E. D. L. Sperry and R. 
B. Wilson, and asked that they give their 
impressions of Omaha and of the evening's 
entertainment. Each one expressed the 
sentiments of all the delegates in the most 
cordial terms of praise and appreciation. 
Mr. Wilson’s remarks were particularly apt, 
since he spoke with a first-hand knowledge 
of the circus business. He said, among other 


things, that he had spent fifteen years in 
active connection with one of the biggest 
cireuses in the country and would not hest- 
tate to take the Ak-Sar-Ben show over the 


+ 


circuit any season and would guarantee to 
make money with it 

The evening closed with a substantial 
buffet luncheon which was spread in the 
annex to the den 
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SCENES AND CHARACTERS AT AK-SAR-BEN INITIATION.—Beginning at the top and reading from left to right: Egyptian “‘Houris” and Danc- 


ing “Girls,” the Official Guides to Omaha; Charley Stevens and his goat in the Mufti’s harem. Capricornus is not in evidence, because they 
didn’t get Charley’s goat when they called on him to brave the wrath of the Scimitar Chorus, when they sang, “That’s the Guy We Want.” 
The Slender Iris of the Seven Veils who is manifesting such an interest in Chariey is, it was learned next day, a prominent merchant of 
Omaha.—The Ringmaster.—The Mufti, the Grand Vizier and the Chief Prophet.—The captain of the clowns, a well known young Omaha man. 
Hair-raising spectacie of the trained Elephant, Sarah Bernhardt, in the act of stepping over the forms of seven prostrate delegates. Every 
man in the sawdust remembers Sarah. Dost thou remember her?—Ed Weis riding the famous trained steer. He was less calm and contented 
after a while.—The Bovine Buddha, Oracle of the Corn Belt, that replied to questions by coughing a shower of corn over the delegates on the 
grandstand.—(Photographs by Herman H. Schonfield of the Omaha Daily Bee.) 
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LOOSE LEAF MEN AT THE CONVENTION 





Remarkable Gathering of Manufacturers at Omaha. 





Never before at any convention of the 
National Association of Stationers and Man 
ufacturers have the men of any one indus 
try turned out in such force as did the loose 
leaf manufacturers at the Omaha meeting 
To be explicit, thirteen of the largest and 
most prominent manufacturers of loose leaf 
devices were represented at the convention, 
some by one man and some by two or three 
All told in this industry there were twenty- 


thirteen houses 


representing the 
No such representation of a 


been 


one men 
in attendance 
single industry has ever before seen 
in our trade at a general convention. 

Ten vears ago it would have been hard t: 
leaf houses 


loose 


find thirteen 
It certainly would have been impossible t 


prominent 





get thirteen loose leaf men to attend a sta 
Then 
} 


tioners’ convention a decade ago 


only those who had faith and foresight be- 
lieved in the ultimate adoption of loose leaf 
something ephem- 
eral—a passing fancy that 
and the art of bookkeeping would return to 
the more 


systems. It was a fad 


would soon die 


the ways of the grand-dads all 
rooted in the old ways by the excursions of 


Bookkeeping 


the few into the new paths 


was like Euclid—to attempt to change the 
accepted methods was like doubting the 
propesitions of mathematics It was as 
fixed as the courses of the stars. Loose 


leaf was not bookkeeping—it was a sort of 
a fourth: dimension—interesting as a specu- 
good- 


lative proposition, but unsafe—my 








ness, yes!—as a commercial practice 


The change that has been wrought in ten 


little less than marvelous Che 


years is 
loose leaf idea was born and raised in the 
United States, even though the claim is 
raised that the Ptolemaic kings started it 
on sun-baked bricks some _ several hou 
sands of years B. C. Nevertheless, for 
thousands of years mankind saw 1 se 


curity for its records outside of the bound 
Yankee inventors began upset- 
Now the loose leaf 


world-wide utility 


tomes until 
ting mouldy traditions. 


book of 


Even in police-ridden Russia, where greater 
h 


account is of 


precautions are taken to make men nest 


by statute and regulation than anywhere else 
loose leaf systems have 


on the footstool, 


found a narrow ledge on which to gain a 
footing, and like the mountain tree, we be 
lieve it will one day 
pire, as it has virtually conquered the rest 
of the world, by sheer practical utility and 


conveniencs 





Boorum & Pease Co., Syracuse; Charies R. 


Top Row, Left to Right—George A. Savoy of National Blank Book Company, New York; W. D. Bevin, 
Ss. & R. L. R. Coppage, Plew & Motter Co., Chicago; Frank L. Severance, 


Fargo, C. S. & R. B. Co., Chicago; R. B. Wilson, C. 

Middie Row—H. A. Stacey, Boorum & 
Loose Leaf Co., Milwaukee; Mark Forrest, 
E. T. A. Akass, Plew & Motter Co., Chicago; M. S. Dimmitt, Sam’! C. Tatum Co., Cincinnati; 


Irving Pitt Mfg. Co., Kansas City. 
Cincinnati; George H. Miller, Stationers’ 


B. Co., Chicago; 
ease Co., 


New York; 
The Heinn Co., 


Tenacity Manufacturing Co., 
A. E. McChesney, Hall & 
George .A. Olney, Irving 


R. L. Winans, 
Milwaukee; 


McChesney, Syracuse; : 
Pitt Mfg. Co., Kansas City; O. J. Timberman, Sam’! C. Tatum Co., Cincinnati; Harry Murdoch, Irving-Pitt Mfg. Co.; W. D. McGillivray, Sam’! 


Cc. Tatum Co., Cincinnati. 


Bottom Row—Charies Meyer, 


Boorum & Pease Co., Chicago branch; Harry Jones, Jones Improved Loose Leaf Co., 


Chicago; J. T. Jemison, H. C. Sherick Co., Cincinnati; George P. Wigginton, Kalamazoo Loose Leaf Co., Kalamazoo, Mich. 
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The Highest Grade Steel Office Furniture Made 

















Portion of Offices of Prominent Insurance Company 


Equipped With OMECO Steel Furniture Throughout 


Steel Vertical Sectional Units for All Filing Purposes 
Flat and Roll Top Desks, Tables, Etc. 


Better, safer and more lasting than wooden equipment. 


Ask for Catalogue 5-2 and Agency Proposition. 


THE O. M. EDWARDS COMPANY 


SYRACUSE, N. Y. 


NEW YORK WASHINGTON HARTFORD 
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OFFICIAL REGISTRATION 





Names of Delegates, Visitors and Ladies 





Irving K. Annable, Boston, Mass., Self 

Edwin I Baer, Canton, Qhio, Baers. 

Henry C. Bainbridge, Brooklyn, N. Y., Chas. T 
Bainbridge. 

Frank W. Bailey, Boston, Mass., Thorp & 
Martin. 

John Barnes, Brooklyn, N. Y., Roberts Num- 


bering Machine Co. 
A. H. Barkerding, Park 
& Volger, Inc. 


Ridge, N. J., Mittag 


Bauer 


Ralph S. Bauer, Lynn, Mass., The R. S 
Co. 

R. H. Baxter, New York City, International 
Stationery Co. 

Lewis D. Bement, New York, Dennison Mfg 
Co. 

Cc. A. Bergman, Chicago, Ill., Inland Stationer 

W. D. Bevin, New York, Boorum & Pease Co. 

E. E. Blankmeyer, Toledo, Ohio, The Weis 
Mfg. Co. 

Arthur H. Boswell, Waukegan, Ill., National 
Env. Co. 

Hugh DD. Bowker, Chicago, Ill., National Envy 
Co. 

Edward V. Brokaw, New York City, Edw. V 
Brokaw & Son. 


Francis Murphy Brooks, Philadelphia, Pa., Wm 
Murphy’s Son Co. 
Henry B. Brown, St. Paul, Minn. 


E. C. Bueher, Chicago, lll., Fulton Rubber Type 
Co. 

Alvah Bushnell, Jr., Philadelphia, Pa., Alvah 
Bushnell Co. 

P. D. Caldwell, Lincoln, Neb., State Journal Co. 

H. E. Carver, Philadelphia, Pa., C. R. Carver 
Co. 


Childs & Co 


A. H. Childs, Chicago, IIL, S. D. 
Hall & Mc- 


H. E. McChesney, Syracuse, N. Y., 
Chesney. 


Cc. C. Cobb, Toledo, O., Conklin Pen Mfg. Co 


Jas. M. Colomb, New Orleans, Dameron-Pier- 
son Co., Ltd. 

Clarence R. Comfort, St. Louis, Mo., Comfort 
Ptg. Stationery Co. 


Plew & Motter 


L. R. Coppage, Chicago, IIl., 
Co. 

Jas. P. Cooke, Omaha, Neb., The J. P. Cooke 
Co. 

F. S. Cooper, Aurora, Ill., Miller-Bryant- Pierce 
Co. 

M. J. Cowles, Bedford, Ohio,.The B. L. Marble 


Chair Co 


H. E. Decker, San Francisco, Cal., Tower Mfg. 
& Nov. Co. 

Jas. A. Dorsey, Dallas, Tex., The Dorsey Co 

Louis F. Dow, St. Paul, Minn., Louis F. Dow 
Co 

E. W. Edwards, Dallas, Tex., Edwards Co 

Jas. H. Einstein, New York, Tower Mfg. & 
Nov. Co. 

F. I. Ellick, Omaha, Neb., Omaha Ptg. Co. 


>. 

Albert Ernst, New York, International Carbon 
Paper Co 

Norwood B. Falconer, Baltimore, Md., The Fal- 
coner Co 

Charles E. Falconer, Baltimore, Md 

Geo. H. Fisner, Toledo, Ohio, Conklin Pen Mfg. 
Co. 

Mark Forrest, Milwaukee, Wis., The Heinn Co. 

H. C. Freeman, Chicago, Ill., Sanford Mfg. Co. 

W. P. Funck, Chicago, IIL, F. S. Webster Co 

F. I. Gades, Topeka, Kans., Crane & Co 

Fletcher B. Gibbs, Chicago, Ill, Shea Smith & 
Co. 

Harry T. Gittelson, Kansas City, Mo., The 
Macey Co. 

Arthur N. Goes, Chicago, Ill., Goes Lithograph- 
ing Co. 

J. M. Goldstein, Cleveland, Ohio, The Burrows 


Bros. Co 
Arthur Grayson, Minneapolis, 
Williams Stationery Co., 
Frederick Hambrock, Jr., 
W. Faber. 
L. A. Hawkes, 
Pen Co. 
Edgar T. Henkel, St. 
Tierman Ptg. Co 
Harry Heymann, New York, N. Y 


Minn., E. R. 


New York, N. Y., A. 


Camden, N. J., C. Howard Hunt 


Louis, Mo., Woodward & 


’., Eagle Pencil 


Co. 

Theo. A. Heyer, Chicago, Ill., Heyer Duplicat- 
ing Co. 

L. B. Herr, Lancaster, Pa., L. B. Herr & Son. 

‘Joseph H. Hildreth, Chicago, Ill, Esterbrook 
Steel Pen Mfg. Co. 

J. H. Hodgkinson, New York City, Roneo Com- 
pany 

P. A. Hoffman, Hastings, Minn., The Smead 
Mfg. Co. 

E. Y. Horder, Chicago, Ill, Horder’s Stationery 
Stores. 

Paul Hulett, Dayton, Ohio, The Rotospeed Co. 

Charles G. Jacobsen, New York, N. Y., Cush- 


Denison Mfg. Co. 
Minneapolis, 


man & 
W. K. Jeffrey, 

McPherson Co. 
Roy T. Jefferson, 

Printing Co. 


Minn., Jeffrey & 


Springfield, Ill., Jefferson's 


J. T. Jemison, Cincinnati, Ohio, Henry C. 
Sherick Co. 

Evan Johnson, Chicago, Ill, Office Appliances 

Harry S. Jones, Chicago, Ill, Jones Loose Leaf 
Spec. Mfg. Co. 

N. Kahn, Omaha, Neb., Megeath Stat. Co 

Chas. L. Keller, Buffalo, N. Y., Cutler Desk Co. 

Wm. J. Kennedy, St. Louis, Mo., W. J. Ken- 
nedy Stationery Co. 

A. T. Klopp, Omaha, Neb., Klopp & Bartlett Co. 

Cc. W. Knode, Richmond, Va., Albemarle Paper 
Mfg. Co. 

Jas. T. Lacey, New York, N. Y., J. G. Shaw 
Blank Book Co. 





STATIONERS ! 
ELL THE BUSHNELL 


DISPLAY OF ALVAH BUSHN 
MENT HOLDERS, ETC., IN 
DRUG CO., OMAHA, 





ATTENTION 


ELL’S PAPEROID ENVELOPES, DOCU. 
WINDOW OF THE MEYER & DILLON 
DURING THE CONVENTION. 








EDWIN |. BAER, THE “LONE BAER” OF 
CANTON, OHIO. 

Chas. H. Langbein, Pittsburgh, Pa Kurtz, 
Langbein & Swartz. 

Frank A. Laumann, New Orleans, La., Perry 
&. Buckley Co. 

Chas. A. Lent, New York, N. Y., Brown, Lent 
& Pett 

E. D. Lines, Jamestown, N. Y., Art Metal Con 
To 

Millington Lockwood, Buffalo. N. Y Self 

James Logan, Worcester, Mass., U. S. Envelope 
Co 

E. C. Loomis, Chicago, Ill., Auto Pencil Sharp 

Co. 

Geo. F. Lutz, Indianapolis, Ind., Wm. B. Bu- 
ford 

W. R. Matthews, Omaha, Neb., Matthews Book 
& Paper Shop. 

Guy C. McKenzie, Omaha, Neb., Corey & Me 
Kenzie Ptg. Co. 

H. C. Pike, Wabash, Ind., Wabash Cabinet Co 

L. B. Mackenzie, Chicago. Ill... The Office Ont. 
fitter 

John Maine, New York, S. S. Stafford, Inc 

Wm. G. Metzger, Pittsburgh, Pa., C. R. Gibson 
& Co 

Chas. E. Moyer, Omaha, Neb., Moyer Stat. Co 

D. C. Miller, Chicago, Ill., American Stationer 

Henry C. Miller, Milwaukee, Wis., Stationers’ 
Loose Leaf Company. 

W. E. Milligan, San Antonio, Tex., Maverick 
Clarke Co 

Horace G. Mitchell, Little Rock, Ark., Demo 
crat Ptg. & Lith. Co 

R. S. Moore, Cincinnati, Ohio, The Ault & 
Wiborg Co 

J. F. McReynolds, South Omaha, Neb State 


Staty. Co 


F. W. Palmer, St. Louis, Mo., Levison & Blythe 
Mfg. Co 
W. F. Parrott, Waterloo, Ia., Matt Parrott Co 


Patterson, St. Louis, Mo., Buxton & 


Co. 


Robert D 
Skinner Staty 


Chas. E. Pelton, Detroit, Mich., Crescent Brass 
& Pin Co. 

W. J. Petty, Cleveland, Ohio, The Foreman 
Bassett & Hatch Co. 

Chas M. Phelps, Holyoke, Mass., Parsons 


Paper Co 
Fj repr¢ fing 


H. V. Phelps, Chicago, Ill., General 
Co : 

A. Pomerantz, Philadelphia, Pa., A. Pomerantz 
& Co. 
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Result of Twenty-nine Years a 


The most complete assortment and the largest stock of high grade Filing Cabinets, Systems 
and Supplies devised and revised to fit any conceivable office use. 
AT THE SERVICE OF OUR DEALERS 
ive distinct and complete lines, comprising everything from a small Desk Tray for cards to 
the largest Vertical File Outfit. 


— ree 
— Cyahaty 


OUR POLICY 
One dealer in a town. 
All inquiries go to dealers. 
System department for dealers. 
We furnish advertising matter. 
Protection for dealers. 
Service of System Salesmen. 


Co-operation. 





Four- Drawer Vertical Section 





(Three Grades, from Good Enough 


to Better Than the Best 
Junior Units 


Little Sections of Big Capacity 


OUR STOCKS 
Comprise thousands of different 


OUR EXPERIENCE 


Covers twenty-nine years. 


combinations. 
Designed to fitany nook orcorner. 
Good enough at astonishing 
A modern plant. 
prices, 


Better than the best at reason- 


Labor saving machinery. 
Factory centrally located. 
able prices. : . 

Three Stock Finishes. 


\ny Special Finish. Horizontal Sections 
Big Strong Sections of Big Capacity 


Educated Hoosier workmen. 
RESULT 


We know our business. 





Solid brass or copper oxidized 


trimmings, 
OUR CONSTRUCTION 


Guarantee perpetual. 

Sometimes said ©*Too Good.’ 

We have been asked, ““How do you do such a 
large export business?** Our answer: ~" Because our 


Product is constructed to withstand even the most 





severe climatic conditions. Tneubtes Clete 
For use where price is a big consideration 





Card Cabinets 
From One to Twelve Drawers 


ESTABLISHED _1883 ad 
EXECUTIVE OFFICES, MAIN SALESROOMS AND FACTORIES 
WABASH, INDIANA 





GUARANTEER 
PERPETUAL 

















Wakast Standard and Quality Supplies ate 


In all special weights, colors, designs and qualities. Manufactured in our own completely 
equipped factory, and carried in stock in large quantities, to fit our own or any special make of 


Filing Cabinet. 
AT THE SERVICE OF OUR DEALERS 

Our Special Service Department design and suggest special arrangements of indexing the most 

difficult problems absolutely free of cost to you. Forms saved from the installation of special 

systems may be had tor the asking. What a time, worry and brain saver to our busy dealers. 
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IN QUANTITIES 


Alpha-Merical System One trial order, and you will 


A concise, comprehensive method always rece nize us as your regula 


In quantities, we imprint your 


alphabets and label all boxes with 
of Vertical Filing, both Alphabeti- 
your tame. cally and Numerically,in one system source of supply. 
Our Alpha- Merical System retains 


all the value of Alphabetical and Numerical 
Systems individually, with added features 


in combination. 
The numerical feature can be expanded to 
any subdivision of the alphabet desired with- 


out limit. | 
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Harry Porter, Lincoln, Neb., Self. 
Jno. E. Rennie, Denver, Colo., Lothar W. Faber 
William Reuter, Leavenworth, Kan., Sam’! 


Dodsworth Book Co 


Alfred S. Richter, New York, N. Y., American 


Pencil Co 


A. N. Ritz, Milwaukee, Wis., Diamond Ink Co 


P. Rockwell, Rochester, N. Y., Yawman & 
Erbe Mfg. Co. 

W. Rogers, New York, N. Y., Wilbur & 
Hastings 


Sam’l S. Rosendorf, Richmond. Va.. Southern 


Stamp & Stationery Co 
A. Rummelhart, Omaha, Neb., Omaha Sta- 
tionery Co. 


J. K. Parish, Syracuse, N. Y., June Press. 


E. Sanford, Ithaca, N. Y., Cornell Co-oper- 
ative Society. 


Geo. A. Savoy, Holyoke, Mass., National Blank 


Book Co. 

Schooley, Kansas City, Mo., The Schooley 
Stationery Co. 
. T. Schropp, Huntington, W. Va., Swan Ptg 
& Stationery Co. — 


Frank L. Severance, Kansas City, Mo., Irving- 


Pitt Mfg. Co. 

S. Severson, St. Louis, Mo., Self. 

. P. Sharpe, Chicago, Ill., The Office Out- 
fitter. 

E. Smith, Dayton, O., The Rotospeed Co. 


Chas. C. Smith, Exeter, Neb., Self. 
W. E. Smith, Chicago, Ill., L. E. Waterman Co. 


yeo. M. Spalding, St. Louis, Mo., Spalding Sta- 
tionery Co. 
. D. L. Sperry, St. Paul, Minn., Brown, Treacy 
& Sperry Co. 

B. Stevens, Omaha, Neb., A. C. McClurg Co. 


Chas. A. Stevens, Chicago, Ill, Stevens, Ma- 


loney & Co. 
J. Timberman, Cincinnati, Ohio, The Samuel 


Cc. Tatum Co. 
F. Tisher, Sioux Falls, S. D., Brown & 


Saenger. 

A. Van Derslice, St. Louis, Mo., Jos. Dixon 
Crucible Co 

J. Waddell, Omaha, Neb., L. E. Waterman 
Co. 


Chas. K. Wadham, Dalton, Mass., Z. & W. M. 


Crane. 
E. Walker, Akron, Ohio, The B. F. Good- 


rich Co. 


Jas. J. Wallace, Atlanta, Ga., Fielder & Al- 


len Co. 


Samuel Ward, Boston, Mass., Sam’l Ward Co 


J. Wantz, St. Louis, Mo., Skinner & Ken- 


nedy. 
D. Waterman, New York, N. Y., L. E. Wa- 
terman Co 


Henry E. Von Wedelstaedt, St. Paul, Minn., 


Henry E. Von Wedelstaedt Co. 


Edw. J. Weis, Monroe, Mich., The Weis Mfg. 


Co 
LD. Westervelt, New York City, “The Dicta- 
phone.” 


, The Superior Type 


New York, N. 


Ralph B. Wilson, Chicago, Ill, C. S 


Wittstein, Cincinnati, 


List of Visitors. 


Akron, Ohio, Colonial Crayon Co 


Burns, Omaha, Neb., Omaha 


Spiro Manufacturing Co., 


San Francisco, 


A. Kenny, San Francisco, Cal., 
Orchard & Wil- 


LeBourreau, Chicago, American Elec. 


Appliance Co. 


Miller, Chicago, Ill., Geyer’s Stationer. 


Frank O. Mittag, Jr., 


New York, N. 
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D. S. Sperry, St. Paul, Minn. 

H. A. Stacy, New York, N. Y., Boorum & Pease 
Loose Leaf Book Co. 

Jno. A. Sullivan, Chicago, Il., U. S. Playing 
Card Co. 

Cc. G. Todd, Denver, Colo., L. E. Waterman Co. 

Cc. H. DeWaal, Omaha, Neb., The Omaha News 
Co. 

J. C. Wallace, Cleveland, O., General Fireproof- 
ing Co. 

W. H. Wallace, New York, N. Y., Tower Mfg. 
& Nov. Co. 

O. T. Weis, Monroe, Mich., The Weis Mfg. Co. 

Nathan W. Tupper, Office Appliances. 


List of Ladies Registered. 


Corey, Mrs. C. C. Omaha, Neb. 

Ellick, Mrs. F. L, Omaha, Neb. ‘ 
Rummelhart, Mrs. J. A., Omaha, Neb. 
Baxter, Mrs. R. H., Brooklyn, N. Y. 
Sperry, Mrs. D. S., St. Paul, Minn. 
Sperry, Mrs. E. D. L., St. Paul, Minn. 
Rogers, Mrs. H. W., Maplewood, N. J. 
Peterson, Mrs. Emery, Omaha, Neb. 
Lent, Mrs. Charles A., Brooklyn, N. Y. 
de Waal, Mrs. C. H., Omaha, Neb. 
Waterman, Mrs. F. D., New York, N. Y. 
Klopp, Miss Adah E., Omaha, Neb. 
Kahn, Mrs. Myron, Omaha, Neb. 
Schonlau, Miss Nellie, Omaha, Neb. 
Kennedy, Miss Edna A., St. Louis, Mo. 
Kennedy, Miss Naomi, St. Louis, Mo. 
Palmer, Miss Nellie, St. Louis, Mo. 
Bartlett, Miss Edna, Omaha, Neb. 
Cope, Mrs. C. C., Jr., Omaha, Neb. 
Matthews, Mrs. W. R., Omaha, Neb. 
Baker, Mrs. J. D., Frederick, Md. 
Falconer, Mrs. C. E., Baltimore, Md. 
Cobb, Mrs. C. C., Toledo, Ohio. 

Van Buren, Mrs. F. A., Omaha, Neb. 
Lutz, Mrs. George F., Indianapolis, Ind. 
Horder, Miss Ivy L., Chicago, II. 
Wittstein, Mrs. H. H., Cincinnati, O. 
Stearns, Miss Elizabeth B., Omaha, Neb. 
Horder, Mrs. E. A., Chicago, Ill. 

Brooks, Mrs. Francis Murphy, Philadelphia, Pa. 
Milligan, Mrs. W. E., San Antonio, Tex. 
Dorsey, Mrs. James A., Dallas, Tex. 
Lockwood, Mrs. M., Buffalo, N. Y. 
Lockwood, Miss Alice T., Buffalo, N. Y. 
Frazier, Miss Bula, Omaha, Neb. 
Stevens, Mrs. J. B., Chicago, III. 
Bainbridge, Mrs. H. C., Brooklyn, N. Y. 
Patterson, Mrs. R. D., St. Louis, Mo. 
Van Derslice, Mrs. H. A., St. Louis, Mo. 
Baxter, Miss Claire, Brooklyn, N. Y. 
Jefferson, Mrs. Ray T., Springfield, Il. 
Moyer, Mrs. Chas. E., Omaha, Neb. 
Seannell, Mrs. B. J., Omaha, Neb. 
Silver, Mrs. W. G., Chicago, IIl. 

Tisher, Miss Frances, Sioux Falls, S. D. 
Biglow, Miss Dortha, Omaha, Neb. 
Moore, Mrs. Robson S., Cincinnati, O. 























W. E. MILLIGAN, SAN ANTONIO, GHARLEY PELTON AFTER GOING THROUGH THE 
ON MONDAY NIGHT AT AK-SAR-BEN. YORK. 


TEX. 


“HAUNTED H. W. ROGERS OF NEW 
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A LIVELY DEBATE 





Discussion Regarding Advertising and Exhibits. 





On Wednesday, Aug. 14, following the 
report of the Committee on Standardiza- 
tion, an interesting debate took place. The 
discussion was started by Ralph. B. Wilson, 
who offered the following resolution: 


That it is the sense of this association, that inas- 
much as there is a ruling on record with reference 
to the distribution of advertising literature or the 
display of manufacturers’ products at the headquar- 
ters of the association, and as this ruling is not be- 
ing respected, at future gatherings of this body the 
manufacturers be allowed to exhibit their products 
under certain restrictions to be determined by a com- 
mittee of three persons to be appointed by the Chair, 
and to be in the future one of the standing commit- 
tees of this association, and styled Committee on 
Manufacturers’ Exhibits 


This resolution was at once referred to 


the resolutions committee on motion of 


Mr. Langbein, but the vote was reconsid- 
ered at the instance of L. E. Williamson, 
who believed the members ought to express 
their views first upon the subject as a guide 
to the action of the committee. The reso- 
lution being accordingly before the conven- 
tion, Mr. Williamson said: 

“What I am going to say is against my own interests 
I am a manufacturer, and nothing would please me 
better, and I should be glad to pay well for the privi- 
lege of having an exhibit here. We do pay for an 
exhibit, and we have a regular way of making it. But 
I do not believe this would be a good thing for the 
stationers to have an exhibit here by the manufac- 
turers. This association is primarily for educational 
purposes, to show the stationers all over the country 
where they can make money, and it is not for the 
purpose of enabling a lot of traveling men to sell 
goods. The average stationer comes here to find out 
what is good for him and how to make money; 
doesn't come here to attend a manufacturers’ exhibit 
These meetings are for the purpose of getting ac 
quainted, and to work for the interests of all. We 
should not come here as a business proposition to sell 
(Applause.) 


he 


our goods.’’ 

Following Mr. Williamson’s remarks the 
debate became lively, proceeding as follows: 

Mr. Wilson—There are a number of stationers here 
who came here for almost the sole purpose of seeing 
what was new in their line, of seeing the goods of 
the manufacturers which they expected to find. I 
believe this is something that should be thought over 
I do not mean to have a promiscuous exhibition of 
goods, but to have these things well controlled and 
under certain restrictions, If no action is taken on 
this question now, I. believe it should be worked over, 
and some action taken at. the next year’s convention. 

Mr. Spaulding—Mr. Wilson referred to the num- 
ber of stationers being in attendance here. What we 
lack in numbers we make up in enthusiasm. I do not 
believe it is necessary to have four or five hundred 
men to accomplish the business. What we want is a 
few active men, who are willing and able to do things 
I heard somebody connected with the hotel here the 
other day say that they hand't seen such an active, 
lively bunch since the ~boilermakers were here. 
(Laughter.) I believe we will accomplish more by 
having a fewer number, provided they are active and 
alive to the matters to be worked out, than by having 
a greater number who simply attend. 

Mr. Langbein—I am not a manufacturer. 
dealer. I enjoy these conventions, not for the sake 
of looking at exhibits of products made by the manu 
facturers at a time like this, but for the business that 
ean be accomplished to the benefit of both the sta 
tioner and the manufacturer, in discussing the various 
questions that pertain to the trade. When we want 
to look at an exhibition of material, it is well enough 
to ask the manufacturer to come in and show it to us, 
or probably it would be cheaper for him to invite the 
dealer down to his factory to see what he has. Now, 
alongside of the educational features of the association 
there is a social feature also, which to me means just 
as much The friendships created and the kindly ac 
venture 


I am a 


quaintances renewed from year to year. I will 
to say that if you have an exhibit made by the various 
detract decidedly from that 


manufacturers, it will 
feature I may be wrong, but that is my opinion of 


it now And I, for one, would like to go on record, 
and say that I would like to see the National Associa- 
tion pass a resolution to prohibit from coming into its 
halls and sessions, any literature, paper or exhibits of 
any kind at its national meetings. (Applause.) 


Cites Druggists’ Exhibition. 

Mr. Ritz—In my past experience, I was connected 
with the drug business for many years The drug- 
gists have always, until lately, made an exhibition. 
I understand the principal manufacturers of pharma- 
ceutical products have not made an exhibition, simply 
because it was a distracting element at the conven- 
tions. I think this association would make a great 
mistake if it introduced exhibits here. I think you 
would have not only a smaller number to attend, but 
perhaps we would go to pieces on it. I don’t believe 
the stationers ever come here simply to see samples 
or to see new inventions. They have a business show 
once a year, and they get pretty near everything there 
that is produced, and so there is no excuse whatever 
for it. (Applause.) 

Mr. Parrott—I am a small dealer from Iowa. I 
came here almost on purpose to see an exhibit, and at 
the same time to get knowledge and education along 
other lines. I know from experience that other asso- 
ciations have them, and that the two features of their 
conventions are combined very nicely. I believe we 
ean do both, and it certainly is a mistake for the 
small dealer to keep out the exhibits. 

Mr. McChesney—I agree with what Mr. Williamson 
said, but if I could have my way I would say taboo 
all exhibits and all literature, and everything in fact 
that does not pertain to the educational features of 
the meetings. The stationer comes here to get new 
ideas, and to go home and make more money, and it is 
for the manufacturer to keep him informed as to the 
new things in his line as they come out. 

Mr. Horder—Mr. President, I am a retailer also. I 
wish there were some way by which we could impress 
upon the retailers throughout the country the value 
of this National Association I made a statement be 
fore the Chicago Association that it would pay every 
retail stationer in Chicago to send a man here, if the 
member himself was unable to be present It would 
pay that stationer in dollars and cents, through the 
information and inspiration gained. 

Thinks Exhibits Would Be Distraction. 

Mr. Faleoner—I was thinking when I sat in this 
chair before this question was brought up that I had 
been so busily engaged since I' came here with the 
business of the association's meeting that I had no 
time to see Omaha until the ride on yesterday after 
noon. My time at this convention and at all previous 
conventions has been fully taken up in attending to 
the business of the convention. And I think if we had 
exhibits here, they would be sure to detract from the 
business of the convention. ‘This convention is not for 
the purpose of buying or selling goods; it is for the 
purpese of learning how to better our conditions, so 
thai we will be better fitted to conduct our business. 
It is to promote an acquaintance among the retail 
dealers themselves, and among the retailers and the 
manufacturers, so that we shall know one another 
better, and will understand what we are doing better, 
and we will be able to make things pleasanter and 
plainer in the conduct of our business. 

The fact really is that many of the dealers who at- 
tend these conventions are not the buyers of the goods 
that their establishments sell. Let the manufacturers 
send their salesmen to the dealers, and exhibit their 
goods in that way, or send a catalogue to them on 
the outside, but not in the convention. (Applause.) 

Mr. Edwards—As one of the younger members of 
this organization, I want to say that I heartily concur 
in the gentleman's remarks, but wish to say that he 
is absolutely on the wrong track. In the first place, 
to my mind one of the most vital questions in the fu- 
ture of this organization is the question that is before 
this house at this moment. I contend that the only 
manner in which we can get the stationer to these 
conventions is to bring before him the very questions 
he wants to know. He wants to know something about 
new ideas, new products And new merchandise that he 
ean purchase and sell I want to admit before this 
convention my ignorance in this respect, because when 
I started for Omaha I had no idea that there would 
be no exhibit here. I said to my office help, ‘‘I am 
going to Omaha, and I am going to bring back some 


new stuff I am going to see the latest mechanical 
devices in the way of office appliances on the market 
today.’" I came to Omaha, and what did I find? I 
found stuck up in the back of a room or an attic one 
or two little appliances \ gentleman referred to 
items being all over the hotel I am unable to find 
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them I am looking for them, and will venture to say 
that nine out of every ten stationers in this conven 
tion are here for the same purpose Mr. Langbein 


said one thing with which I differ, and that is that to 
have an exhibit will eliminate to a great extent our 
ability to get social benefit from these conventions I 
do not believe it will detract from that feature at all 
You manufacturers are here in the majority What 
are you here for? You are not here to sell your goods 
necessarily, but you come here to get in touch with 
the stationers.s What you want to do is to get more 
stationers here, and in order to do that you should 
make it attractive to them by having for them to 
see what they are most interested in 


Schooley Opposed to Any Exhibit. 


Mr. Schooley I would like to go on record as op 
posed to any exhibit at these meetings. We come here 
to study methods, and for my part I hope you will 
not have any exhibits here Every month we are 
sending checks to these various manufacturers I am 
very much interested in meeting them, and in knowing 
who they are; but I don’t believe an exhibit of this 
kind is a proper thing for us to countenance We are 
here to learn It is more to me a question of methods 
and the proper merchandising and that sort of thing 
than it is of exhibits. 

Mr. Bevin—Inasmuch as we are considerably divided 
on this subject, I would suggest, if it is agreeable to 
the manufacturers, that they make this exhibit after 
the business sessions are over. That is, on Friday 
or later, and in that way it would not detract from 
the meetings 

Mr. Tisher—This is my first convention I don't 
want to see an exhibit here I come here to get ac 
quainted with the men who come here, but I don’t 
know that I could get acquainted by being button- 
holed by different men and being taken in to see their 
exhibits as well as I can in a purely social way with- 
out the exhibits. 

Mr. Lent—I don't want to continue this discussion 
too long, but I think we are losing sight of just one 
particular point This is not an association of re 
tailers, to which the menufacturers come as outsiders, 
nor is it an association of manufacturers to which the 
retailer comes as an outsider. It is a combination 
and they joined together, because th d has 
been full of abuses which we must correct before we 
ean make a decent living out of the business in which 


trade is ar 


we are engaged And the work done by this associa 
tion in the past has not been a small work It has 
been a tremendous work We have done great things 


The work of the National Catalogue Commission has 
done more to standardize prices in this community and 
in this country than anything ever attempted before 
If you will look at this map, and I don’t believe many 
of you know it is there, you will see that our asso 
ciation is constantly growing in numbers I am sure 
the remarks made by Mr. Falconer would apply to 
almost every member here, if he spent his time in 
following the business which comes before the con- 
vention There is plenty of work to be done We 
are engaged in a work that onght not to be mini 
mized, even to advance or promote some ther propo 
sition There may be reasons why we should have 
exhibits There may be truth in what the gentleman 
from Texas said. I know of a stationer who came 
here from somewhere up in North Dakota especially 
to see exhibits I don’t believe for a moment that 
that gentleman would be benefited half so much by 
the exhibits he expected to see as he will he bene- 
fited by digging a little deeper into a knowledge of 
what this association can do for him 

Mr. Langbein—I would like to offer a_ resolution, 
Resolved that the National Association of Stationers 
and Manufacturers of the United States of America 
prohibit the advertising or distribution of licrature and 
products of manufacture and souvenirs during the ses 
sions of the convention or in the convention hall. This 
does not include Geyer’s daily reports I move the 
adoption of this resolution (Motion seconded.) 

Mr. Herr—It is more important for the retail man 
to know how to buy and sell than it is to know what 
to buy and sell That is what this association stands 
for, to teach us how to buy and sell. If some of us 
had attended conventions before we commenced busi 
ness, we would be better off today We must know 
the methods first of buying and selling 

Mr. Langbein—TI should like to say a word about the 
drawing up of that resolution You will notice that 
does not say, as Mr. Bevin remarked, that such a 
display cannot be made after the sessions of the con 
vention and outside of the convention hall, preferably 
on Friday or Saturday, if the members want to stay 
over, or the giving away of souvenirs outside of the 
convention hall during the sessions 

Mr. Gibbs asked if all trade papers were to be ex- 
eluded from the convention hall except the Convention 
Daily. This appeared to be something which had not 
occurred to those who discussed the proposed resolu 
tion It was agreed, however, that the resolution re- 
ferred only to the convention hall, and not to any place 
outside the hall, and with that understanding it was 
referred to the resolutions committee on motion of 
Mr. Gibbs 
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Brown's Linen 
Ledger Paper 


T’S a boon to the Bookkeeper. It’s an aid to neat work. It makes the Chief 
I] proud of the appearance of his books. Brown’s Linen Ledger Paper makes 
up into record books, loose leaf ledgers that open flat and smooth—easy to 
rule, perfect in writing qualities. Erasures can be written over without the pen- 
point catching, without the ink running and blotting. And what is very important 
—Brown’s Linen Ledger Paper stands constant usage without signs of wear and 
it never discolors with age. 


S it any wonder that this paper is Uncle Sam’s standard? Is it any wonder that Brown’s Linen 
Ledger ts specified by State, County and City governments, banks, big corporations, for their 
hard work books, for records that must be preserved? Brown’s is the best linen ledger paper 

made—and it has been best since 1850. 


Recommend its use by your customers for their 
next Record Books, Ledgers or Loose Leaf systems. 


We also make All Linen and Bond Papers of the better grades. 


yet 


eee: L. L. BROWN PAPER COMPANY 
LILIBROWN PAPER C0. Adame, Berkshire Cocutin, Site: 
LINEN Y| LEDGER Established 1850 


Write for 


It pays to 
our Sample 


recommend 
quality goods. mg Books to-day. 
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USF IN CASE OF RAIN 











GEORGE A. OLNEY, “UNCLE GEORGE,” THE 
DEAN OF ALL TRAVELING MEN. 


@) 


R ] NATIOo 
PANORAMIC PICTURE Of DELEGATES AND VISITORS TO EIGHTH ANNUAL CONVENT 











CAPT. HUGH D. BOWKER OF THE NATION- 
AL ENVELOPE CO. ON HIS 71ST BIRTH- 
DAY, CELEBRATED DURING THE 
CONVENTION. 





NATIONAL ASSOCIATION OF STATIONERS AND MANUFACTURERS, OMAHA, AUGUST 12-16, 1912. 
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Profit by 


Experiences 
of the Past 


There is no teacher from which we 
can get more thorough instruction 
than from experience. The les- 
sons learned through experience 
are printed indelibly on our minds. 























The dealer or salesman who has 
had the misfortune to handle rib- 
bons and carbons of poor quality 
knows to his sorrow how hard it is 
to sell the same person twice. 


Secure the agency for 





RIBBONS 


AND 


CARBON 
PAPERS 


and you will enjoy the benefits 
testified to by hundreds of our 
We make strong 
claims for our products and they 


representatives. 


stand every claim we make for 
them. We make goods that have 
been put through severe tests, and 
always with satisfactory results. 
And remember, you will have no 
trouble in securing repeat orders. 
Instead your customers will call 
for the DuRaBul brand. This is 
the experience of our extensive 
list of representatives. 


We Want Dealers 
in every locality in the country. 
We want men that are capable of 
handling a first class line and doing 
it justice. If you are the progres- 
sive type of salesman, we want to 
make you a special proposition. 


REPUBLIC-DODGE 
MFG. CO. 


Pearl and Prospect Streets 
Brooklyn, N. Y. 



































CONVENTION SOUVENIRS 





The miniature little gray bears which ap- 
peared on the lapel of so many coats were 
furnished by—just one guess—why, sure— 
Baer’s, Canton, Ohio. 

* * a 

The Ak-Sar-Ben emblematic button is a 
thing of beauty and joy forever. Oh! you 
Ak-Sar-Ben! The official badge was in the 
form of a national shield with the colors 
in enamel and the associated colors inlaid. 
\ key to Omaha formed the pin to which 
the ribbon was attached. 

* * * 


C. R. Carver Company of Philadelphia 


furnished fine little perpetual calendars 
bound in red russia. 
* * * 


“Splitting the Other Four-Fifths” was the 
title of an attractive little book issued by 
The Edison Company, Inc., a copy of which 
was secured by each of the visitors. 

* 7 * 

Joe Hildreth of The Esterbrook Steel Pen 
Company added to his already great pop- 
ularity by the distribution of Japanese silk 
fans in the Convention Hall. 

- « * 

Ault & Wiborg Company, Cincinnati, fur- 
nished brass hangers on which was etched 
the Missouri song made famous in the 
Champ Clark campaign for the Democratic 
nomination, “They Gotta Quit Kickin’ My 
Dawg Aroun’.”’ 

x * * 

Cole & Thompson of Boston furnished in- 
teresting relief maps of the completed Pan- 
ama Canal. These maps are contained in 
little boxes in which there are extra sheets 
giving additional information of the canal 

* * * 

Just before the automobile ride on Tues- 
day. Ralph Bauer of Lynn distributed a 
number of 
candy among the ladies It was appre 


boxes of real Massachusetts 


ciated fully 
* * « 

Travelers in the states where the individ 
ual drinking glass law is in effect were pro 
fuse in their thanks to The Waterman Com 
pany for the paper cups with which they 
were supplied 

+ * * 

The Tower Manufacturing Novelty Com 
pany of New York presented each guest at 
the banquet with a cigar cutter in a leather 
case. 

* * * 

The finest printed matter shown at the 
Convention was the booklet of The Smead 
Manufacturing Company of Hastings, 
Minn., which was contained in one of the 
company’s patent envelopes. 

* * * 


“Suggestions for Letter Heads” was the 
title of a very suggestive little sample book 
issued by The Parsons Paper Company. 


J. T. Jemison of The Henry T. Sherick 
Company gladdened the hearts of the press 
representatives by presenting them with 
handsome memo books bound in brown 
russia and stamped with the name of each 
man. 

* « * 

Sam’! S. Rosendorf of The Southern 
Stamp & Stationery Company, Richmond, 
Va., distributed quarter-pound boxes of 
The Falk Tobacco Company’s “Hash 
Brown,” a comforting and soothing pipe 
blend. 

« * * 

The June Press, Syracuse, furnished sam- 
ples of Rush-E-Raser, 

+ * * 

The handsome watch-fob distributed py 
The Sam’l C. Tatum Company is a very at- 
tractive gray metal shield. The background 
of the shield is red enamel with an outline 
letter T with blue enamel, the whole mak- 
ing the Tatum trade-mark. 


x * x 
Another convention souvenir was an 
automatic pencil bearing the imprint of A 
W. Faber and the legend, “Made in Ger- 
many.” <A box of extra leads was given 
with the pencil. 
. * * 

Some of the neatest souvenirs presented 
at the convention were those given by Mrs. 
W. R. Matthews at the reception tendered 
the ladies on Monday afternoon. These 
souvenirs consisted of little booklets, nicely 
bound, containing various gems of litera 
ture 

” + * 

To Charles C. Cope, Jr., of the Omaha 
Printing Company, the associate editor of 
Office Appliances is much indebted for a 
handsome and convenient leather bag for 
photographs, corre- 
spondence material, etc This bag has al- 
ready traveled with the writer some thou- 
sands of miles and will accompany him 
many thousands more. When the day ar- 
rives that marks the end of its usefulness 
as a document holder, it will be preserved 


documents, papers, 


as a memento of a delightful week and of 
a gentleman whose gracious courtesy was 
equal to every emergency and more than 
met every demand. 

x * * 

First “Souvenirs” were cigars presented 
by the American Electric Telephone Co. of 
Chicago to the diners on the train leaving 
Chicago for the convention. 

«x * * 

The Roneo Company of New York fur- 
nished Roneclip files for all the delegates 
and visitors. The practicability and useful- 
ness of the file was demonstrated to the 
satisfaction of each man as it was put into 
immediate use for holding the accumulated 


papers 
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The United States Government Uses & 
yx SUPERIOR PAPER FASTENERS IPs 


It has now contracted for a complete supply of SUPERIOR paper fasteners wo, 4 
for all government offices in Washington, for the year 1913. 
UP) This is convincing proof that SUPERIOR fasteners are the best. 
The SUPERIOR is made in three sizes, No. 0, No. 1 and No. 2, packed in 


brass boxes of 100 fasteners each and 10 boxes to the Carton. 


The SUPERIOR is the only perfect paper fastener on the market. It has 
two points that positively prevent the pivoting of papers fastened. They 


path 
No. 2 
can be used easily, and they always work and are neat and not bulky in — fer 
No. 0 
No. 1 


Gy 





your files. 
a , . No. 0 
[hey do the work of two one-point fasteners and can be used repeatedly. 


If you have not already placed your order through your Jobber, do so (hes 
at once. 


For sale by all leading Stationers and Jobbers eat 


of the United States and foreign countries. 
Ae Send 10 cents for sample box of 50 assorted. es 
’ {© © 


Noy Superior Manufacturing Company, Sidney, Ohio, U. S. A. ‘> 
























The Reason Bushnell’s “Paperoid” Goods 
Are So Easy to Sell is This: 


(whether you are selling goods over the 
counter or by solicitation) 





eS ee (eee Cee Besides advertising in Stationery and Office Equipment 
at Wallets Expanding Wallets ° . ° 

Journals, to remind you about them, we advertise in 
numerous Business, Banking and Lawyers’ Magazines, 
where the consumer sees them. These advertisements 
bring inquiries and orders to your store. In addition 
to this, many inquiries and orders which come direct to 
us, as a result of these advertisements, are relayed to 
the local dealer to fill. 


Bushnel!l’s ‘Paperold”’ Bushnell’s “‘Paperoid’” Bushnell’s “‘Paperoid”’ . . 

Vertical File Folder Vertical File Folder Vertical File Pocket It De simple matter to take = the BUSHNELL 
Style V Style W Style C PAPEROID” LINE, with so much of the prelimin- 

ary work already done. 





Standard sizes of these and many 
other styles in stock. Use our Cuts, our Literature, our Samples. 


Special styles and sizes to order. Let this be your time for decision. 


ALVAH BUSHNELL CO., 942 Market St., Philadelphia, Pa. 
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PICKED 


UP HERE AND THERE AT CONVENTION 





It was a cause for some regret among 
visiting members that the Omaha stationers 
would not consent to the making up of a 
purse among out of town delegates to use 
in purchasing advertising space in Omaha 
papers in which to express the gratitude 
and appreciation of every visitor for the 
perfect hospitality accorded by the station- 
ers of Omaha and the people generally. The 
Omaha men sat down firmly upon this prop- 
osition, saying that if there were any extra 
money available it could be used for a bet- 
ter purpose. They were glad they had been 
able to give their guests a good time and 
would be much better content with simple 
expressions of kindly feeling. The Oma- 
hans are all right! 
* * * 


One of the chauffeurs who handled a 
machine during the famous automobile ride 
of blessed memory acquitted himself so 
well that his passengers collected a dollar 


for him at the end of the run. “What's this 


for?” he asked as the spokesman gave it 
to him. “Oh, buy cigars with it,” replied 
the donor. The chauffeur solemnly pock- 

















GUY McKENZIE, 
A leader among Omaha Stationers. 


eted the dollar with thanks and went to 
tinkering with his machine. A couple of 
hours later it leaked out that he was a 
prominent Omaha business man who had 
loaned his machine for the occasion and 
drove it himself. 

* * * 


During the memorable visit to the stock- 
yards on Friday some of his friends got 
together and presented “Lew” Williamson 
of the Thaddeus Davids Company with a 
wrapped in 
the 


sausage neatly 
tipped off 


huge bologna 
brown paper. 


policeman that one of those men was try- 


Somebody 


ing to get away with a parcel he hadn’t 


paid for, and on emerging from the pack- 
ing plant with the bologna under his arm 
Williamson was promptly put under arrest. 
Expostulation and argument availed not 
with the obdurate officer. There was noth- 
ing to it, he said, but a ride in the blue 
The judge would hear the explana- 
tions. At last, however, while waiting for 
the hurry-up vehicle Mr. Williamson’s 
friends succeeded in clearing his fair name 


wagon. 


from suspicion and he was permitted to 
leave with his sausage 
* * * 


While dining at the Rome Hotel on Fri- 
day just before leaving, Millington Lock- 
brought in by a 
name _ un- 


wood received a note 
waiter. It was signed 
familiar to him, but he excused himself and 
In the lobby he was accosted by 


with a 


went out. 
a stranger who greeted him with a name 
Mr. Lockwood as- 
mistaken and after 
dinner 


he never heard before. 
sured the man he 
a little further talk 
On coming out of the dining room he was 
again addressed by the same man, who said 
him. “Why,” said 


was 
resumed his 


he was sure he knew 
he, “you and | were in Sing Sing together 
a couple of years ago. You had the cell 


both up for a 
were in 


next to mine and we were 
year. You're So-and-So and you 
Sing Sing for burglary.” Mr. 
assured the man he victim 
taken identity; that he had lived all his life 


Le ck wot rd 


was a of mis- 


in Buffalo, had never been arrested and 
never had even visited Sing Sing prison, 
and that furthermore no one had ever ac- 


cused him of burglary or any other viola- 
Crestfallen but ap- 
down 
lobby 


tion of the penal code. 
parently unconvinced, the man_ sat 
near one of the big windows in the 
and in a little while a man wearing a uni- 
form and a look of concern 
walked in and tactfully induced the stranger 
little stroll up the street with 


sympathetic 


to take a 
him. 
* * x 

Tuesday the Horders brought some little 
apples for Mrs. Wittstein—a big bag full— 
with the intention that should carry 
them through the streets on the way back 
to the hotel. Mrs. Wittstein conceived the 
notion of selling the apples to the gentle- 


she 


men, two for five cents, as they left the 
convention hall. The stock 
hausted, but Bill Smith of Waterman’s came 
to the rescue and took the apples away froin 
the purchasers. The ladies then resold them 
at the same rate, thus doubling their money. 
A tin pail was pressed into service to col- 
lect the which totaled nine dollars 


and was given to the Baby Camp. 


was soon ex- 


money, 


x * * 
Mr. and Mrs. E. Y. Horder and Miss 
Horder, Mr. and Mrs. George F. Lutz of 
Indianapolis, A. H. Childs, Fletcher B. 


Johnson were guests of 


Gibbs and Evan 


September , I9I2 


manager of 
Tuesday 


Williams, western 


Company, at 


Albert W. 
E. Faber 


evening 


dinner 


+ * » 

McMeans, as lively as a cricket and as 
red-headed as Fred Rockett of Dallas, was 
the only delegate from Straughan’s Station, 
Where did you say? 
the 


Henry County, Ind. 
W’y, Straughan’s is at the crossing of 
Lake & Western the interurban 
line Richmond [Indianapolis 
It lies off to the southwest just behind the 


Erie and 


between and 


water tank 
* * ~ 
Sam 


Remember that little story ot 


Ward’s at Buffalo last year about the trav- 
Omaha from the train 


eler out 


windcw as “just behind the barn in the 


pointing 


dis- 


tance?” By the end of the third day in the 
western city Mr. Ward was the biggest 
Omaha rooter at the convention 


* * + 

The automobile joy ride was an excellent 
imitation of the sensations experienced at 
Toledo on the return trip from Put-in-Bay. 
x * * 

Esterbrook’s and Alvah 
Alvah Bushnell & Co., 
in the bright Omaha sun. 


Joe Hildreth of 
3ushnell, Jr., of 
both “made hay” 


They trimmed some attractive windows 








CHARLES E. MOYER. 


An Omaha Stationer who spared no efforts to 
make the convention notable. 


with their respective goods \ picture 
taken of the Bushnell window was a suc 
cess, but an attempt to take the Esterbrook 
window resulted in a double’ exposure, 


showing a merry group of the ladies in an 


automobile amid a neatly arranged display 


of pens 
* ” 

The tallest man at the conventio1 Why, 
E. W. Edwards of Dallas. Edwards is so 
tall that he has to double up bed to 
keep from hanging over. And he_ has 


breadth or shoulders too in proportion to 


his perpendicular measurements 








ee 
_ — 











’ 











September, 1912 OFFICE 


























APPLIANCES 





155 














OO 


“1000 to 1 it’s a Kalamazoo” 


T the best, the accounting branches are unproductive. 


Figure it any way you like, the 


cost of handling business already secured must necessarily be counted a dead loss. 


The aim of every wide-awake business man is to increase his profits. 


By cutting the 


cost of handling the unproductive details of accounting, Kalamazoo loose leaf devices increase 


the net profits on the original sale. 
in handling these regular operations. 


This they do by shortening the time ordinarily required 
The mechanical features of the Kalamazoo increase 


bookkeeping efficiency tc an extent that will astonish you. 


The Rapid Opening 
and Closing Device 


In the left-hand cover of the 
Kalamazoo Binder is a simple 
button device. A push—a finger 
movement—and the binder ex- 
pands three inches. You have 
accomplished in a second what 
ordinarily requires minutes of 
time with other binders. The 
desired insertions or removals are 
made—and the binder closed be- 
fore you could find the key to 
most binders. By lessening the 
time required fer a given opera- 
tion the Kalamazoo effects a 
distinct business economy. 


The Advantages of Kalamazoo Construction 


The advantages of Kalamazoo Construction are 
twofold: first, mechanical ingenuity; second, durability. 
Ingenuity makes the durability worth while—dura- 
bility makes the remarkable mechanical features 
lasting. Ordinarily a Kalamazoo Binder is good for a 
lifetime of service—but, frankly, we know of no reason 
why it should show wear then. Light, compact, 
strong and simple, it’s the only binder for the man 
who prefers the best. 








Shows how leaves are separated for insertions or removals 


The Flexible 
Leather Back 


No other binder boasts a simi- 
lar feature. The flexible leather 
back enables the Kalamazoo to 
telescope to a greater or lesser 
size instantly — automatically. 
When buying a Kalamazoo you 
den’t have to specify any partic- 
ular size back. The Kalamazoo 
back not only insures unlimited 
expansion— it affords security 
for a few leaves as well as many. 
Not built like a box. A dozen 
leaves are held as firmly as 
several hundred. The Kalama- 
zoo back accommodates a thous- 
and or more leaves as readily as 
one or two. 


The Wonderful Automatic Index 


This enables the bookkeeper to refer instantly to 
any account in the Kalamazoo Binder. No fumbling 
of pages, no unnecessary cumbersome tabs. You 
locate the place instantly. The automatic arrange- 
ment of accounts permits of an instantaneous refer- 
ence to any account in transfer binder of file. A 
complete and comprehensive record of all accounts 
open is possible with this index. The cost is prac- 
tically nothing when utility of the index is considered. 
Saves time—saves money. 


Will You Accept This Expert Service—FREE? 


We are convinced by long experience that there is a Kalamazoo for every business—further, that some 


Kalamazoo system is peculiarly fitted to best serve any individual need. 
If you will simply outline your accounting problem our staff of loose-leaf experts will weigh 
Investigation costs you nothing 
Send for it. 


we can help you. 
your needs—and submit a plan. 
New catalog on request. 


absolutely FREE. 


The Kalamazoo Loose Leaf Binder Co. 
KALAMAZOO, MICH. 


So, no matter what your business is 


this remarkable co-operative service is 
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THE GOLF GAME 





C. K. Wadham Wins First Place. 





The golf contest at 
Happy Hollow Coun- 
try Club on Monday 


was one of the best 
golf events ever held 
at the 
Charles K 


carried off the 


conventions. 
Wadham 
hon- 
rep- 
hand- 


ors, which were 
resented by a 
some silver cup pre- 
sented to him at the 
close of the banquet 
on Thursday night 
The number of play 
ers this year was less 
than usual, but every 
man who participated 
left Omaha with a 
recol 
after- 
and a 


very pleasant 
lection of the 
noon’s outing 
sense of obligation to 
Hale of the 


Manutfac- 


Frank 
Dennison 
turing Company, who 
was chairman of the golf committee. Mr. 
Hale left nothing undone for the comfort 
and entertainment of the players, all of 
whom hope they may have the opportunity 
of returning Mr. Hale’s hospitality on their 
own grounds. 

The Happy Hollow Club, 
golf and country clubs in the city, is one 
of the delightful places in Omaha. The 
grounds lie close to the western line of the 
The house, an old mansion en 


one of three 


city limits 
larged, converted and splendidly appointed, 
the base of a hill in a group of 
fine old trees. The first teeing ground is 
at the base of the hill just back of the club 
house, the course stretching off to the west 
After ascending the hill 


stands at 


up a steep incline. 
the greens reach down again at an angle, 
then reach up again along a comparatively 
level stretch to a group’ of trees under 
which is the third green. 

Those players who are more accustomed 





F. W. HALE, 
Chairman Golf Committee, 


to the flat courses 


found some difficulty 
in making a score on 
a course that leads up 
down hill across 
gulleys and 


and 
ravines, 


streams and winds its 


back in ascent 


way 
and descent to the 
last putting green un- 
elm 


der a_ beautiful 
tree within a_ tew 
steps of the club 
house 

\t several points 


on the course the 


players reach the top 
which 


slopes 


of the 
command a magnifi- 
cent view not only of 
the course itself but 
of a very picturesque 


surrounding lan d- 
scape. 
A few holes were 
Omaha. played before lunch 


by way of practice, the contest starting at 
2:30 and finishing at 6 o’clock. The players’ 
cards show the following results 


Charles K. Wadham, Dalton, Mass. 94 net 


C. M. Phelps, Holyoke, Mass...... 99 
F. I. Ellick, Omaha, Neb..........100 
Arthur A. Goes, Chicago, Ill.......101 
W. K. Jeffery, Chicago, Ill.... .102 


A. W. Williams, Chicago, Ill......102 


D. S. Sperry, St. Paul, Minn.. 1s “ 
Mr. Jones, Chicago, Ill...... ~~ 
Evan Johnson, Chicago, Ill........105 


York, N. X¥....300 


L. D. Bement, New 
B. E. Sandford, Ithaca, N. Y......106 
Frank W. Hale....... ha 106 


F. M. Brooks, Holyoke, Mass...Unfinished 
Mr. Savoy, Holyoke, Mass...... Unfinished 

It is hoped that more of the delegates 
are golfers will bring their equipment 
larger num 


who 


to the meet next year, that a 
t 


ber may be entered in the annual contest 
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“MUTT AND JEFF.”"—E. W. EDWARDS OF 


DALLAS, TEX., WHERE THEY GROW 
"EM TALL, AND E. J. WEIS OF 
MONROE, MICH. 


THE MISSING. 


approached by the Board of Di 


When 
rectors about having his statue in the Par- 
Cato remarked: 


thenon, our old friend 


“Would it not be better that they inquire 
‘where is Cato’s. statue?’” Where was 
Charlie Garvin, the mayor of Pecan Gap, 


anyway? 
k a ok , 


Where was Merckle, “Thaddeus Davids’ ” 
Merckle, 


sunshine at so many 


whose countenance has radiated 
previous conventions? 


He was one of the most missed men at the 


Omaha meeting. Ho! boy, page Merckle! 
~ * & 
Dan’! Paris, the old salt of South Hadley 
Falls, Mass., was among the missing 
* * 
Bernheiser of Camden failed to answer 


1 


to roll ca (nd Cincinnati 


Youmans of 


was conspicuous by his absence 
* 2 * 


The absence of Will 


Mayer made a big hole in the meeting 


Rodiger and Sam 


* * ” 
And where was Charlie Walden? 
* * 
And where, pray, was Dad Cooper? A 
convention without “Uncle Sam” is like a 
car with a flat wheel. 


x * * 
By being absent Gus Mayer lost his posi 
\pollo Bely edere of the convention 
K node of 


tion of 
The 


Richmond 


honors went to Charley 


* * * 


And everybody missed Andrew Geyer. 
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Here endeth an story of the 
Sth annual convention 
of the national associa- 
tion of stationers and 
manufacturers at 


Omaha, Neb. 
Aug. 12-16 
1912 
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@ Before taking temporary leave of the sub- 
ject, ‘‘Office Appliances’’ urges every dealer 
in the country, who is not a member, to en- 
roll in the National Association. 


@ And it also urges every manufacturer who 
sells his goods to the dealers to take mem- 
bership. 


@ And having become members—attend the 
Annual Conventions. 


@ Spend these few days each year with the 
men who have chosen the same field as you 
for their life work. They have solved or are 
solving the same problems that confront 
you. They are hedged about with the same 
conditions. 


@ These men can tell you something and you 
can tell them something. Rub elbows with 
them — visit with them between sessions. 
There is profit in it. 


@ This association of stationers and manu- 
facturers eliminated the old Ishmaelitish spirit 
of the stationery and office equipment trade. 
It established a fraternity of good fellowship. 
It put the business on a higher plane. It 
improved conditions. 


@ Take membership—and learn what else it 
has done; and done for you. 


@ Take membership and come into associa- 
tion with a company of men with whom it is 
a pleasure and a priviledge to be acquainted. 


@ Take membership now—and meet your 
fellow members in Springfield, Mass., 
October, 1913. 
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MR. DEALER 


It should interest you to know that we are now making and 
putting on the market Washburne’s Patent “O.K.” Paper Fasten- 
ers in STEEL (nickel-plated) in addition to our line of Brass Fast- 
eners. This steel fastener is our Competing Fastener. It isin no way 
inferior, although sold at a much lower price. It is made of the 
best cold rolled Besmer steel and finished in bright nickel, put up 
in bright nickel-plated boxes of .100 fasteners each, 10 boxes to a 
carton. It should prove a good seller in connection with this Cel- 
ebrated Line. 





The Washburne Adjustable Paper 
Fastener is mechanically perfect. 
Having the advantage of an open 
recess on one side, adapted to re- 
ceive and protect the paper-pierc- 
ing point on the other, allows both 


the paper and to hold witha “‘bull- 
dog grip.” 





(Enlarged for clearness) 

The fact that These Celebrated Fasteners have the enormous 

yearly sale of over seventy-five million puts their superiority be- 

_ a question. Ourtrade 

k “‘O.K.”’ is stamped 

on every Seatteat and 
every box. 

There is nothing just as 
4 good. Acceptno 

a9 We advertise exten- 
Ve" sively and always with 

the request to buy from 
YOU. — 

A postal from you will bring electro plates, samples and ileus 
for advertising, without charge. 

We would be glad to place im your’ hands our new illustrated 
and descriptive booklet, showing our other stationery specialties in 
addition to this line. 

Should you meet with difficulty in getting cone or havi a 
orders filled, through your jobber, we would refer you to 
Bainbridge & Co mpany, Kimpton Harbottle & Haupt, New York, 
or any of the following list of our other large distributors. 





CHICAGO. ILL.. A. C. McCLURG & CO. 
STEVENS, MALONEY & CO. 
SAN FRANCISCO, CALA., CUNNINGHAM, CURTIS & WELCH 
SCHWABACHER FREY 

CLEVELAND, OHIO, BURROWS BROS. CO. 

WASHINGTON, D. C., R. P. ANDREWS PAPER CO. 
MILWAUKEE, WIS., THE H. H. WEST CO. 
H. NIEDECKEN CO. 
BALTIMORE, MD., MARCUS W. WOLF & CO. 
BOSTON, MASS., SAMUEL WARD CO. 


WILLIAM M. L. McADAMS 
PITTSBURG, PA., A. W. McCLOY CO. 
ST. PAUL, MINN., WRIGHT BARRETT & STILLWELLCO. 
ST. LOUIS, MO., BLACKWELL— WIELANDY BOOK & STATIONERY CO. 
JACKSONVILLE, FLA., THE H. & W. B. DREW CO. 
CANADA 
TORONTO, THE BROWN BROS. LTD. - - GRAND & TOY 


MONTREAL, McFARLANE SON & HODGSON 
WINNIPEG, WILLSON STATIONERY CO. 


L. & C HARD ion Kingsway 
Selling agents tor Europe, Asia, A same. Duos y Landen, Eaglend, Africa. 


A. M. CAPEN ’S SONS nS ie New York City 
Sole selling agents for Latin America. 


JAS. V. WASHBURNE, PRES. 


\) sides of the fastener to lie flat on | 








THE 0. K. MFG. CO., Syracuse, N. Y., U.S.A | 
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NEAT FOLDER FOR RISING LINE. aboveis printed as proof of the statement, 
The value of quality plus intelligent ad 


vertising is illustrated in the success of the are the judge.” 
D This little folder is an excellent example 


and puts it plainly up to the buyer, “You 


line of papers manufactured by the B 
Rising Paper Company, of Housatonic, 
Mass. A folder just issued by this com 
pany, entitled “The Facts,” besides ably tell- 
ing the story of this quality, has the added 
interest of being printed on a sample of 
the concern’s 17 x 22x 28—500 reference 
linen ledger stock, and is well worth send 


of the advertising the B. D. Rising Paper 


ing for by buyers accustomed to scrutiniz- 
ing carefully their paper supplies. Another 
folder, on “The Danish Lines,” 
simply and convincingly the service ren 
dered by the company to its many cus 


illustrates 


tomers 

The illustration, which we reproduce here- 
with, is from a photograph of the clean, 
new cuttings from which reference ledger 
is made. Paper made from similar stock 
800 years ago is still in existence. The 
exceptional strength of this paper is note- 
worthy. As the folder says, “The strength 
of the tear shows the length of the wear.” 
The fact that a stock of white, buff and 
blue in eighty-four different items is always 
on hand is emphasized. This stock they 
claim to be larger than any similar line in 
the country. It is intended to afford print- 
ers, blank book makers and stationers such 
an assortment that any possible require- 
ment can be filled without waste in cutting 
or waiting for the paper to be made. 

Having stated these facts, the company The best excuse for falling down is to 
calls attention to the sheet on which the get up. 





Company is putting out, which its _ note- 
worthy for its reliance on facts and clear, 
succinct statement 


“Tact is the judicious use of one’s power 
at the right time.” 



























Each 
fitted 
a genuine John 
Holland gold pen, standard 
of world for 71 years, and patent 
elastic feed which insures steady, even 
flow at all times. John Holland fountain pens 
are guaranteed as to satisfaction and durability. 


K Plate glass show cases 
goa -> furnished free with lots of 
— - * v' 


with 





1-12 


a ae 


increasing the size of stock. 


of all constructions, assortment 


The Fountograph (dropper filled) Eureka (self-filling) Safety Fountograph are popular 


priced pens, to retail at from $1.00 upward, are produced in our factories and are of unequalled 
Fountain Pen 


Holland Grip Cap secures pen fast to pocket. 


Whe ‘John Wolland Gold Pen Co., Felakers, 


quality for their price. Should be carried with best pens to meet all wants. 
? 


Ink of superior quality in 2 cz. to 2 qts. 








The original creators and developers of gold and fountain pens 
announce unqualified success for their latest pen triumph. 


John Holland Safety 
Self-Inking Pens 


combine 








dozen pens that greatly add to sales. 
With 16 dozen and up to 36 dozen, we install 
complete outfits for a pen department. 
terms to dealers opening a new account or to those 


Write for catalogue showing most complete lin« 
, : 
circular, et 
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TRIUMPH FOR PITMAN SHORT- 
HAND. 

A committee appointed by the New York 

Board of Education has been investigating 


the claims of various systems of short 
hand, shorthand text-books, and the ques 
tion of the teaching of shorthand in the 
New York High Schools. Its report, which 
has been lately published, is very strongly 
in favor of the retention of the present sys 
tem taught in the schools, namely, I[saac 
Pitman Phonography. The committee, aft 
er an exhaustive investigation, finds that 
the Isaac Pitman system has given eminent 
satisfaction; that shorthand teachers are 
practically unanimous in favoring its re- 
tention; and that the practical results ob- 
tained with it are excellent. 

“We believe,” says the committee, “that 
the Isaac Pitman system is the best system 
for the schools. In our judgment it has 
the best text-books. 
engraved in 


It has the widest range 
of literature shorthand for 
reading practice, and it has the largest 
number of text-books devoted to training 
the specialist in shorthand.” 

Finally the committee, believing that au- 
thenticity of text-books is just as important 
as uniformity of system, recommends that 
no text-books be added to the list, or per- 
mitted to remain on the list, that are in 
with the approved principles of 
this 


conflict 
the Isaac Pitman system. A copy of 
report will be sent to anyone interested by 
Isaac Pitman & Sons, Publishers, 2 West 


45th Street, New York 





—— 
—_——- 











in one holder these two greatly 
desired types without sacrificing ink 


capacity. They are the last 


word in fountain pens. 


8 color 
cut-out 
for 

window 


Special 





Cincinnati 
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GOOD DEMAND FOR PAPER BALER. 

The Economy Company, Ann Arbor, 
Michigan, reports a steady and increasing 
demand for the various waste paper. etc 
balers manufactured by this company, one 
of which machines is advertised elsewhere 
in this number of Office Appliances. Evi 
dence of the concern’s increasing business 
is contained in the fact that the contract 
has already been given for an addition to 
the company’s plant of a building which 
will double the factory capacity. 

This concern is getting out some striking 
advertising literature regarding the Econ- 
omy Paper Balers, showing how they “turn 
waste into profit.” Included in this adver- 
tising matter are reproductions of many 
letters from large corporations testifying 
to the merits of the Economy machines 
Any one interested, either as a _ possible 
user of a paper baler or with a view to ar- 
ranging for a profitable agency for the 
Economy line, should address the Economy 
Baler Company, Box 31, Ann Arbor, Mich. 


CORONA MACHINE DISAPPEARS. 

Notice has come from the Typewriter 
Exchange, 1818 Scarth street, Regina, Sas- 
katchewan, to the effect that a Corona 
typewriter, number 21054, has disappeared. 
We are informed that the machine was 
rented and that the lessee disappeared with 
it. Any information that will lead to the 
recovery of this machine will be appre- 


ciated. 


OFFICE APPLIANCES 
EXTENSIVE BUYS SIMPLEX CO. 
[The Extensive Manufacturing Company, 
90 West Street, New York City, has pur 

chased the plant, good will, patents and 
other assets of the Simplex Manufacturing 
Company, Thompsonville, Conn., and New 
York City, and is now prepared to fill all 
orders, either for new machines or for re 
pairs on outstanding machines made by 
that concern, as follows: Simplex envelope 
sealing machine, Simplex combination 
bench filer and hack saw, Simplex postage 
stamp affixer, Simplex fan oscillator and 
Simplex safety valve. The Extensive Com- 
pany, of which B. F. Amseo ‘is sales man 
ager, is in excellent condition to handle 
this increased business, and prospects for 
the fall already assure a heavy demand 
for all its lines 


ONOTO PEN CO. IS DISSOLVED. 

Dissolution of the Onoto Pen Company, 
of London, whose American office at 261 
Broadway, New York, has been under the 
management of F. R. Allnut, came as a sur 
prise this month to the trade It is an 
nounced that all repairs to Onoto pens 
will be made by the Wanger Pen Company, 
92 Murray Street, New York, and that fur 
ther supplies may be obtained from Thomas 
De La Rue & Company, Ltd., of London 
All Onoto pens held by stationers will be 
taken back by the company, if in good con- 
dition, and the price refunded. It is un- 
derstood that the F. M. Downs Company, 


159 


of Lincoln, Neb., until further notice will 
supply the trade with the Onoto line. The 
ompany had built up a good American 
business, and it is believed that tariff 
changes were responsible for the suspen- 


sion 





ADVERTISED BY “LOVING 
FRIENDS.” 

“One does not generally speak of com- 
petitors, but we have been paid a unique 
compliment by one of them recently,” says 
W. C. Bardenheuer, New York sales man- 
ager for Boorum & Pease Company. 

“A concern that is endeavoring to build 
its business on the basis of our develop- 
ment and experience is circularizing pros- 
pective customers. 

“As their own printed matter is lacking 
in illustration and description, they refer 
the prospect to the pages and items of our 
new ‘Standard’ loose leaf catalogue! 

“Some of the prospective customers have 
suggested to us that since our line repre- 
sents the other fellow’s ideal, they think 
they might as well give us the order. 

“This is certainly one instance of being 
‘advertised by one’s loving friends.’” 

[Note-—The above incident shows the 
unwisdom of trying to boost one’s own 
business by trying to take advantage of the 
good work of a successful competitor.] 





Action will remove the doubt that theory 
The Caxton. 





cannot solve. 

















Twenty years of success in manufacturing and 
marketing office desks is proof of real worth. A 


VALLEY CITY DESKS 


**The Trade Mark Insures Quality’’ 














new organization with new designs and the most 
up-to-date equipment has made improvements 
which have made the line better than ever before. 


Our desks represent Grand Rapids Quality—the 
best possible for the price. Careful attention is 
given to the construction. Only first class ma- 
terials are used and they are put together in a 
manner that makes the desks at once substantial 
and serviceable. Finished in mahogany, light 


oak and golden oak, dull. 


DEAL ERS— Valley City Desks offer you an 
opportunity to reap handsome profits. They are 
well made, medium priced, attractive in finish— 
a most desirable combination. You should have 
the agency for your territory. Take a step 
toward an acquaintance by writing for catalog. 


VALLEY CITY DESK CO. 
GRAND RAPIDS, MICH. 


NOTE—Our customers receive full benefit of the Grand Rapids 
Furniture Association Free Car Loading Service. Consolidated 
cars assembled and loaded by expert furniture handlers are 
forwarded to all important points at short and regular intervals, 
which means car load rates and prompt deliveries 


No. 560 


Selected Quartered White Oak or Mahogany. Five-ply writing 
bed and desk top 1}” thick. Spacious interior, made of same 
material as desk. Right hand pedestal drawers provided with 
portable card index box and vertical file complete with index cards. 
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RAND-McNALLY IN OFFICE FIELD. 

Proof of the increasing importance of 
office furniture in the general merchandis- 
ing world is given by the announcement 
just made by Rand-McNally & Company 
that its new building at Clark and Harrison 
Streets, Chicago, will devote a large part 
of the first floor to a storeroom, display 
room and retail salesroom for office equip- 
ment. Eventually, the purpose is to ex- 
pand this department to include every kind 
of office appliance in daily use in modern 
business houses, and already the stock indi- 
cated in the company’s latest catalog shows 
rapid strides in the direction of realizing 
this ideal. The new department is in 
charge of J. Dawson, whose experience of 
seventeen with the company and 
whose general understanding of the office 


years 


goods field assure success to the venture 
Fifteen persons will be employed in the 
new department at the start. 

An office manufacturing department will 
continue to turn out a majority of the prod- 
ucts to be handled. A feature of 
the enterprise will be the further extension 
of the Rand-McNally Mercantile Recording 
System, which tabulates accurately for fu- 
ture reference the operations of agents and 
traveling salesmen in any class of business, 
and also records details as to accounts, col- 
lections, mortgages, etc. This system, 
which was evolved originally out of the 
needs of the company itself, is in a measure 
the embryo of the new office appliance de- 
Customers who have found its 


special 


partment. 





Packed in 
Bridge Pairs 
if desired 











GOLD EDGES. 


To accomplish this CONGRESS cards will 
new transparent lid 2-pack box, (see cut) —— three to each half-dozen carton. 
In these new boxes dealers can display the actual packs of CONGRESS, 


without danger of the telescope cases becoming soiled or worn. 


OFFICE APPLIANCES 
conveniences invaluable have from time to 
time sought other ideas and articles of 
office use from Rand-McNally & Company. 
The result has been that one of the oldest 
companies in its line has now definitely en- 
tered the office goods field—significant evi- 
dence of the vastly increased demand for 
up-to-date equipment on the part of the 
business world. 

Throughout its history Rand-McNally & 
Company has been noted for its readiness 
to seize upon and adopt the latest develop- 
ments in scientific business methods—in a 
word, to keep pace with the times. The 
germ of the present office appliance depart- 
ment can even be traced to the beginning 
of its department, already 
mentioned. 
manufactured for its own use—to equip its 
own office in the most modern and up-to- 
date manner The thus 
given to the company itself has now been 


manufacturing 
These goods were originally 


possible. service 
broadened and made accessible to its many 
great variety of 

filing 


customers. Besides a 
stationery lines, 
map cases and similar furni- 


smaller cabinets, 
desks, tables, 
ture will be specially featured. 

The widespread use of Rand-McNally 
maps in itself gives the new department 
a solid foundation to build on, and the in- 
creasing demands from customers for the 
equipment now in stock promises a very 
heavy fall business. Office Appliances wel- 
comes this. newest recruit to the Office Ap- 
pliance Army, veteran as it truly is, and 
heralds its enlistment as an excellent index 


606. Congress Piaying Caras. 


AIR-CUSHION FINISH. 


TRADE MARK 


cian i > 
606 CONGRESS 606 
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3 Go 
PLAYING CARDS 


New Transparent Lid 2-Pack Box. 








CONGRESS cards are expertly made, the designs are works of art — each pack 
is wrapped, sealed and placed in a substantial telescope case, but we want the 
purchaser to receive CONGRESS packs clean, bright and new, just as they leave 


our splendidly equipped factory. 





The United States Playing Card Company, Cincinnati U. S. A. 






from now on be put up 
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not only to the widening of the office furni 
ture field but also to the well founded pros 
perity of the country today 


ENVELOPE SPECIALTIES HOUSE. 

For nearly thirty years the Tension En- 
Company, of New York, have de- 
efforts to uilding a 


velope 
their entire 
line of envelope specialties, high 
both low and consistent in price 
of extremely 


voted 
in qual 


ity and 
Starting in 1883 with a plant 


modest dimensions, they have since that 


time built up a line that they believe they 


can justly claim is the largest line of clasp 
envelopes on the market. They have a 
complete line of clasp and tension envel 
opes, mailing boxes, document, expanding 


and filing envelopes, and occupy a unique 


and enviable position in the envelope field, 


based on their claims as the originators 


of the Tension and the Improved Double 
Clasp Envelope. They carry in stock at 
all times for immediate delivery, a full line 
of their regular Tension and Improved 


four X 


furnish 


Double Clasp Envelopes made from 
pure jute. They however 

these goods in any grade or weight desired, 
from 40 to 300 pound stock, and they are 
facilities for the 


can, 


with complete 
prompt output of 
velopes in their catalogue can be made from 


equipped 
special orders \ll en- 


any weight paper desired and they are pre- 


iple Ss on 


pared to furnish estimates and san 
application 
This company’s mailing box with tension 


patent fastener, so constructed as to pack 
















Twelve new designs 
now ready — 76 
designs in Congress 
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flat, is a great convenience to many places 
of business, and it effects a great saving 
in bulk freight as The string with 
which these containers are fastened can 
be made to go around either one or both 


well. 


ways. This makes a cheap and safe mail- 
ing device for’ electrotypes, jewelry, 
twines, books, premiums and merchandise 


ot any kind and it can be made in any spe- 
short notice. The Tension 
Company’s solid bottom box 
is an admirable article for mailing books, 
catalogues or any goods that are too heavy 


cial size at 
envelope 


or bulky for envelopes. 
In addition to the Metal 


Paper 


Tension and 
Clasp Metal Flap 
Tongue Envelopes, Photograph Folders and 
Mailers and Toy Envelopes are included in 

this specializes in 
it is an envelope specialty they 


Envelopes, the 


the articles company 
In fact, “if 
make it.” 
Nearly thirty years of consistent effort 
in the direction of improvement, quality and 
service have had their effect in the growth 
of the from small room in 
1883 to its present large factory and sales- 


business one 
room. 

sent on request and 
all communications will receive prompt 
attention. Address the Tension Envelope 
Company, 296 Broadway, New York, where 


Catalogues will be 


the salesroom is located 


Vanity is the most efficient cloak for in- 
competence that has ever been found.—The 
Organizer 





OFFICE APPLIANCES 
HUBBARD’S STORY OF DIXON. 


Elbert Hubbard is at his best when he 


forgets to be cleverly cynical in the tide 


of a genuine, generous, human enthusiasm. 
Such a wholesome spirit animates his lit 
One 


1 


tle “‘preachment” on “Joseph 
of the World-Makers,” of recent attractive 
of those men 


Dixon, 


Roycroft print. On the list 
whose genius has helped to shape the cre 
ative evolution of modern civilization, he 
places the first manufacturer of lead pen 
cils in the United States—‘“a 


work has profoundly influenced civilization, 


man whose 


yet, strangely enough, a man of whom the 


world at large knows little.” Every 
day we.use the’ great convenience 
which he helped so powerfully to bring 
into general circulation, yet how many 


give a thought to the source of this small 
but powerful agent of efficiency? 

Hubbard 
history of the 
from the first sale of a gross of pencils to 
Morristown, N. J., to its pres 

great and 


several He traces the 


Crucible 


gives 


Dixon Company 


a dealer in 
ent commanding position in a 
ever-expanding industry. The consumption 


of lead pencils in America is now about 
200,000,000 a year—approximately, 
Hubbard calls this the test of civ 
is certainly one test, and a 


The idea is that the man 


two per 
capita. 
ilization. It 
significant one 
who is ready with his pencil is the 
who is ready with brain and thought. Be- 


man 


hind every such use rises the figure of 
Joseph Dixon, who made it possible. 
30rn at Marblehead, Mass., in 1800, he 


PEFEEE TEE EET E TEE TEE TEETER TEETER TTT EEE TET TEE T EET EET TEE TET ETE F 


161 


died in Jersey City in 1869, spanning with 
his active life the years of America’s great- 
est triumphs in miechanical invention and 
commercial progress. How he shared in 
those triumphs and how his own ability 
helped to determine and enhance them, 
this little appreciation tells in simple, 
clean-cut English and with real under- 
standing. It will be found not only read- 
able, but practically useful to many in the 
office appliance field, who are interested 
in the history and development of the 
items of their daily business. 





A USEFUL COMMERCIAL REGISTER. 
The twenty-first annua] revised edition 
of Hendricks’ Commercial Register, just is- 
sued, covers buyers and sellers of the 
United States with great fullness and ac- 
curacy. Complete classified lists. of manu- 
facturers are furnished, including especially 
the architectural, engineering, electrical, 
mechanical, railroad, mining and _ kindred 
trades and professions. The present edi- 
tion—easily the most complete yet pub- 
lished—requires 122 pages to index its con- 
tents, with upward of 400 classifications on 
each page and including the names of 5,000 
articles not represented in any former issue. 
The total number of pages is 1,574—385 of 
which are new matter, the whole represent- 
ing upward of 385,000 names and addresses, 
simply classified for ready reference. 








The rarest ability is the ability to think. 
Inland Stationer. 




















THAT IS MADE TO SELL 





gq Demand, Quality and Price, are the 
three items you, as a Dealer must 
take into consideration. 


ees 
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@ Without demand, a sale cannot be 
made. 


@ The careful and consistent advertis- 
ing of the Moon Desk Company has 
created a strong demand for Moon 
Desks. 

@ Moon Desks are Quality Desks. 
Every drawer, joint and corner built 
for thorough inspection. Every 

| Moon Desk built to give lasting 

satisfaction. 











“MOON DESKS” 


THE LINE OF OFFICE DESKS 


rT 


is 




















‘ @ PRICE—In proportion to the quality 

t Moon Desks are as cheap as any p 

H first class desk. MOON No. 415}. 72” long; 38” wide; 43” high. Made 

G Remember—Quality lasts long after in either Selected Quartered Oak or Genuine Mahogany. 
Price is forgotten. — ; (Mahogany Desk Equipped with Brass Pulls). 

H 

i . 

DEALERS: Before placing your 

b order for Desks, investigate The OO COMPAN 

i | Moon Line. MOON DESK Y 
'' Complete Catalog of 1912 Styles MUSKEGON, MICHIGAN 

: gladly mailed you on request. 
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NEW FIELDS FOR OFFICE APPLIANCE SALES 





Opportunities Which Go Unseized in the Stress of Daily Merchandizing. 





FFICE appliance sales are overleap- 
O ing the office as the field of busi- 

ness is overlapping the farm and the 
professions. Wherever men buy and sell 
service today there arises a demand for 
the conveniences and devices which make 
that service effective. The market for 
typewriters already is country-wide. For 
every other office machine and systema- 
tizer, that market is growing. It is the 
purpose of this article to suggest new 
places where it may take root and prosper. 


Down on the farm they may not yet feel 
the need of red mahogany roll-tops or 
swivel chairs, although on the large stock 
farms many office furniture lines already 
obtain a ready hearing. There is a grow- 
ing field here, however, for filing systems, 
packing stationery, tag stamping outfits and 
copying presses. The modern farmer of 
large holdings writes a good many letters 
in his busy shipping season. Wherever 
there is correspondence there is an enter- 
ing wedge for the devices which ease and 
simplify it. Experience shows that wher- 
ever a single first-quality appliance goes, 
the entry for the next is made compara- 
tively direct and prompt. His clerical work 
is always more or less of a necessary 
nuisance and perpetual problem to the small 
farmer. Once convince him that your prod- 
uct will guarantee him a saving in time, 
and he will readily grant a hearing. 

The supposed gulf that parts city man 
and country man is not so wide as the 
comic weeklies would indicate. Funda- 
mentally, farm merchandising rests on the 
same principles as that of the town. There 
are details of sale to be arranged by mail. 
There are payrolls, or their equivalent, to 
be made out. There are rent and interest 
profit to be figured. The adding machine 
and the calculator, in another generation, 
will feel quite at home on a sunny August 
afternoon on the shady porch of the house 
with the big green blinds. Already they 
are becoming acclimated. 


Adapting City Goods to the Farm. 

The reason so few of these specialized 
devices as yet have been sold to American 
farmers is mainly that no general attempt 
has been made to adapt them to his special 
requirements. The salesman who shows 
his machine to the farmer shows something 
that usually bears all over it the earmarks 
of the city. Half the questions the pros- 
pect asks as to particular features of its 
mechanism elicit replies that they were 
added to accommodate the banker, the 
insurance agency, or the board of trade. 
Few salesmen of such lines know the farm- 
ers’ daily needs intimately enough to make 
the swift mental transition to his own sur- 
roundings which such questioning de- 
mands. Fewer devices in their construction 


offer encouragement to such resourceful- 
ness, although those which have so adapted 
themselves naturally are leading the line 
of march into the country. Some day a 
line of office equipment made especially for 
the farmer will take the road, and there 
will be more than one new cash dividend 
declared. 

"The country newspaper is a fort that the 
office appliance army is already beginning 
to encircle. Typewriters, of course, have 
already captured it, and, in many places, 
adding machines and duplicators also. Most 
of the work in sales-promotion has thus 
far begun and ended with the business de- 
partment of the paper. The demand for 
filing devices among editors and reporters 
has hardly been appreciated. Every coun- 
try daily of up-to-date methods now car- 
ries in its editorial department a collec- 
tion of classified clippings, photographs and 
other material for use on the occasion of 
an event of unusual national or local im- 
portance. What the metropolitan daily 
knows as the “morgue”—advance obituaries 
of prominent men, photographs of build- 
ings which may some day burn or quake, 
political data, etc.—exists in reduced like- 
ness in some more or less_ systematized 
form at the country editor’s left elbow. 
Usually, with the increased importance as- 
sumed by local news in the smaller center, 
there is more of it than he has furniture 
to hold. It is the egg out of which big 
news may some day hatch, but already it 
is sadly scrambled. The editor will wel- 
come a filing system as he welcomes a new 
subscriber, and often the satisfaction given 
in this department will help powerfully to 
place additional orders with others under 
the same roof. There are many smaller 
ways in which an office appliance salesman, 
who is gifted with imagination, can serve 
the country editor. Certain lines of sta- 
tionery, such as books for assignment of 
reporters, desk trays, special clips and fas- 
teners, meet his needs directly. Even the 
editor who is himself reporter, subscrip- 
tion manager, advertising solicitor and 
copy reader, all rolled under one sizable 
hat, will be an available prospect, some- 
times the more so in that your line will ac- 
commodate many of his widely varying 
needs at the same time. By selling the vil- 
lage editor you will have literally caught 
the ear of the town. The service your line 
gives to him will be megaphoned as far 
as his circulation extends. 

Selling the Professional Man. 

City or country, the office appliance 
needs of the lawyer, the doctor and the 
dentist, are much the same. Here and 
there you will find one of the latter two 
classes with a fondness for private experi- 
ment or collection. Sometimes a filing cab- 
inet all of whose near relations are holding 


correspondence in banks and _ business 
houses, will just suit the requirements of 
an assortment or rare molars or knee-caps. 
Sectional bookcases, as a rule, are a steady 
seller to the professional man. His desk 
and chair are usually a secondary consider- 
ation to the quarters in which he houses 
his moroccos and calfskins. 

The real estate dealer may be counted 
on as a moderate but steady customer, as 
soon as he really comes to try your line. 
Large filing equipment meets his constant 
demand, and he is quick to appreciate the 
importance of attractive office furniture in 
concluding crucial deals. When opening 
new sub-divisions, a bright and cheery of- 
fice helps amazingly to convince the pros- 
pect, who unconsciously judges the propo- 
sition itself in the light of the equipment 
which frames its presentation. 

The small town druggist is another local 
personage whose advertising value is quick- 
ly cashable in additional sales. Perhaps 
he is the hardest prospect of all to con- 
vince of the practical utility of improved 
office furniture. One reason is that his of- 
fice itself is frequently a mere corner of 
his store. a triangular wedge, sometimes, 
with an old-fashioned file, smelling not too 
invitingly of his stock, and, possibly, a bill- 
ing machine or a typewriter thrust into a 
corner. You will best get at his attention 
by beginning with the prescription counter. 
However apparently slovenly his book- 
keeping, he must compile his medicines 
with art, if he continues to compile them 
at all. A filing case here will strike him as 
at least practical. Attention once gained, 
further orders may follow. 

Last of all, in the smaller center, a wise 
office appliance salesman will spend a few 
hours with the “corner grocer.” He will 
prudently resist any temptation here to talk 
of what wonders So-and-so has wrought 
with his line in the neighboring town. As 
everybody knows, the “corner grocer’s” 
business is “different.” You will have to 
get acquainted with that difference before 
you can discover in just what ways your 
line is surprisingly fitted to relieve its 
In the process of that 
will doubtless 


stress and pressure. 
acquaintance the grocer 
open his heart to you in all its fullness. 
You will learn many a useful thing about 
his competitors and you will gain access to 
many an else-shut chink of light on the 
mystery of human nature. In the end, it 
you listen well, you will probably hear an 
order given. Take it casually, as if that 
were a mere incident of your call. For, 
after all, it is these “incidental” orders 
which frequently land the permanent cus- 
tomer, and remind us that getting friend- 
ship is really a larger thing than getting 
business because it includes that as wel! 
as many other things. 
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@ An “Eagle A” Bond for everybody—and for every = 


q For all grades of Printed, Lithographed, Engraved and Die-St 
Stationery—for a Bank President’s Letter-Headings, or for Scfa 
Paper—there is an “Eagle A” Bond. 
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the like—there is an “ Ragle A” Bond. 
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Hig ay @ For any and every use to which Bond Paper is put there i 
i j bears the Water-Mark of the “Eagle and the A’— 
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@ And very likely it will be best suited to your requirementi 


@ Thirty-Four Bond Papers each having a Character and Qual 
own—the whole embracing a choice of Finishes and a variety ¢ 
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| is] that is almost inexhaustible—such is the “Eagle A” Line, 
2]: q And it is the Largest and Most Complete Line on the Mark 
rik | 
sus q Surely it is‘an asset to have the products of your establis 


‘Ol the Water-Mark of the “Eagle and the A”—the Trade-] 
AY) great Company. 
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, for instance, you owned Thirty Large, Flourishing Shoe Factories. 
e. output of Shoes could be read in six figures; your employees 
eC j well u into the thousands; your business old and established; you had 
marke for your products; your Shoes were standards; business was good: 
was turning. 
b, théne were your business conditions, what should be the 
r organization? Wouldn’t you have gathered around you 
10s expert shoemakers obtainable ? Wouldn't you have placed un- 
seed daa fae y a keen, practical man who knew shoemaking from A to 
d was particularly skillful in making one of your grades ? 
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Vo Idn’t the natural outgrowth of such a business be that your executive and 
rerial govet was of the highest character and integrity, giving to each 
manager made possible only by the consolidation of thirty, a scientific 
prod cost control, etc., impossible to a lesser organization. 
t ye se, under such conditions, you could buy raw products—your 
findi for these thirty factories at a minimum price on account of the 
ee wouldnt this economia buying of raw material natlly minimize 
‘other words, under such Economical Manufacturing Conditions, Abie Manage- 
rete te os eee. Teak and Self Shoce 
, but with a Good Profit, Pair for Pair, Quality for Quality, and 
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q Now, Bond Papers bearing the Water-Mark of the “Eagle and the A” are 

in Mills doing business—manufacturing their products—under just such 
economic conditions as outlined above. These conditions give YOU— and give the 
aa tee A ces area little more than full value papers. 
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NEW DUPLICATOR COMES ON THE 
MARKET. 


New Flat-Bed Type Machine Already for 
Sale. 


LAIMS made for the National Letter- 
> graph duplicating machine are inter- 

esting The manufacturer, the Na- 
tional Lettergraph Company, is a Baltimore 
concern which is backed by a strong per- 
sonnel and is said to have ample capital. 
Fred H. Knapp, president of the National 
Lettergraph Company, is connected 
with the Knapp Labelling Machine Com- 
pany, an established and well known con- 
cern, whose factory is at Westminster, Md., 
near Baltimore. Mr. Knapp also has other 
manufacturing interests and is a live wire, 
full of enthusiasm and energy, entering into 
the business of the National Lettergraph 
Company with a determination to make it 
grow like the proverbial bay tree. 
The vice-president of the National Letter- 
graph Company is Alonzo G. Decker, and 
the secretary and treasurer is S. Duncan 
Black. Both of the last named gentlemen 
are members of the Black & Decker Man- 
ufacturing Company, makers of special ma- 
The last named com- 


also 


green 


chinery of all kinds. 
pany handles considerable government busi- 
ness, it is said. The general superintendent 
of the National Lettergraph factory is N. 
Waldo Harrison, a man experienced in the 
manufacture of high grade machinery. Mr. 
Knapp states that it is the intention of his 
company to locate branch offices for the 
sale of the National Lettergraph machine 
in the principal cities. Offices in Chicago 
have already been opened at 1004 Republic 
building. New York offices will be estab- 
lished, also offices in San 
other cities 

Inventors and experts have been working 
on the National Lettergraph machine for 
three or four years. Mr. Knapp has taken 
hold of the proposition but recently, how- 
ever, having seen what he believed to be an 
opportunity in the sale of a well-finished, 
neatly operating product to sell at a moder- 


Francisco and 


ate price 
The Machine Described. 

The National Lettergraph Duplicator is 
not dissimilar in appearance to some of the 
other flat bed type duplicating machines ex- 
cept that it appears to be lighter than some 
and has fewer parts in evidence. A dis- 
tinguishing feature which impresses the be- 
holder at first glance is the finish of the en- 
every part bearing the stamp 
It in 


tire machine 
of expert and careful workmanship. 


OFFICE APPLIANCES 


this respect fulfills the first requisite of a 
selling proposition, since it gives a sense of 
pleasure to look at it. 
The machine is operated by hand, but a 
motor may be attached if it is desired to do 
so. The roller slides across the bed on 
tracks at either side of the frame, pressing 
the paper evenly upon the type across which 
is a broad ribbon working upon an ingeni 
ous ribbon-shifting mechanism. The type 
bed and the roller are so arranged that they 
work in harmony, producing clear, even 
copies. The paper throw-off is an ingenious 


device which takes the paper, each sheet as 




















= 
AUTOMATIC TYPESETTER AND DUPLICA- 
TOR TELESCOPED BENEATH. 


it is printed, over the side of the machine 


and deposits it in a basket at the side. 


These paper fingers work automatically, 
and while the writer watched the operation 
of the machine they never missed their 


duty. He was assured that to place the 
sheets is a matter of but an instant and that 
as soon as the roller-passes over a sheet 
the paper fingers instantly place it in a 
basket ready for another sheet. Each pas- 
sage of the roller across the type-bed of the 
machine paper throw-off, so 
that there is no lost motion. While one 
hand feeds the paper the other is occupied 
in passing the roller 
making a complete typewritten circular let- 


actuates the 


forward and back 


ter with each movement. 
The Auto Typesetter. 

One very interesting feature of the ma- 
chine regularly sold as a part of the outfit 
is an automatic typesetter. The type is set 
in metal grooves or channels, each of which 
is removable. A channel is set in the actuat- 
ing device, which is moved to a given letter 
Pressure on a lever drops 
After a little practice 


on the diagram. 


the type into place. 





BED OF DUPLICATOR SHOWING SHEET ABOUT TO BE THROWN OFF. 
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it is said to be possible to actuate the type- 
setter with considerable rapidity. When the 
line is set it is put in its proper position in 
the printing bed and another line set. Dis- 
tributing the type is the reverse of the 
above. This is mechanically done from the 
too instead of the bottom of the typesetter. 
Both in setting and distributing the type 
the machine takes advantage of the gravity 
principle. 
An Unique Feature. 

The typesetting machine is separate from 
the printing machine and is set upon a high- 
er frame. This frame is so made that the 
printing machine which is upon two rubber 
shod feet at one end and rubber tired 
wheels at the other may be rolled within 
the frame of the typesetter’s standard, thus 
doubling up both machines in the space of 
one when the printing machine is not in 
use. Type may be set up and positioned 
in the printer when the machines are in 
this position. When a proof is to be taken 
and final preparations made for printing the 
form letters, the printing machine is rolled 
out, proof taken, corrections made on the 
typesetting device, and everything made 
ready for the work. 

The National Automatic Letter machine 
is said to be capable of considerable speed. 
The character of the work it produces is 
excellent. The complete equipment is sold 
at a moderate price. With regard to prices 
full information is given in the two page ad- 
vertisement of the National Lettergraph 
Company which appears in this issue of Of- 
fice Appliances. 

The National Lettergraph Company de- 
sires to get in touch with dealers who may 
wish to take the agency for this machine. 
They are prepared to offer what they be- 
lieve will be an attractive propasition to 
live men. The company’s main offices are 
in the Baltimore Trust Building, Baltimore, 
Md., where communications will receive 
prompt and careful attention. 





CANADIAN LIVE WIRE. 

Louis J. Cowie, head of the.L. J. Cowie 
Manufacturing Company, Vancouver, B. C., 
was in Chicago recently. While here he 
visited the office of this magazine. Mr. 
Cowie is one of the most progressive men 
in the Canadian Northwest. In addition to 
manufacturing a brand of typewriter rib- 
bons popular in that section, Mr. Cowie’s 
firm handles the L. C. Smith & Bros. type- 
writer and a strong line of rebuilt machines. 

Mr. Cowie is doing a fine business not 
only in the lines mentioned but in other 
related supplies. The outlook in Canada 
this year is good and he expects to break 
the records in the volume of his sales. He 
is full of energy, resource and enthusiasm, 
with experience and thorough knowledge of 
his lines, as well as a wide acquaintance 
among the people of his section. 





Tomorrow never made you a dollar. 





Advertising is the life blood of business. 
-Modern Methods. 
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Cc. S. & R. B. COMPANY GIVES 
DINNER. 


The first of a series of monthly meet 


ings and annual dinners was given by the 


Chicago Shipping & Receipt Book Com 
pany at the Automobile Club, in Chicas 


on the evening of August 5. The dinner 
was given to the department :managers, 


and they, with the officials of the company 


and an invited guest, were present. This 
event inaugurated a new “get together” 


1 


r the 


plan designed to bring the heads « 
company’s departments into closer pet 
sonal relations, It means more than esprit 


de corps, for the intention is to promote 


a spirit of camaraderie which will bring 
about the best results among all depart 
ments, enabling them to co-operate one 
with the other with the least possible 
friction 

Talks were given by H. E. Hawkins, 
special salesman for the Ring Book De 
partment; Charles R. Fargo, sales manager, 
and F. R. MacDonald, general superintend 
ent. Mr. Hawkins’ talk on the ring book 
was of an educational character. The ring 
book is to make an important department 
of the C. S. & R. B. Company’s business 
The speaker's explanation of ring books, 
intended only to familiarize the depart 
ment heads with the products and the ob- 
jects of the new department, was never- 
theless a powerful selling talk and deserves 
a permanent place in the literature of the 
subject His -presentation of ring books, 
their use and manufacture, was most intel- 
ligent and interesting 

The talk of General Superintendent Mac 
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Was especially 
because it emphasizes another forward step 
n the history 
Those who knew the 


make any system that will keep pace with 


inexperienced Operators to take care 
look back upon these experiences when 


with capable men at the head of every de- 
The company has developed a 


organization 


Wilson, president « 
addressed the meeting, 
and fraternity. 

The only outsider present was the editor 


there is a popular impression abroad that 
an editor always enjoys a square meal, and 
because he has watched the company grow 
beginning—he 


advertisement 
organization 


presence is perhaps that 





Septenide IQ] 
terested in loose-leaf systems as a part of 


the commercial stationery business 


WITH THE KICKERS. 

Phe village grocer’s face is sad, and as 
he labors in his store, he says Gee whiz! 
but trade is bad! It never was so tough 
before! If things don’t brighten up ere 
long I'll be a wreck, without a cent, which 
shows that there is something wrong with 
this, our blooming government.” And when 
the grocer’s work is done he limbers up 
his motor car—a car that cost all kinds of 
mon—and goes a scooting near and far 
Down there the village miller mills, and 
growls “These are such beastly times 
that I can scarcely pay my bills, and have 
no show for saving dimes. There’s some 
thing wrong when men who toil until theit 
hands and hearts are sore, can barely make 


the kettle boil, and keep his wolflets from 
the door.” The miller leaves next week to 
spend the summer on the eastern shore, and 
when the season’s at an end he'll come 
back home and kick some more. The vil 


lage barber deftly barbs, and murmurs as 
he wields his shears: “I have to live on 
soup and yarbs, and I’m in debt up to my 
ears. Our government is but a fake, a 
hollow mockery, I say, when honest work 
ing men can’t rake a living in, try as they 
may.” <All day he sourly chews the rag, 
and when he lays his razors down he 
hitches up his trotting nag and goes ca 
vorting through the town.—Walt Mason in 
Chicago News (Copyright, 1912 by 
George Matthew Adams.) 











DINNER OF HEADS, DEPARTMENT MANAGERS AND GUESTS OF 


The pictures from left to right are: H. E. Hawkins, Ring Book Department; 
F. 


_J 6 








THE C. S. & R. B. COMPANY, CHICAGO. 


William Huber, Foreman, Index Department; 


E. Corah, Assistant Credit Manager; E. A. Lang, Superintendent Metal Department; W. K. McClure, Purchasing Agent; L. R. Dickerson, 


Secretary of the Company; R. J. Doyle, Western Representative; George S. Mandeville, 
Cc. R. Fargo, Sales Manager; 


pliances; R. B. Wilson, President C. S. & 


Order Department; F. R. MacDonald, General 
ing Room; G. M. Olson, Foreman, Shipping 


ence Department. 


Superintendent; 
Superintendent, 


Eastern Representative; Evan Johnson, Office Ap 
P. P. Plutz, Credit Manager; E. H. Becker, Chief Clerk, 
L. R. Weitz, Foreman, Bindery Department; William Bailey, Foreman, Finish 
Ring Book Department; E. E. McHugh, Correspond 
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Transfer Supplies That Sell 


TOCK up with “Y and E” Transfer Cases and 


Supplies and you'll be able to fill every need of 


your customers; for the and E”’ line comprises 
Transfer Cases of all sizes and styles for all purposes 


and at all prices. 





And there is the “*Y and E”’ line of Vertical File Supplies 
—most complete in the world. You can sell your customers 
exactly what they need for their next year’s fil 


eis¢ 

And then there ire he a 1a E ookle S id fol 11ers 
to help vou sell the goods, and to show ur customers how to 
transfer most efficiently and most economical! 

Look into this proposition before you stock up for your 
fall trade Catalog with complete detail nt on requ 


= 
= . 
i . yr 





Rochester, N. Y. 


World’s Largest Makers of Filing Systems 
and Business Equipment 
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“The Only Difference 
Between a Rut and 
a Grave is Length 

and Depth’’ 


IF YOU ARE IN A RUT, BE CAREFUL 
YOU DO NOT GET INTO THE HOLE. 


Times Change 


and it is absolutely essential for the dealer, if he desires 
to progress, to keep abreast with the ever changing 
conditions. While there is now and ever will be, an 
enormous sale of Bound Blank Books, on the other hand 


there is a growing demand for 


Loose Leaf Systems 
and Devices 


Are you prepared to meet that demand?’ If not, it is 
time to cast prejudice aside and do some hard thinking, 
or better still, write us, as we can aid you in determining 
just what you require. In the 


“Standard Loose Leaf Devices 


we have every style, size and shape your customer is 
likely to need, and if we haven’t “‘it’’ we can make it 
promptly. And then we protect the dealer. 


Have you our catalog’? If 
not, it’s worth sending for. 


Boorum & Pease Loose Leaf Book Co. 


MAKERS OF 
“Standard” and “Sieber & Trussell’’ 











MAIN OFFICE 
109-111 Leonard Street, New York 
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FACTORIES —= 
Brooklyn, N. Y. St. Louis, Mo. 
SALESROOMS 
109-111 Leonard St , Republic Bidg., 220 Devonshire St., 4000 Laclede Ave., 
New York Chicage, Ill. Boston, Mass. St. Louis. Mo. 








PITTSBURGH VISIBLE—MODEL 12. 


The re ently issued catalog I r’itts 
ur \ le Typewriter is é S 
ng ¢ é f the solid \ ‘ 
chine y use, for sw é 
I S jy \ i V« Ss 
S10 who describes the 
wh eady mechanism has 
Ow nes Model 12, whi S il 
teat ( his catalog Ss é 
I ite ng improveme! 
} the leader, ind « ese es 
} sional man’s story takes ampl« 
The Pittsburgh Visible permits writing 11 
either red or black, or with 
different parts of the Same page 
tell in ince which color the 1 hine 1s 
| set for by the little ribbon target r signal 
| which indicates it \ positive 
| keeps both colors entirely separate For 
those who wish to use. black 
means double wear in the ribbon, for afte1 
| the upper half is used a shift to th Wel 
| may be made 
The alignment on the Pittsburgh Visible 
is admirably exact. Each type-bar runs be 


tween its own guides, and strikes the papet 


in a Stationary central guide, right at the 
printing point \ clever little proje 

| heel prevents the type from striking against 
gach other. These type-bars, as well as 
other parts, are made on micrometer meas 


urements, that is to the ten-thou 
an incl [The removable basket is another 


ingenious convenience. By lifting a little 





key, type-basket and keyboard may b« 


stantly lifted out of the machine, making all 
parts easy to get at for repairs oO! iling 
This same feature permits the user to write 
all languages on the machine, by securing 
extra keyboards in the tongues desired 
This alone has made the Pittsburgh Visi 


ble very popular in foreign countries 


Every part of this machine operates in 
dependently, while all work together in per 
fect harmony. As an instance, the ribl 
mechanism has a bar of its own, as has als 
the escapement. This separation alone 


saves many a repair bill. You can change 
the escapement without at all disturbing the 
exact throw of the ribbon—and vice versa 

Many other unique features of this type- 
writer are described in the new catalog, 
which the readers of Office Appliances will 
find very informing of the latest develop- 
ments in typewriting science and invention 


) 


It is made and marketed by the Pittsburgh 
Visible Typewriter Company, Union Bank 
building, Pittsburgh, Pa., and is meeting a 
very gratifying demand from the trade 


INTERESTING PAPER SAMPLES. 


The Detroit Sulphite Pulp and Paper 
Company has recently issued a number of 
interesting sample books of its cover and 
tag stock, which the trade will find of great 
practical usefulness. The book of Cordova 
Super Cover shows all the colors in which 
this paper is carried in stock by the com- 
pany—gray, mandarin yellow, chocolate, ap 
ple green, lawn green, scarlet, dark blue and 





purple. Cordova Super Cover—one of sev- 

















/ 
eral lines unusually popular just now with 
the trad is made either with’ smocth 
vas faced, in 250-sheet pack- 
S, kages ream. The grai1 
ns lg way sheet. The stock 
‘ 22 28 8O Special sizes, color 
nd weights are made to order 
An ther 1ttr ictively arranged book 
samples shows specimen Swederops 
ig, Document Manila, Cordage Envelope 
nd Pla [ympan 
The Detroit Sulphite Pulp and Paper 
Company has an unusually well equipped 
paper manufacturing plant and some fé 


ycesses, as well as unique ad 


markable pri 
vantages for the production of high quality 
r the prices charged Its line is 
the 


[The company will gladly send 


goods I 


one well worth careful investigation of 


purchasers 


samples any responsible persons who 


are interested 


ALBRIGHT HAS GOTHAM OFFICE. 
A. ( \lbright, typewriter buyer for the 
onducts the Typewriter Infor 

Jureau, has established a New York 


ni 
office at 314 Broadway, where he will be 
in I » handle his growing bus! 
ness ‘t better advantage. Twenty-five | 
years’ experience in the typewriter business 
gives M1 \lbright thorough under 











A. ©. ALBRIGHT ON THE BEACH AT AT- 
LANTIC CITY. 


. 
standing of the trade and the ability to buy 
with peculiar usefulness to individual pur- 


chasers. Office Appliances extends its con- 


gratulations upon this move, as well to the | 


trade as to the business which is thus pros- 


perously. enlarged in scope and _ possibili- 


ties. 


UNDERWOOD IS CYCLONE-PROOF. 
The 


unofficial 


Underwood Typewriter has a new 


slogan. It 1s 
\mong hundreds of Underwoods_ which 
were in the buildings damaged by the re 
cent disaster in Regina, Saskatchewan, only 
three were disarranged beyond repair. 
Edward W. Pyke at 


derwood Manager 


“cyclone-pre of.” 


| 


Un- | 


Regina reports that none of his staff was 


and that the office also escaped 


The city has now largely recov- 
the tragedy and 


injured 
damage 
the shock of 


ered from 


promises, with its new buildings, to be a 
livelier center of Canadian trade than ever 
Manager Pyke recently 
woods to the Federal Business College of 
Regina, augmenting a former order for his 
machines for use in branches of the insti- 


tution throughout Saswatchewan. 


sold forty Under- | 


DON’T 


BE A 


“JUST 
OUT” 


Dealer 






A “‘just out’’ dealer 
loses business through 
his inability to make 
every sale certain. Take no 
chances of losing trade. Get a line of 
steel office furniture that is complete in 
every respect. If you have never handled 


The 



















Line 





Write today for our 6+4-page illustrated catalogue. 
Get posted on our sales plan. Compare our prices 
and our goods with others. 

Our complete line includes 200 stock pieces—enough 
to meet almost any requirement. We will make to 
order any special furniture you may require on short 
notice. 

No office contract is too small or too large for an All- 
steel dealer to handle. You always have what pros- 
pective customers want—or can get it for them. 
Just fill out the coupon below, mail it to us today 
and get acquainted with the Allsteel line. It means 
more dollars for you. 










The General Fireproofing Co. 


YOUNGSTOWN, OHIO 
EXPORT OFFICE: 
396 Broadway, New York, N. Y. 












The 
Allsteel 


Li 

ine 

Includes Sectional 
Filing Equipment. 

All Steel Uprights. 

Section and half 
section horizon- 
tals. 

Wyde steels. 

U-nettes. 

Office Desks. 

Office Tables. 

All Steel Fireproof 
Safes for office 
records. 

Multiple card cabi- 
nets. 

Large Office and 
Vault File Equip- 
ment. 

Equipment built to 
order. 


"s proposition 


O., 


enw Ey part, you pow 64 page 





Ohio 


Y 


COUPON 
THE. GENERAL FIREPROOFING C 
me, without o 


of steel office equipment and special 


Name _.____ ‘ 
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Please send 
catalogue 
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No. 64 Oak or Mahogany 
40x72 or 42x96 
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St. Johns Tables 


We have been talking about our end of this work. 
Now about your part: Selling office furniture is a man’s 
job, even when it’s such good furniture as St. Johns. You 
use man-sized methods. You don’t send a boy ona 
man’s errand. Let us put on your advertising man’s 
desk some proofs of bully good cuts and the keynote m, 
for some of your own kind of good advertising; ideas ie 
that will help make ’em refurnish. We might start Sy 

the refurnishing notion and help you sell a lot’ 

: more things than our tables. We want to “> 
improve the acquaintance with you. 


St. Johns Table Co. 


Cadillac, Mich. 
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FINE 
OFFICE 
CHAIRS 


The special points observed 
in the manufacture of our 
office chairs are substantial 
constructionand comfort with 
harmony of finish and design. 





The great variety of the line, 
which includes an attractive 
display of typewriter chairs, 
enables dealers to supply any 
demand. 


Have you our Catalog? 
If not, write for 
it at once. 


S. K. PIERCE & SON 


Gardner, Mass. 


No. 1820—6W 





New York Warehouse, 


273-281 State St.. Brooklyn 





Boston Office, 96 Cross Street 
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THE NEW “EFFICIENCY DESK.” 


Evolution” explains the entrar 
the field of desk manufacture LW 
man & Erbe Manufacturing Company 
merly this concern bought ordinar x 
drawer desks for their own offices dy 
day an office chief discovered | 
big double drawer at the botton 
vertical filing Then experiments 
The lengthwise partitions wert 
and crosswise partitions substituted 
ing the drawer into two vertical fil 
partments using “Y. and E.” Adaptabl 
Metal Followers for compress 
scheme proved practical. The ot 
culty was the tug in opening a we e( 
drawer. To obviate this the draw ’ 
equipped with the “Y. and E ( 
roller suspension and later wit! 
tionless metal suspension. The p 
was to equip the upper drawers re 
filing of card index records ll - fol 
the convenience of the Yawman & Erbe 
office force Visitors would oft re 


regarding these desks and this | 

the marketing of the product 
The pe rfected “Efficiency” desk 

on each side a large drawer for filit 


cally either cap or letter size pape 


is a movable slot for guide extens! 
matter which size file is desired h 
top on each side are two card inde» S 
so grooved with partitions that ur 
tions can be adjusted to a 
thousands of card records of r 
Each drawer, equipped with less 
metal suspensions, rolls on twe tle 
wheels; one set of wheels rolls 4 Le 
set. The ease of the action is surprising 
The lightest touch will open the 
drawer “even if loaded with bricks he 
graphic “Y. and E.” explanation 

The center drawer is large 
and equipped with a sliding tray 
tire desk is sanitary in style witl g S 
ing in brass cups, and the draws 1 
also of brass. The best cuts “dd 
oak are used and the finish is wit! eg 
lar No. 110 used on the “Y. and ] ling 
cabinets 

Dealers will find full informat the 
“Efficiency” line in “Y. and E.” N 
2259 
A GROWING OFFICE CHAIR BUSI- 

NESS. 

If anyone thinks that business di 
tions are bad, let him ask Manager O 
Krabol, of the Colonial Chair ( Ly, 
Chicago Mr. Krabol’s compar 
started only five years ago with al hi 
ty-five employes, and now has enga i 
the factory and office about 200 le 

| The Colonial Chair Company mal gen- 
eral line of chairs, including ial 
line of office chairs. The compart ew 
catalog is reviewed in another pl this 
issue. The company has just ed 
a new addition to its plant, whi es 
the capacity. It now has a larg r 
story building 100x125 feet, ing 
about 100,000 square feet of floor Ace 




















The factory is equipped with the most 
up-to-date machinery for the manufacture 
of chairs. The office chair department is 
an important department of the business 
and is rapidly becoming more and more 


important 


A NEW ROYAL FOREMAN. 

E. Warner, 
whose picture is 
shown here, 1s 
the new foreman 
of the Japan De- 
partment of the 
Royal Type 
writer factory, 
having won the 
position perma 
nently by the ef- 
ficiency with 
which he dis 
charged his du- 
ties when chosen 
to fill it tempo- 
rarily on_ the 





transfer of for- 
mer Foreman 
soutillier to the 
Assembling De- 
partment Mr. Warner's experience in 


E. WARNER 


japan work has been very wide and fits him 


ably for his new post 


CLAFLIN GOES TO LONDON. 

Announcement that A. L. Claflin, sales 
manager at Cleveland for the Underwood 
Typewriter Company, has been promoted 
to take charge of the London office of the 
company, has been greeted throughout the 
trade with widespread expressions of pleas- 
ure and commendation of the wisdom of 
the choice. Mr. Claflin’s personal popular 
ity. both within and outside of the Under 
wood organization; has long been a thing 
ith, and his record in positions 


to conjure 


of authority with his company gives ample 
ground and reason for this esteem 

Mr. Claflin started in the typewriter busi 
ness with the Smith Premier Company in 
Chicago about nine years ago. He remained 
it this t about a year, handling one of 
the most difficult territories in the city with 
unprecedented success. In fact, it was his 
chievements in this field—an unusually 
hard one that time—-which drew to him 
the attention of the Underwood Company 
On the basis of his record he was appointed 
Undervw manager in Cleveland, and since 
then |] remained continuously in the ser\ 
ice of this mpany. Making good at onc 
n Cleveland. he 1 largeiy extended thi 
Underw business in that important city, 
and bo yy his expert knowledge of the 
line and his personal qualities of lead 
ership and sensible enthusiasm has won his 
way int front rank among Underwood 


branch managers. His appointment to the 
London office is a simple recognition of that 


fact, and another illustration of the fact that 


added responsibility always comes to the 
man who fulfills ably his present position 


in the business scheme 








OFFICE 


APPLIANCES 

















“SHEN -KING” MANIFOLD PAPER 
for Blling and Way-Blling 


q The introduction of typewriters into the accounting and cost 
departments of modern successful establishments and —— de- 
partments of railroads has created a demand for a manifolding 
paper of special qualities. 

q@ MANN’S “SHEN-KING Manifold Paper is made expressly for 
these particular uses, and has already been adopted by several of the 
largest railroad trunk lines as their standard for themaking of way bills. 
q This paper is golden yellow in color, and while being very thin for 
heavy manifolding it has just enough stiffness to give quick-handling 
and long-wearing qualities—and takes and holds carbon copies like the 
best grade of type-writer paper. It is made at our own mills. 

q This paper is also used for making carbon copies of correspondence, 
and for such purpose is cut into letter size (84x11 inches) and put up 
in ream packages of 500 sheets. 

q Let us send a sample to you, together with prices. Tell us the 
sizes and quantities you require and how used—we shall quote by 
return mail. 


Maker of COPYING PAPERS AND BOOKS” 
YALE LOCK LEDGERS & LOOSE-LEAF DEVICES 
529 Market Street, PHILADELPHIA, PA. 

S$ New York Brancu, 105 CHAMBERS STREET (+4 
COPYING-PAPER MILLS at LAMBERTVILLE, NEW JERSEY 
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Office Desks 


2 Designed and 
= san a Executed by 





sizes and styles 


is child’s play. 


Our claim is simply this; 
*“‘We make the pest desks in the world for the money.” * 


Write for catalogue and prices and see for yourself. 


BENTLEY & GERWIG FURNITURE CO., Parkersburg, W. Va., U. 8. A. 





Bentley 
& Gerwig 


are backed up by the reputa- 
tion and guarantee of a firm 
which has always been known 
for its high standards of 
workmanship and finish. 

The Bentley & Gerwig 
line is complete in every de- 
tail, comprising the whole 
range of. popular designs, 
ce 
desks. We carry a large 
stock on hand and can make 
immediate shipment. 

All desks are constructed 
with our patented knockdown 
feature, which allows them to 
be shipped at a great saving 
in freight. Setting them up 
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MISS FLORENCE E. WILSON, 


Whose Phenomenal Work on the Underwood Typewriter won first honors in the recent profes- 
sional speed contest at Spokane and established a new world’s record for speed and accuracy. 


The Underwood company has made itself 
famous, among other things, for the numer- 
ous sales contests it has held, and in all of 
these the Cleveland branch, under Manager 
Claflin, has borne a principal part, bearing 
off a goodly number of honors and distin 
guishing itself also by the vim and vigor 
of its work 

Mr. Claflin’s latest promotion is another 
solid proof of the Underwood company’s 
settled policy of rewarding efficient service 
by giving the best positions in its list of 
honors to men who have worked their way 
a policy 


to competence in its own employ 


which every new promotion in the com- 
pany’s ranks, as well as higher up, helps to 
substantiate. 


“Y. AND E.” TRAVELERS GUESTS. 

One of the events of the recent Conven- 
tion of the traveling representatives of the 
Yawman & Erbe Manufacturing Company, 
Rochester, N. Y., was the annual picnic of 
the Company tendered as an honor to the 
visiting travelers at Newport, one of 
Rochester's many famed summer outing 


, 
places 


September IOI2 


WINNER OF WORLD’S RECORD. 

The victory of Miss Florence E. Wilson, 
operating an Underwood, in the contest for 
profesional typists at the National Commer- 
cial Teachers’ Federation sessions at Spo 
kane July 18 has stirred widespread inter 
est, both in America and Europe, where 
the latest speed triumphs of Americans are 
keenly followed. Miss Wilson achieved a 
net speed of 115 words a minute, winning 
over her nearest rival by éight points and 


ity and accuracy. The ease and precision 
of her work are said to have been a pleas 
ure to witness by those who enjoyed the 
contest from the “gallery.” 
CHANGES IN THE M-R LINE. 

Several changes have recently been made 
in the Melton-Rhodes line of office equip- 
ment, the product of the Melton-Rhodes 
Company, Inc., Washington, D. C., which 
greatly increase its usefulness to the trade 
The new M-R four-drawer cabinets are be 
ing fitted with the ten-roller suspension de- 
vice. Fiber material is employed in the 
construction of the rollers, the slide proper 


1 


being of birch. To insure a perfect rolling 
slide, the company has finished all wood 
parts in paraffine, the stops being fitted 
with rubber bumpers. The follower block 
works on a steel track, while the lever on 
the back of the block engages the track at 
right angles, thus making a positive stop 
The block then can be moved only by 
compressing the lever. 

The company’s new pen tray is a novelty 
that has met a very hospitable reception 
from the trade. Compact in size, simple in 
arrangement and matching in material and 
finish the modern desk, any style of which 
it well becomes, it is particularly adapted 
to the flat top. The figured quarter-sawed 
oak and the mahogany harmonize pleasing- 
ly. This specialty is No. 100 P. T., and is 
a distinct improvement over former prod 
ucts of the company. The small drawer 
under the pen rack is cut out in three com 
partments for pins, paper clips, rubber 
bands, etc. In simplicity, durability and 
general attractiveness, this tray makes 
friends wherever it goes. The felt discs 
with which it is supplied prevent scratching 
of desks or injury to other office furniture 
Both dealers and users commend it highly 

Two new features in the M-R All Oak 
Roller Bearing Transfer Case are a fiber 
roller which causes the drawer to move 
easily and quietly and a metal banding 
around its back which is said to strengthen 
it 100 per cent and to make it possible to 
use the drawer for current filing at a small 
cost. 

The M-R line, whose advance into popu 
lar favor in a little more than a year has 
been phenomenal, is carried in both light 
and dark golden oak finish, and in the cas¢ 


of several of its specialties also in imitation 


mahogany, dark in color, with a dull stain 
finish. [The company ‘will gladly supply 
catalog and other literature, if application 
is made to Eleventh and H. Streets, N. W 


Washington, D. C 
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This Stops Buzzer Pushing 





J] HY waste your time pushing a buzzer 
and asking office boys and filing clerks 


to get information for you when you 


can just as well have within easy reach all the 
important lists, records and papers you use 
oftenest in course of your day’s work ? 

In the ‘‘Desk With Brains’’ you can have 
places for sales records, buying records, legal 
documents, lists and whatever else you need 
to refer to constantly. 

No matter what your needs, the ‘‘Desk 
With Brains’’ can be made to fit them because 
itis built up from “fractional sections’’ and 
there are over 8,000 different combinations. 

As B-M ‘“‘fractional sections’’ are stand- 
ard, farts can be changed at any time to fit 
changing needs. 

If something new becomes important to 
your daily work, you needn't change your 
whole desk. Just change one part for a new 
section and—there you are! 

Any dealer in B-M Quality Filing Furni- 
ture will furnish any “fractional section’’ 
you need. 

Or—if more convenient, send direct to us. 

We make a complete line of 

Filing Furniture, Equipment and 

& S Supplies — the most complete 

} line ever developed to meet 
} business needs 

The B-M Quality Line in- 
cludes all the standard vertical 


Mao] | a |G] 





and lateral sections, ‘‘fractional sections,”’ 
cases, trays, folders, cards and all the rest. 
Write for our book, “‘Filing Systems.”’ 
It is sent postpaid on request and you will 
find it fully illustrated and including all the 


very latest information about modern and 
up-to-date filing methods. 


With the book, we send a chart showing 
you how to select just the combination you 
need in the ‘‘Desk With Brains.”’ 


Pick out the parts you prefer and have 
them put together to exactly suit your 
convenience. 

Writing for our book and the ‘Desk 
With Brains’’ chart does not obligate you in 
any way, but we give you fair warning that, 
after you find out the convenience of a 
‘Desk With Brains,’’ you will never again 
be content with a “roll top’’ or any of the 
old fashioned flat top desks. 

Write us today. Address 


Browne-Morse Company 
109 Hovey Street Muskegon, Michigan 


Branches: 
New York City—82-84 Fulton St. 
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Philadelphia—707 Arch St. 
Baltimore—109 N. Frederick St. ae | 
Washington—Cor. lIith & F Sts. 
St. Louis—312 N. Broadway 
Milwaukee—432-436 Broadway 
San Francisco—6! Post St. 
. in all parts of the United States are de- cA 
Live Dealers veloping—and extending—their business 
in Filing Equipment through handling the B-M Quality Line, 
which is ertensively advertised in the magazines read by business 
men. Ours is an “Exclusive Agency Proposition’’ and we are 
looking for more dealers who are able to grow with us. If 
you are that kind of dealer, write us today. We want to 
hear from you. Address our Muskegon factory headquarters. 
—————— 
cc 
—. 
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= we This | 
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only one some 
tion of “fractiona | <3 | 
* ——— B sections” in the 
“Desk With 
Brains.” Over 
— 8,000 different com- 
binations are s- 
sible in this ‘ 
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BUSINESS EXHIBITS GROWTH. 


The removal to large quarters of the 


tT 
Oo! 


typewriter and office appliance business 


are ; 
iller PriceandRing Book Metals «(ono 


t 


Altoona, Pa., is interesting proof of pros- 








perity. From the Jaggard building, Eleventh 
avenue and Thirteenth street, Mr. Zeth has 








THREE STEEL 


















SPRINGS, PER- al : I dia a ,, 
FECTLY DISTRIB- moved across the street, int 1ite /, 
UTED AND PONE” Lippman building, his well known commer 


Concave 
CASE. WHEN 
CLOSED INCREASES 
RING CAPACITY 
ANO INSURES 
FLAT WRITING 
SURFACE AT 
‘NNER EDGE 
OF SHEETS 


FUL COMPRESSION 





cial school remaining adjoining the former 
location The growth of both the schoo 


business has necessitated the 


and the 
aration, and as a result each has a 
opportunity to serve its publi Prote 


Zeth has surrounded his business with an 


organization of experts, and many new de 
partments and lines of goods will now be 
added to his stock. A special feature will 
be-the new Service Station, especially de 
signed for the protection of typewriter buy 
A complete line of Ring and Price Book Metals in forty-two stock ers and users and for the counsel and help 
sizes and four capacities; }", 1", 14" and 2". Mechanism exceptionally 

strong and efficient, two smaller sizes being operated by a thumb lever at 
the lower end, the two larger by a pull at any of the rings. 


of those in doubt as to the selection of a 


machine. Supplies fer every make of type 


ee 


writer, adding machines, typewriter print 


rat 


ing machines and every other bran 





Price Book Metals. These are supplied in two capacities, £- . 
| 1-2 and 1", stock sizes ranging from two to fourteen-inch bind- er equipment are carried. = 
ing side. | }oth the Altoona trade and that in B air 
} and adjoining counties wil visited by 
Ring Book Metals. These are supplied in two capacities, | John W. Thomas, formerls Pittsburgh 
1 1-2 and 2", stock sizes ranging from 8 1-2 to 14" binding side. | and a trained Remington man, whose ap 
| a e - _ ] 

The Miller Metals are of entirely new design and construction. The a — way Deeds ee ween 
upper part of the case instead of being convex is concave when the rings rs —— pd povalones nt ee it 
1 are closed, permitting the sheets to lie flat with the cover, increasing the a will be in Ll i | hs n a 

ring capacity and insuring a flat writing surface at the inner edge of iss ah ile ak aameiieneed aun 


sheets. ; 
Altogether, the new building houses an et 
Metals are supplied with cloth binding strips attached so that they terprise and a staff of which much may 


can be glued into cover cases without being taken apart. 


1 M1SINESS 


confidently expected in increas: 
. P ‘ ; and reliable service of the 
Fully described and listed together with many other new Loose 


Leaf Metals in Catalogue “‘G’’ just off the press. If you have not 
received your copy, please write today. A VALUABLE NEW CUSPIDOR. 
' ; In response to many requests from the 


trade, the Ireland & Matthews Manufactur 
STATIONERS LOOSE LEAF CO. __ | ‘smn 2! det Sue 
“Sells to the Trade Only” 


203 Broadway 346 Broadway 
NEW YORK CITY MILWAUKEE, WIS. 
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THE ROSCO GLASS DESK PAD 


(PATENTED) As necessary asa desk. A glass plate that can 


be lifted as easily as your hat. An ornament and 
1 





; NEW NO. 33 |. & M. CUSPIDOR. 





a utility combined. Sanitary and economica : ‘ 
The ROSCO GLASS DESK PAD consists of a No. 14, but in lighter metal, to 

giass plate fitted into a flanged frame. A hole in all: -— . . a an nee 

the bottom of the pad permits the insertion of a dollar The new line will or ae 

finger to lift glass, and there is NO SUCTION or No. 33 It is especially well adapted for 

DISTURBANCE of Papers when glass is lifted or . y 

lowered. The flanges protect edges of glass from use in the office, club or lodge room lade 

contact and are bound in the heaviest and finest Lcoh he Ss Ett ots ad _ 

quality of leatherette, in finishes \hat beautifully of best high brass, highly nished, and in 

match iight oak, golden oak. weathered oak and cluding a steel bottom covered with brass 

mahogany desks. . - 

its height is 6 inches; body, 77%; top, 7 

Its originality attracts attention every- : . , 

where. There are 33 styles and sizes in th on 

aoe and Stationers will find this a pany’s new catalog, which wil! be sent on 
Write for complete descriptive matter and request 


prices now. 


Ravenswood Office Specialties Company 
1471 Irving Park Blvd,, Chicago, Il. 


The man who never made a mistake never 





| 
| ‘ A : 
| made anything.—Geyer’s Stationer 
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NEW HAVEN REMINGTON BUILD. | 


ING. 

r} ncreased business of the Reming- 
ton Typewriter Company in New Haven 
recently made it imperative that they seek 
larger and better quarters than those for 
mie upied at 14 Center Street, and the 
probl vas finally solved by the construc 
ion of a new “Remington Building” at 139 | 
Temple Street, the completed structure of | 
whi > shown in our illustration. This 
building is entirely occupied by the Rem 
ingtor nd is an ideal office building for a 


typewriter company [t is splendidly built 


concrete and brick throughout, and is | 


admirable in all of its appointments. 
Che first floor is occupied by the Man- 
agers ofhce, the bookkeeping department, 






Tn 


th 


i 





mabey my 
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_ 


and the demonstzation room, while the sec 
ond floor is utilized, in the front, for the 
employment department, and in the rear 
for the mechanical department. The ship- 
ping room and stock room are in the base 
ment. Now that they are installed in their 
new and splendid quarters, the Remington 


boys in New Haven promise an even larger 


increase than previously in the Remington 
business in this New England town 

Si es need a lawn-mower dow! 
the main aisle, and the garden hose turned 
on the tront window Globe-Wernicke 
LD) g 

The United States Envelope Sealing 


Company of Springfield has purchased the 
Harrington mill site t North Amherst, 











ADJUSTABLE 
FILE DESKS 


Any Fundamental Type of 

Scientific Commercial Fil- 

ing within the Pedestal 
Space of Any Desk 





Business men, lawyers, doctors, all professional, railroad and 
insurance men may select the ideal equipment for their own 
individual needs. 

30 desks in 4 different grades and patterns to choose from. 

40 different combinations of filing in.each desk. 1 desk and 
2 file sections will demonstrate perfectly. 


bd In COST. A desk with adjustable files at 4 less than desk and 
] n separate files, top and base. All adjustable files cheap and priced 


alike in quartered oak or mahogany. 
of t h e In CAPACITY. Vertical or systematic storage will take 3 times 
the contents of ordinary desk drawers. 


Saving! In CONVENIENCE. The user’s hand goes instantly to the 
> 


papers wanted and finds them in compartment under proper index. 


All Files 


Interchangeable 
Cheap 


Priced Alike 
Oak or Mahogany 








INTER-INTER 


jLioensed by the Macey Co., under 
Tobey Patent, June, 1907. 


Writ r new catalog 
gency pl in. 


CUTLER DESK CO. 
BUFFALO, N. Y., U.S. A. 


Established 1824 























Hand Machine (6,000 per hour):..... $35.00 
Electric Machine (12,000 per hour) . .125.00 


““We consider the Re yaatte the best machine on the market. It paid for 
tself the first n th we had I 
Pittsburgh Gage & Supply Co., Pittsburg, Pa. 


“It is foc pro of and can be run by anybody who knows enough to 
manipulate a thes wringer. Our one regret is that we did not know pes 
it sooner Anti-Saloon League of Maryland, Baltimore 


“It is giving entire antistactian.. It is one of the best investments in our 
office m. H. Wise Publishing Co., Chicago. 
Send for literature and trial proposition. 


DEALE RS: Some exclusive territory still open for a 


Price: 





8.1910, Fore .gn patents allowed & pending 


H. J. REYNOLDS & CO., 157 N. State Street, Chicago, Ill. 


Reynolds Envelope Sealer 


a 

e 

& 

s 

& oY 

The most simple, reliable and durable Sealer ever put on the market 
pose Machine, capacity 6,000 per hour. Pat i a salesman as well. 

a 
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}For The Sum of 


* 2 CENTS} 


You can test the Famous 
Eclipse Pneumatic Ink- 
» well for Ten Days :: 











} 
=f 
} 





That's the supreme test—actual use. All we ask 
is, send us your letterhead or business card and we'll 
send you an Eclipse Pneumatic Inkwell, postpaid. Use 
it for ten days—notice that it keeps the ink always liquid 
as when first filled—no thickening, dust or lint—evap- 
oration imperceptible. 
Only just enough ink 
comes on pen each 
dip. Prevents blots, 
soiled pen holder, 
hands, work, desk. 
One filling lasts about 
three months and ink 
remains fresh to the 
last dip. Saves ink, 
time, annoyances. No 
rubber parts to clog, 
wear out or become acid eaten. If after ten days’ use 
you are perfectly satisfied that the Eclipse is the greatest 
inkwell invention of this or any age, remit us $1; if not, 
return at our expense. 


VVUVVVVVVVTVvVvVvVvVvVvVvVvVVY 





No contract, no obligation involved except as above. 


Booklet of facts, illustrations and 
prices mailed free. 








GENERAL SUPPLY CO. 


Department A Danielson, Conn. 


id 
> 
‘ 
, 
> 
> 
. 
> 
> 
> 
> 
a 


ae he he hh a he te he he he he he he 




















New No. 33 


We have had many re- 
quests from the trade fora 
Cuspidor, same design and 
size of our No. 14, in lighter 
metal, something to retail 
for $1.00. 
new No. 33; list price $12.00 
Fine for the 


Here it is, the 


per dozen. 
office, club or lodge room. 
Best high brass, highly 
finished, height 6 in., body 
7i, top 7%. Steel bottom 
covered witn brass; trulya 
bargain at $1.00; 33 styles 


and sizes in our list now. 


Have you the catalog? 


Lau 


ANNOUNCEMENT 














DETROIT 


The Ireland & Matthews Mfg. Co. 
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HIGH CLASS 
BUSINESS STATIONERY 





Berkshire Typewriter Papers have been be- 
fore the public for over twenty-two years with 
ever increasing success. Every variety of finish, 
texture, strength, thickness or size required by the 
professional or business world is represented, and 


each variety the best of its kind. 





The unusual facilities for manufacture and 
the large stocks of over a thousand numbers of 
typewriter papers and manuscript covers constantly 
on hand make it possible to ship all orders without 
delay. Included in the line are a variety of the 


celebrated Old Berkshire Mills and Crane & Co's. 


bond papers. Sample hooks on application. 


EATON, CRANE & PIKE COMPANY 
PITTSFIELD, MASS. 


NEW YORK OFFICE 

Brunswick Building, 225 Fifth Ave 
CHICAGO OFFICE: 

100-108 South Michigan Avenue 
BOSTON OFFICE: 387 Washington St 
DENVER OFFICE: 634 16th Street 
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Style 219 


This is the finest SELF 
FILLER in the world. Its 
operation is very simple and 
never fails. Is absolutely 
non-leakable and has no 
rubber sac or other delicate, 
breakable and unreliable 
parts (like most self-fillers 
of other makes) to get out 
of order. It is made of the 
finest up-river Para rubber, 
all turned by hand, and per- 
fectly fitted with a non- 
leakable section and back 
flow. Fitted with a large 
No. 4, 14 kt. solid gold nib, 
iridium tipped. Retails at 
$2.00. Price $9.00 per doz. 
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If you are interested in 
other styles of Fountain 
Pens, ask us for what 
youwant. Newcata- 
logues are ready. Send 
for them. 





SER ORR RSSSBSSO SSS sess eseseeeeseenn 


DIAMOND POINT PEN CO., Date. «.:0«4cenabions 
39-47 West 19th Street, New York. O-A 
Gentlemen: 
Please ship via. ... «0 «ase gap snes ese ......dozen style 
219 Diamond Point Self Filier FOUNTAIN PENS fitted with 
large No. 4, 14 kt. solid gold nib. Price $9.00 per dozen. 
Name 


Address. 
Te rr er 


; ‘Also send us latest catalogues of FOUNTAIN PENS for holiday selling 


SSS KN Stee Ss ?, 
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|The 
“Clipless” 
Paper 

—_ Fasteners 
Will give 
You 

| ‘Relief! 


My 
t? They make their 
' own fastening out 
of the paper itself 
(note illustrations 
below) ,no staples, 
or any foreign 
material to add to 
the cost of the 
machine. 
The “Clipless” 


a will eliminate ab- 
solutely your clip 
and pin bill. Will 
save you 55% fil- 


ing space, by 


abolishing the 
bulkiness of pins 
and clips in the 
files. 

In short they offer 


you five definite 
advantages — (1) 
An easier fasten- 
ing. (2) A quicker 
fastening. (3) A 
more durable 
fastening. (4) 
More convenient fastening. And (5) a 
more economical fastening. 


Made in two styles: “Hand” and “Stand.’ 
Both perform the same fastening, differ- 
ing only in the mode of operation. Im- 
proved ‘‘Hand”’ Clipless has no springs 
in the handles. Improved ‘“Stand”’ 
Clipless is made in one piece, and hasa 
heavy green felt base. ACCEPT NO OTH:RS! 









Sick 





“STAND” 
MACHINE 





Your dealer carries them. If not, we will send you one 
5 days’ free trial Price of either style $3 50. 





ee : : “HAND” 
Y MACHINE 





Front and back views of the actua 
fastening they make. 





DEALERS—Beware of imitators and infringers! We have no rep- 
resentatives soliciting the trade! You deal with us direct! 


“Clipless” Paper Fastener Co. 


NEWTON, IOWA 


Cable Address:‘‘Clipless’’ 























| SAVING TIME IN DICTATION. 


A modified form of the form letter, de 





signed to expedite work in offices where 
| individual dictation means much repetition 
of formulae and details, is suggested by 


William H. Schaefer in The Chicago Sun 
day Tribune’s Workers’ Section for August 


4. In outlining the method, which is called 


“the form paragraph book,” he says 


The first thing necessary is a study and 
analysis of one’s correspondence. W 


your letters for a week or so and classify 


the various matters which you repeatedly 
take up. Owing to the variance of corre 
spondence in each firm and its individual 
departments it is practical to suggest but 
a few of the more general divisions into 
which most letters may be separated 
Letters have opening and closing para- 
graphs, paragraphs explaining various de- 
tails, such as quoting prices, setting forth 
the merits of certain goods, explaining 
house policies, handling complaints, and so 
on innumerably, but each correspondent 
handling certain classes of work can read- 
ily pick out at least fifteen to thirty genera: 
matters on which he repeatedly dictates 
Each of these general divisions will have 
more or less variations, as for instance, 
in opening paragraphs, to get variety one 
can have five or ten equally good starts 
As a general rule the variations of each 
division will not exceed ten. Each division 
can therefore be assigned ten numbers, 
or twenty when necessary in _ individual 
cases. “Starts” will be assigned 0 to 9, in- 
clusive, the next division 10 to 19, the third 
20 to 29, and so on. Each paragraph under 
each head will be given one of the numbers 
and where all the numbers are not used the 














remaining numbers may be held in reserve 
for later additions under these heads 


Secure a good sized book with indexes on 
which can be written the character and key 
number of each division, as “Starts 0,” 
“Prices 10,” “Policies 20,” etc ihe forn 
paragraphs, typewritten, are pasted on the 
right hand page and numbered 0, 1, 2, 3, o1 


10, 11, 12, 13, etc., in order on the right 
When dictating you will refer to the dit 
ferent groups as you need them and giv: 
your stenographer the numbers of the para 
graphs to use in whatever order you desir« 
Insert specially dictated paragraphs when 
ever you want. When the stenographer 
commences to typewrite she will refer to 
the book and copy the paragraphs in the 
order given according to her numbers 
If you have a number of letters that do 
not require special dictation do not call the 
stenographer, but merely write the para 
graph numbers on the letters in some un 
derstood place and hand the letters to her 


t t 


If the volume of the work permits, a typis 
can handle all of these letters, saving the 
expense of a stenographer 

The beauty of the plan, aside from time 
saving on your part, as you will soon get to 
know the paragraphs by number without 
referring to the book, and on your stenog 
rapher’s part, for she can write bette 
faster, and more accurately from printed 


work than from uncertain’ stenographi 
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notes, lies in your turning out letters that 
handle each point'in your best style, for in 
making up the paragraph book you can take 
your time and study out the best worded 
and most comprehensive paragraphs in your 
power to create. If at any time you should 
feel indifferent or tired, your feelings will 
in nowise be reflected in the correspond 
ence, thus always assuring uniformly good 
letters 


INSURANCE FOR ILLINOIS PLANTS. 

The Illinois Manufacturers’ ‘Casualty 
Company, 1410 American Trust Building, 
Chicago, has been organized to furnish in- 
surance at cost as a mutual-stock employ- 
ers’ liability company under the new work- 
men’s compensation act, effective May 1 
Chartered under the State Insurance De- 
partment, it has a capital of $500,000 and 
a surplus of the same figure, divided into 
5,000 shares at a par value of $100 each 
This stock is now offered to Illinois manu 
facturers at $200 a share, thereby creat 
ing a surplus equal to the capital. By re 
ducing the hazard in industry the number 
of accidents is reduced. A competent én- 
gineer will inspect all plants owned by 
share-holders and make recommendations 
for installing new safety devices. A ‘“Safe- 
ty First Club” will be organized in each 
plant among the employes, and by this co- 
operation much is promised for greater efh- 
ciency as well as safety and economy. A 
medical department, in charge of a capable 
surgeon, will be established to serve the 
injured 

Charles A. Plamondon is president of the 
company and a board of 36 directors repre- 
sentative of the state’s industries has been 
chosen. These are elected by the stock 
holders. The insurance law of Illinois per 
mits the writing of business as soon as the 
entire capital stock is subscribed and paid 
in, and it is hoped to begin work along 
this line almost immediately. The ultimate 
aim is to include every manufacturer in 


Illinois in the membership 


RIGHT TO REJECT “AD” UPHELD. 

The right of a publication to reject ad- 
vertising copy submitted by an agency 
when the interests of other advertisers are 
believed to be endangered by its imser- 
tion, is upheld in a decision by Judge Mc- 
Pherson of the United States District Court 
for Eastern Pennsylvania, denying the 
Winton Motor Carriage Company’s appli- 
cation for an injunction compelling the 
Curtis Publishing Company to accept its 
advertising. The Winton Company main- 
tained that the agency which accepted the 
advertising thereby became a representa- 
tive, not of the advertiser, but of the pub- 
lication, and that the agency’s acceptance 
bound the publishers to use the advertis- 
ing. The advertising in question, which 
was for insertion in the Saturday Evening 
Post, included a comparison of “overhead” 
charges between the Winton machine and 
six others which advertise in the Curtis 


publication 
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POSTAL SCALES 

| represent the very highest efficiency and reliability in 
actual service that has ever been produced in commercial 
scales. The action is positive and instantaneous. 

| Pelouze Postal Scales show the exact cost in cents on 

| all classes of mail matter. They are made in artistic 

| —— ... models in sizes weighing 

| fi; bi. from one pound to sixteen 

| & pounds. The best evidence 

| of the satisfactory service 


of Pelouze Postal Scales is 
the fact that they are used 
almost universally in the 


office and the home. 





enn oF DEALERS 


res-ent | iD 


| handsome profits. 


Chicago 


| call for Pelouze Postal Scales and the 





Mail and Exp. 16 lbs. 


Commercial 12 Ibs. 
U.S. 4 Ibs. 
Victor 1} Ibs. 


you will find Pelouze Postal Scales pay you big dividends 
for all the pushing you give to them. There is a steady 
dealer who 


handles our proposition in an enterprising way will make 


SOLD THROUGH JOBBERS 


Pelouze Manufacturmg Company 
232-242 E. Ohio Street 
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Above, at left, George E. Miller, 


Company, Seattle agents for Yawman & Erbegoods. 
E. C.Gerow; standing, left to right, A. B. Burnham, 


T. Clancy, Advertising Manager; r:ght, 


A. L. Croonenberghs, 
store and building. 


ENERGETIC COAST SUPPLY HOUSE. 

The accompanying picture exhibits one 
of the most enterprising office appliance in 
dustries in the great Northwest, including 
its chief, a group of staff-workers and the 
building which houses it—that of the Low 
man & Hanford Company of Seattle, Wash. 
This company is one of the largest agents 
for the Yawman & Erbe line of filing furni- 
ture, made by the Yawman & Erbe Manu- 
facturing Company of Rochester, N. Y. 
CHICAGO WELCOMES FOREIGNERS. 

An international congress which discusses 
the policies of international business is an 
important affair, and its influence is eventu- 
ally reflected in every industry, in every 
country concerned. In proportionate de- 
gree the visit to an American city of a dis- 
tinguished foreign delegation of men of af- 
fairs has its effect upon the relations of that 
city to the rest of the world. 

To the foreigner Chicago looms large on 
the map, and yet it is a city more misun 
Clever book writers 


derstood than loved. 


Secretary and General 


Miss Lewis and Fred Schroeder. 
(Cut reproduced by courtesy of the Y. & E. Idea.) 


Manager, Lowman & Hanford 
At right, in the group, seated, left, N. 


Below, Lowman & Hanford retai! 


and casual journalists go through, get a 
hotel and a de- 


breeze away to write 


cinder in their eye, see a 


partment store, and 


half the truths about a wonderful commu- 
nity, which, until the next globe-trotter 


turns up, successfully misinforms the en- 
tire world 
a chance to im- 


a large party 


Chicago is about to have 
itself in ‘a big 
of foreign visitors who make public opinion. 
On the October 4, at 
10:30 o’clock, a special train will bring to 
who 


way on 


press 


eV ening of Friday, 


Chicago several hundred foreigners 


finished the important ses- 
Fifth International 


Commerce held in 


will have just 
sions of the Congress 
of Chambers of Boston, 
September 24-28. It 
picked men, delegated to serve in the con- 
gress by 


merce and municipalities of the old worid, 


will be a body of 


the important chambers of com- 


and every man will be curious to see Chi- 
cago as it really is, and to study its lessons 
in government, education, commerce, indus- 
try and manufacture. 

tour after leaving 


On their westward, 
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the visitors will have received 1m- 
pressions of Worcester, Buffalo, Niagara 
Falls and Detroit, and after they leave Chi- 
cago they are to be received by Cincinnati 
Dayton, Pittsburgh, Washington, Philadel 
phia and New York. 

All during the summer at the instance of 


Boston 


the Chicago Association of Commerce, Chi- 
cago has been getting ready to do its part 
as host, working through a general execu 
tive committee made up of representatives 
of the leading Chicago social and commer- 
cial orgdnizations, of which T. Edward 
Wilder of the Association of 
chairman. The other 
Chairman, Frank M. 
the Board of Trade; Treasurer, George M 
Reynolds, president Continental and Com- 
mercial National Bank; Secretary, Douglas 
Malloch, president of the Press Club of Chi- 
cago; Alexander A. McCormick, chairman 
of the reception committee, and Mr 
chairman of the entertainment committee. 
The committee on finance, of which Mr. 
raising $25,000, 


Commerce 1s 
are: Vice- 
President of 


officers 
Junch, 


Bunch, 


Reynolds is chairman, is 
which will be spent in defraying Chicago’s 
portion of the transportation expenses of 
the delegates’ tour and in providing proper 
hospitality while in Chicago. The commit- 
tee on reception will include more than 200 


representative men and women. The pro- 
gram: 

Saturday, October 5: Board of Trade visit in the 
morning. An automobile tour of the loop district at 


11:30. Luncheon at the Hotel La Salle with 
welcome by the mayor. Tour of industrial Chicago 
in the afternoon and a football game at Marshall 
field between the universities of Chicago and Indiana 
Banquet in the gold room of the Congress hotel at 
6:30 o'clock 

Sunday: Automobile tour of the boulevard and park 
Systems; six o’clock dinner at the South Shore Coun 
try club, with concert. 

Monday Choice of automobile trips to University 
of Chicago, stock yards, United States Steel Corpora 
tion mills at Gary, Hull House, Art Institute, Chi 
cago commons or the public schools. There will be a 
farewell banquet tendered at the Blackstone hotel in 
the evening 


formal 
’ 





A PLEASANT VISIT. 


The representative of Office Appliances 


accepted the hospitality of the senior and 
junior Dan G. Saunders of Saunders & Co., 


1 


makers of the mailing machines of that 


name, during part of a recent stay in Kan 


sas City, and bears testimony that he was 
never more interestirs' and pleasantly en- 
tertained during an afternoon and evening 
than on this occasion. 

A visit to the Saunders factory 
lowed by a call at the home of the 
where the Office Appliances man met Mrs. D 


G. Saunders, Senior. Then ensued a delightful 


was fol- 


family, 


through the wonderful 
park and boulevard system of Kansas City, 


hour at 


automobile ride 


followed by a dinner and a social 

the home of the Saucers family, complet- 

ing a day that will live long in memory. 
SEEKING ARGENTINA AGENCY. 
B. G. Barcelo & dealers in 


office equipment, of \rgen- 


Company, 
Buenos Aires, 
tina, write us that they are seeking to rep- 
resent American manufacturers in that field 
and ask the submission of 
The best of 


Correspondence may be in Eng- 


propositions, 
with samples. references are 
offered. 
lish, French or Spanish. 

















Cesco SucCesco Cesco 


SucCesco Cesco SucCesco Cesco SucCesco Cesco SucCesco Cesco SucCesco 





You 
Can 


Increase 





Y our 





Loose 
Leaf 


Business 

















Prelude . 2) 2 


he largest manufacturers of Loose Leaf goods in the East is 
The C. E. Sheppard Co. and this firm has greater facilities than any 
other concern in the United States for the production of Special 
Devices and Accounting Forms. @ Having just recently moved 
to the new home at Spring and Hudson Streets—where they 
have a complete ruling, printing and binding plant and machine 
shop under one roof—they have even greater facilities than ever. 
@ All of which calls for greater distribution! 


S YOU are naturally desirous of increasing your sales 


and your profits, this announcement will interest you. 


@ We want to submit evidence—facts and figures_-to you. Q We want 


to prove our point, viz: that if you will be a SucCESCO dealer peer business 
will increase. @ And as writing for full particulars binds you to nothing—involves you in no 
obligation—surely you will fill out the SucCESCO Coupon and mail without delay. Q “Everything 
in Loose Leaf in Volume” is to be our slogan for the future, and it is on this basis, Mr. Dealer, 
that we want to talk with you. @ Our prices—our discounts—our facilities—the quality of our 
merchandise—backed by our national advertising and dealer helps—are a few of the various 
reasons why you can increase the volume of your Loose Leaf business - - - - - 


If You Will Be 


A Suc @ece: Dealer! 


Much as we would like to give you all the details here, space does not permit. 
In a word, however, we may say there will never be a better known word in 











connection with Loose Leaf than CESCO. We will portunity to investigate the desirability of adding a 
explain all these things by letter when you return the profitable department. @ Turn this over in your mind 
coupon, and we certainly hope you have been sufhc- now—you'll realize it is at least to your interest to find 
iently impressed to investigate without delay. @ Do not out what it means to be a SucCESCO Dealer. 9 Surely 
let the fact that you are now carrying another line, you will not deny yourself this privilege when it in- 
stand in your way of investigating CESCO; or, if you volves only the risk of a two-cent stamp. @ Therefore, 
do not handle Loose Leaf at all, consider this your op- clip the coupon before you turn this page. 


Cesco Stock Forms 


We carry in stock *‘Ready Made" Accounting Systems for practi- 
cally every line of business. We manufacture pe in immense 
quantities and sell in any volume. They have been devised by 
expert systematizers, and many are in use by concerns whose an- 
nual volume of business runs into the millions. Further infor- 
mation, together with our new No. 9 Catalog—describing these 
Systems—will be sent upon receipt of the SucCESCO Coupon. 


THE C. E. SHEPPARD CO. 


Manufacturers Of sco Loose Leaf Devices 
303-311 Hudson St., NEW YORK 440 So. Dearborn St., CHICAGO 








- - - will you 


let us send you 


a $35. Outfit 
on Approval 




















CLIP OUT NOW 
—if you do not already know the features of the CESCO line, 


we will send you our complete Dealers Sample Outfit on approval. 
We will include in this $35.00 Outfit a peqneonanetive line of our best selling devices 
from the smallest vest pocket Memo. Book to the highest grade Ledger, as well as 
a nicely bound set of our Ready Made Forms, window cards and a liberal sup- 
ply of advertising matter. q (Incidentally, if these samples are prominently 
displayed, you will be surprised at the business resulting from them.) And 
bear in mind, the $35.00 does not even cover our cost—but we figure it 
will more than pay for itself in increased business from you gq If you 
do not care to retain the goods by the end of thirty days, pack "em up 
and ship back to us—we will pay the return transportation charges 
Could we be more liberal? @ Isn't this sufficient evidence of the 
confidence we have in CESCO goods? @ Will it influence you 
to mark an ““X" in the coupon? Will you do so N-O-W ? 


° Date 
THE C. E. SHEPPARD CO. 


Gentlemen: 


The undersigned is sufficiently inter- 





Co ested in aaew proposition to ask for fu 
the understanding that it may be returned within thirty 





LEXO Hinged Ledger Paper is used in CESCO Binders and Ready Made Stock Forms, and will 
be furnished at the same list price as creased paper, if specified. For further information, see other side 


details, the distinct understanding 
that there are no further obligations. 
« You may ship the CESCO Dealers Sample outfit, with 
— days, if desired. 
Put an X in the square if you want us to send this Outfit. 
(Write your name and address and other information, in the margin below.) 
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PHOTOGRAPH OF FLEXO LOOSE LEAF LEDGER SHOWING BRYON WESTON PATENTED HINGE AND WATER MARK 
AS THEY APPEAR WHEN HELD TO LIGHT 


Flexo Hinged Ledger Paper 











Used In @ece Loose Leaf Binders 





HE WHITE STRIP near left-hand edge of above photograph is the famous 


Byron Weston patented hinge. 


@ This hinge is not a mechanical aftler-treat- 


ment but is processed in the paper during the course of manufacture. In 
the mechanically treated leaf the surface is roughened, thickened or destroyed or 
the fibers loosened after the paper is made. @ Under ordinary observation there 
is no indication of the hinge in Flexo paper. @ You see only a perfectly flat 
sheet of fine white ledger. @ The hinge section of Flexo Ledger Paper is sized 
and calendered on both sides which enables you to write and rule and erase the 
hinge section as readily as the body of sheet. Here are some “reason why” points: 


Why Flexo Leaf 
To Loose 


The smooth writing surface over hinged section 
can be ruled, written on and erased. 

The hinge is not a corrugation crimp or after 
treatment. Hence, every portion of Flexo leaf, from 
binder to outer edge, can be utilized. 

It lies flat and solid and does not thicken the 
book at the binding edge. 

It does not crumble or lose its stability. 

It does not get out of alignment. 


Better Adapte 


Leaf Work 


It does not tear as the surface of the paper is not 
cracked. 

It means shorter and less bulky books with an 
appreciable saving in space. 

It comes already hinged, thus saving the expense 
and delay of after treatment. 

And—because the weakest part of the Flexo leaf 
is stronger than the strongest part of the paper us 
ually offered for Loose Leaf Ledgers 


BE SURE TO SPECIFY ‘‘ FLEXO”’ 


Samples and Directions for Ordering Sent on Request. 


BRYON WESTON COMPAN y¥ 


THE C. E. SHEPPARD CO. 





Manufacturers Of CESCO Loose Leaf Devices 
303-311 Hudson St., NEW YORK 


440 So. Dearborn St., CHICAGO 
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FOURTH ANNUAL MULTIGRAPH CONVENTION 
BIG SUCCESS 





Week of Helpful Meetings in Cleveland Reveals Strength of Forces 
Tribute to General Sales Manager Jared. 





HE fourth annual convention of di- 
vision sales managers of the Ameri- 
can Multigraph Sales Company was 
held in Cleveland from August 5th to 
August 10th. It was the second consecutive 
convention. The number in attendance this 
year was slightly larger than last year, and 
the convention might be said to have been 
an international one, inasmuch as European 
director H. M. Gestefeld, and London man- 
ager | \. Smith, were present, having 
crossed the Atlantic purposely to bring be- 
fore the convention greetings from foreign 
fields and to study United States selling 
methods \nd of course we*must not for- 
get jovial Pat Baker of the Canada selling 
organization. The only absentee from the 
managerial ranks was A. E. Ashburner, 
manager of the Foreign Department, who 
is at present on a South American trip. 
The headquarters of the convention was 
the luxurious Cleveland Athletic Club build- 


ing, where accommodations were made for 
all visiting managers. The entire city of 
Cleveland was decorated for the convention, 
and the Eagles from all over the country 


were allowed the benefit of the Multigraph 
decorations 
Mechanical Progress. 
The session on Monday was conducted 


“er 


cz 
- 


<i 


Home Office—H. C. Osborn, President; W. C. Dunlap, Treasurer; H. C. Bower, Ass’t Gen. 


»y President H. C. Osbort \fiter extend 
ing the greetings of the home office and the 
company to the visiting managers, and 
thanking them for their efforts during the 
past year, the chairman immediately pro 
ceeded to take up the important discus 
sions regarding the mechanical progress of 
the Multigraph, the Universal Folding Ma- 
chine, the Markoe Sealer, and other prod 
ucts of the company. 

\ very informal and interesting discus- 
sion indulged in by almost everyone pres 
ent made the session an extremely helpful 
one from a mechanical standpoint. One 
could not help but see the great advances 
that had been made in an experimental and 
mechanical way at the factory Che ses- 
sion on Monday was held at the factory, so 


that the men could have the advantage of 
a practical demonstration of the various 
products in question while the same were 
under discussion. 
General Sales Matters. 

Tuesday morning at the session held at 
the Cleveland Athletic Club, L. W. Jared, 
general sales manager of the company, 


cted as chairman. He was assisted by th 


assistant general sales managers 
It was evident from the remarks made 


by various division sales managers of the 
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smpany, that there were gathered at this 
session many of the leading specialty men 
n the country. Such men were present as 
©. H. Chamberlain, Jr., of Chicago, G. H. 
Jackson of Philadelphia, R. E. Joyce of 
Washington, F. M. Boughton of Cleveland, 
ind many others who are well known as 
men who are more than selling units, be- 

ause they are in reality business builders 
and understand the many auxiliary lines 
which help to round out the true salesman. 

Thorough discussions were entered into 
relative to the selling plans of the com- 
pany, ways and means of increasing the 
output of the factory, and-one point of spe- 
cial interest and significance was brought 
out by Mr. Chamberlain in a very sincere 
address, in which he told of the need for the 
humble attitude in a salesman. He laid 
great stress on the fact that in every selling 
organization there are apt to be certain 
salesmen who take the attitude that they 
are the king bees in business. If a sales- 
man has one good month he oftentimes con- 
siders himself a selling genius, whereas 
he may be utterly lacking in the knowledge 
that makes a selling genius. The point 
was brought out that no man selling spe- 
cialties today can afford to approach a pras- 
pect with a haughty mien, and that he must 
always consider the prospect a man of 
greater power and authority in his business 
than himself. 

Delightful Outing. 

\s is generally the custom, on Wednes- 
day, H. C. Osborn, president of the com- 
pany, who has weathered the storm of the 
early days and is now one of the recognized 
leaders in the manufacturing business of 











Sales Manager; R. H. Jarrett, Ass’t Gen. Sales Man- 


ager; F. J. Lyke, Superintendent; G. T. Trundle, Experimental Department; C. M. Lemperiy, Manager Service Department; R. G. A. Phillips, 
Secretary; L. W. Jared, General Sales Manager; Tim Thrift, Advertising Manager; J. C. Asplet, Ass’t Advertising Manager; J. B. Hepp, Order 


Department; W. R. Allen, Experimental Department; F. S. Britton, Reporter. 


Out of Town—A. S. Woodward, Atlanta; J. A. Stafford, Boston; O. H. Chamberlain, Jr., Chicago; 
Denver: F. Van R. Woodford, Detroit; O. H. Kepley, Houston; W. R. Dunn, Kansas City; Geo. J. Suess, Milwaukee; Geo. C. 
Rochester; R. M. Winger, San Francisco; L. T. 


F. E. Cotharin, New York; E. F. Gallup, Omaha; D. C. Swander, Pittsburgh; A. L. Chandler, 


Bischof, Springfield, Ill.; W. E. Loney, Toledo; L. A. Smith, London; H. S. Sanders, 


Baitimore; 


F. M. Boughton, Cleveland; G. W. Brown, 
neller, Nashville; 


H. M. Smith, Buffalo; Norman Selby, Cin- 


cinnati: F. C. Hill, Dallas; R. W. Cassell, Des Moines; O. S. Talcott, Hartford; C. W. Moore, Indianapolis; O. C. Haney, Los Angeles; H. H. 
Batcheller, Minneapolis; A. R. Spillers, New Orleans; L. B. Goff, Oklahoma City; G. H. Jackson, Philadelphia; Thos. Addison, Richmond; 
N. T. Hallanger, Salt Lake City; C. A. Benford, Seattle; J. E. Quinn, St. Louis; R. Edwin Joyce, Washington, D. C.; H. M. Gestefeld, Bertin. 
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OFFICE APPLIANCES 





SUPERIOR 
4 pounds by } oz 
Price $2.00 


IDEAL (same model 
2 pounds by 4 oz 
Price $1.50 


GEM (same mode!) 
1 pound by 4 oz 


Price $1.25 










Triner Scales 
are saving postage 
in thousands 
of business 
offices 








New Slanting Dia 


Jials easy aK ouble 
I al easy to re id. Double MERCANTILE 
uprights insure accuracy. \ Postal and Express Scale 

: : ° oe aS. Ce *ity, 12 pounds by +o 
Principle scientific, COn-  (seecatalog for illustration) Price $3.50 


New Slanting Dial 
PRECISION 
Price $2.50 
Capacity, 4 pounds by + 02 
direct range of vision 
colors 


struction perfect, materials 
the best, satisfaction guar- 
anteed. 


TRINER POSTAL SCALES 


are favorites with dealers. 
Large demand, good profit, 
no troubles, no complaints. 


Dial in 
, 


Figures in 2 
Artistically popular scales 








ORDER THROUGH YOUR JOBBER 


The Triner Scale & Mf§, C0. 


2714-16-18 West 2ist Street 
CHICAGO, ILL., U. S. A. 














No. 1402 LLP. 
Slip Seat 


Polished 








Leather, Perforated 


Golden Oak or Solid Mz hogan v 


An Office Chair, Comfortable, Elegant and Enduring 


You will find the added ease 
and satisfaction reproduced in 
bigger business and better prof- 
its when you equip your Store 
with — 


JOHNSON 
CHAIRS 


Drop in and see all the up-to- 
date styles in oak, mahogany, 
white maple, birch and circas- 
sian walnut, at our permanent 
showrooms in the Karpen Building, 
900-10 S. Michigan Blvd. Send for 
our illustrated catalogue for 1912-13 
just issued. 


We manufacture the largest line of 
office chairs to be found in the West 


Johnson Chair Company 
Offices and Factory: 4401-4531 W. North Ave., Chicago 














mvention 


the country, invited the entire 
to his summer home on Lake Erie, just 
east of Cleveland. The day was divided 


into sessions of work and play, with just 


enough of each to make the day a delight- 
ful one in every respect 
Advertising Manager Tim Thrift n 


ducted a session on advertising, telling the 
managers of the work during the past year 
and the plans in a publicity way for the 
coming year. His remarks met with warm 
approval from all the managers, who ap- 
preciate the resultful publicity which the 
company is receiving in a national 

J. C. Asplet, assistant advertising man 
ager, who is also editing the company’s 
house organs, “The Ginger Jar’ and “The 
Layman Printer,” made a few pertinent re 
marks in connection with his editorial du- 
ties. 

A buffet lunch was served 
mer porch during a recess of an hour and 
a half 

After lunch the service work was dis- 
M. Lemperly, of the 
Although this department is 
Managers 


cussed by C service 
department 
only some four months old, the 
were unanimous in their approval of it and 
their desire to co-operate with the depart 
They were 


ment in every way possible 


told about the inside workings of the de 
partment and given some idea of the re 
sults coming from this work 

Tribute to L. W. Jared. 

On Wednesday evening at the instigation 
of R. Edwin Joyce, Government sales man 
ager of the company, Washington, D. C., a 
complimentary dinner was tendered by the 
y L. W 


apprecia- 


+ 


various division sales managers 
Jared, general sales manager, in 
tion of his efforts on behalf of the selling 


organization There were several other 
guests from the home office of the com- 
pany. The Hippodrome was filled with 


merriment, and the songs of the company 


were sung with gusto. 

Thursday was devoted to accounting de 
partment matters, conducted by Treasurer 
W. C. Dunlap 

Friday was a general clean-up day at the 
factory for personal interviews 

On Saturday practically all of the visiting 
managers joined the employes of the Mul 
tigraph Company in an a.! day picnic at 
Crystal Beach, about 40 miles from .Cleve 
The day was spent in athletic sports 
a fitting climax of ar 


land. 
and games, and was 
eventful week 


The Puritan Mailing Machine Company, 
301 Congress Street, Boston, announces the 
construction of a new stamping device 
known as the Peerless, for which a spe: 


100 stamps to the minute is claimed 


Another rapid sealing and stamping ma 
chine is the Security, made by the Securi 
Stamping Machine Company 
3uilding, Chicago 


Sealing and 
705 Cambridge 
by hand or electric 


motor its 


operated 
speed is 7,000 envelopes an hour 
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Perfection Desk Memorandum Calendars 
cregeaby ey HAVE FOUR DISTINCT USES? OP AWRh Style No.3 Pads 


3 Pad 






FLAT 
With 


» 






They comprise Diary, Loose Leaf Calendar, 
Memorandum File and Paper Weight—and in 
addition Postal Information, Three Years’ Calendar and Per- 
manent Filing Features. 








We are the originators of the loose leaf desk calendar device 
and are the only manufacturers of a complete line. Every 
style cf merit, in two sizes, and several finishes of base, for 
single or double desks, is pre »duced. 








WHY NOT use a device that never needs winding or repair- 
ing, not even a renewal of the pad more than once annually, 
and yet ‘‘stays put’ on your desk ready for any emergency, 
the jotting down of an engagement, the memorandum of an 
agreement to perform some transaction at any advanced date, BOOK FORM BASE 
a telephone message, etc., etc. ? Correct dating of business With Style No. 6 Pad - 
documents is insured. Every event pertinent to one’s business 
written in sequence and forever available for reference. 



















FLAT FORM BASE 
With Style No. 2 Pad 










All the styles illustrated are made in two sizes, Commercial 
and Library, pads measuring 378x4'* and 2;5;x3’4, respectively. 






Complete stands and pads, black enameled bases, all styles. .$0.75 





Complete stands and pads, choice of brass plated, nickel 
plated, antique copper............... one Sey 1.00 





eos 






ie SI GIs 6. 6 6.nci.69% dba Xoavasiaene 35 






If not obtainable from your dealer we will ship prepaid. 








Special inducements to large offices. 


HALE SPECIALTY CO. 8 North Jefferson Street, CHICAGO 


DEALERS — Our line is without a parallel for big profits. We have the arguments — write NOW 
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Meilink’s Filing Safes 


are right in construction, 
design and price. 








They give the proper degree of security required for valuable 
records and papers. The interior cabinet work is so constructed as 
to meet every requirement of a safe that affords convenient and 
systematic filing. 








Meilink Filing Safes represent honest construction. Our factory 
force, with a backing of years of experience in building fireproof 
safes, turns out a superior article—one that is absolutely dependable. 


Every workman fully understands the responsibility of his in- 
dividual part of the work in attaining the strength in every safe to 
withstand the strain of a fall (loaded with your valuable records) 
from the top story, floor after floor, to the basement. Heavy steel 
plate with electrically welded steel angle frame construction. The 
fire walls are filled with our Special Non-Corrosive Filler—Real Fire 
Protection—which enables us to guarantee the safe against Swell- 
ing, Corrosion and Interior Dampness. 


Write for ovr 72-page catalog, showing 40 styles of safes for 
home and business use. Exclusive agencies to energetic dealers. 


The Meilink Mfg. Co. 


TOLEDO, OHIO 





No. 52 
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Ten Days’ Trial 
FREE 









































The Acorn-Thexton 
Envelope Sealing 
Machines 


Are Sent on Approval 


Three Models 
$25, $40, $60 


Increase the efficiency and 
decrease the expenses Ol 
your office. Write us to- 
day for further particulars. 


Acorn Brass Mfg. Co. 


600 Stone Avenue 


Aurora, Illinois 




















SATIN FINISH AND COBWEB 
CARBON PAPERS 


AND 


SATIN FINISH AND GOLD SEAL 
TYPEWRITER RIBBONS 


are continually growing in favor with discriminating users 
the world over. The best of materials, made into the 
finished product by expert workmen, have given the 
“LITTLE” line a quality that cannot be excelled. Deal- 
ers who handle our goods build up a big business on thei 

repeat orders. Samples and prices upon request. 


A. P. LITTLE 


Main Office and Factory 


ROCHESTER, N. Y. 


Branch Offices: NEW YORK, PHILADELPHIA, PITTSBURGH, 
CLEVELAND, WASHINGTON, D.C. 


Distributing Offices for Chicago and the West: 
ROCK WELL-BARNES CO., CHICAGO 


For London and the Continent: WM. HOARE & CO., 
28 Basinghall Street, London, E. C. 


For Australia: SCOTT & HOARE, 426 Collins St., Melbourne. 












The New York Office is a spacious gro 1 floor at 287 Broadway 
Cor. Reade St., the largest, finest and st equipped offices in the 
world, devoted solely to Typewriter Supplies. Dealers, Typewrit« 


Men. Purchasing Agents always welco 
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BILL AIMS “SWEATSHOP” BLOW. 

Both its adherents and its opponents hav« 
widely advertised House Bill 16,884, know: 
as the Campbell Anti-Stencil Bill, intro 
duced into Congress by Representative 
Philip P. Campbell of Kansas and having 
as its avowed object the “prohibiting of 


fraud upon the public through shoddy ana 


sham products of manufacture and the pro 


tection of consumers from insanitary food 
and clot] g.” Che clauses in the measure 
around whi an earnest fight is now wag 
ne ré S llows 

It sha 1 iwful tor any person, 


n ompany or corporation to place upon 
the market r interstate or toreign com 


merce any product of manufacture without 


printing, embossing or stenciling the nam: 
and address of the manufacturer upon sucl 
article or ymmodity: Provided, That in 
case 1t 1s impracticable to place such name 
and address on the article it shall be placed 


on the wr pper or package containing it 


It shall be unlawful for any person, firm, 


ompany or corporation to erase or change 

the name of the manufacturer or manufac 
turers of any article entering into inter 
state and foreign commerce mentioned 


this act.” 

\ fine not exceeding $1,000 or imprison- 
ment for not more than six months, or both, 
is provided as penalty 

The Campbell bill, which has received the 
active championship of several trade jour 
nals, notably The Musical Age, is opposed 
by others on the ground that it would tend 
to “eliminate the jobber.” In defending his 
proposal in the House against this charge 
Representative Campbell declared his aim 
was not against any honest manufacturer, 
wholesaler or dealer, but solely against the 
unscrupulous producers or merchandisers 
of shoddy, sweatshop and _prison-made 
goods. He admitted that the measure would 
necessitate certain reforms in state admin- 
tration where prison labor enters largely 
into production. In his speech of June 6 
the author of the bill thus defined its pur 
pose 


“The effect of this bill will be to abolish 


the sweatshoy It will stop the sale o 
prisol made goods in competition with the 
products of honest industry. It will give 


to the consumer articles that are worth tak 


ing home It will aid in promoting the 
health by preventing wearing apparel, food 


products and tobacco and cigars from be 


ing made under the diseased aud insanitar\ 
onditions of the sweatshop. The wearet 
has a right to know the conditions under 
vhich garments are made. Why _ should 
iny manufacturer be permitted to place 
upon the market an article so inferior that 
he would not put his name upon it? No 
other country permits such frauds as are 
perpetrated on the American public through 
the use of inferior products of unknown 
al réers 

The bill has stirred much discussion, both 


in the House and throughout the country 
Congressman Campbell is making an en 
ergetic fight for it, and predicts its ultimate 


passage by both houses 








| 
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Exclusive Features Sell “Art Metal” 
Steel Horizontal Sections 


Features in our Horizontal Line not 
found in any other: 


AUTOMATIC LOCK (patented): 
Lever and keyhole in base control 
ull drawers in a stack composed of any 
number or variety of Sections. One 
turn of lever locks or unlocks all. No 
more trouble to assemble lock Sections 
than the no-lock variety. 


‘“‘ART METAL’”’ SAFE; Interior 
admits Sections, 18" deep. No similar 
safe has doors that swing back against 
sides; continuous air-chamber insula- 
tion all around; 20% greater filing 
capacity; superior safety-lug locking 
mechanism; reinforced one-piece con- 
struction—the heaviest and most 
substantial safe of this type. 








Safe with Horizontal Sections 


Art (Natal 


Steel Horizontal Sections 


are carried in stock in two depths, 18 and 
24-5/8", 34-7/8" wide. All standard filing 
devices 

‘ART METAL”’ OMNIBUS: Sections can 


be mounted on a Truck Base (with or with- 


out lock), forming aconvenient omnibus. De- 
tachable handle furnished—quickly adjusted 


to any Section without injurv to cabinet. 


““ART METAL” steel filing cabinets are 
carried in stock (upright Units, horizontal 
Sections and Half-Sections and ‘‘solid’’ types). 


Most extensive line and best known. Catalog 


mm re que St 


Applications for Exclusive Agency 





will receive careful attention 


’*Bus Made of Sections on 


Art Metal Construction Co. » Tied ee 


Largest in the World High-grade steel omnibuses 
can now be had immediately 
out of stock. No waiting for 
Branches and Agencies in over 200 Cities built-to-order work. 


Jamestown, N. Y. 


— 
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Adding Machine Rolls 


PERFECTED AT LAST 








The Plugless Roll for Any Machine 


AN IMPROVED ROLL WITHOUT 
INCREASED COST 


We have removed a heretofore troublesome 
feature in ADDING MACHINE ROLLS by 
eliminating the wooden core or plug. 

No uneven running of rolls due to imperfect 
holes in the same 

No dust or dirt on edges to clog machine. 

No splices or breaks in OUR rolls. We guaran- 
tee all rolls to be perfect, and one continuous strip, 
full length 

Our 2 5-16 in. plugless rolls contain 250 lineal 





No. 339, Length 42 inches 





Plain Oak. Golden Finish. Height 30 inches. 
Depth 32 inches. 5-ply built up writing bed. 


ie Price $13.50 


feet each 
Our rolls are made from white wove, hard sized A desk value of which every dealer should take 


Writing Stock, 18 Ib. Folio basis 7 
notice. 


If desired we will furnish same diameter rolls 
on wooden cores at the same price. Write for 
samples and prices. 








Manufa-tured by 


GEORGE IRISH PAPER COMPANY 
BUFFALO. N. Y. 








Write for catalog and full particulars. 


HENDERSON DESK CO., Henderson, Ky. 


Export Office, 17 Battery Place, New York 
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The Supremacy of Quality 


NEIDICH PROCESS 
“CARBONS AND RIBBONS” 


is the stronghold of the Most Successful Dealers who 
insist upon and have conclusively found—the most 
GENUINE VALUE for their money in our line. 


With a true appreciation of the needs of the Dealer, 
we supply the finest qualities at the lowest prices they 
can be made for. 

Your confidence and goodwill are esteemed above 
your patronage, and this principle is manifested in 
values and efficient service. 

REFLECT—on the advantages we offer you. Let 


us quote you on Carbon Papers and Typewriter and 
Duplicating Ribbons. Write—TO-DAY. 


NEIDICH PROCESS CO., BURLINGTON, N. J. 


P. CASTELLI, Continental Agent, Casella Postale909, Milan, Italy 
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The Latest and Best Dictionaries 


lor Offices, Schools, Libraries 
and General Use 


Laird € Lee’s Webster’s 
New Standard Dictionaries 














More pages, illustrations, special features, new 
words unger type, more substantially bound 
better paper than any other series of Diction 
aries now on the market and at lower prices 





Encyclopedic Library Edition 
1.430 pages, 2.000 text engrav- 
ings, 14 full page black plates, 11 
colored plates. 10 supplemental 
dictionaries. Size, 74% x9 inches. 
Bound in imported goat, marbled 
eiges, patent thumb index, in 


cardboard carton, 85.00 
Encyclopedic Schoo! Edition 











1.269 pages, 1.700 engravings, 
14 full-page black plates, 9 in col- 
ors. Contains everything in Ency 
clopedic Library Edition, EXCEPT two colored plates 
and the 10 supplemental dictionaries. Size, 7x94 i 
Three-quarter leather, marbled edges, patent thumb 
index (wrapped in corrugated cardboard), $3.00 





High School and Collegiate Edition 


New 1,056 pages, 1,282 text illustrations. Ety- 





mologies, synonyms, and antonyms, Colored w i 
map of English language and the Panama canal! 
seals of States and Territories ; color scale and sun 


spectrum with primary colors. Absidged from Ency 
clopedie Edition. Size, 6x8 ins. Half leather, mar 
bled edges, patent thumb index, #1.75 

Half leather, sprinkled edges, not indexed, $1.50 


Students’ Common School Edition 


Revised. 760 pages, 840 illustrations. Size, 5x7 
ins Extra cloth (black), gold and blind stamped, 
80c. Marbled edges, thumb index, 90c, 


Intermediate School Edition 


460 pages, 600 illustrations. Size, 4&%x6% inches 
Extra cloth (black) gold and blind stamped, 52c. 








Elementary School Edition 


384 pages 450 illustrations. Size, 44x5¥X inches 
Extra cloth (black), gold and blind stamping, 28e. 





Supplied by all Jobbers, School Supply Houses and 
News Companies, or direct 


LAIRD & LEE, 1732 Michigan Ave., CHICAGO 
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TOWER PEOPLE ENTERTAIN AT 
OMAHA. 

Among the most active of the many fig- 
ures at the recent Omaha convention of 
the National Association of Stationers and 
Manufacturers was James H._ Einstein, 
head of the Tower Manufacturing & Nov- 
elty Company, of New York City. “Smil- 
ing Jim” is the name by which he became 
known to hundreds while entertaining sta- 
tioners from all over the country assisted 
by Messrs. Wallace and Decker, his West- 
ern and Pacific Coast representatives. The 
zood fellowship that reigned wherever he 
appeared indicated that the title was well 
chosen. Mr. Einstein’s energy and re- 
sourcefulness as head of the Tower Com- 
pany has borne fruit recently in a remark- 
able extension of its prestige throughout 
the country. Affable, genial and quick and 
ready of sympathy and understanding, he 
was one of the constantly notable factors 
in the big Omaha convention 

[The Tower Company’s line of holiday 
goods, announced some weeks ago, is al- 
ready meeting a steady and increasing de- 
mand, and with the other articles which 
this concern now handles assures a large 
and profitable fall business to the com- 
pany. A feature of its system is its ex- 
cellent sales organization, in which loyalty 
is the key-note and which is now planning 
the coming campaign with especial refer- 
ence to the needs of the trade. Mr, Ein- 
stein’s generalship was never better shown 
than in the direction of this campaign— 
except, perhaps, when in passing out cigars 
at Omaha he infallibly connected the right 


weed with the right man 


MACHINE FOILS FILM “VILLAIN.” 

Recalling the Lorimer inquiry, the Dar- 
row trial and the Pennsylvania graft ex- 
posure, a new motion picture play gives 
the dictating machine the center of the 
limelight. In a play called “The Cylinder’s 
Secret,” released by the Vitagraph Com- 
pany, the machine records the words and 
the noise which precede and accompany a 
murder. Thg next film shows the court- 
room where an innocent man is about to 
be convicted on the charge. Naturally, he 
is in love with the real murderer’s sister 
Quite as naturally, the real murderer is the 
inventor of the dictating machine, and it 
is his sister who has it brought into court 
to save her fiance by its mechanical recita- 
tion of the crime. Just as the last word 
clicks out and, in imagination, the victim 
is seen to lie quite still, the brother of the 
heroine, and inventor of his own nemesis— 
the machine—drops dead of heart failure. 
Presented with a phonograph attachment 
for re-enacting the murder scene, the play 
is very effective 

\. T. Schropp of Huntington, W. Va., is 
one of those who showed commendable en- 
ergy at the Happy Hollow Club dance. He 
had a different partner for nearly all of the 
sixteen dances, and every lady was a good 


dancer. 
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PERPETUAL INDEXES 


VERTICAL FILING 


Combines speed, accuracy, expansibility, durability and 
stiffness 





The Macey Perpetual Index System is simple. sure, and ample. 
It consists of two sets of main guides one of 27 divisions and one of 
400 divisions of the alphabet; each may be expanded by sub-guides under 
each of,the main divisions 

You begin with one of the sets of main guides and let it expand 

turally to meet your own particular needs as they develop in actual 
use. 

There is no guesswork about it. It does away with the old guesswork 
idea of anticipating how your future correspondence will divide up in the 
files—but never comes out as you thought it would—it is impossible to 
make even a fairly good guess. 

With the Macey Perpetual Index vou do no guessing. No letter is 
sub-divided until accumulated papers in that particular space make ex- 
pansion or sub-division necessary 


Booklet with full information, description and prices on request. 


SMieNidcey Ca 


GRAND RAPIDS, MICHIGAN 
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Underwood Sales Manager Neahr surveying ‘‘the homeward flight of the winners’ in the com- 


pany’s recent salesmen’s competitive contest, 


as pictured by the cartoonist of the 


Underwood News. sab 


25 UNDERWOOD HONOR MEN. 

Twenty-five Underwood salesmen are re 
ceiving the compliments of the management 
and of their fellow workers as victors in 
the company’s Six Months Salesmen’s Con- 
vention Contest, which occupied the first 
six months of the present The fol- 
lowing, who captured the honor of attend- 


year 


ing this convention and also the substantial 
cash offered by the 
enjoying a trip to New York and Hartford 


prizes company are 
as a:part of their reward: 

m BB. Philadelphia; C. E. Ander 
son, Chicago; E. E. Miller, Boston; G. W 


Hess, 


Cochrane, Boston; J. L. Armstrong, New 
Orleans; C. A. Bayley, Atlanta; F. E. Klima, 
Cleveland; J. W. McCoy, Los Angeles: 
William W. Caffrey, Los Angeles; H. A 


Hess, Baltimore; L. H. Wittgraf, Minneap 
olis; C. A. Conley, Oklahoma City; G. W 
Hunt, Indianapolis; W. J. Monro, Buffalo 
W. F. Kahr, Oklahoma City; H. Ferer, St 
Paul; E. F. Valentine, Little Rock; J. H 
Lattuille, Birmingham; C. G. Kemp, Wichi- 


ta; Frank Vaughon, Little Rock; J. B. Hall, 


North, Peoria; W. 
O. Goshorn, Nor 


Salt Lake City; W. H. 
L. Tinker, Columbus; H. 
folk, and F. S. Allen, Grand Rapids. 
Besides the pleasures of the convention 
and its entertainment features, Sales Man 
Neahr, of accompanying 


ager whom the 


cartoon excellent facial likeness, 
has promised the fortunate twenty-five that 


they dinner at the 


Ross-Fenton 


gives an 
will be entertained at 
farm, with 
bay as a part of the occasion. The entire 
program has been prépared with the great- 
est of care, and shows the thoroughness of 
the Underwood organization quite as truly 
as did the holding of the contest, in which 
every part of the country participated 
The accompanying cartoon shows Gen- 
eral Sales Manager J. E. Neahr standing on 
Manhattan Island waving a welcome to the 


a trip down the 


arriving “aeroplanists” on their way to 
join the celebration in which they have won 


Mr. Neahr should 


Company, in 


the right to participate. 
with the Underwood 
congratulations. for the great business suc- 
within the last 


share, 


that has come to it 


cess 

two or three years. Its increases month 
by month over 1911 average izom forty 
to fifty per cent. The month of July 


showed an increase of forty-six per cent 


over July of last year. 


PROTECT YOUR SHIPPING TAGS. 
To protect ordinary shipping tags from 
to the weather, The 


injury Or exposure 


Canadian Manufacturer suggests the plan 


of a correspondent, who coats his tags, af- 


ter they have been addressed in ink, with 


making the tag 
the ink 


shellac or varnish, thus 


partly waterproof and preventing 


from blurring. 
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CLERK VS. LOCOMOTIVE. 


Rock Island Directors Regard Every 
$1,000 Employe as Income on 


Investment of $25,000. 


The Directors of the Rock Island Rail- 
way have invented a new equation. In a 
circular recently issued to their staff they 


explain that a $1,000 a clerk repre- 


income at 4 per cent on $25,000, 


year 
sents the 


cost of a modern locomotive. These 


or the 


$1,000 men are asked to make themselves 


as valuable as the other property—the lo 


comotive—in which the road has invested 
a similar sum of money. 
“You can earn $1,000 per year,” says the 


“At 4 per cent that is the 
In other words, 


communication. 
yearly interest on $25,000. 
the company capitalizes you at $25,000 and 
willingly pays interest on that sum for the 
use of your energy and faculties. You are 
thus capitalized for just about what a mod 
ern locomotive costs. You can last a lot 

deal farther than 
Most of all, you 


longer and run a great 
the best engine ever built. 
can make yourself constantly worth more, 
while the locomotive is never worth a cent 


more than it was on the day it was built 


“It rests with you. Make your $25,000 
valuation climb to $50,000, to $100,000, to 


$500,000. lreat 
] 


decently the body on which your mind de 


Select your food with care 


pends for its strength and sanity Above 


all, feed your mind—read, study, observe 


Like the engine, you can’t do your work un 
less you stay on the rails and keep where 
No call boy ever 


found an engine in a saloon or dive.” 


the boss can find you. 


SAVING CALIFORNIA’S GIANTS. 


To preserve the giant sequoias to rth- 
ern California, the United States Forest 


several acres of Bigtree 
Tahoe National Forest in 


several years 


Service is raising 
seedlings on the 
that 
been practically no natural reproduction of 


State For there has 
these trees in this tract, and it is hoped to 
future generations one of 


sities of 


preserve thus for 


the most wonderful natural cur 


America 

















INTERESTING 


DISPLAY OF THADDEUS DAVIDS’ PRODUCTS 
OF E. Y. HORDER’S STORES IN CHICAGO. 
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Honest Values 


and 


Correct Designs 


are two of the most prominent features 


of “Clemco” Office Desks. 


They are made to give maximum service. Note 
especially the typewriter desks. The type- 
writer when not in use is in the pedestal, out 
of the way. When wanted by the operator 
it is simply raised to its proper position with 
little effort. 

“Clemco” desks are made from high grade lum- 
ber carefully kiln-dried, which prevents the 
annoyance of warping and binding due to ad- 
verse weather conditions. This is an important 
item in desk manufacture. 

“Clemco” desks represent real quality in desk 
construction. Particular attention is paid to all 
details, insuring perfect workmanship. The 
styles are modern. The finish is attractive. 


DEALERS 


You will find this line a good seller. Why 
not write us today and become acquainted 
with “Clemco”? It is worth investigating. 


LERICO 
IDJISE SIA 


THE CLEMETSEN CO. 
CHICAGO, U.S.A. 


Trade-Mark. 


a aaa al 2606-2608 Flournoy St., Chicago 
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CONSIDER 


AND 


ASK TO SEE 


THE BLANKS OF QUALITY 


THAT 


GOES 


|Established 1879} 


IS GETTING OUT. NEW FORMS PRODUCED CONSTANTLY. 





























160 Styles of Stock Certificate Blanks, 
19 Styles of Bond Blanks, 


2 Styles First Mortgage Real Estate Every Stationer and Pnnter should 


have these blanks in stock. They 


Notes, 
66 Styles and Sizes of Calendar Pads all combine the highest quality of 
for 1913. style and workmanship. They will 





make money for the dealer as quality 


always counts if cost is reasonable. 





Send for catalogue and prices at once. 


GOES ee CHICAGO 


J} 61st anD CLARK STREETS Address Dept. O. A. 
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STATIONERS SEE CESCO PLANT. 


Dave E. Bloch, Advertising and Sales 
Manager of the C. E. Sheppard Company, 
of New York City, accompanied by his 


wife, visited the Philadelphia trade August 
1, and returned with a delegation of Phila- 
delphia stationers on the 3rd. The Phila- 
delphians came for the special purpose of 
visiting the new Cesco plant at Spring and 
Hudson streets. Those in the party were F 
Deitz, Fred Sneller, C. V. 

Corey, E. A. Priggemeier, 
G. L. Daley, J. D. Kennedy, George Gem- 
mel, George W. Scudder, A. L. 
\. D. Lennox, representing, respectively, J. 
H. Cossart & Company, the William Mann 
Company, William H. Hoskins Company 
(Messrs. Sneller and Mathews), James 
Hogan Company, Yeo & Luken Company 
Stationery 


Dager, J. O 


Mathews, M. J 


Frey and 


Deemer & Jaisohn, Kennedy 
Company, Marcus & Company, the Bing- 
ham Company, Marcus & Company and the 
Stoll Blank Book and Stationery Company, 
the last of Trenton, N. J. After inspecting 
the plant, the party was taken to the Fulton 
Club and enjoyed a dinner in company with 
C. E. Sheppard and the following Cesco 
Copeland, Philadelphia repre- 
Bloch, advertising and 
sales manager; C. E. Sweetlafd, manager 
Systems Service Department: F. J. Shep- 
pard, D. F. Egan, T. N W. Kerr 
and H. E Meyers. 


men: H. E. 
sentative; D. E. 


Bawn, F. 


“TALKING UP” TO THE DICTA- 
PHONE. 

Careful dictation, with clear enunciation 
and the use of clean-cut English will pre- 
vent ninety per cent of the errors which 
careless users commit with the Dictaphone, 
says the Dictaphone Mouthpiece, the organ 


of the Columbia Phonograph Company. It 
is impossible to expect a machine to repro- 
duce your idea if careless mumbling o1 
clipping of words prevents the sound from 
reaching the transmitter accurately The 
Dictaphone machine cannot’ reproduce 
something that has not been said into it 
If the sfme care is used which most busi 
ness men employ in dictating to stenog 
raphers the result cannot fail to be sat 
isfactory 


Buying cheap goods to save money 1s 


like stopping the clock to save time 


{ 
>yron 


S. Adams. 


SHAW-WALKER ADDITION. 

The Shaw-Walker Company, of Muske- 
gon, Mich., has completed a new addition 
to its factory. The new building is three 
stories high and affords much needed room 
for the Manufacturing Department It 
has been equipped with the latest and most 
improved wood-working machinery 

We are glad to show a view of the new 
general offices of the Shaw-Walker Com- 
pany, Muskegon, into which they recently 
moved All the latest improvements are 
embodied in this new building, including 
plenty of light and excellent ventilation 
The second floor is devoted to an exhibit 
of the company’s extensive line of filing 
devices 

L. C. Walker, 
Walker Company, is now in 
look over the company’s interest abroad 


president of the Shaw- 
London to 
The business in England, under the able 
direction of. Chadwick H. Moore, has de- 
veloped rapidly during the past year and is 
now being extended to other countries 








eon 
* 
oS. 











AN INTERIOR VIEW OF THE GENERAL OFFICES OF THE SHAW-WALKER PLANT AT 
MUSKEGON, MICH. 
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They Won’t Clog 
WORLD 
TUXEDO 


Typewriter Ribbons 











WORLD quality the highest 
Made of best materials. 
Guaranteed perfect. 
Longest life. 

Cleanest work. 
Cheapest in the end. 
Non-type filling. 


TUXEDO quality good 
Made of good materials. 
Better than some best. 
Satisfy careful buyers. 


Dealers All Guarantee 

WORLD and TUXEDO 
Typewriter Ribbons to satisfy 
and 


We Back Up The Guarantee 


QUICK SELLERS 
POPULAR 
MONEYMAKERS 





CARBON PAPER 


WORLD BRAND 
TUXEDO BRAND 


Superior In 
Finish 
Strength 
Brilliancy 
Color 
Sharpness 


DEALER’S IMPRINT 
on all goods if desired. 
Write for prices and 
samples. 





International 
Carbon Paper Co. 


206 Broadway New York 
22 Quincy St. Chicago 
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SHEETS DO NOT TEAR OUT 


McMILLAN BOOK CO., Syracuse, New York 


McM MULTIPLE-RING PRICE BOOK 
Sheets Do Not Tear Out 





appeal to you? 


Book uses. 


Seven rings scientifically made 
Automatic openers for rings 
1-8” thinner than other beoks 
Cost no more than the old kind 


OVER 350 STOCK SIZES AND STYLES 


Does a book which corrects the trouble 
you have had—sheets tearing out— 


Dealers should provide this 
book. It corrects trouble and 
broadens the field for Ring 











We Want Dealers and Foreign Agents for 
the Whitney Guaranteed Fountain Pen 


get the business if you'll deliver the goods. Ask one of our present 


We'll help you 


dealers whether we are capable of doing our part. How about yours? 


It costs more to make the Whitney, but it sells at the same price as others. 
don’t blind you with big profits, load up your shelves and then forget you. 
we're not afraid to push it. The Whitney is the best pen—it pro- 


good pre posit ion and 


duces the best sales, and the right sort of profit. 


You don’t need to be an expert demonstrator to sell ‘the Whitney. 
You don’t have to persuade or force sales. 
put a pen in the hand of a prospective customer and tell him to write. The pen does the rest. 

To get these prospective customers into the store, we furnish absolutely without 
cost, complete newspaper advertisements, electros, all-glass show cases, plush and morocco 
display boxes for window and counter use, easel-backed display cards, hangers, streamers, 


sell—it sells easily and stays sold. 


window displays, catalogs and envelope inserts. 


A SAMPLE PEN like the one illustrated, will be sent post-paid for $3.50. 


fied, return it and get your money. Write us and ge 


profits. 


THE WHITNEY-RICHARDS CO., 


Try it, and if not satis- 
t our proposition before you pt in a stock of pens. 
you are handling a line at present, put in a few Whitney Fountain pens and make a comparison of sales and 


245 Superior Ave., Cleveland, Ohio 











The cutting surface is a bru 














“THE BEEGEE 


Perfect Ink Eraser 


A friend to the bookkeeper and every other user of pen and ink. 
It erases quickly and smoothly, without the use of blades or acid, 
and does not injure the fabri 





« ee ee = 2 


THE BEEGEE IN DETAIL 


i 














> of the paper. 


h « ymposed f scientifically prepared 
fibres that cannot dull. The 
—_, . 
~< > ready for immediate use 


istration means a sale Writ 
tion and dealer's d unt 





1133 Broadway, 


READY FOR USE 


eraser 1s always 


Now used in The White House and various depart- 
ments of the U. S. Government at Washington, VD. 


) © ,and in State and City Departments in almost 
] Every State of the Union and by all the largest 
Banks and Corporations in the Country. 
DEALERS 
j Every user of a pen is a prospective 


THE BEEGEE COMPANY 


NEW YORK 




















PAN 


TEMPLE 
WING 









AMA “wine EYE SHADE SAVE 


**Would now be wearing eye glasses if I had not worn your 
Panama Temple Wing Eyeshade."’"—Teller Chicago Bank 


Price, 25 Cents; 5 for $1.00 


Weight, }¢-oz. THE TEXAS Cco., 134 So. Clinton Street, CHICAGO, U, S. A. 


TWO SUGGESTIONS. 


\ manufacturer who was frequently puz- 
| zled at the convention, trying to distinguish 
| dealers from those of his own position in 


the industrial scheme, makes a suggestion 


which Office Appliances is glad to pass on 
His idea is that there should be some dis 
tinguishing mark or color to the badges 
worn by manufacturers and dealers, re 


| spectively, to indicate the character of each 
delegate or visitor’s business AS it 26, 
| delegates wear red badges; visitors blue 
This is excellent so far as it goes, but 


an extension of the principle by varying 
the shade to denote manufacturer from 
dealer, or vice versa, would greatly simplify 


the striking up of those casual acquaint 


anceships on the floor or between sessions, 


which play so large a part in the personal 


side of a stationers’ convention 
Some little misunderstanding with regard 


| to the $15 “entertainment fee” charged at 


the convention suggests the possible wis 


| dom of a little more explicit explanation ot 


1e meaning of this fund, at least to new 


t 
members One or two were found to 
whom the amount seemed excessive until 
they were informed of its purpose. The 
aim in this charge is simply to supply a 
fund from which the expenses of the daily 
luncheons and personal meeting places 
maintained may be paid, and on this basis 
the amount itself is remarkably reasonable. 
as all agreed to whom this explanation was 
made. The managers of the convention 
felt that the delegates would appreciate the 
added opportunity for good fellowship and 
social chat afforded by a common meal to 
gether, and the results proved their wis 
dom. No single feature of the convention 


was more widely appreciated than these 
daily and‘intimate conversations about the 
‘onvention, the trade, the weather, and a 
hundred and one other timely topics hey 
were the kind of gatherings which serve t 
unite men as can few other things He 
with whom I eat is my friend,” said the 
\rab philosopher, and he spoke for 

and every race of men 


HONOR 25 YEARS’ SERVICE. 


Twenty-five fellow employes honored the 


twenty-fifth anniversary of Harry A. Hoft 
mann’s accession to the employ of Willan 
G. Johnston & Company, Pittsburg] t 
ers and stationers, by gathering at his é 
that city August 8 and presenting 
with a large jersey suitably : 
Fastened to the arm was a solid gold ! 
inscribed fellow Employes, Aug . 
1912,” aining”’ his services to the house 
with which he has so long een 
nected, for another quarter-century, as the 
presentation speech declared \ social eve 
ning followed, and the spirit of g 
fellowship was very evident Che hous 
William G. Johnston & Company is noted 


} 


for long years of service among its em 
ployes, which in itself is an advertisement 


of its stability and usefulness in the trade 

















Man is judged by works, not words 
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Account for Every | | ; a 
(| LABOR MINUTE | SIMONSON 
pe t cutee ae 









Here is the one logical method of keep- 
ing an accurate account of when you 
received and when you sent out letters, 
orders, contracts, etc. It will avoid all 
disputes, as it records 
’ every minute of the 
Follett's day or night. 
NEW MODEL 
Time 


Absolutely automatic, 
requires no attention 
and is th eonly POSI- 
SOLE MAKERS OF THE ROYAL BRANDS STAMP 
CENTURY BOND LINES—AMERICAN 
LINES—TUXEDO LINES AND FAST 























TIVELY ACCURATE 
register on the mar- 


ket . 











































MAIL LINES OF 
LIBERAL 
reese 
Y ater eet 
HE LARGEST & MOST GOMPLEI — FREE | 
LINES IN THE WORLD, INFORMATION [i 
200 WILLIAM STREET, NEW YORK R. A.SIMONSON & CO. 
WESTERN OFFICE-209 SOUTH STATE ST. CHICAGO FOLLETT TIME REC. CO. 152 MICHIGAN AVE.., 
WALTER H. FURLONG —GENERAL MANAGER Commits tami | CHICAGO, ILL. | 

















SOMETHING NEW CLINCH PAPER CLIPS 
Letter Carbon Disc 1,000, 30c—5,000, $1.25—10,000, $2.25. 
1 above prepaid. 
A paper Disc, gummed on both sides, for attaching Letter to Carbon F. O. B. Buffalo, N. Y pa 000 Clips to box—25,000, $2.50-——50,000 
answer. Doubles the capacity of your letter file over use of wire $4.75—100,000, $8.50—500,000, $37.50. Also put up 250—500— 
clips—50c per 1,000—10,000, $4.00, both prepaid. 1,000 Clips to box for the trade. Ask for prices. 








THE CLINCH CLIP CO., 196 Seneca Street, BUFFALO, N. Y. 


et» L WHY 
again | | —- npex cazds $f DO YOU SELL b> Neate 























Roebuck & 


|) 4: PM | TYPEWRITERS? = | [Ets 


Moistener ? 





} Pr rhe f : : 
Re. ve } GUIDE CARDS We can furnish you with Ty] h li 
= Pn = uy BY } writer I ‘ TTI l valitv E h 7 e mailing 
) le Ps iy WwW! tersore xcepuonal quality, ar l ak arta 
Sls See ey $1.45 Per M up machine is equipped with a new a cbelly oa = on 
-? dy platen, and is completely repaired, of the larg- 
i nished. We have been in the,busi- surely they are ina position to know which is best and 
ey $2.25 Per M up ness for years and our experience most economical. 4 The Peerless was selected by this 
will be valuable to you firm after careful competitive tests. Seals 3,500 per 
MANIFOLD PAPER es oS hour. Can also be used for stamps, pee, and by 
You Should Have Our Latest Price List: bank cashiers in handling currency. “| Good enougl 


: for Montgomery-Ward and tee EE with their 
40c Per M up Write for It Today. five million lists, and thousands of others and cheap 
»nough for the smallest concern. Send 75c and receive 
TYPEWRITER PAPERS 1e e Peerless Moistener. Aluminum and German Silver 
poke pattern, transportation charges prepaid. Ab- 

50 Different Lines solute refund guarantee if it fails to please. 


WHOLESALE 


Let’s get acquainted—WRITE 2 ; LE < Lens in . ee . 
} A, S. Landsberg, 29 Beekman St., 4. Y City Gwe Peerless Moistener Co. 









































143 N. Dearborn St. CHICAGO, ILL. } | 822 Claremont Ave., Chicago, Ill., U.S. A. 
és ” 
SS 
i oa - >>> Perfect Fitting, air-tight joints form @ perfect, absolutely non- 


leaking writing instrament. 

NEW RIVAL SELF - FILLER 
Pen ts filled by simply turning 
the collar in center of barrel to 
opening. Press hard rubber 
bar, release and pen is filled, 
No metal rts to corrode 0, 
to rot rubber sack. Has all 
the good, reliable features to 
be fourd in any of — pens, 


- « 1 plus the special vantage 
ys just mentioned, 
\ Ka) Made in three sizes: No, 22, No. 





23, No. 24. Plain, Chased and 


Mounted. 

ad RIVAL No 3 with Gold or Ster- 
ling Silver Filigree .Mounting 

WE GUARANTEE EVERY PEN. for Holiday and Fine Tr-de. 











Ci 


Catalog Illustrating our full line and giving Prices and Discounts will be sent to Dealers on Request. 


D. W. BEAUMEL & CO., Inc. Office and Factory, 35 Ann St., NEW YORK 
FOREIGN AGENTS WANTED 
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WAS 


Instigated 


AND UPHELD BY 
Users of Bentwood 


Arm Chairs Costumers 


Revolving Chairs Stools 
Typewriter Chairs Side Chairs 


‘Everything for the Office.’’ 


JACOB ann JOSEF 


KOHN 


VIENNA 


NEW YORK CHICAGO 
110-12 W. 27th St. 1414-16 Wabash Ave. 




















Have you seen the latest model 


RAPID PENCIL SHARPENER? 


Mr. Dealer: There is a big market for a REALLY 
GOOD pencil sharpener and YOU KNOW IT. 

The RAPID ts THAT KIND ofa sharpener. 

It is built on a scientifically perfect principle and has no 
frail or complicated mechanism to get out of order 

It is the simplest, quickest and most durable sharpener on 
the market without question, and the cheapest to maintain 

It will not only do the work when new but will KEEP ON 
doing it day in and day out j 

The RAPID sharpens any size pencil round or hexagon in 
leas time than it takes to tell and WITHOUT LEAD 
BREAKAGE or waste 

The RAPID carries an tron-ciad guarantee and we stand 
back of it without equivocation 

It is being used in thousands of offices 
throughout the country with perfect results 
You can handle it wich profit to yourself and 
and satisfaction to your customers 


Ask for our special sample offer to new dealers, ; 
and ask us also to send you free of charge a hand- j 
some enameled metal sign showing the RAPID } 


in colors 
Don't feol with “TOY” sharpeners, handle a 
Write today 


REAL one 


The 
C, Spiro 
Mig. Co. 

101st 

& 
Colum- 

bus 
Avenue 

N.Y. 
city 
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| TESTIMONIAL TO H. P. ROCKWELL. 











recent traveling 
the Yawman & Erbe Manufa 
Roche ster, N. ¥ 


and well- 


At the convention of 
salesmen ot 
turing Company, held at 
tendered a unique 
chief, H r 


hand 


the travelers 


testimonial to their 
Rockwell, in the 


illumined parchment scroll, on which were 


merited 


form of a beautiful 


engrossed these words 


‘To Mr. H. P 
“We, the traveling representatives 
Manufacturing Con 


Rockwell—Greetings 

f the 
Yawman and Erbe 
pany, in convention assembled at Rochester, 


New York, July 


teen hundred twelve unanimously desire to 


fifteenth-twentieth, nine- 


express to you our most sincere apprecia 


tion for your co-operation and assistance 
rendered to us during our connection with 
‘y. ane ke 

“Further, it is unanimously resolved, that 
we pledge to you, our most loyal endeavors 
in your efforts toward the fu- 


to assist you 





Agency- Dealer 


Manager 
salesman at Chicago, 
road before being called to his 
is one of the 


H. P. Rockwell, 
Dept., was a successful 
and on the 
present executive position. He 
staunchest pillars in the “Y. 
organization. 


and €E.” sales 


ture development and progress of the Yaw- 
man and Erbe Manufacturing Company 

“In testimony whereof we _ individually 
append our signatures.” 

Presumption of the scroll was made by 
William Johnston, Southern representative 
of the “Y. the an- 
nual picnic dinner of the employes of the 
company, held at Newport on the afternoon 
of July 20th, Mr. Johnston arose at an op- 
the uniform 


and, E.” Company. At 


portune time, and expressed 
pleasure and gratitude which all the travel 
ers felt as they enjoyed the hospitality of 


the company during their week at the home 


othce 
“But there is one man,” continued Mr 
Johnston, “who, because he was once one 


of us, is a little closer to us than all the rest 
He re- 
sponsible; to 
He is our constant source of en- 
this man we 
travelers feel as a brother. Though I have 
ever had the keenest interest in ‘Y. and E.,’ 
and while my enthusiasm has always run 


is the man to whom each of us is 


whom we all pour out our 


troubles 


couragement, and toward 


high, | have never felt more interes 
enthusias1 right now when | Kes 
to our mutt chief'and our brothet 
H. P. Rockwell, this engrossed test 
of our appreciation, and likewise our pledg: 
ot continued co-operation.” 

For nve years Mr Rockwell nas een 
manager of the Agency-Dealer Depart 
of the “Y. and E.” Company with he 
quarters at Kochester. He began his 
ices with the company some years ag s 
salesman at the Chicago branch Later he 
traveled through several territories for thi 


company, and in 1907 was called to 


present executive position at the 
OTMCE 


Mr. Rockwell's 


many friends 






eC rretingssss 
We the Biravelines 
epresentatives St 
i the Biawman an$ Birbe 
ie Manufacturing Pompan 
in Monvention assembled a 
Bochester, Sew Mork, Suly fitteenth- 
twentieth, nineteen hundred twelve, 
, unanimously desire to express to 
©” you our most omeere a tation 
e for your co-operation and assielance 


rendered te us ae our connection 











s <ewith" Mand @'a-o 

: urther. itie unanimously- 
oe resolved, that we pledae to you, | 
fe our most loyal ex dtavore te 
— _aseiet yeu in your efforts toward 
hs. 4 # fi eiGitaea bevcle ement and 


D ‘ rese of the Blawman and Eirbe 


tufacturing, Mompanys—. 





Bla testimony whereof <=> | 
; ca tatvosbealine egest OIF | 
: SE carerane err ij A 4 a4 
4 LL heh VheoS rong tows | 

ELIS TO £17 fA 
7 Heirkeiott aa # CLAD» Greek | 
ot (Cp sccm: Falegaige Meher 
a Poni, —_- eek: - a | 
Ploy! Fifhea (ite pth 4 ~ Ae tnt. | 
LMA IS | S/d ifiias | 

fas s 

Beautiful hand illumined parchment scroll 
presented to H. P. Rockwell, by the ‘‘YETS,’ 
“Y. and E.”’ Traveling Salesmen, recently or- 
ganized, July 20th. His many friends know 


merit which has won this 


his worth and real 
testimonial from his 


splendid and exceptional 
associates in the field. 


in all parts of the country will be gratifie 


to hear of the high esteem in which he 


held by his associates. 


The National Sealing 
Stamping Machine Company 


corporated at $500,000 in Boston M. Re 


Envelope 


has been 


is president, and D. J. Donahue treasurer 
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NOT OVER THIRTY DOLLARS $30$ 


This Is the Line You See on Checks 
Signed by Good Business Men 


The Protecto@raph 


Patented, Built, Sold And Guaranteed 
Solely By G. W. Todd & Co., of Rochester 


B ieee PROTECTOGRAPH has protected the biggest 
bank accounts in the world for over twelve years— 
and is today the only form of check protection that has 
never been successfully altered. 


Nine-tenths of all the check protectors sold today are 
Protectographs, with the name of TODD on them as a 
guarantee of quality and satisfactory service to the user. 


There are 137,435 Protectographs in use today (Sept. 4, 
1912), and we have never made a charge for ordinary 
repairs or replacements to any one of these 137,435 satis- 
fied users. 


As a result of the above policy we build and sell a Pro- 
tectograph, complete and carefully inspected, every four 
minutes of every working day. 


G. W. TODD & COMPANY 


1151 UNIVERSITY AVENUE, ROCHESTER, N. Y. 


SOLE MANUFACTURERS THE PROTECTOGRAPH 
LARGEST MAKERS OF CHECK PROTECTORS IN THE WORLD 
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IZAAC 
WALTON 
SAYS: 


“A long string of fish isn't carried up a side 
side street.” 


Somebody else said: ” Neither should they 
be unduly modest who possess something for 
the public good.” 


More business men ought to know more about our 


JAPAN FOLIO 
MANIFOLD COPYING PAPER 


Made from Pure Mitschfibre 


To start with, it’s cheap in price. 

Light weight but exceptionally strong. 

Does not tear easily from the shifting strain of your manifold copies. 

Releases from your carbon sheet freely. 

Surface chemically treated to take a carbon copy which does not blur, 
smut, or rub off by handling. 

It is the most easily manipulated manifold'ng paper made, because in- 
stead of crimpling or doubling up, it is stiff enough to stand upright in a 
vertical file. 

Made in tints of gold, blue, pink, and in white. 

Send for samples and test this paper out. 

Yes, there’s something new under the sun, even in manifold paper. 

Your samples are ready 

Say the word. 


Detroit Sulphite Pulp & Paper Co. 


Makers of Papers of Strength 


DETROIT - MICHIGAN 


Look for the Label on the Package—Pure Mitschfibre 




















THE BEST IN LOOSE LEAF BINDERS 


costs you no more than inferior articles and is much easier tosell. In fact, 
levice built like Style ‘‘O’’ Order Blank Binder sells itself. Same 


NEW STEEL BACK LEDGER 


with our 





with inexpensive but efficient safety lock; 
likew'se, with our “‘Griffin’”’ sectional post 





binder, which may also be had _ with 
this feature. And you will be interested 
in the policy of ABSOLUTE PROTEC- 
TION we follow. 

Style “O” 


THE TENACITY MFG. CO., Inc. CINCINNATI, OHIO 


Loose Leaf Metals, or Fully Bound Devices for the Trade. 














OBITUARY. 
| 
; 
Saxton S. Barrett. 
It was a shock to the many 
the trade of Saxton S. Barrett 


dent and treasurer of The Barret 


| 
| 
| Company, Chicago, to learn th 
| 
| 
} 


day morning, August 6th, Mr: 
body was found in his bed at the 
Club where he was living \pp 
had passed away in his sleep 
struggle, as a result of heart 








THE LATE SAXTON S. BARRETT 


something of that nature. He 
seen alive the preceding Sunday 
For about four years Mr 

been connected with the Barrett B 
Company, which had been original 
lished by his father in 1867. Prev 
had held important positions in tl 
ance field, in which he was we! 


insurance matters. He was a | 
versity graduate, “98, and besides 
member of the University Club, wa 
ber of the Hamilton Club and th« 
ers’ Club. He was thirty-seve 
and unmarried and 1s_ survived 
mother and two brothers. 





Saxton S. Barrett was a fine 
| those who knew him loved him 


a very quiet, unostentatious disposit 


temperament, but withal was a rt 
companionable man. He was 


| and capable worker 


Frank T. Neely. 
Frank | Neely, late presid 


Pittsburgh Office Equipment | 
Pittsburgh, Pa., whose death ox 
28, 1912, after a three months 


tered the office furniture business 


being associated with E. D. Hath 


of the Kalamazoo Loose Leaf Lede 
pany, the firm being known as Hat 
Neely Office Furniture Company 


and was the author of some treatises 
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becoming 
Equipment 


this was reorganized, 
the present Pittsburgh Office 
Company, with Mr. Neely as president. In 
this position he continued until his death. 
\ssociated with him have been R. F. Gove 


company 


and Charles J 
his business at 204-206 Wood Street. Mr. 
Neely was 34 years old and had been in ill 
health for more than two years. He was 
well known to many office furniture manu- 
facturers and dealers, and enjoyed a wide 
personal and business 
sterling qualities of mind and heart. Never 
a strong man, physically, his energy and 
diligence had largely contributed to the suc- 
cess of his company, and its prosperity to- 
day is his lasting monument. 


Mrs. Mathilda Lauterjung. 
Mathilda Lauterjung, 
Lauterjung of the stationery firm 
Dear- 


Mrs mother of 
Conrad 
of Lauterjung & Morris, 504 South 
born Street, Chicago, died July 25 at the 
Petoskey Hospital, Petoskey, Mich., fol- 
lowing an operation performed two days 
previously She had 
summer in Petoskey in search of heaith. 


been 


Judson M. W. Jones. 
Chicago's oldest printer, Judson M. W. 
president of the J. M. W. Jones 
Printing Company, when it 
business years ago, 


Jones, 
Stationery & 
went out of several 
died suddenly at his summer home at Lake 
Born at Hoosac, 


he came to 


Geneva, Wis., August 3. 


N. Y., ninety-one years ago, 
Chicago in 1857, and purchased the sta- 
tionery business of Burley & Company, 


adding printing to it and building up one 


of the pioneer enterprises of the middle 
west 
William Horrocks. 
William Horrocks, whose name is identi- 


fied with the manufacture of roll-top desks, 


in connection with which he made many in- 


ventions, died at his home in Herkimer, 
N. Y., July 12. He was born in England 
in 1850, and began work as a carpenter. 


organizing the 
ompany at Herkimer, 
Desk Company 


He was instrumental in 


Standard irniture 


| lorro¢ ks’ 


ind late: 


Seymour Ferris. 


Seyn r Ferris, for ten years connected 


with the ew York office of the American 


Pad & Paper Company, died July 21 at his 
home in Westfield, N. J., after a year’s ill- 
ness Ilis friends in the trade are many, 
nd rity his line was wide- 


William J. Anderson. 


Phe stati trade was shocked this 


mery 
month to learn of the sudden death in Bel 
of William J. Anderson, head 
known specialty house bearing 
on July 31, from heart trouble. 


fast, Ireland 
of the wel 
his name 
home on the 
10 and the 


The remains were brought 


steamship Cameronia August 


funeral was held at his late residence, 330 
Clinton Street, Brooklyn, the next day. Mr 


Lynch, who are continuing | 


friendship for his | 


spending the | 
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HE Multi-ring Book is wonderfully simple in construc- 

tion. Perhaps that is one reason for its great popularity. 

It can’t get out of order. The rings are solid—flat 

with square edges. Paper for these books is punched with 

square holes and projecting lugs. The lugs on the paper 

snap is under the rings. This makes a firm, secure binding, 

and the leaves turn easily without sticking or catching. 

Pages from any part of the book may be instantly removed 
by an upward pull. 


N bulk the Multi-ring Book is about one-third the thick- 
ness of the ordinary split ring notebook of equal capacity. 
The selling prices are about half that of split ring books. 

The Multi-ring is made in nine sizes, and three bindings— 
Russia Skiver Cloth, Imitation Morocco, and Russia Calf. 
The Multi-ring may be ordered from any stationer in 
the city. Made by the largest blank book factory in the 
world. 


NATIONAL BLANK BOOK (CO. 























Sell to the Trade 
Only 


We have on hand a general line os all 
makes of typewriters, in the rough, 
complete with all parts, and are now 
making very attractive prices. 

Write immediately or wire for bed- 
rock quotations. 


Underwood Typewriter Exchange 


B. D. 
170 W. Randolph St. 








Chicago, iil. 
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goods and prices right. 









If you are in the market for ribbons 
and carbons, send us your order. 
everything known in these goods including car= 
bon papers, stamp ribbons, typewriter ribbons, car= 
bon rolls, also transfer papers, typewriter oil and 
numbering machine ink. 

Get acquainted with us. You will find the 


SINGLE SPACE UNDERSCORER 
For Multigraph or Flexotype 















O.K. ADDRESSING CO. 


The only Single Space underscorer made for rotary machines. 
FULL SET $3.00 


Sent prepaid on receipt of price. Office Appliance 


Dealers and Agents will find this a live seller. 


BETZ BUILDING 
PHILADELPHIA, PA. 





We make 


















No. 8. PRICE $1.60 





The *SENGBUSCH” Self-Closing 
“LOCKWELL” 


Locks firmly to the desk and cannot be removed 
without the aid of a key. 


Just the thing for Public Desks in BANKS, 
POST OFFICES, STATE CAPITOLS, 

~ COUNTY AND CITY OFFICES, HOTELS, 
~ SCHOOLS, Etc. 


The principle and construction of the **LOCK WELW”? is identical with 
that of all other numbers manufactured by us, so well known to the public. 


The feature brought out here is the LOCKING DEVICE. 


Write for Catalogue of Ou Complete Line 


SENGBUSCH SELF-CLOSING INKSTAND CO.,320 Stroh Bldg., Milwaukee, Wis, 











WAX SEALS CHECKS CORPORATE 


@°s 








|, NUMBERING MACHINES 





SEALS POCKET NOTARY 


MEYER & WENTHE 
31 N, DEARBORN 8T. 
CHICAGO 


aA. 


i. @ 


WE ARE NOT AGENTS FOR THESE Goops 
WE MANUFACTURE THEM 


SEALS, STENCILS, STEEL STAMPS, BADGES, 


NAME PLATES, METAL CHECKS, 


igs RUBBER STAMPS, Etc. 
. WRITE FOR CATALOGUE 
123456 


METAL CHECKS 





_ RUBBER STAMPS 
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\nderson would have been 72 years old had 
he lived till August 12 He had gone 
abroad in June to visit relatives and espe 
cially to meet a sister whom he had not 
seen in nearly forty years. He was then 
in excellent health. Two daughters and a 


widow survive him 


Mr Anderson was born in Saintfiel 


near Belfast, Ireland, and came to New 
York in 1866 after serving five years’ ap- 
prenticeship to the dry goods trade across 


the ocean. In New York he became a clerk 
for the firm of A. T. Stewart & Company, 
then at Broadway and Chambers Street. A 


letter of introduction to John Gibson, a 
leading lithographer, led to his entering the 
stationery field, however, and for six years 


he represented this firm on the road. Later 
he left its employ and formed the firm of 
Anderson & Cameron, which continued un- 
til Mr. Cameron’s death, since which the 
concern has been known as W. J. Anderson 
& Company. Frequent removals to larger 
quarters have attested the company’s 
growth under his management, and in 1910 
the business was incorporated. It will be 
carried on by its other officers. 

Mr. Anderson was one of the best known 
stationery men in America. Jovial and 
open-hearted in temperament, he made mul 
titudes of friends wherever business took 
him. His passing is occasion for sincere 
mourning by many. 


Frederick Engelhaupt. 
Frederick Engelhaupt, a well known sta 
tioner of many years’ experience, died in 


Brooklyn August 1 


NEW HEAD FOR BARRETT BINDERY. 


Arthur M. Barrett has resumed the man 
agement of The Barrett Bindery Company, 
Chicago, as a result of the death of his 
brother, Saxton S. Barrett, recorded else 
where in this number. 

The business of the Barrett Bindery 
Company was originally established in 1867 
by John R. Barrett, father of Arthur and 
Saxton. The senior passed away in 93 and 
the business was then incorporated 

Arthur M. Barrett is thoroughly versed 
in all the details of the business, as he 
was actively engaged in it for six years 
prior to the entrance of Saxton S. Barrett 


into the company. 


Arthur M. is the inventor of the Ambart 
Punch and the Torsion Binder which, for 
several years, have been two of the leading 


specialties of The Barrett Bindery 
pany 


$500 FINE FOR A FALSE AD. 
The new Massachusetts law against frau 
dulent advertising provides a fins 
$10 to $500 for misrepresentation 
cost, method of production, prize 
reason for purchase. Every form of 


] 


tising is specifically covered 


sions. 
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POSTAGE STAMP ECONOMIES. 


Some of the Unregarded Ways in Which 
the Right Use of an Office Appliance 
Made for Greater Efficiency. 


Every office is obliged to use postage 
stamps, as there is no other way to accom- 
plish the same result. If the amount ex- 
pended each month on this item impresses 
us as large, we are likely to pass it over as 
unavoidable because a necessary expense. 
From this the transition to indifference is 
easy. “It’s only a postage stamp, a matter 
of two. pennies,” we remark, even while 
knowing that each stamp represents cash, 
is just as easily negotiable and consequently 
is subject to misappropriation. 

The treasurer of a large corporation was 
recently persuaded by an energetic sales- 
man to install in his office a small machine 
for affixing postage stamps, and although 
the machine contained a counter for re- 
cording the stamps used, he did not value 
that feature and paid no attention to it. 

At the end of the first month’s use of 
this machine the stamp account showed 
such a dé€crease as to attract the treasurer’s 
attention, and upon considering the cause 
only one conclusion could be reached; i. e., 
that the discontinuance of distributing 
stamps generally to the several desks 
throughout the office and confining them 
all under lock and key at one place had 
eliminated the natural loss caused by either 
carelessness or misuse. 

This interested the treasurer, who took 4 
record, as shown by the counter on the 
machine at the first of the month and again 
at the end of the month, thus ascertaining 
what quantity of stamps had _ passed 
through the machine during that period. 
Reference to the postage account:as it ap- 
peared on the books showed a considerable 
difference, the books showing many dollars 
more than the machine. 

The machine in use required stamps in 
coils which are now obtainable at any post- 
office and the bookkeeper was sure that 
only coiled stamps had been purchased and 
that all had been passed through the ma- 
chine, none having been affixed or used in 
any other way 

At first the treasurer was inclined to 
think possibly the machine count was in- 
accurate, but a test showed it to be impos- 
sible to remove a stamp without recording 
it. Consequently he insisted that the book- 
keeper account for the difference, which 
finally resulted in an admission that when 
the books did not balance the difference 
was charged to the postage account. This, 
of course, showed that the books were in 
error, and in auditing the books extensive 
errors were discovered, many of which had 
cost the company considerable sums. Thus 
the little machine watching the letter post- 
age stamps did more than it was hired to 
do. A new need had discovered its own 


remedy in a new labor-saving appliance. 


| 
| 


| 
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CRANE’S LADIES STATIONERY 


Sold by All Stationers and Booksellers 


These goods are suited to the tastes of the most select trade. 
Their merits are known the world over, and they a a prof- 
it to the dealer. Once tried, the purchaser becomes a regular 


customer. 


Presented in the Following Styles and Qualities: 





This Trade Mark 
every box. 


SUPERFINE QUALITY. EXTRA SUPERPINE QUALITY 
iali ght Biwe Boxes, containing } ream of Note Paper each, In Lavender Colored Bo: mie contetnine ream of Extra 
and im separate Bowes } thousand Envelopes corresponding. Fane Paper cache tn ine Benes G0 to match. 


ALL THIS STATIONERY CAN BE RELIED ON AS REPRESENTED. MANUFACTURED BY 


L. & W.M. CRANE, Daiton, Mass. 


Gur Pagers are supplied in Bordered Goods a 

cia \tes EATON, CRANE & PIKE CO., piteefiesds fs ion. 
amd TB Avg... New York, whose bones bear the word 
CRANES” containing our goods 











MORDEN SWIVEL RINGS 


For Perforated Sheets and Eyeletted Covers 


Wherever loose sheets are to be held together these rings are in- 
valuable. They are durable, easily operated, open wide, close 
securely. By using them stationers can prepare their own lines 
of stenographers’ and student note books. nequalled for loose 
leaf price lists, catalogs and sample books. 

Ten sizes, }in. to 2in., inside diameter. Price $5 upi‘per hun- 
dred. Liberal discount to the trade. Try a sample bo (100) 


Manufactured Solely by 


The Morden Manufacturing Corporation 
WATERBURY CONNECTICUT 








THE HANDY PRESS 


Will Bale All Kinds of Waste 


yn Pats ——— 
ane comPan Canvas Cuttings Cloth Cuttings 
hee Glove Cuttings Scrap Rubber 
Waste Paper Waste Rags 


Correspondence Solicited 
Manufactured by 


The Handy Press Co. 


435-441 wid Ave., S. W. 


GRAND RAPIDS, MICHIGAN 
U.S. A. 


Tus Cut SHows Our No. 2 BALER WITH THE Tor DOWN 
AND READY FOR THE PRESSURE. 














EDUCATE 


yourselves in the Ribbon and 
Carbon line. Our new Cata- 
log surpasses all. 


SNELLING & SON 


SOUTH BROOKLYN, N. Y. 


Try our new LONDON Black Record. 
It’s like print. 











a ae see eas ee 


er sere: 


cate eee a ey es 


ee AN a I “ee ee me ee 
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BUCKEYE RIBBONS 


and . 
CARBONS 


are manufac- 
tured with a 
view to meet the most exacting 
demands—a characteristic worth 
the dealer’s knowledge. 


Supply Your Customers 


with a quality that will insure their 
satisfaction and continued patron- 
age. Talk quality first—then price. 

Typewriter Ribbons for all ma- 


chines. 
Carbon Paper 
Typewriter, Billing, and pencil 
for all purposes. 


Our Specialty: 
Multigraph, Printograph, Writ- 
erpress Ribbons with perfect match 
Typewriter Ribbons. 


"Write for Samples and Prices 


The Buckeye Ribbon and Carbon 
Company, *" % Sit 4~ Cleveland, O. 




















GOLD PENS 


ALL SHAPES AND STYLES 
Gold Pens for Jobbers and Fountain Pen 
Manufacturers 
IMPRINT WORK A SPECIALTY 





PROMPT REPAIR SERVICE 
All makes Gold, Fountain, Stylographic Pens. Pencil 
Cases perfectly repaired and returned day received. 
Satisfaction Guaranteed. 


GEO. P. GAYDOUL, 47 Ann Street, NEW YORK 





SALESMEN ) 
WANTED 


in all parts of the 
United States. 
Utility Copy 
Holder. A won- 


derful seller — 
absolutely unknown to 
the trade. Big money 
mekeras sideline. For 
full particulars address 


E. M. EAMES 
Gen’! Sales Mer. 


500 Fifth Ave., N. Y. City 














E DETROI 


‘The Nationally Advertised Coin Wrapper 
ietens sete esaue’y ono 

- do not negiec ig im- 

Mr. Dealer: portant line. Supply 
your banker with the best. viata,» 
Imprinted advertising matter FREE 

DETROIT COIN WRAPPER CO. 
Toronto. Can. 





371 Harner Ave . Detroit 
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Artist .Piekle’s Impression of Fast Stenography—Reproduced from a New York Paper. 


WRITES 278 WORDS A MINUTE. 

A dispatch from New York City, dated 
August 22, reports that “all world’s rec- 
ords” for shorthand speed were broken in 
that city by Nathan Behrin, official steno- 
grapher of the New York Supreme Court 
and formerly official reporter at New York 
police headquarters. Mr. Behrin is re- 
ported to have written on an average of 
278 words to the minute for five consecu- 
tive minutes. This is a remarkable record, 
the best preceding mark in this class of 
work being 269 words. If the perform- 
ance shall prove to be properly attested, the 
typewriter world may welcome another 
formidable contender for honors in the 
coming international contests in New York. 

It is reported that Mr. Behrin also made 
a new record for accuracy, having a per- 
centage of 973/10. A_ silver cup was 
awarded him for his achievement. John D 
Carson of Chicago was second in the test 
and Charles I. Swem of New York, third. 
Twenty-one writers entered the contest, but 
the test was so severe that only a few quali- 
fied. The dictation of a 
lecture, a charge to the jury, and court 
testimony, the rate of speed being, respec- 
tively, 200, 240.and 280 words a minute. A 
small penalty was imposed for each mate 
rial error in the final transcript. Behrin’s 
percentage of accuracy on the 280-word-to- 


matter consisted 


the-minute matter was 987/10, a new rec- 


ord. The contest was conducted under the 
auspices of the National Shorthand Re- 
porters’ Association, whose annual conven 


York 


New 


tion has been held at 





SHOW CASE 


Mr. Behrin’s principal opponent in this 
contest was Willard B. Bottome of New 
York, who won the world’s speed cham- 
pionship in 1910, with the shorthand writer 
cup, and who is one of the judges at the 
annual Fall contests held in New York, 
and including shorthand experts from all 
over the world. It was Mr. Bottome’s rec- 
ord of 269 words a minute that the victor 
excelled. 

Other contestants Miss 
Wood, Supreme Court Reporter of 
who won the cup at the annual conventions 
of the association in 1907-8-9 and 1911; 
Clyde H. Marshall of Brooklyn; William 
F. Smart of England; Jerome Victory, re- 
porter in Magistrates’ Court of New York 
City; Ned K. Harmon, general reporter, of 
Muskogee, Okla; Frank Weller, of St 
Louis; Miss Alice Cox, court reporter, of 
Lowell, Mass., and W. Hoyt of 
Williamsport, Pa. 

An interesting feature of the morning’s 
session of the was the 
tion of a page of shorthand notes made by 
his 


Nellie M 


3oston, 


were 


George 


convention exhibi- 


Gov. Woodrow Wilson in drafting 
speech of acceptance of the Democratic 
Presidential nomination. A general ad- 


miration was excited by the excellent pen- 
Wilson, whose skill as a 
the 


manship of Gov 
shorthand writer 
remarkable inasmuch as he is not a 


was regarded as all 


more 
professional stenographer 

The competitors were required to take 
the matter from readers whose speed was 
regulated by the official timekeeper, James 
N. Ki ill of this city. Mr. Kimbali stood 





MADE BY DETROIT SHOWCASE COM- 


PANY, DETROIT, MICH 




















has 
fac 
has 
Clal 
pan 
and 
fror 
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at their side with a stop watch and touched 
them on the shoulder at minute intervals. 
The readers were J. E. Fuller of Wilming- 
ton, Del., and E. H. Eldridge of Boston. 


SHOWCASES FOR DEALERS. 

In all stationery and office supplies stores 
there are certain goods and _ specialties 
which can best be displayed in showcases. 

We illustrate on opposite page showcase, 
made by the Detroit Show Case Co., De 
troit, Mich., which is believed to be pecu- 
liarly fitted to the needs of the dealers in 
the field which Office Appliances serves. 

This showcase is of all plate glass, frame- 
less construction throughout. The doors 
slide on ball-bearings and are lined with 
imported German plate mirrors, as in fact, 
all of this company’s make of plate glass 
cases are equipped, unless otherwise speci- 
fied by the purchaser. One excellent fea- 
ture of the case is its sanitary base, with 
metal legs, 6 inches high with levelers. Its 
dimensions are 42 inches high, 26 inches 
wide, front glass 26 inches high, paneled 
base 10 inches high. 

The company makes its highest grade 
line of showcases under the trade name, 
“Silent Salesman,” and another moderate 
priced line, which can be shipped “knocked 
down” at a low freight rate, under the trade 
name, “Wolverine.” The company makes 
showcases of every description, from $4 
per foot up. 

All of the plate glass showcases of the 
Detroit Show Case Company are stated to 
be made of the very best quality of plate 
glass. The glass is cemented together by 
a patented process; an invisible cushion of 
green felt lies between the points of con- 
tact of the glass, and the cement holds the 
plates together with great firmness. sy 
this method of structure the manufacturers 
avoid the use of metal angles and clips 
which would mar the beauty of a case and 
cause so much breakage. The further ad- 
vantage is obtained of an absolutely air- 
tight and dustproof case, which is perfectly 
rigid and can be safely shipped to any point. 
The strength of the case is indicated by the 
company’s statement that it can be safely 
lifted from the floor by the projecting edges 
on the top of the glass 

The Detroit Show Case Company is a 


well establisned concern of many years’ 


standing. In the course of its career it 
has absorbed some other showcase manu- 
facturers and the business of this company 


has shown a splendid development, espe- 
cially during the last ten years. The com- 
pany makes showcases for every purpose 
and also a complete line of metal store 
fronts. This concern does business not only 





offered. An excellent main 














portunity and inducements Saves Work, Relieves Strain, Avolds Errors. 














(INDEX (i([i) CARDS) 


If You are not Satisfied - 


with the 


Quality and Service 


of Your Line of 





(INDEX Gli) GUIDES) 


INDEX CARDS asa FILING SUPPLIES 


We shall be glad to talk it over with you. 
Our experience is worth something to you. 


BOSTON INDEX CARD COMPANY 


113 Purchase Street, Boston, Mass.. 


Pm 

















(veRTicaL(({}) GUIDES) 


(VERTICAL Bl()O)FOMDERS 
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Crown Steel Furniture 
FOR OFFICE USE 


The Crown products are modern, convenient, sanitary and ever- 
lasting. The line is complete, embracing: Filing Cabinets, Flat and 
Roll Top Desks, Crown Modern Safes, and Special 
Equipment for Offices, Banks, Court Houses and Public 
Buildings. 


The drawers in Crown Furniture operate without 
friction and are not affected by climatic changes. 


security to papers and records without being cumbersome. 





JAMESTOWN, N. Y. 


4-Dwr. Vertical File 





The Crown Modern Safe has more than twice Crown Modern Safe 
the capacity of the ordinary safe. It is designed for Office use and offers 


CROWN METAL CONSTRUCTION CO. 








— 

















Drawing Inks, Blacks and Colors 
Eternal Writing ink 


Office Paste 
Liquid Paste 
Vegetable Giue, eto., eto. 


Strictly Original Goods of the Highest Grade Only. 


Trade. Discounts and Trade Prices give good profits. 


Adhesives. They will be a revelation to you. 


We protect the trade by referring 
all orders and _ inquiries thereto. 





Show Cards, Color Cards and Imprinted Matter Supplied to the 


Consumers, emancipate yourselves from the use of corrosive and 
ill-smelling inks and adhesives and adopt the Higgins’ Inks and 











CHAS. M. HIGGINS & CO., agorse24 Monuacuen 
Main Office and Factory, Brooklyn, N. Y., U. S. A. New York—Chicago—London 

















Reliable R E& Sa. YO OUR BRAIN Exclusive 


Salesmen Wanted ! —1h i ARITHSTYLE ARITH-MACHINE}a DUPLEX CHECKING SYSTEM As 1} Selling Rights! 
We desire to secure the Handiest, Fastest, Cheapest Simplest, Safest, Quickest . eo fields Ie 
Services of high-grade PRACTICAL COMPUTING MACHINE PREVENTIVE OF MISTAKES io O. &-eel Voretas 
Office Speci ae Sal Adda, Subtracts, Multiplies, Divides, Leocates Errors to Page and Account. Cocsteion eile é 
reg = am et " \ Oarries Automatically. "Resets Instantaneously Easily ae Proves Footings, Balances and Extensi ne. No change . open. © 
everywhere, Exceptional op- ; , moved over page, fixed to desk, or carried in pocket.[ipey Of Books, Cards, Slips, Markers or Forms of any kind, / sive Selling Rights offered 
: Shortest Interest and Average Mothods. j in retern for mizimem 





, quantity 
or profitable side line. )\ = Agents Wanted! , ARITHSTYLE COMPANY. Suite fees ff cvidence 
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D 


SAVES Time, 














TIME STAMP 


Trouble and Disputes 





Money, 





FOR ONE YEAR. 


satisfaction 
received from our other « 
WESTINGH 


DEALERS — You can 
ELLIS 


Send for Estimates. 





Moderate Priced Automatic Time Stamp on the Market—-GUARAN- | | 


WESTINGHOUSE ELECTRIC & MFG. CO,, I7! La Salie Street. Chicage. 


Ellis Time Stamp Company, 87 Fifth Ave., Chicago: 

Gentlemen—lIn response to yours of the 27th, the Ellis Time Stamp we 
have had in use at our Chicago office for the past six months is giving entire | 
This fact is emphasized b 


Metal Specialties to Order. 


READ THIS: 


Chicago, Ill. July 28, 1909 


' the additional orders you have 
listrict offices ours very truly, 
ouss Exec. Mec. Co., W. P. Gaytorp, Manager. 


use it and gell it too. ORDER TODAY. 


TIME STAMP CO. 











Office Appliance Manufacturers 


who want active representation by an established 
house in Argentine Republic, the most important 
market in South America, should write to 


BILLIET & CIA., 


361 Reconquista BUENOS AIRES 


| 
229 W. Illinois St., Chicago | 
| 


F.W. HEYTHEKKER 


Office Appliance Dealer in 
AMSTERDAM HOLLAND 


Specially organized for the sale of smal] attractive 
crticles, furniture, etc. Will be pleased to receive 
aatalogs and prices from manufacturers. Sole dealer- 
ships preferred. Wholesale and retail. 








P. CASTELLI & CO. 


Via Dante 4, Milan, Italy 


with splendid offices and show rooms are 
open for exclusive agencies for Italy and Col- 
onies in all new and practical office appliances. 


Best references. 








Louis Fournier-Forquignon 
TYPEWRITER DEALER 
34 Rue des Petites-Ecuries 
PARIS, FRANCE 


Is in the market for typewriter specialties 
and alliedsupplies for office use. 




















= 


W. J. TOMS, KOBE, JAPAN 
16 A, Shimoyamate-Dori, 2 Chome 


Prepared to act as special representative for American 
magazines. Thorough knowledge of country and con- 
ditions. Prepared to give names and business standing 
of Japanese importers of American products. Also ex- 
porter of Japanese embroidery and fancy silk articles 
which can be sent by parcels post. 








Established Dealers in Office Supplies and Agents 
for an American typewriter, 


VIENNA, AUSTRIA 


are always ready to consider agency propositions 
from American manutacturers 


THE REX CO., | 
| 








CLINGS 





Live dealers sell more EVERFIT than any other make. 

There is big profit in the line. Samples and prices on request, 

Retail price Artificial Leather, black or white, 25 cents per pair. 

Retail price Enameled Muslin, dull or bright, 15 cents per pair. 
ROYAL NOVELTY COMPANY, MAKERS 

1349 N. OAKLEY AVE., 


FIRMLY TO ANY SIZE FOREARM 


CHICAGO, U. S. A. 











HUNGARY 


Gluck M. Odon 


Budapest, VI. 
Liszt Ferencz-tér 18. 
is always open for novelties as Dealer or Agent. 











EE 
CHAS. F. LAGANKE 
MANUPACTURER OF 


High Grade Specialties, Models and 
Experimental ork, Special Tools. 


Card Building, 118 St. Clair Ave, N. E. 








Trademarks and Copyrights 


Send your business direct te ; 
Washington. Saves time and insures better service 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Specialty :—Typewriting and Adding Machines 


Address E. G. SIGGERS 
Suite 84, NM. U. Bidg., Washington, DC. 











Correspondence Solicited. CLEVELAND, O. 











Contains NO GLUE OR GELATINE 
It is unaffected by heat or cold. 


You can make FIFTY DUPLICATE COPIES from 
eb with pen and ink, pencil or typewriter. Or cop 
Drawings, etc. 
tors complete $3.00 to $7.00 according to size 
Wanted Everywhere. Some good Foreign Countri 
ms. Write us. 


339 Fifth Avenue, 





The “Modern” Duplicator 


Pittsburg, Pa. 





LEEVES EY 
PA 


Durnin | 


ever letter nals 
jes of Music, — oe 
. Exclusiv, 
es still open 

















in the United States and Canada, but in 


inany foreign countries 
Any dealer interested in equipping his 
store the will 


make no mistake in getting this company’s 


with most up-to-date cases 


handsome catalog and particulars regard 
ing its general line of showcases or quota 
tions for their manufacture according to 
special specifications. Address the D« vit 


Show Case Company, Detroit, Mich 


REMINGTON SCHOOL MANAGER. 

The former New York City Employment 
Department and School Manager for the 
Remington Typewriter Company, Harry ( 


Spillman, has just been appointed manager 
of the general School Department the 
Remington. He succeeds Raymond P. Kel 


ley, who has resigned to enter another line 


of business. Mr. Spillman has had charge 


of the Employment Department and School 


Department of the Remington in New 





HARRY C. SPILLMAN. 


York city for the past two years, and his 
promotion comes as a result of efficient 
work. During his term of office the work 


has become heavier in every line, and the 


method of conducting the department has 
been entirely reorganized. 


as school manager, Mr 


In his capacity 
Spillman has addressed the pupils oi 
of the schools of New York and vicinity on 


many 


various subjects related to school and 
office work, and has become acquainted 
with many of the members of the commer- 
cial school fraternity in that section 

One of the best talks on dealer co-opera 


tion which has been put out in many years 


is “The Dealer Help That Counts Most 

another booklet in the Burroughs series, by 
Charles C. Casey. Not lack of capital or 
opportunity, declares Mr. Casey, has caused 
failures in retailing so much as lack of un 
derstanding of business conditions and un 
willingness to co-operate. Mr. Casey writes 
a brisk and convincing book, and one which 


will be worth hard cash to the retailer who 
takes fifteen minutes to read and digest its 


logic. 
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BANK -NOTES 


and 
“KK. sed ’ BLANKS 


are ar so far as workmanship can go 
to give. i security the stamp of quality. 
They are steel oe AE d like a bank-note. 
Do not confound them with other and 
lithographed blanks. They are the only 
line of steel engraved blanks on the market. 
They look like mone That is why in- 
vestors and dex dina ane them. Station- 


should not be without 
ces on application. 


ers and printers 
them. Samples and pri 


KIHN BROTHERS 
Bank-Note Engravers 


OFRPPKFICH APPLIANCES 
TURTON’S 
‘““SPRING CUSHION’’ 
TYPEWRITER FEET 
and “Drop-Lock” Desk Attachments 
Save Ribbons, Carbons, Repairs; 
Soften Touch, Increase Speed. 


Desk and Table Sound Completely Eliminated 








“Spring Cushions’’ regulated to conform with 
exact weight of machine they are to support. 
Continuous service guaranteed. 


Table Sets $2.00 Desk Sets $3.00 


Mailed on 10 days’ trial. 


(Specify MAKE and Moe L and whether TABLE 
r DESK) 


Agents and mist mcr can make splendid 
profit by placing “ trials’’—they sell themselves. 


C. M. TURTON, Nashville, Tena. 
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At’'$1.50 Retail 
It Sells To Beat The Band 


Here’s a low priced, rapid stamp sticker. 
Does away with licking stamps and put- 
tering with sponge$. Uses postage stamps 
in rolls, obtained at any postoffice. Noth- 
ing to get out of order.or wear out. 


Meriden Quick Stamper 
Brings You Big Profit 


Has many uses. Great for attaching 
price tickets, inspectors’ tickets, bread la- 
bels, yardage markers, and all sorts of 
small advertising stickers. We furnish 
such stickers for small price. 

Every office needs this device. You 
have had calls for just such a device and 
couldn’t deliver. Here’s your chance to 
cash in. Better order a sample dozen by 
wire. 


Meriden Mfg. Company, Inc. 


Dept. C., Lincoln, Nebr. 








99-103 BEEKMAN ST. 


The Adams 


College 
Book 7 
../ Rings \ 


College Book Ring is a 
Universal ring for perforated binders and 
This ring is easily operated and al- 
perfectly flat. The 
ever invented. Be- 


NEW YORK 




















STYLE 


EMERALITE 


DESK LAMP 


WITH 


Green Glass Shade 


] THE BEST LAMP FOR OFFICE OR HOME 


“ EUREKA” 


BINDER 


with NON-PROJECTING Posts, 
End Lock, Metal Hinge 








a 


The Adams 


papers. 
lows the sheets to lie 










most satisfactory ring 


Efficient 
Practical 
Ornamental 


Does not 
Tarnish or 
Collect Dust 


Ware of imitations. 


7 Ge 


Catalogue No. 4 shows the complete 
line of SECTIONAL POST BIN- 
DERS, with Center or End Locks; 
LEDGER TRANSFERS, with Metal 
Hinges; SOLID POST BINDERS, 
SHEET HOLDERS, CURRENT 
LEDGERS, with prices and trade 
discounts. 


HENRY C. SHERICK 


Manufacturer for the Trade Only 
Established 1884 


No. 301 Walnat St. Cincinnati, Ohio, U. S. A. 

















by leading station- 
them, write us at 


Our goods are handled 
ers. If you do not carry 
once for catalog. 

Order through your jobber. | 


HENRY T. ADAMS | 


! ee 
6823 So. Chicago Ave., CHICAGO, ILL. ) 44 Warren Street =: 


“Rind to the Eyes” 


Made in many patterns for any location. 
Send for our Emeralite Booklet with prices. 


H. G. McFaddin & Co. 


New York 
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***Tis a sin to'steal a pin”’ 
But it is not a sin— 


It is a virtue and good business sense— 


to buy your pins from 


CRESCENT BRASS & PIN CO. 
DETROIT, MICHIGAN 


Write for samples and prices 





| ib eee orr= SS -— == 


FLEXIBLE STEEL RULER ot 


Ask 
Your 
Jobber 

















ta oe The “Cado” Brand “L. F. B.” 
BINDER CLIP 


Will instantly make a book of any papers, 
with the title on its back. You can in- 
stantly remove any paper therefrom, or 

‘i: add any paper thereto. It is the simplest, 
“4'} cheapest and most handy filing system ever 
devised. It also adapts itself perfectly as 





a valuable auxiliary to present filing sys- 


. tems. Letter files are kept on shelves just 
— the same es books. 
PRICES 
*No. ‘sim. capacity), 4c each; 40c per doz. 


2 ( 
No. 5 ( °s in. capacity), 5c each; 50c per doz. 
*No. 6 ( °sinm. capacity), 5c each; 50c per doz. 
No. 10 (1% in. capacity), 10c each; $1.00 per doz. 
*No. 11 (1% in. capacity), 10c each; $1.00 per doz. 
*With tabs on back for INDEX. See illustration above. 


Write for circular and trade prices. 


CUSHMAN & DENISON MFG. CO. 
240-242 West 23rd St. $3 23 New York, U. S.A. 
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VIGOROUS PERSONALITY BEHIND 
TOWER CO. 

Those who are acquainted with the Tow 
er Manufacturing and Novelty Company 
New York City know the enviable position 
it has occupied for many years in the sta- 
tionery field, yet they cannot help but have 
noticed the new spirit of energy and prog 
ress recently manifested in the affairs of 
that company This change, so apparent 
to all observers, has come about since the 
reorganization of the company with James 
H. Einstein as president. Granting all of 
the prestige which for years has been a 
part of “the house of Tower,” it is, never 
theless, certain that under the new man 
agement this pre stige, great as it already 1S, 
will be materially advanced. 

The Tower Manufacturing and Novelty 
Company as now constituted is really a 
new house in many respects. Not only is it 
under new and supremely able manage- 
ment, but it is housed in a new building 
Now as always “the house of Tower” ts the 
general market place for a very large num 
ber of those specialties upon which sta 
tioners depend, but it will in the future 
control the output of an increasing number 


products, 


of valuable specialties and staple 
which will be pushed with vigor and ag 
gressiveness. Already Mr. Einstein has ad 
vanced the position of the company a long 
step forward, and in a few briet months 
has proved himself to be one of the most 
powerful and efficient executives in the sta 
tionery field 

That a man should come so _ suddenly 
into a position of prominence without pre 
vious training would hardly be possible 


11 


We find in Mr. Einstein a man still young, 
but ripened by the experience of years i1 
the business Like other men who have 
made their mark in the world, he was 
pared for opportunity when it came 
James H. Einstein began his business 
reer in St. Louis, where at the age of 
teen, he went to work for Levinson & 


slythe, an old and prominent mmert 


stationery house of that city. He remained 
with this house about four years, durin Q 


which time he absorbed an astor 


fund of information about the st 
business On leaving Levinson & Blyt 
young Einstein went with the John L. B 
land firm, well known to the trade of the 
present generation With this 

illed every position possible to 

man not a member of the firm. He started 
in as a junior clerk in the order de 
ment, and at nineteen years of ag 

the road as a traveling salesmar 


company. 


Mr. Einstein joined the forces 


Tower Manufacturing and Novelty | 
pany about twelve years ago. He came 
represent them on the road. One 

is said, while studying the stock an 

ting out his samples, Mr. Tower asked 

if he was a good collector He 1 
know, but he characteristically said he was 
willing to try He filled the position s 


well that in six months he was made credit 
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manager of the company. This was quite 
a jump for 
Tower did a business of some three million 
dollars a year. To this emergency or op- 
equal, as he had 
About 


Einstein was made assistant gen- 


portunity he was fully 


been to all the others. two years 
ago Mr 
He is today 
that, 


president and general man- 


eral manager of the company. 


barely forty years old, if as old as 
yet he is now 
His final arrival in 


brilliant 


ager of the 
that 


proved conclusively his 


company 


position was a stroke, and 
fitness for it. Mr 
advanced in 
part with the control of the 
offered to 
chase, and to do so he raised and paid over 
half a dollars—and he 
did it in a very short time. It takes a pret- 


get $500,000 in a hurry 


Tower was becoming years 
and desired to 
Einstein 


company Mr. pur- 


more than million 
ty solid man to 
The fact that he got the money, and with 
such a house as the Tower Man- 
Novelty 
him to be a man of resource and courage. 
He has justified his 


it bought 


ufacturing and Company proves 


already more than 


a young man, for the house of | 


| 
| 
| 


judgment, proving every day the value of | 


that training and ability which Mr. Tower 
He is now the 
and 


himself was quick to see 


owner of the Tower Manufacturing 
Novelty C 


standards to newer and larger fields of con- 


ympany, and will advance its 


quest. 


Mr. Einstein attended the Omaha con- 
vention, where he proved to be one of the 
liked popular men at that 


gathering. He 


best and most 
elected a director of 


An excellent portrait of 


was 
the association. 
him appears in the convention section, also 
a snapshot which is likewise a fair likeness, 
taken with the Office Appliances camera. 

Wisdom comes by 


ence; learning comes by 


thought and experi- 


study 





MY!’’ 


UNDERWOOD 
BOOTH AT REGINA FAIR, REGINA, 
SASKATCHEWAN, CANADA. 


“SMALL, BUT OH, 





OFFICE APPLIANCES 207 








Rneintunal = =& 
oa = @& . 
° ae ~~ =a = wee — 6 i 
= = aan eS os @w@eacaa “SS 
@awueéejgq@g# anes, @ « a2 aca eS ®& 
a @gagew® ee ee See eae @{geoc & @ 
a= = & _. sea @& - = aes = 
com = S&S 44 @386 & e = =~ = 
= Sees t @ &.... = Gaza s 
ool 
Sail 













Is a lever action wire staple binder, strong and simple 

in construction. It holds 100 heavy wire staples, 
binds to } inch and is equipped with our patented 
anti- clogging device, and can be fastened to table 
cr platform. 

The staples used in the Acme Machine are made of 
bright tinned steel wire, mounted on poplar sticks, 
secured by best quality red rubber bands, passed 
through gauges to insure uniformity, and are 

packed five thousand in a box with directions for 

use printed on the labels. 

The Acme No. 1 Binder may be used for bind- 
ing commercial papers of all kinds and is used 
in thousands of business offices throughout the 
country. 


Write us at once for our SPECIAL SELLING 
DEALERS PROPOSITION which will enable you to handle 





Be : : 
SEES these paper binders successfully. ; ; ? 
a This is a specialty in which there is a large margin of profit and which will pay 
a any dealer to display and advertise to his customers. 


Canadian Representatives: Ernest J. Scott & Co., 59 Peter St., Montreal, Canada. 


a 


x oy oF z 
Pe Stas STATS EE fF: 5 iG 
eases AS EME WU. 2 til. 


The MIHILLS Makes Your Work Easier 


Automatic Envelope 











ee 












Opening Machine | s, simi cist 
turning this ly and noise- 





¥* : itt ~ og te _— 
7 cas = i 








easy ball- 
5 bearing 





wheel, 












desired place 

eae ae the stand is ec position ~ 
ates estely rigid by 

A Combination of Highest Efficiency to any ce poe . 
and Absolute Simplicity sired height LITTLE FOOT 


LEVER. 





Made under highest class skilled workman- 
ship, perfect in every particular, beautiful 


in design and finish. @ The cutting blade 


made of the best thin wafer steel with a 
spun wire edge. The blade will easily las 
a year or more. Dull blades can be re- Ps 
moved easily and sharpened, or new ones g, 
be supplied at Sail t GOT ‘ 
can be suppliedatanominalcost. 4 





machine will pay for itself in thirty daysin 

time saved. Capacity per hour unlimitec 
We want agents in every city in the United 
States and Canada. Dealers will find this 
little machine a big money-maker. Write us 
today on your letterhead for information— 
don’t lose a minute—you may be too late 
tomorrow. 


The Mihills-Allegretti Co. 
GENEVA, N. Y., U.S.A. 








ADJUSTABLE TABLE Co. 


GRAND RAPIDS, MICH. 
Also from Adding Machine Agents & Salesmen 


a 
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EDUCATIONAL VALUE OF BUSINESS TRAINING 





A Reversal of the Customary View as to the Business Value of Educational Training. 





E are accustomed to think of edu- 
W cation as being born with the 

printing press. To be educated, 
in current speech, often seems to mean to 
have absorbed so much typed assertion and 
assimilated it to practical use. So it is that 
we read of the education of a child born 
blind with a kind of wonder, as if the mind 
were in some way dependent upon the 
means of education it has itself created. 
Education outside of university halls, the 
education which a man wrings from life 
itself by sheer sweat of will and brawn of 
courage, is still somewhat discounted by 
many men whom the learned world calls 
educators. To such the very title of this 
article may seem mischosen. Let us dig a 
bit into the philosophy of mental training, 
and see if they are right. 

Back of the libraries and the laboratories 
with which modern civilization has en- 
riched our great institutions of learning is 
one great, dynamic motor force which 
makes them all effective, even as it brought 
them all into being: the Human Will. The 
brain is its servant, the emotions its mes- 
sengers. And back of the will is that de- 
sire to know which makes all three effective 
in self-development. Study, whether of 
books, of men or of facts as we meet them 
in daily life, is the expression of that desire. 
The book is the means of education, not its 
end. If every volume and every printing- 
press in the world should be destroyed to- 
morrow, and the secret of their production 
forever lost, the essentials of education 
would be untouched, for they are in man, 
not outside him, and they would create 
their own media of achievement. 

Now the business world, as an educa- 
tional influence, has three distinct ad- 
vantages over purely academic training— 
advantages which perhaps are becoming 
less marked as that training becomes less 
academic and more human. Modern busi- 
ness stands, first of all, for three great 
principles. It teaches by doing; that is, it 
is practical. It energizes by mutual effort; 
it is co-operative. It disciplines by contact 
with fact, which in the long run is no 
respecter of persons; in short, it is demo- 
cratic. “Practical,” “Co-operation,” “Dem- 
ocracy”"—they are the watchwords of the 
Twentieth century. Let us consider them 
one by one in their relation to the virile 
school of business life. 

Achievement the Great Teacher. 

Action is the great teacher. We really 
know only what we can do. The laboratory 
method of scientific instruction 
illustrates this aptly. The student learns 
by experiment; he accepts his teacher’s 
ideas as a working hypothesis. They work, 
therefore he knows them to be true. Now 
the business world is just such a laboratory. 


modern 


Its basic principles, of course, have been 
tested, as have the principles of modern 
science. Still, the business man is contin- 
ually engaged in further tests of those prin- 
ciples, as is the chemist in formulating new 
compounds or the inventor in perfecting 
new devices. The boy who enters a busi- 
ness office, fresh from the graded schools, 
soon learns that in this new laboratory 
little or nothing is taken for granted. No 
path is hewn out before him; that is his 
task. The very established customs and 
conventions. of daily trade intercourse 
which he accepts on the authority of his 
employer, he must himself assimilate by 
actual performance. So far as he per- 
sonally is concerned, he must do each job 
in the literally scientific spirit of a fresh 
discovery. He must mentally question each 
act, even as he performs it, in order to get 
the answer—the secret of its reason in the 
business scheme. In constant perform- 
ance, he learns the why and the how of it. 
While his brain acquires this knowledge 
his will gains the competent poise and 
vigor of environment mastered and certain- 
ty assured. The result, in an educational 
way, is the precise difference between the 
scholar and the expert. Digesting facts 
makes the scholar. Applying facts makes 
the expert. Business is constant applica- 
tion. 

Modern Business Office an Organism. 

Yet all the time that the boy is applying 
these facts, others all around him are sim- 
ilarly engaged. He is a part of a living, 
breathing organism of commercial service, 
in which each member acts for the whole 
and is educated by each and all of his fel- 
lows. Sometimes we say today that busi- 
ness is “becoming co-operative.” It is true 
in the sense that the modern business man 
is perceiving the advantages of unified ef- 
fort and is acting upon them. It is not true 
in the sense that any new-minted principle 
is applied which was not applied, though 
in less degree, by,past generations. Endur- 
ing commercial success has always been 
built upon the many rather than the few. 
Even the medieval monks who brought so 
many of our arts and crafts through the 
Dark Ages lived in communities. The 
sense of kinship triumphed over the effort 
at isolation. . And the common task was 
the occasion and the partial cause of that 
triumph. It is so today. The spirit of 
commercial co-operation is stepping across 
class lines, to the amazement of those stu- 
dents of business who would hedge it in 
with a purely materialistic philosophy of 
existence. The sensible modern employer 
realizes his dependence upon his employes. 
The open;zeyed employe is finding that 
class hate does not sweeten either his pay- 
check or his daily toil. Meanwhile, he is 


finding that work may be a school as well 
as a salary-machine—that in it he may 
find Life as well as a living. He may learn 
from those about him, from their successes 
and their failures, as they from him. Fur- 
ther, he finds that the very condition of 
his own success is a willingness to co- 
operate with others, and that it is from 
this mutualized effort, no less than from 
the individual concentration that goes to 
compose it, that the energy flows which has 
worked the wonders of modern trade 
advance. 
Individualism of the University. 

The university rightly aims at developing 
individual capacities, purely personal apti- 
tudes, to the utmost. That is its purpose. 
In the modern elective systems of study 
this principle sometimes has been carried 
so far as to threaten to obliterate from the 
mind of the student any adequate concep- 
tion of culture as a concrete and common 
possession which shall unite instead of sev- 
There are so 
education 


ering men from each other. 
many kinds of particularizing 
that sometimes a cynic might be pardoned 
for wondering if education as a_ broadly 
humanizing factor still per- 
haps, he met some of the leaders of thought 
who have really kept alive in their hearts 
the ideal of the citizen and the gentleman 
while testing and experimenting with the 
which avowedly 


exists—until, 


systems, one by one, 
specialize. Now in business there is special- 
ization, too, but it is commonly specializa- 
tion with immediate and rather brusque 
reference to things as they are—to facts ot 
demand and supply and human nature. It 
is this condition which constantly tends to 
unseat our “kings of finance” as fast as the 
newspapers crown them. [If all the world 
were commercially governed today by a 
handful of men in control of its means of 
production and distribution, they would 
still be dependent upon certain mental con- 
ditions and spiritual demands on the part of 
whom they ruled. The 
its thermometer as well as the 


the many over 
mind has 
weather, and both have their bearing upon 
trade. It is this dependence of business 
upon the forces in life which are invisible 
but very real—the good nature of a sales- 
man, the open-mindedness of a buyer, the 
loyal and clear-conscienced discipline of a 
force of workers—which makes it, with all 
its fortunes made and lost in the flash of an 
eye, a great and a sure citadel of modern 
democracy. And the young man who learns 
its lessons must learn this first of 
all, that his fellow men are not 
but brothers, that, the ultimate 
which he must meet and deal with them is 
the equality of manhood, and that he must 


honor their freedom in order to achieve his 


lesson 
strangers 


basis on 


own. 























A NEW SECTIONAL POST BINDER 


THE SILVER CAP 


The Latest Addition to the P. & M. Loose Leaf Line 















Carried 











The ) we | 
Ideal Lock Be 
for Non- sizes in 
Protruding 5-16 & 3-8 
Post Diameter 
Binders , 2 Posts 


























Tubular Shell Top and Bottom 


Ts BINDER marks a new era in the Style, Construction and Price of 






Sectional Post Binders — 

The Lock is new in principle and practice. It is fool-proof and is the most durable ever designed. 
Best of all, it locks positively on both posts without crowding the posts against the shell. It is absolutely 
impossible to move the cover a fraction of an inch on either post after binder is locked. 


The Highly Polished Caps at ends of metal guarantee against wear. These are rounded and perfectly 
finished and will not mar the finest furniture. The covers are so made that no metal touches the desk. 


Sizes and Kinds of Binding 
















Carried in stock in all standard sizes in the following bindings: 

‘*Silver Cap A’’—Corduroy sides, Red Russia back and corners, double beveled boards. 

‘*Silver Cap B’’—Drab Canvas sides, Red Russia back and corners, double beveled boards. 

‘Silver Cap C’’—Full Drab Canvas, leather corners, double beveled boards. 

‘*Silver Cap D’’—Full Canvas, no leather, single boards. 

This binder because of its lightness, its handsome appearance, its durability, its effective lock and its moderate 
price will quickly become the standard for sectional post binders. 










Progressive dealers should write at once for price lists and general description of The Silver Cap. 
Very Liberal Discount to Dealers 






The Plew & Motter Co. cuicaco. ILLinots 























Complete Ledger Outfits 


At Popular Prices 


. are studying carefully the outfit idea. It is the 
Wide Awake Dealers coming proposition for the stationer. They appre- 


ciate that it takes the Loose Leaf System out of the realms of mystery and places it on a 
merchandising basis. @ Any clerk that can sell a bound book can sell a complete Loose Leaf 
Book. The P. & M. line of complete Ledger Outfits comprises six styles in fourteen sizes. 














Below are described briefly three attractive sty/es: 


The Tuxedo Size 82x 11 


Bound brown cloth sides (silk finish) and red leather back and corners. 
200 leaves ruled and printed. 
A-Z celluloid tab index : $ 4.00 


The Petty Size 94x 116 


Bound dark green art canvas sides and black seal grain leather. 
























200 leaves ruled and printed. 
A-Z celluloid tab index ae $ 5.00 
a ee ee eee ma — The "Petty Ledger" is standard size and the sheets will fit into the P. & M. Steel 





One half turn only of the counter sunk center post lock: 
and unlocks binder. 


or any Standard ledger. 






The P. & M. Junior 


The handsomest Ledger ever offered at a moderate price. Bound in 
a rich shade of green corduroy and green leather. 275 leaves ruled 


and printed. A-Z celluloid tab index. 


No. X5. 9'4x11% _. $8.00 
No. X6. 11441126 $9.50 


P. & M. Junior Ledger Leaves will interchange with any 
Randard ledger leaves. 





















The P. & M. Loose Leaf Line 


Comprises a greater variety of devices and forms than any other. Our portfolio of stock forms 


(for P. & M. dealers only) illustrates and describes 193 stock forms. 













is most attractive—we desire one good, 


Our Prop osition to Dealers live, loyal dealer in each city. Write 


for general catalogue, also description of sample outfit. 


The Plew & Motter Co. cnircreo ritinois 
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EXCELLENT TYPEWRITER DESK. 

The typewriter desk shown in the accom 
panying illustration is one of the most pop- 
ular of the line manufactured and marketed 
by the Valley City Desk Company of Grand 


ments in his business ought to have the Val 
ley City Desk 
gives an illustrated description of the com 


Company catalog, which 


pany’s full line. Both in general features 
of construction and in a multitude of details 





A NEW DESIGN OF THE VALLEY CITY DESK CO. 


Rapids, Mich \s described in the com- 
pany’s latest catalog, it is 42 inches in 
length, 32 inches wide, of 160 pounds ap- 
proximate shipping weight, and of knock- 
down construction. It is made with a 
quartered oak front, in imitation mahogany 
or with a solid mahogany front and top. 
It has a 5-ply writing bed 1% inches thick, 
3-ply panel throughout and legs 1% inches 
thick. The drawers are dovetailed front and 
bottoms. 
The pedestal is dust-proof and the desk is 


back and have 3-ply framed-in 


fitted with brass ferrules and sliding shoes. 

One of many special features of this type- 
writer desk which commends it highly to 
the .trade 
that it is operated—opened and 


for usefulness and efficiency is 
closed— 
without the machine being fastened to the 
bed, the construction being such that the 
typewriter moves at a safe angle in opening 
Every office equipment dealer 
who keeps in touch with the latest develop- 


and closing 





planned for the convenience of the user, | 
this line is one which will well repay careful | 
study by the purchaser of up-to-date office 
turniture. 





GIRLS WHO MAKE CESCO FAMOUS. 
\ble writers who have discoursed fluent- | 
ly of the beauties in loose leaf would fail 
to do justice to the accompanying photo- | 
graph of a good round number of them—a 
snapshot of fair workers for the C. E. 
Sheppard factory, where Cesco loose leaf 
goods are as famed as their makers deserve 
to be. 
Sheppard employes’ 


The picture was kodaked at the 
picnic, held recently 
on the grounds near Palisades Park. :t 
would brighten up the pages of any ledger 
it might adorn as frontispiece, though it 
might divert the thoughts of the staid 
bookkeeper from his less frolicsome task 
With such comely adjutants, no wonder 


Cesco wins its way 


GIRLS OF C. E. SHEPPARD CO. AT RECENT EMPLOYES’ PICNIC. \ 




















A Rare 
Opportunity 


for Live Typewriter Dealers 
Just Received a New Lot of 
Underwoods 
Remingtons 
L. C. Smiths 
Smith Premiers, etc. 





Prices you can’t resist. Q Prices that make 
you money. 4 Prices that won’t last for- 
ever. @Grab this chance to make some- 
thing for yourself and save your customer 
a lot of money. 


UNDERWOODS 


Under in price—over in quality. Allother 
standard makes as well. Immediate ship- 
ments. Satisfaction guaranteed. 


Grab a pen and write us now for latest 
quotations. 


Typewriter Emporium 
(Largest Independent Dealers in the World) 
Established 1892 


30-32 W. Lake St. - CHICAGO 
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‘*‘The Free Hand Pencil Ring’”’ 


PATENTS PENDING 
—a handy device for busy people 


Saves valuable time. Pencil always at your “‘finger’s end.” Saves expense of lost pencils. It is brought 
into position for writing by gimply reaching pencil with thum) and when released, automatically takes its correct 
position horizontally with first finger. Ring can also be used for pen. Note position of pencil when not in use. 

















PENCIL NOT IN USE 


PENCIL IN USE 




















Allows one free ase of hand for papers, money, cards, checks, typewriter or adding machine keys. 

Recommended by Mrs. Ella Flagg Young, Superintendent of Chicago Public Schools as the only method by 
which a pupil is compelled to hold a pencil properly when learning to write. 

It is of special advantage to any one using a pencil frequently such as bookkeepers, stenographers, bank 
clerks, checking clerks, salesmen. salesladies, cashiers, teachers, conductors, iumber checkers, school children, etc. 

Furnished dealers on attractive two colored counter cards, containing two dozen assorted sizes and designs 


Price 25 Cents 


Special terms to dealers. A particularly attractive proposition for exclusive state agency. 


WADE SPECIALTY CO., © 127,B. Dearborn st. 








STERLING BRASERS—-OVER SO% SAVED 


Always sharp and alwaysclean. Will not 
qramp the angers. Can be used asa line 
finder on note-book or manuscript and 
has other destrabie features. Agents 
wanted Ss Write for circular 
and prices. ple 25e. 


}____ 03 arch $e; Philadeighia. Pa. 


Have You Ever Investigated the 
Exceptional Merit of the 



















, Only 
File Made with 
Drop Front & 
Automatic Tilting Follower 


Write us for our 80-page catalog showing a big line of all the 

pular styles of Sectional Cabinets, Filing Desks, Filing Spec- 
ialties and supplies. { Line on display in Chicago at the sample 
rooms of the Chicago Wholesale Furniture Company, 845-847 
Wabash Ave. 


The AUTOMATIC FILE & INDEX CO. w.rcc:'s. Green Bay, Wis. 



























Dispense with wire baskets and trays 


The 


Bristow Radial Distributor 


Serves the purpose of many— 
occupies about the space of 
one. Made in special sizes for 
special purposes. Affords all 
the advantages of accurate, 
rapid and economical distribu- 
tion of papers. A combination 
of facility and durability. 


W rite for complete catalogue. 


FREDERICK BRISTOW 
East Orange Mew lessey 




















CHRONOGRAPH SPELLS ECONOMY. 


1 


Every establi 
in accurate reckoning of time will appre- 
ciate tie little brown-clad booklet in which 


shment which is interested 


the Stromberg Electric Company of Chi 
cago explains and illustrates the workings 
of the Stromberg Electric Chronograph, an 
electrically operated time recorder which 
is controlled by a master clock and adapt 
able to any field of use. The mechanism 
has no pawls, springs or dogs to get out 
of order. The actiou is positive, and the 
printing wheels are locked, thus preventing 
their movement except by electric impulse, 
guaranteeing accuracy. 

There are no clock works in the Chrono- 
graph itself. Its printing wheels and the 
hands of its dial are ,moved by a simple 
magnetic action, receiving the impulse from 
an electric current controlled by an auto- 
matic contact attached to the clock. Thus, 
hard usage will not affect its punctuality. 
The Chronograph also provides a synchron- 
ized recording system, by which any num 
ber, wherever located, is controlled, and 
all numbers kept in agreement. The mas- 
ter clocks are furnished in two types: An 
80 beat, 8-day, key-wound movement and a 
self-winding 80 or 120 beat movement—in 
oak, cherry or mahogany finish. Any elec- 
trician can install the wiring; either 110 or 
220 volt current or storage battery may | 
used. Only the clock needs to be wound 

The advantage of electricity as a motive 
power rather than the clock mechanism is 
apparent. It is well known how the con 
stant pounding and jarring of registrations 
in the case of a self-contained recorder af- 
fect the delicate clock works. With the 


Chronograph, a business man may have the 
master clock located in his office away from 
all the dust, dirt and vibration of the fac- 
tory. This clock will control and regulate 


as many time recording stations as desired. 
The more stations, the less cost for each 

The records themselves are simple and 
clear. Net wages and time can be found 
with a minimum of calculation. The com- 
plete record for each employe covering the 
payroll period is on a separate card, and 
there is no need of transcribing the time 
into books. The time-card can be used as 
a receipt, if desired. 

The In-and-Out Chronograph is made 


in two types—one a hand-shift recorder 
where the change for registering from day 
to day is made by hand, and the other 
where this change from day to day is mad 
automatically at midnight. These types are 
fitted with movable funnels which receive 
the card for registering, and which are 
moved for “In” and “Out,”” morning, after 
noon and overtime, the location for reg 


tering being shown by an indicator in 
view. These funnels can be locked, if de- 
sired. The date or day of week for regis 
tering is shown by an indicator 
front. At the end of the pay-off period the 
daily card lift is automatically restored t 


begin registration on a new card. 


1 


A peculiar value of the Chronograph 
said to be in cost finding \nother 
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— —- TELEPHONE 
INSURANCE 


The Flack Tele- 
phone Muffler 
Guarantees Ab- 
solute Privacy in 
all your conver- 
sation. 






























RUSH-E- RASER 


JUST OUT MECHANICALLY PERFECT 
























No one will hear you but the 
party on the wire. 

Saves the expense of a private 
booth and the time.in going to and 
from. 


Instantly attached to any phone. 
Absolutely sanitary. 
Price $3.00 at your office 
Liberal Discounts to the Trade. 


Smith Selling & Advertising Co. 
1337 Arch St. Philadelphia, Pa. 


Important Points of Merit' 





F Ai es ~ 


¥ 


Out-and-In-Control 
‘he Eraser Brush is controlled Out-and-In 
by Solid German Silver Cap at cop. 


[To secure the best results, the Brush shoul 
t pr t through the holder more than on¢ 
eighth of an inch. 

Xemove Eraser Brush Unscrew Second 


Permanent Finish 
The Barrel is made of Solid Aluminum 
h a Beautiful Bright Finish that will not 
unish, wear off or deteriorate in any climate. 
TI Rush-E-Raser Holder will last f 
im I s guaranteed to be mechanically 
pe riect n every way. 


Will Not Roll 
The Barrel is so shaped that it fits the hand 


and fits the pocket. It will not roll when laid 























hs NEW MODEL D 


T st full erasing surface and secure tl TIME STAMP 
est results, eraser should be held in a perpen- A Non-Chemical—Ever-Ready 


dicular position when in use. This also kee 
he brush point in the best position fora i wi x. INK ERASER 


. A Boon To Every User of Pen and Ink 
Brush Is Right Shape 2 
: a Erases neatly, quickly ard smoothly. 

[The Adjustable Eraser Brush is made of Always ready for instant use. 

fically prepared fibres of extreme deli- ae Foes ay oe tee paper. 
infinite 2s keener than the o blades to sharpen 

oes 7 hardne s Recs = = —— 1 . No acids to discolor or destroy 
ery and shaped narrow enough to Simple—Light— Durable. 
typewriter letter from a word or a Fits the hand—Fits the pocket—Fits the purse 


Times every act, operation or 
transaction, cost of manufac- 
ture, job work, letters, etc. 
S. H. HOGGSON & CO., Arlington, N. J. 











figure from a row A constant source of comfort and satisfaction The iF EONAR D COI N MAILER S$ aife 
TI t nv m iii and can be renewed at tl Indispensible where speed and perfect results are ra 
r nw st mar} at 1¢ 
u jc, wher oy 00 %IPROFIT- 
sma t of 10 eas steel blades require constant sharp- High grade throughout. Fully guaranteed res! Loss abby t 
er “ it xpense nd never periectiy eatioda tory. Price 50 cents. #atra Brushes 10 cents each | 


200 i a onve 








We have sto ked be ~ RUSH-E-RASER and are prepared to fill all l orders at once. 
This new Eraser will be largely advertised and all stationers are urged to place their 

lers once. The important points of merit are sufficient guarantee of the 
bility of this new Eraser. Dzstributed by 











Tower Manufacturing & Novelty Company The dealer's best investment with 
Wholesale Distributing and Manufacturing Stationers 1.50 
306-308-310 and 350 Broadway NEW YORK is a subscription to Orrice APPLIANCES. 


Chicago Sales Rooms, 323-325 Adams Street It is a sure method of keeping thoroughly 
posted on the Office Applance Business. 























—_$ ——_—— 
———- 


Every Man Who Has Valuable Papers to Care for 
Should Use This Envelope 


For filing or carrying papers— i Ay Te cts—policies— estimates—deeds— We make also the 
mortgages, etc., 


STEEL-TYE EXPANDING ENVELOPE | gg VISE- 








has no equal. This envelope holds one paper or hundreds with equal security. It fastens firmly with a i € L I P 

flexible steel clasp that can be instantly adjusted to fit the contents of the envelope. There are no tapes \ 

or strings to bother with—no gussets or knots to interfere with filing. It is made of a tough leather- a steel paper 

like red rope stock that is light and flexible, but very durable and thoroughly protects the contents. eli that 
Each envelope has an index printed on the inside cover, so that you may index the papers contained P 

in it, and find any particular paper in a second without disturbing the others. holds papers 
Steel-Type Expanding Envelopes are used by the United States Government Departments—New York securely, preventing 

Life and other big insurance companies; Safe Deposit Trust, and Mortgage Guarantee Companies, and either out or side- 

other large firms and corporations. slidi It t 
If you have papers of any kind to file or care for, you should know this envelope. Write to us for tone, saan pty = 


Ty c sank . crs ; ‘ “pc pers 
catalogue No. 19, giving full description and prices. on tina pa 


Full 
GEORGE B. GRAFF COMPANY, 294 Washington St., Boston, Mass, | "ston reauest 
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handles typewriters. 














TYPEWRITER 
DEALERS 
EVERYWHERE 


ATTENTION! 


Our new large quarters (centrally located) enables us to 
carry a much larger stock of all makes typewriter in the rough 
than heretofore carried, also places us in a position to give 
prompter service and lower prices. 


Young Typewriter 
Company 
62 W. Madison Street 
Chicago 














Something special this month for the stationery dealer who 


You should have our latest Price List. 























Peerless Patent 
Book Form 
Card 






TEEL COMPANY 


PITTSSURGH. PA 










FISHER OUILOING 
CcHICAsO 






&.K. HARRIS 


SAL Ee Acanr 





of our neat card in case. 


Appearance 


what others universally call best. 


51-53 East Adams Street 





Send to-day for sample tab and detach the car 
Send to-day 


Salesman or Sales Manager 


HETHER you are a salesman or a sales manager, a gen- 
eral manager, an officer or a director of your company, 
you should be represented by a good card—the best card. 


That they are the best, ad- 
mits of no discussion. The best 
men everywhere use them. If 
you don’t it is only because 
you have not examined them. 
They are always carried to- 
gether and they carry convic- 
tion. They are always smooth 
edged when you detach them, 
and they are always clean and 
flat. They leave nothing to 
be desired, however fastidious 


the taste, or severely critical the judgment. 


ls one by one—satisfy yourself as to 


The JOHN B. WIGGINS COMPANY 


Engravers, Die Embossers, Plate Printers 


Chicago 
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office use where it is desirable to check up 


incoming correspondence to prevent delays 


in replying. When a time record 

than a minute is wanted, the device can be 
made to register in one hundredths oi 
hour. Hotels have found it useful in re 
cording the arrival and departure of guests 
receipt of mail or express and in checking 
up the kitchen, restaurant or carriage serv 
ice. It has settled many an argument 

a protesting guest. Large stores find 


clerks 


record accurately 


convenient for checking up 


teamsters. It will even 


the beginning and end of a game of 


liards, bowling or goli, as well as the tir 


long distance telephoning 


consumed in 
The Western 
Chicago stamps nearly 4,000 telegrams daily 


Union Telegraph office 


with the Chronograph to register receipt 
A. NEAT SOUVENIR. 

The illustration shows a very neat watch 

fob the Sam’l C., 

Company of Cincinnati, at the Omaha Con- 


distributed by Tatum 


vention 
The 


little emblem is a very tasteful 





“~ 





fair, is very attractive, finished in enam«¢ 


several colors, and was one of the feature 
of the Convention 
one of these souvenirs 


Dealers wishing 


have only to write Tatum for one, and 


long as they last, they will be supplied 


PRIEST USES ADDING MACHINE. 

Father Mary’s 
Church in.Amsterdam, New York, is prob 
ably the first 
the adding machine for handling pew ret 
fair re 


Brown, pastor of St. 


parish clergyman to adopt 


t 











Sunday collections, church eipts, 


contributions 
Sales Manager Martineau of the Burroughs 


and semi-annual _ reports i 


Albany office negotiated the sale The 
reverend gentleman is to be congratulated 
Most pastors do not find that church re 


ceipts demand the use of the adding ma 


chine for their tabulation. 

















































SELL YOUR OWN BRANDS 





of RIBBONS and CARBONS 








Do you realize that there is a very decided 
advantage to vou in selling ribbons and 


carbons under your own brand? The very 





first advantage is the fact that you are 


building a business for yourself. 





When you establish vour own brands you 
eliminate all competition as far ‘as the 
brand is concerned. No one is in rosition 


to furnish it to vour customer. 
Se 


In every place where your brand finds favor 





you are assured of continuous business as 


long aS you maintain your standard. None 





but vourself get the re-orders. 


OF COURSE WE LIKE TO SELL OUR OWN WELL KNOWN BULL FROG BRAND OF CARBON 
PAPER IN OUR OWN BOX BUT WE REALIZE THE ADVANTAGE TO YOU IN HAVING 





Under your brands you have no difficulty in 
maintaining the standard of quality, for im- 
mediately the manufacturer fails to furnish 
you the proper quality you get another 
manufacturer. You are independent. 





Under your own brands your goods are iden- 
tified with your business only. Neither 
your competitor nor your customer knows 
who makes them. The brand—if the qual- 


ity is right—is your asset. 





It is highly important of course that the 
quality be right and that you maintain the 
standard. Your brand should be on high 








class goods at a fair price. 





YOUR OWN BRANDS AND OWN LABELS; AND WE HAVE ARRANGED TO SUPPLY THIS. 
POPULAR CARBON UNDER YOUR LABEL. WE FURNISH THE LABELS WITHOUT COST. 








We will furnish this carbon at prices which 
will enable you to increase your own busi- 
ness. Explain to your customers that you 
are furnishing a superior grade of carbon 





under your own brand and prevail upon 
them to try one box. You will not have to 
use your *‘Follow-up” system to get their 
further business. 


WE ARE ALSO IN POSITION TO ARRANGE EXCLUSIVE SELLING RIGHTS ON BULL 
FROG BRAND OF RIBBONS AND CARBONS IN A FEW LOCALITIES. 


We Invite Correspondence with Live Dealers. 


Let us tell you how to make more money out of your ribbon and carbon department. 





We furnish cheaper grades of carbon and 
ribbons in great variety. Every one of 





them is of unusual value for the price. 
Every one of them is of such quality that 
you may allow their return by your 
customer if they do not prove satisfactory 
in every way. You will find very few if 





any returns. 











THE NEWTON-ROTHERICK MFG. CO. 


32-40 South Clinton Street 





3 CHICAGO, ILLINOIS 
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SHELBY VILLE 
COMBINATION FILE CASE 


Increases the Efficiency of Your Desk 





PIGEON HOLE BOXES 





VARIOUS COMPARTMENT DIVISIONS 





LETTER FILES—CARD INDEX DRAWERS—FILE BOXES 


These file cases are adaptable to all desks, whether roll top or flat, also 
Tables. They are made to suit the needs of the individual. Card indexes, 
letters and papers frequently referred to are always on your finger tips. The 
interior compartment construction can be arranged in any special way accord- 
ing to order. Dust-proof roll curtain closes over compartments. 


Shelbyville Combination File Cases are made with the same degree of 
care as the popular Shelbyville Desks and Tables. We specialize on a high 
standard of excellence of material, finish and workmanship at reasonable prices 


Dealers will find these cases a profitable addition to their office furniture 
business. Write for catalog of entire line. 


SHELBYVILLE DESK COMPANY 


SHELBYVILLE, IND. 

















Septembe IQOI2 


MAKING IT PAY. 
(Fron Baer Facts,"’ Baers’, Canton, O 
[Copyrighted by Baers’, 1912.] 
A most interesting side-line for any busi 
ness man is Making-It-Pay. 
Five and a half days each week (Sat 


P. M. at ball game) he is concerned chiefly 


with Making Something Go. Then when 
the smoke of battle has cleared he stops 
and looks around to count up how much he 
has knocked down. His evenings and his 
Sundays and a smattering of odd wistful 
intervals are largely occupied with thought 
on devising better ways of Making More 
Come Back 

Making It Pay is certainly the middle 


part of the sandwich. 

Usually the first crack a man makes to 
ward heightening and broadening and 
lengthening the rake-off is to cut down, 
haul in, saw off and in all possible ways 
apply the alum to stop the flow of blood 
As a first move it’s a bad crack—it’s a 


break. It starts him thinking first that he 
should not be buying such expensive ma- 
terial, and then that he should not be de- 


livering such good stuff. It is heading 
straight back to the wooden nutmeg 

The paying end of the business is the out 
side end where the other fellow pays; not 
the inside end where Uncle Dudley buys 
Many have held that the opposite of this 
is true but in nearly every instance such 
folks have made some money, lost much 
time and trade, and have contracted dys 
pepsia Yes, sir; the paying end of the 
business is where the other fellow pays you, 
and that is the end where it’s best to be 
most 

The man who is alertly flaxing around to 
discover how he can give more, give better 

1 ; 


and give quicker to those who take what 
he makes, is generally freed from the neces- 
sity of whittling down the handle to his 
ladle. 

The eagle on the dollar has his wings 


: 1:1 1 


spread in flight but he is just as likely toa 


fly toward you as away from you. Some 
men rush to build a cage for the bird 
they’ve got, while others go forth and scat 
ter pieces of meat. 

Making It Pay is aitogether a matter of 
making it pay those who buy from you 

The only point in business where com 
petition can’t do just as well as the next 
fellow is in thinking up new ways to give 
more value. 

Through a post graduate course in giv 
ing more value we incidentally get to know 
what really good service can be, and we 
then go after it for ourselves—and get it— 
and pass it along again. 

A batting average is improved some by 
passing the bad ones; but it gets fat through 
doing better business with the good ones 

Once in a great while the game produces 
a Hans Wagner who can get three bases 
out of something below the knee and two 
feet off the corner, but the instances are 


rare. 
The best business people today are nei- 

ther swinging at nor attempting to pitch 

the commercial spit-ball or fade-away. 
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They want it straight over the plate for | 


themselves, and are stretching brain, eye | 


and muscle to put it over straight for the 
other fellow. 

Surprising the public with ideas and im- 
provements and things they didn’t know 
they could get, will surprise the home office 
with the discovery of ideas for helping it- 
self. It’s a very decent habit. It’s more 
fun. 

And it’s the 1912 Model way of Making 
It Pay—both ends against the middle. 


WANTS TO HEAR FROM AMERICAN 
MANUFACTURERS. 

Gustave A. Steiner, member of the firm 
of Steiner Bros., Prague, Bohemia, repre- 
sentative of the Adler Typewriter Works 
of Frankfort, Germany, and other Amer- 
ican office supplies, left Rotterdam on Sep- 
tember 9 for Boston, being a delegate from 
the Chamber of Commerce at Prague to the 
Chamber of Commerce in Boston. 

Mr. Steiner is interested in every kind of 
office supplies and typewriters that are not 
represented in Austro-Hungary, and will 
be pleased to hear from manufacturers. 

All letters to him should be addressed to 
Gustave A. Steiner, from Prague Chamber 
of Commerce, care of Boston Chamber of 
Commerce, Boston, Mass. 

The firm of Steiner Brothers has been 
established in Prague since 1899 


IDEA FOR WINDOW DISPLAY. 

Many dealers in office specialties make 
the mistake of hurling huge quantities of 
goods at the passerby through the medium 
of their show-window. The inquisitive man 
who stops to count the number of fountain 
pens thus exhibited is rarely a buyer. True 
display is more adroit, more creative. A 
small display, changed once a week, with 
a new centerpiece or idea each time, is bet- 
ter. Mere mass of goods nowadays mag- 
netizes few dollars. It is the idea behind 
them which registers the sale. 





A Pocket Time Stamp. 

The Hoggson Pocket Time Stamp, Model 
D, manufactured by S. H. Hoggson & Com- 
pany, Arlington, New Jersey, is a handy 
portable article, 4% inches in height and 9 
ounces in weight, which is meeting a ready 
Its case is strongly made of 


demand. 
I telescopic metal 


wrought brass, with a 
spring base, which is guaranteed to be 
dust-proof. The finish is in gun metal. 
The clock 


ment, and is guaranteed to be accurate. The 


has a specially strong move- 


dies are interchangeable and can be fur- 
nished in any number; they can be put on 
or removed in less than a second. .The size 
of stamping space is 2% inches square, and 
the machine will print any design or word- 
ing which can be placed in this space. The 
company has established a branch office at 
108 Fulton street, New York City, and will 
be glad to forward a-catalog upon request. 





| 
| 
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“ROCKBARNES” 
PAPER FASTENERS 


are made of the best Half Hard Brass 
WARRANTED NOT TO BREAK 


ALL SIZES—BOTH ROUND AND FLAT HEADS 


Can furnish under own imprints in quantities 
' Liberal discounts quoted on application 
Ask for prices on paper clips—all standard makes 


ROCKWELL-BARNES COMPANY 


823 Munn Building 
CHICAGO 


Me 


ill 














/ LOOK LOOK 
CARD CABINETS 


To meet the requirements of a large or small 
office. Made of solid oak 
finish. Equipped with follow rod. 


One drawer......§0.85 |] Four drawer..$2.00 
Two drawer...... 1.20] Six drawer..... 2.88 


For 3x5 cards. To dealers in lots of six or more. 


BROOME MFG. COMPANY _ PERU, INDIANA 





golden or weathered 












Don’t 

Blame 
the 

Operator 


Miller’s Standard Pneumatic Ear Cushions 
will overcome 90% of poor telephone service- 
They fit the ear snugly and bring your far- 
away friend in talking distance. 


Miller’s Standard Pneumatic Ear Cushions 
mean the soothing comfort of telephone con- 
versations-00 quulnciios of all outside _— 
turbances and that grin ting 
always connected with the Sard rubber 
receiver. 


Miller’s Standard Pneumatic Ear Cushions 
are sanitary. They can be instantly detached 
and cleaned in a few minutes. They are made 
. Stang standard receiver and will last in- 

efinitely. 


If your Stationer or Rubber Dealer can't 
supply you, send his name, or order from 
us, enclosing 50 cents. 


















Agents Wanted 


The MILLER RUBBER CO. 
Dept. 2, So. High St., AKRON, OHIO, U.S.A. 























Peer 


inches diameter, heavy weight 
inches diameter. Write for particulars. 





7HE NEW IMPROVED 
UNIVERSITY BOOK RING 


The Ring with the Deep Locking Joint— 
A Feature Unknown to Other Rings 
It meets every requirement for the temporary 
binding of student’s and stenographer’s note 
books, and various loose leaves. Simple, strong, 
and neat. Made in four sizes. No. 1, 1} inches 
diameter, light weight; No. 1, heavy weight, 1} 
inches; No. 2, 14 inches diameter, light weight; No. 2, ly’ 
i Unjointed ring, 


Otto Kellner, Jr., 4028 State St., Chicago 










Fully Protected 
Patented Feb. 4, 1902 
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The Proudfit Principle 
means Evolution 


No posts or thongs. 

1 inch binding margin. 
Unlimited capacity. 

Flat opening books. 

No “hills to climb”’ in using. 

















Proudfit Spring Back 
Current Binder 





Proudfit Spring Back Current Bin- 
der unlocked and inserting sheet. 














Proudfits for every loose 
leaf purpose. 


EfEAF GE 


lyon Street, Grand Rapids, Mich., U.S.A. 


Let us send you our complete 
Catalogue No. 22. 
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DUPLICATING 












(iy Special Correspondence.) 


Chicago, Ill. 

G. Wilder Beckler, formerly with the Lord & Thomas 
Advertising Agency, is a new salesman on the city staff 
of the Craig Letter Works, 328 West Kinzie Street 

. > > 

E. L. Pavener, of the sales staff of the T. A.. Heyer 
118 North La Salle Street, has 
spending an enjoyable vacation at his old 
in Elyria, Ohio. 


Duplicating Company, 
been home 


. . . 

0. G, Gould, who has started an office appliance 
business at Vancouver, British Columbia, was a recent 
trade visitor upon Manager G. H. Abbott, of the Dupli- 
cator Manufacturing Company, 440 South Dearborn 
Street Mr. Gould sees a great future for Americans 
in British Columbia, and especially for live representa 
tives of duplicating machines, which are in great 
demand there 

o . . 

Manager F. M. Coxon, of the Writerpress, 203 South 
Dearborn Street, spent some time this month in a busi 
ness trip to Missouri and Louisiana. 

. . a 

8. T. Smith, Jr., general manager «f the duplicating 
department of the entire Underwood Company, paid a 
visit to the Chicago Underwood office late in 


August on a tour of inspection. 
. *. > 


short 


C. M. Babcock, manager of the Craig Letter Works, 
828 West Kinzie Street, spent his vacatfon recently at 
Sparta, Mich., and has returned with a number of new 


plans for handling the big fall business already 
promised. 

. . > 
T. A. Heyer, of the T. A. Heyer Duplicating Com- 


pany, 118 North La Salle Street, combined a successful 
business trip with attendance at the Omaha National 
Stationers’ convention this month, and reports a wide 
extension of his line in neighboring Nebraska cities. 

. . > 

Manager G. H. Abbott, of the Duplicator Manufac- 
turing Company, recently returned from a business trip 
to Detroit. His product is now made in four sizes, in- 
stead of two, as at first. 

. . . 

President E. R. Lerner, of the Writerpress Company, 
returned August 27 from a two weeks’ visit to the 
company’s Chicago office, 203 South Dearborn Street, 
having left the new Writerpress attachment, the auto 





September, 1912 


demon 
staff 


matic addressor, a typesetting device, which he 
strated to Manager F. M. Coxon and the Chicago 
during his stay 

. . . 

Manager R. J. McDonnell, of the Printogroph Sales 
Company, 53 West Jackson Boulevard, made 
trips this month te South Bend and Fort Wayne, Ind 
and to Geneva, Ill., closing a contract in the latter city 
with the Wheeler Screen Company, which will install 
the Printograph in its offices. 

> > 7. 


business 


Cc. L. Kuehnl, traveling representative of the Cox 
Multi-Mailer Company, 443 South Dearborn Street, after 
reports a growing field among print 
various «mailing 






an extended trip 
ers and publishers for the 


manufactured by the company 
> . . 


machines 


building 


The Cox Multi-Mailer 
variety of machines to take care of newspaper 


Company is now 
journal 
or magazine mailing For seven years this company 
has been using linotype slugs for addressing, but with! 
the last year has brought out some new types of mail 
ing machines and adapted them to run paper stencils 
and zine plates, as well as linotype slugs, at a hig! 
rate of speed. The company has also developed a maga 
zine mailing machine and a mechanical typewriter wit! 


which to emboss the zinc plates used in the mailers 
Cleveland, Ohio, 

The Duplicator Manufacturing Company, whose Chi 
eago office is at 440 South Dearborn Street, has just 
established a new branch office in this city H. W 
Harris, a former Remington salesman and more recently 
on the Chicago staff of Manager G. H. Abbott, is in 
office at 715 Rost 
include also 


state The 


here, and has opened an 
Building The territory under him will 
Toledo and the surrounding part of the 

Duplicator Company now has branch representatives 1 
New York, Baltimore, Boston, Cleveland, St. Louis and 


charge 


Milwaukee 
Milwaukee, W's. 
Cc. M. Babeock, manager of the Craig Letter Works 
328 West Kinzie Street, Chicago, recently paid this 
city a visit with the purpose of organizing a branch 


office of his company here It is expected the site will 
be made public within a few weeks, in order that the 
branch may be in working order in time to handle the 
fall demand from this section of Wisconsin 
San Francisco, Calif. 
The Printograph Sales Company has opened a brane 


office for its machine in this city 
. > . 


Mr. Ludlow, Western representative of the A. B 
Dick Company, is expected here about the first of 
September 

. . > 
4 special demonstration of the Edison Duplicating 


Machines, is being conducted in one of the Cunning 


ham, Curtiss & Welch display windows 
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ADDING MACHINE 





(By Special Correspondence.) 


Birmingham, Ala. 

C. W. Treadwell, of the local Burroughs staff, won 
the Ford runabout offered by his company for excep 
tional work among the large list of leading salesmen 
who attended the All Star Club convention at Detroit 
in July 

Boston, Mass. 

The local Comptograph office is now located at 176 
Federal Street, and is under the direction of William 
Marshall, a new Comptograph man, but a salesman and 
executive of wide experience 

Detroit, Mich. 

F. H. Dodge, sales manager of the Burroughs Adding 
Macoine Company, was seized with an attack of appen 
dicitis on the last day of the convention of the Bur- 
roughs All Star Club, held in Detroit the last week in 
July An operation was successfully performed, and 
Mr. Dodge is on the road to recovery. He will shortly 
be able to assume his duties as sales manager again 

. * 7 

E. D. Shaw, former district instructor of the Bur 
roughs Adding Machine Company, and former sales 
agent at Boston, has been chosen instructor of the new 
Burroughs School for Salesmen, which is to continue for 
four weeks during September 

> . . 

L. S. Sanborn, formerly Burroughs sales manager at 
Fort Wayne, Ind., is now connected with the home 
office sales department 

> > > 

More than a hundred visitors made a trip through 
the factory of the Burroughs Adding Machine Company 
during the month of July Ninety-six visitors came 
from outside the state of Michigan. One of them, 
James Reid Block, comes from Seotland, and another 
N, Q. Jhao, from China 

- . J 

4 social feature of the Detroit convention of the 
American Bankers’ Association, September 9-14, will be 
a buffet luncheon and reception given to the visitors and 
to other distinguished guests at the Burroughs plant 
by the company Monday, September 9. In connection 
with the luncheon, tue Burroughs will also maintain a 
Burroughs bank in Parlors F and G of the Pontchar 
train, wherein they will demonstrate all their latest 
bank adding machines. These will include the Transit 
machine, the Ledger Posting machine, Customer's State 
ment machines, teller’s cage machines, and several 
others Burroughs bank experts from several of the 
large cities will be in charge of the Burroughs bank. 

Los Angeles, Calif. 

( E. Knotts, of the Los Angeles office of the Bur 
roughs Adding Machine Company, while attending the 
convention of the Burroughs All Star Ciub, held in De 
troit the last week in July, was the recipient of an 
imported gold watch, the gift of G. EK. Hazard, sales 
manager of the Los Angeles office. The case of the 
watch bore the inseription, ‘‘A token of loyalty and 
appreciation,’’ referring to Mr. Knotts’ presidency of 
the All Star Club twice in succession—a feat never 
before accomplished in the history of the club. 

. . * 

The local office of the Comptograph Company, opened 
last May, under the direction of G. H. Shannon, sales 
manager, at 348-350 P. E. Building, is doing a profitable 
business. This is the pioneer Comptograph effort in this 
city, and under Mr. Shannon’s aggressive management 
it is already giving promise of unusual success. 

Salt -Lake City, Utah. 

G. Y. Parrish, of the Salt Lake City office of the 
furroughs Adding Machine Company, spoke at the 
lupcheon of the Salt Lake City Rotary Club recently. 

San Francisco, Calif, 

L. A. Ireland, division sales manager for the Compto 
graph, recently returned to San Francisco, after a 
month's inspection of the Northwest offices. 

> . > 

Howard Rice, until recently with the Metropolis Na 
tional Bank, is a new Comptograph salemsan in the 
Pacific division 

> * * 

C. H. Jenkins has just returned from a three weeks’ 
trip among the north coast cities, and states that his 
two adding machine lines now have first class repre 
sentation at Portland and Seattle, and business there 
is in good shape. 

Seattle, Wash. 

Both the Seattle and the Portland offices of the 
Comptograph are to be increased as to salesmen early 
in September in preparation for a heavy fall business 
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“ALL THAT THB NAME IMPLIES" 


THE FAULTLESS 
PEN AND PENCIL HOLDER 








Attractive 


Durable Satisfactory 
The lever movement makes it easy to apply to 
the pocket without the use of both hands. It 
holds securely and does not pull or crush the 
pocket when inserting the pen or pencil 
Put upin three-dozen lots, assorted sizes, on 
attractive card with an easel back. 


L. D. VAN VALKENBURG 


MANUFACTURER 
Holyoke, Mass., U. S. A. 



















AS GOOD AS THE BEST— 
BETTER THAN THE REST 


TYPEWRITER | 
RIBBONS 


AND 


CARBON | 
PAPER . 


Manufactured by 


The S. T, Smith Co. 


PEWRITERs : 
7 11 Barclay St., New York 
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AN ADDING MACHINE 


$10. 


We have been making Adding Machines for ten years and have 
sold over 30,000. “THE PROOF" onrequest. During the past 
few years we have expended thousands of dollars in special tools 
and machivery to produce a machine that would be within the 
reach of all. 


for general office or personal 
desk use - - only 


We have succeededj 


THE GOLDEN GEM ADDING MACHINE 


is the result 


You can keep it right on your desk or take it with you on the 
road. It saves brain work and suits the average man's needs as 
well as a machine that costs several hundred dollars. It weighs 
oily 190z. It hasa capacity of seven to nine columns—carries 
and resets to zero automatically—has totals always in sight—is 
dust proof—will last a lifetime—is very simple—prevents al} 
mistakes. § The GOLDEN GEM is very compact—has a 
highly nickeled finish, made of the best materials throughout 

acd is supplied ina pebbled morocco leather case for only $10° 
* IT PAYS FOR ITSELF BY AVOIDING MISTAKES. £ Send 
your remittance today—your money back within ten days if the 
machine does not make good. § SALES AGENTS: The “‘Golden 
Gem’ sells itself. 








Address O. A. GANCHER 


Automatic Adding Machine Co. 
319 Broadway 33 New York 

















Are You After 
British Trade ? 


If so, advertise in the ‘“ Stationer 
& Printer’’—the paper read 
by the good class Re- 
tailer and Whole- 
saler. 


Specimen Copy and Rates on Receipt 
of Post Card 


STATIONER & PRINTER 


160 Fleet Street 
LONDON, ENG. 








A QUICK 
SELLER 


Because nothing ap- 
peals to the office 
man more directly 
than an accurate 


Desk Clock 


An attractive paper 
weight; a handsome 
dial, and a case of sparkling glass—3} in. square. 
The top is on an angle,so the dial is easily seen 








Sent anywhere prepaid jor $1 5 
Sold by Stationers and Office Outfitters generally. 


H. D. PHELPS 


37 Beaver St. Ansonia, Conn. 




















You Can Never Forget 
With a Monitor Set 


FILLER NPTA 








The Daily Monitor Desk Set 
(Piller No. 3-C) 
The Monthly Reaties Desk Set 


ler No. 2-B) 
The Oliver Phone Desk Pad 
(Filler No. 1A) 


The new Oliver Trio— is a paper weight —a 4x6 pad with 
knife to cut 3x4 memos.—a Daily Monitor Pad—a Moathly 
Monitor Pad—a Telephone Card Index Directory —a pen- 
cll and holder and a “Right in Sight” Memo. Clip—arranged 
in three combinations to suit different business conditions. 
Send for full descriptions, Fesces and discounts 
Good proposition for established agents. 


Oliver Manufacturing Co., Inc. 
308 Walnut St., Philadelphia, Pa. 
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Not five years old 
yet the total sold 
to date is expressed 
in six figures 


Send 
us 


60c 


fora 
sample 

post- 

paid. 





Patented. 





The reason: 


There isn’t a bolt, a nut,a 
wire, not a single extra part 
in the base that makes a 


“PRACTICAL” 


Tickler-Memo 


Desk CALENDAR 


the business man’s 
preference. 


ACH succeeding year’s pad slips on 
and locks instantly. The pad is 
made up from excellent paper stock for 
pen or pencil use. The printing is jet 
black, not the usual grey black. Each 
date sheet slips back into position with a 
“‘one-hand” operation. 
THE BASE is stamped from one piece of 
sheet steel and finished in black enamel. 
Each “ PRACTICAL” DESK CALEN- 
DAR is packed in a strong carton for mail 
or express. 


The Demand Upon Dealers 

for “Practical” Desk Calen- 

dars Is Increasing Each Year. 
Place your orders with us, the 
manufacturers, at prices that 


permit you to make a profit 
that appeals. 


Write for Circular 


and Price List AZ. 
Picard & Chamberlin 


“Practical” Specialties. 


70 Griswold St., DETROIT, Mich. 























(By Special Correspondence.) 
Cambridge, Ohio. 

The Hope-Blair-Huston Company has been  incor- 
porated here to deal in office furniture. The capital is 
$15,000, divided into 300 shares of $50, and the incor- 
porators are F. C. Blair, J. N. Hope, M. T. Huston, 
S. B. McCulley and C. M. Williams. 

Chicago, Ill. 

George A. Balsley, Yawman & Erbe representative in 
the Northwest, was a visitor at the company’s new 
local office on his return westward from the recent 
Rochester convention. 

. > . 

A new building to house lines of furniture samples in 
the exposition district is being erected at 1414-1420 Wa- 
bash Avenue, on a part of the premises Jacob and 
Josef Kobn have had as their salesrooms. The building 
will be seven stories and basement, the first and second 
stories being occupied by the Kohn Company and two 
others by the M. L. Nelson Furniture Company, of 
which G. E. Dewey is president. 

> . . 

H. L. Clark is a new member of the Illinois sales 
force of the Murphy Chair Company. W. A. Boland, 
formerly with the Chicago Hartman store, will cover 
west side territory for the Murphy chairs. 

Grand Rapids, Mich, 

This month has seen the completion of the new Macey 
factory building, devoted to the production of steel filing 
appliances. The first samples out are six sizes of 
Inter-Inter safes and a four-drawer Vertical file. Or- 
ders will be filled regularly throughout September, it is 
expected. 

Huntington, W. Va, 

A. T. Schropp, store manager for the Swan Printing 
and Stationery Company, office outfitters here, whose 
furniture line is a prominent feature ‘tn the lines han- 
dled, has just returned from attending the Omaha Sta- 
tioners*‘ convention, stopping off on his return trip for 
a short visit in Chicago. 

Los Angeles, Calif, 

The Bronson Desk Company is to erect a thirteen 
story store and loft block at Seventh and Grand Avenue, 
Marietta, Ohio, 

Following its contract with the United States Govern 
ment to equip all consular offices with fire-resisting 
filing cabinets, the Safe-Cabinet Company has made 
several sales to state governments in the market for 
office furniture. Chief among these is an order from 
the state treasurer of New Jersey for goods to be in 

stalled in the State House at Trenton. 
* * 7 

To facilitate the handling of its increasing business 
in Asia, Australia, the Philippines and Hawaii, the 
Safe-Cabinet Company has effected a connection with 
the well known export house of Muller, Maclean & Co., 
of New York City. 

Philadelphia, Fa, 

A. G. Bird, one of the best known figures in the 
local trade, has severed his connection with the George 
E. Mousley house. 

Pittsburg, Pa. 

J. H. Conlon, manager of the local Yawman & Erbe 
branch office, attended the Rotary Club convention at 
Duluth this month, paying a visit to the company’s 
new Chicago office August 3, en route. 

Richmond, Va, 

The C. & O. Railroad has purchased a solid carload 
of Globe-Wernicke bookcase sections for use in its new 
building here The entire legal department of the cor 
poration will make use of 600 sections. The deal was 
consummated by the local representatives of the Globe- 
Wernicke Company, the Everett Waddey Company. 

. > . 

W. B. Melvin, who has been foreman of the repair 
department of the Remington Typewriter Company here, 
has purchased an interest in the office furniture and 
stationery firm of C. C. Epes & Brothers, 2909 Wash 
ington Avenue. The firm name will be changed to 
Epes Stationery Company, and a full line of office appli 
ances and .typewriters will be carried, " 

San Francisco, Calif. 

F. R. Feitshans, president of the Los Angeles Desk 
Company, Los Angeles, Cal., is in the East, where he 
will make extensive purchases, preparatory to equip 
ping his new store, which is in process of construction 
at 828 South Hill Street 

> > 7 

C. H. Crocker, president of the H. S. Crocker Com 
pany, expects to make a special trip to New York early 
in September. 


















Increase 
Your 
Business 


with a line which sells readily, 
always gives satisfaction and 
is a money maker. 


Get acquainted with 


COOK’S 
CUALITY LINE 
CHAIRS 


The World’s Standard 


We specialize on Spring Back 
Typewriter and Office Chairs, 
carrying a large stock of finished 
goods for immediate delivery. 
Our Chairs are sold by the lead- 
ing Office Furniture Dealers 
everywhere. 


WE SELL TO THE TRADE ONLY 
Send for catalogue and price list 


C.A. COOK COMPANY 


Manufacturers 
16-28 OSBORN ST. CAMBRIDGE, MASS. 
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FULTON 
SPECIALTIES 


The most complete line of 
rubber stamp goods—The 
highest standard of manufac- 
ture—Largest variety—Low- 
est prices, quality considered. 


SOLD BY THE LEADING DEALERS 
ALL OVER THE WORLD 











FULTON Price and Sign Markers. 
New catalog showing complete line 
now being distributed. Copy upon 
request. 

FULTON——-Business and Office Out- 
fits. 


sets made. 


Handsomest solid rubber type 
Put up in polished wood 
boxes with pads and holders ready 


for use. 


FULTON——Rubber 
We can duplicate any 


Type. All sizes 
and styles. 
rubber type set made. 


FULTON——Stamp Pads. We sell di- 
rect to the trade. All discounts are 


yours. 


FULTON——Non-Blurring Wood 


Pads. Best stamp pads made. 


FULTON——Band Daters and Num- 


berers. In all sizes. 


FULTON——Indelible Inks. Abso- 


lutely guaranteed. 














FULTON RUBBER TYPE CO. 


128-142 FULTON ST., 
ELIZBETH, N. J. 





Established 1890 
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(By Specta! Correspondence.) 


Baltimore, Md. 
Duval, sales manager for G 


H. H. 
& Company, typewriter 
from a trip to New York City 
tained by the New York manager of the factory which 


Howard Tinley 
supplies, recently returned 
where he was enter 
his company represents in this city and Washington. 
D. ©. Mr. Tinley, of the same company, has been 
away among the Blue Ridge Mountains for several 
weeks but will return to take up the fall eampaign 
at an early date. 
Boston, Mass. 

Richard B. Carter, president of the Carter’s Ink 
Company, has been spending the month of August at 
Scituate, Mass. 

Chicago, Ill. 

W. H. Cox. in charge of the ribbons and carbons 
department of the Chicago Carter's Ink Company, to- 
gether with Eddie Hearne, the well known automo- 
bile racing driver, enjoyed an extended launch trip on 
Lake Michigan this month, accompanied by their wives. 
weather several 


The sudden squally 


times forced a pause in their voyagings, and at one 


appearance of 


stage they were compelled to leave the launch, pitch 
a tent on the Michigan shore and dry out their 
drenched belongings The outing was declared to be 
highly enjoyable, nevertheless, ond an excellent tonic 


for fall business 
> 2 . 
H. W. Rotherick, Newton-Rotherick 
Manufacturing Company, returned at the 
close of August from a five weeks’ vacation at Mani- 
Wisconsin. Mr. Rotherick is brown and fit 
in every way physically as a result of his fishing and 


president, the 


Chicago, 
tiwisch 


other sporting experiences in the woods. He says he 
is ready for a big Fall business which is already 
started on the popular Bull Frog brand of carbon pa 
per and typewriter ribbons 

- * . 

Bert Allen, of the firm of Carter & Allen, 205 West 
Monroe street, returned last week from Kelly Lake, 
where he bas been spending his vacation. 

> . . 

Fred W. Neely, secretary of Neely & Peacock, 337 
West Madison street, is on a month’s business trip 
through Utah, Colorado and neighboring states of the 
West 

> - * 

R. E. Eberwine, sales manager for the firm of Neely 
& Peacock, departed on Labor Day for a_ several 
weeks’ trip through Wisconsin, Indiana, and neigh- 
boring middle western states. 

> > . 

A. Silver, advertising manager for Neely & Peacock, 
337 West Madison street, has just returned from an 
enjoyable vacation spent in Michigan 

Durham, N. C. 

“FF. H. Green, the Office Outfitter,*’ is the title of 
a new office appliance and fixture business here, estab- 
lished August 20. Mr. Green has been connected with 
the Durham Book and Stationery Company for several 
years. 

Mason City, Ill, 

An error in this column last month mentioned the 
visit of C. N. Haughey, of the Mason City Typewriter 
Exchange, ‘‘Mason City, Iowa,’’ to Chicago. The Ex- 
change is located in Mason City, Illinois, a fact well 
known to the trade through its enterprise and activity. 

Passaic, N. J. 

B. G. Volger is enjoying a month’s rest and vaca 
tion in Ontario, Canada. 

San Francisco, Calif. 

The Non-Erasable Ink Company has filed articles of 
incorporation in California. The capitalization is $25,- 
000. The incorporators are L. E. Cater, A. C. Shreve 
and W. F. Lacy. 

St, Louis, Mo, 

H. B. Sauger, representing the Carter's Ink Com- 

pany, was visiting the trade here early this month. 
Trenton, N. J. 

The Trenton Ink Company and the United Sales 
Company, both of Trenton, have ceased to do business 
since a receiver was appointed for the Trenton Paper 
and Woodenware Company, the officers of which are 
said to have been connected with the ink and sales 
concerns. 

Washington, D C. 

Fred 8S. Lincoln, local representative of the Macey 
line, has obtained the contract for furnishing the United 
States Government all its record and guide cards for 
the fiscal year, which ends July 1, 1913. This means 
that the Government will use only Macey record and 
guide cards in all branches of its business. 
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A Distinct 
Advantage 
In Distinctive 
Quality 


CARBON PAPERS and 
TYPEWRITER RIBBONS 
that have not only superior bril- 
liancy and depth of color, but 
far greater wearing qualities than 
others—their copies will.posi- 
tively not fade, and they will 
not deteriorate. 
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In a business where a saving 
of dollars and cents is measured 
by the quality of the work, you 
will find BUCKSKIN and 
DAISY Brands in use. 





ILI OFA 


They have proven their efficiency. 
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Write for samples, on your business 
letterhead, and judge for yourself the 
great difference between BUCKSKIN 
and DAISY Brands of Carbons and 
Ribbons and those of low efficiency. 


Neely & Peacock Co. 


Manufacturers of 


“The Line of Distinctive Quality” 
CHICAGO, U.S.A. 
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We make Show 
Cases of every de- 
scription from 
$4.00 per ft., up. 
Send for our new 
catalog. 















DETROIT SHOW CASE CO. 


DETROIT MICH., U.S. A. 


Show Case Mokers to Progressive Merchants 














R. R. TICKET TIE 


Pratt Ties of this form were 
specially devised for bundling 
up railroad tickets, but they 
are also used in many other 
lines of business. 

Made ia Five Different Colors 

This system of tying up packages 
applies equally well for railroads, 
banks, shoe shops and other factories where quan- 
tities of small pieces must be kept together while 
passing from one dept. to another, and must carry 
marks of identification, such as date, order num- 
ber, initials. Such data may be pencilled on the 
Tie. Write for free sample. 
Pratt F. Mfg. Co., 111 Point St., Providence, R.1. 














ANCHOR texr" MFG. CO. 


CINCINNATI, O., U.S. A. 


BINDERS, HOLDERS or 
METAL PARTS only 


Sectional and Solid Post, Center and End Lock; 
Ledger Transfers, with Metal Hinges; 
Current Ledgers, Steel Back; 

Ring Book; Prong; Price Book; 
Aluminum and Canvas Bound Holders. 


All our Devices are interchangeable with goods 
of Other Manufacturers. 
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COOKE’S PATENT TIME STAMP 


No. O, PRICE $2.50 | 
For Timing Letters, Telegrams, Orders, Etc.-Eliminates all Questions 
This Stamp can be used for FIVE Different Purposes, 
i 


Fi 





SPECIAL 


* 
REC’D 


MAR 26 1914 
A.M, 
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There is an opening below the arrow, so that the names can be interchanged, 
making the one stamp answer for five, such as REO'D ANS’D FILED ENT’D = 


STATIONERS 





HENRY BRAINBRIDGE & CO. 
KIMPTON, HARBOTTLE & HAUPT, 
FRANK A. WEEKS MFG. CO. 
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COOKE’S PATENT TIME STAMP | 


FOR COMMECTLY Teme THE RECEIPT OF 
Valuable Documents 








Telegrams. Letters, O 
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ano 
Pay CaROs, 108 ystems, ETC 









SIN-ONE Recewed Answered Filed Entered Deivered 


No. O PRICE $2.50 





Placed in a Counter Easel, Packed in 


Cartons containing Six Stamps 
each with dates. 


New York City; 
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LOOSE LEAF*” 





(By Special Correspondence.) 


Mich, 
The Central Loose Leaf Company is a 
ized concern in this city, which expects to turn out loose 
leaf books of all kinds The backers are former 
ployes of the Baker-Vawter Company here, it is said 
Chicago, IIl. 


Ralph L. Winans, formerly with the C. S. & R. B 
Company, and now vice-president of the Tenacity Manu 
facturing Company, of Cincinnati, Ohio, was a Chicago 
visitor early this month 


Benton Harbor, 


organ 


newly 


em 


. . + 
The Accounting Supplies Company, 441 First Na 
tional Bank Building, has added the Ubl line of office 
furniture to its department of loose leaf and appli 
ances. 


. > . 

Arthur R. Balfanz is a new salesman on the Chicago 
staff of the Lincoln-Jackson Company, 509 Harris Trust 
Building, of which G, A. Nitschke is sales manager 

* . . 


Harry J. Budd, of the Accounting Supplies Company 
will spend the early weeks of September in a business 
trip through lower Wisconsin in the interests of his 
concern, 

. . . 

The McDonald Ledger and Loose Leaf Company has 

been incorporated here with a capital stock of $25,000 


by H. T. Chace, Jr., L. F, Schmidt, E. V. Quinby and 
M. B. Waltz, all of Chicago. 
Cleveland, 0Oi.20, 

Leon L,. Allyn transferred the management of the 
new Cleveland offices of the Kalamazoo Loose Leaf 
Binder Company to 19 Euclid Areade on August 1 
Formal opening of the new headquarters took place 
August 5-7 and brought out many congratulations 
the progress of the company in this city. 

London, England. 

The British Loose Leaf Manufacturers, Ltd.. is 

latest English manufacturing concern to extend its 


operations to Canada, 

ness in the Dominion 
New York City, N. Y. 

James G,. Fegan, in charge of the loose leaf and filing 

departments of the Bell Book and Stationery 


having opened an extensive busi 


Company 


Richmond, Va., spent a week early in August at the 
factory of the C, E, Sheppard Company, acquainting 
himself with the details and method of production of 


Cesco goods. 

> * > 
August visitor to the C. E 
Fretwell, of Jackson, 


Another 
Company 


early 
was J. W 


Sheppard 


Ga., one of 


the company’s most progressive Southern representa 
tives. Mr. Fretwell acquired much useful information 
concerning the Cesco lines and spent several days it 
a pleasure trip to Niagara Falls. 


* > > 

A. A. Goldstein, head of the estimating department 
of the C, E. Sheppard Company, recently returned from 
a two weeks’ spent in the heart of the 


vacation Cat 


skills, and is now busy planning to meet the demands 
of a busy fall season 
San Francisco, Calif. 
Payot, Stratford & Kerr are considerably annoyed 


over the delay in getting moved to their new locatior 
but the the building, which 
the cause of the delay, is about complete, the removya! 
will soon be accomplished Mr. Kerr, of the company 
reports a splendid demand for the 


for which his company has the agency. 
. . * 


now marble work on was 


Kalamazoo binders 


The Lithgow Manufacturing Stationery Company 
manufacturers and dealers in blank books and office 
appliances at Albuquerque, N. M., hus bought out the 


Company of that 
122 South Sec 


an interest in 


Printing 
quarters at 
‘ooper has purchased 


business of the Commercial 
city, and will move 


ond Street J. Li ¢ 


to new 


the business and will be associated with Mr. Lithgow 
in the management 
. . > 
An attractive window display has been arranged at 


the store of the Schwabacher-Frey Company, featuring 
Irving-Pitt loose leaf goods. 
St. Louis, Mo, 

Thomas E. Heeter, of the Boorum & Pease Loose Leaf 
Book Company, St. Louis, is now the sole owner f 
metal edge tabs having purchased the interest rf 
J. C. Dawson and H. R. Wright. The plant is at 


7249 Rosalie Street 





September, 1912 


‘o TYPEWRITER 
= 











——— UL ; 
er 2 SFr ot * 





(By Special Correspondence.) 


Abbeville, France. 

Underwood operators captured the three chief honors 
at a contest in speed and accuracy held here this 
month 

Ajaccio, Corsica. 

Among forty entries in the famous’ typewriting 
speed contest here recently six Remington operators 
bore off honors The first prize in the championship 
contest went to Mile. Mattel Eva, of this city. 

Bangor, Maiue. 

Cc. §. Kendrick, who has been making his headquar 
ters in Bangor, has moved to Lynn, Mass. Mr. Ken 
drick will look after the interests of the Oliver in 
Essex County Massachusetts He is succeeded in 
Eastern Maine by Fred Crooks. B. Edward Sullivan 
is looking after the interests of the Oliver as local 
agent in Bangor 

Biddeford, Maine, 

Col, H. G. Hutchinson, Oliver local agent in Bidde 
ford, has recovered from illness which has partially 
incapacitated him during several weeks. 

Boston, Mass. 

Cashier Hamilton, of the Oliver Typewriter Com 
pany, spent his vacation in Chicago and Cincinnati. 
. al > 
Everett N. Brown, manager of the Oliver Typewriter 
Agency in Birmingham, Alabama, visited Boston and 


Worcester, Mass., recently. Mr. Brown is a _ native 
New Englander He speaks very enthusiastically of 
the Oliver business in the South 

. . 7 


Harry M. Betts, general superintendent of agencies 
for the Oliver Typewriter Company, was seen in Bos 
ton in August He is of the opinion that the business 
of his company is not going to be affected by politics 
this presidential year. 

Boulogne, France. 

Mlle. Antoinette Boniface won the well known speed 
championship contest here recently, covering this and 
adjoining provinces. She used an L, C. Smith & 
Brothers typewriter 

Brest, Brittany, France, 

The Underwood Typewriter Company has just estab- 
lished a school here for teaching young women short- 
hand and typewriting, in connection with its branch 
office, which is about to be installed. 

Buffalo, N. Y. 

Cc, D. Griffin has been transferred from the Spo- 
kane, Wash., office of the Oliver to take charge of the 
local headquarters for that company 

Cedar Rapids, Ia, 

The L. C. Smith & Brothers Typewriter Company 
has established an office here in the Jim Block, 127 
North Third street, of which O. S. Bloss, an expert 
salesman and typewriter mechanic, is in charge. Mr. 
Bloss has had a long and thorough experience in the 
typewriter business. For twelve years he was sta- 
tioned in Scranton, Pa., and later served five years at 
Davenport, Iowa For the last three years he has been 
in Chicago 

Chicago, Ill. 

A. E. Larson celebrated his return to the Oliver by 

securing his quota the first month 
. al > 


There has been no dull season during the summer 


months at the Chicago Branch of the Oliver. July 
business shows an increase of sixty per cent over that 
transacted in July last year and August business 


shows an increase of over three hundred per cent over 
that transacted in August last year 
. . . 
The monthly gatherings of the Chicago Red Circle, 
an organization of the salesmen of the Chicago Branch 
of the Oliver Typewriter Company, are inspiring both 


to members and invited guests The discussions, 
maneuvers, and stunts which occur, indicate a high 
order of ability in the participants 

. * . 


A. M. Gibson. of the Chicago Branch of the Oliver 
Typewriter Company is at present strenuously travel 
ing in an endeavor to evade his annual contest with 
hay fever We hope Gibson returns without weeping. 

Cincinnati, Ohio, 

T. J. MeDermott, the old-time Oliver agent at Ox- 
ford, Ohio, has taken up road work, covering a Ken 
tucky-Indiana territory He has started out very suc- 
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UICK SALES 





BIG PROFITS 


For Live 


OFFICE SUPPLY DEALERS 


who will handle the 


(JHL ART STEEL 


15 Days’ 


SAVES TIME, RENT and MATERIALS and 
INCREASES EFFICIENCY 
DESCRIPTION: Rigid steel frame, 
absolutely indestructible, ample space F 

for full week’s supply of stationery. ree 
Wood platforms — silent under opera- 
tion, and easily moved when on casters, 
half turn of lever makes it rigid and 
immovable. Closes and locks at night. 


Sells Itself 
This Stand has so many good features, and so 
thoroughly overcomes all the objections of 
the old-style wood type-writer desk, that it 
practically sells itself. § Our national advertising, 
featuring the 15 Days’ Free Trial, together with the 
work of our Sales Department in digging up prospects 
for you in your community, make the agency for our 
Stand a source of big and steady profits for you. 
Write Today jor Our Special Proposition 


Trial 





Closed 


TYPEWRITER STAND 
AND CABINET 


This stand oc- 
cupies only 4 
square feet as 






the 10 square 
feet taken up 
by the old-style 
desk 


Sold under 
an unlimited 
“Satisfaction 
or Money 
Back’’ guar- 
antee, 





Open 


THE TOLEDO METAL FURNITURE COMPANY, 2213 Dorr Street, Toledo, Ohio 
Makers of Famous Uh! Art Steel Furniture 














Carbon Paper and Ribbon 


MACHINERY 


Hard Finish Carbon Machinery 
17 years’ experience 





JOHN WALDRON COMPANY 


NEW BRUNSWICK, NEW JERSEY 











Do You Sell Typewriter Supplies? 


IF SO, HAVE YOU 


RUBBER 


DUST-PROOF 


COVERS 


Special prices and discounts. We make covers for 
all machines. Cover fabric sample and 
catalogue on request. 


TYPEWRITER SPECIALTY CO., Inc. 
152 Chambers St., NEW YORK 














(Patent Applied For) 


desks and special information regarding t 





e Manufacture a 


Complete Line 
of Office Desks 


of every description and of various designs for special work. 
Wemake a specialty of Typewriter Attachments for any desk now in 
use. Any business man having a good desk of his own who wishes 
to make it a typewriter desk can do so with the aid of a MARYS- 
VILLE CABINET ATTACHMENT, number one. 


DEALERS: You are invited to write for catalogue of our complete line of office 
1e above mentioned Typewriter attach- 
ment. This line is a money-maker, through and through, and we can make you a 
very interesting proposition. Write at once for full particulars. 


MARYSVILLE CABINET COMPANY 
Marysville, Ohio, U. S. A. 


Export Office, 17 Battery Place, New York 


. 
































There is a value not to be under- 
estimated in building a business 
with goods of your own imprint 
Prominent dealers 
all parts of the country attribute a 
large measure of their success to 
having their goods sold under their 
private brands. 


In the ribbon and carbon 
this advantage is plain. 
so many cheap grades on the mar- 
ket that when a man gets hold of a 
ribbon or a box of carbon paper 
which gives satisfactory service he 
wants to know where he can get 
more of the 
means repeat orders 

Goods made by the U. S. Type- 
writer Ribbon Mfg. Co., put up un- 
der your own brand, will bring you 
They are made up 
to a standard which will satisfy the 
most particular customer you have. 
And if your ribbon and carbon de- 
partment is booming‘*it will influ- 
ence and accelerate the sale of 
every article you carry. 

The first step toward this 
proposition is for you 
to write for samples. 
There is no time 
like the pres- 
ent, so do it 


same kind. 


repeat orders. 
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OFFICE APPLIANCES 


and says that business will be heavy in his 


this fall and winter. 


cessfully, 
territory 


. . . 

City Salesman W. D. S. Boyd, covering a west side 
territory for the Oliver, says prospects never looked 
brighter during his whole experience as a typewriter 
salesman. Mr, Boyd has tripled his quota in July 
and more than doubled it in August. 

. * . 

Ferdinand Spangler is a new Oliver man in the Cin- 

cinnati field, working a suburban territory 
. . . 
The Cincinnati Oliver office enjoyed a visit this 


month from Loeal Agent H. F. Beck, who predicts an 


unsually busy fall season in his territory 
> * * 
Local Agent Ben Marshall, of Frankfort, was another 


enthusiastic visitor of the month at Oliver headquar- 


ters. 
al . . 
of the Oliver office, is very proud 


Miss Edna Weber, 


these days, wearing her five-year service badge, which 
she received recently. 
Clinton, Mass. 

Frank Littler, the hustling Oliver traveler, was in 
Clinton a few days ago co-operating with Cleveland 
Morse, the local Oliver agent. 

Dallas, Texas, 
J. W. Couse is the new Underwood manager here. 
Fargo, N. D. 

J. J. Phelan is the newly appointed manager of the 

local Underwood office. 


Harrisburg, Pa. 


J. W. Geiger now manages the local office of the 
Underwood Company. 
Los Angeles, Calif. 
Schlador & Hutchinson are a new typewriter firm in 


750 South Spring Street, 


appliances and featuring the 


with offices at 
machines, 


this city, 
handling 
Carnation carbons and ribbons. 


paper, 


* 7 . 
J. A. Johnson, of the local Underwood sales staff, 
was married recently to Miss Georgia E, Crawford. 


A full set of Sheraton silver was the gift of his office 
associates, 

New York City, N. Y,. 
of Toronto, 


Company, 


secretary of 
three 


Gillooly, Canada, 


Typewriter 


Charles J. 


the United was a days’ 


guest at the New York Underwood office not long ago, 
while on a trip here to study bookkeeping and selling 
methods Before returning, Mr. Gillooly also visited 


Hartford, Conn. 


Miss Rose Fritz, of the Underwood staff, has returned 


from Germany, where she has been demonstrating the 
touch system in the German schools for the Under- 
wood Company She has now entered training for 
the speed contests this fall. 

* . 

New members this month of the Royal Machine-a-Day 
Club are A, L. Kirk, of Cleveland, and M. H. Thomp- 
son, of the Field Department. The following have 
repeated former machine-a-day records: <A. G. Pack- 


Marcus Harwitz, 
York, and W. H. 


Detroit; 
New 


Cohen, 
Garvey, 


ard, Buffalo; A, H. 
Philadelphia; W. F., 
tarford, Philadelphia. 

. . > 


The Royal Field Department has added the following 


new men to its selling force, under Field Manager 
Maxwell Morris, in preparation for the fall campaign: 
John L. MeMahon, northwestern North Carolina; J. L. 
Simms, southern South Carolina; Thomas P. Boone, 
eastern Tennessee; J. W. Masters, central Tennessee; 
E. F. Gilman, northeastern Oklahoma: E. L. Wallis, 


northern Mississippi; M. H, Thompson, northeastern 


Washington. 

Nev. 

prominent photographer of Cedar 
Rapids, has turned his studio over to others and has 
entered the service of the Oliver Typewriter Company, 
traveling in northern Iowa. 


Omaha, 


Edward Zejda, a 


* . . 
H. K. Pals has accepted the Oliver agency at Meser- 
vey, lowa. 
* . . 
J. M. Menendez is a new Oliver traveler in central 


lowa, with headquarters at Marshalltown. 
**e* 


Neb., has accepted a 


W. F. Norris, of Grand Island, 
position’ with the Oliver, with headquarters at Atlantic, 
Iowa. 
> > . 
G. E. Learman, of the Oliver organization, traveling 
in the Black Hills, has taken unto himself a bride. 
* . . 
Ruwe and Ummel, successors to Fred Matthiessen, 
at Fremont, Neb. 


have taken the Oliver agency 
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Paducah, 
Royal city 
transferred to the 
headquarters in this city. 


Iky. 
Washington, 
Ken- 


Cc. C. Walter, salesman in 
D. C., has just 


tucky territory, 


been eastern 


with 
Phoenix, Ariz, 


J. H. Boyd, of the Texas territory, has been trans- 
ferred by the Royal management, to take 
the state of Arizona, with headquarters here. 
al Portland, Ore. 

who has had charge of the 
Ore., for the past six months, has 
n forced 


larger store at 


charge of 


Seddon, Reming- 


Portland, 


Harry I 
ton office, 
increased the 


business so much that he has bee 
office 


three 


to move the Remington into a 
86 Seventh Street, 


old location The 


which is times as big as the 


business seems to be increasing by 


leaps and bounds The last six months. during which 

time Mr. Seddon has had charge, show nearly 100 per 

cent gain in the sales over the same period of last 
year. 

Saginaw, Mich. 

E. O. Andree, for the last six years in the typewriter 

game and recently with the L. C. Smith & Brothers 

has opened a store for the sale 


Typewriter Company, 
machines at 
known as the Typewriter and Supply 
Andree, manager. Mr. Andree left his former 
bearing a cordial] invitation to come back and take his 


Washington Avenue, 
Company I O. 


of used 224 South 
posit ion 


says, 


old job at any time he feels like doing so He 
however, that being in business on his own account 


and 
make a 


training experience 


Andree will 


looks good to him With his 
to back him, we believe Mr. 
cess of his venture. 
San Francisco, Calif. 
Freight Agents’ Association of 
convention in San 
their 


suc- 


Local the Pacific 


held a 
August, at 


The 
Coast 


part of 


Francisco the early 


headquarters, the Stewart 


Hotel The Oliver Typewriter Company had an ex- 
hibit and demonstrated many features of the Oliver 
to visitors 

o . * 

T. W. Reese, former Oliver man in Georgia, has 
been appointed to a city territory with the company 

> . + 

Due to the increased business done by the Oliver 
Company on the Pacific Coast, the Heald’s Business 
College recently placed a big order for Oliver Type 
writers, finding that the demand for Oliver operators 
was so large that it was necessary to have an added 
equipment in all of their schools. 

. > * 

Robert Cotton, assistant manager of the Olive ype 
writer company, recently spent his vacation in the 
Santa Cruz Mountains hunting deer 

> . . 

Fred W. Vaughan, with the Oliver Company is 

wearing a fifteen-year Service Badge 
San Francisco, Calif. 

The Blickensderfer Manufacturing Company has pro 
duced a typewriter equipped with a wheel and keyboard 
of Armenian characters, following the suggestion of 


who had received in- 


Cc. H. Jenkins, California agent, 
quiries for machines from members of the Armenian 
colony around Fresno. The preparation of the wheel 
was done largely by Mr. Jenkins, assisted by one of the 
Armenians Some difficulty was encountered, owing 
to the large number of characters, but the result is 
very satisfactory. A number of orders have already 
been received from the Fresno Armenians 

Seattle, Wash. 

Verne Cleveland, collector, and Harry Gilpatrick, as 
sistant repairman of the local Royal forces, partic 
pated in the recent cruise of the Washington Naval 
Militia from Seattle to San Francisco, aboard the 
cruiser Pennsylvania. 

St. Louis, Mo. 
R. C. Lutz, formerly with the Underwood Company 


city salesman 


at Louisville, taken a position as 
and has been 


for the Remington Company in St. Louis, 
very successful in landing orders in his new territory. 
. > . 


has 


special 
and 


Mr. McCormac, the well known Underwood 


representative, has just returned from his vacation 


is clipping off orders with his usual speed. 
. . a 


E. J. Kelly, formerly with the Remington Company 
in St. Louis, has returned and taken a city territory. 
. > . 

W. L. Kimble is traveling for the Oliver Typewriter 


Company, with headquarters in Kirksville, Mo. 
. . . 

Albert I. Rodenbaugh, Charles G. Peck, T. E. Riche- 
son and John Buchhold are late additions to the Oliver 
organization at St. Louis. 

. * . 

L. E. Gowin, traveling for the Oliver Company, has 
again reported for duty in his territory, after an illness 
weeks. Mr. Gowin has been traveling in 
number of years, and has friends 
We congratulate him on bis recovery. 


of several 
Illinois for a 
in his field. 


many 





September, 1912 


AP Fh 3 


ANCES 








J. J. Coffer, assistant manager at the Remington 
office, has just returned from Chicago, where he spent 


his vacation. 
> * 7 


Joseph Schenk and Milford Smith, of the Remington 
city force, have Just returned from their vacations 


Manager Lincoln, of the L. C. Smith & Brothers 
Typewriter Company, has just returned from his va 
cation spent at his old home in Kansas, having taken 
a 500-mile automobile trip 


. * * 


L. K. Chamblin, city salesman for the Oliver Type 
writer Company, is the proud possessor of a pair of 
diamond studded cuff buttons—a prize for his work 
recently 

. > ° 

Gerald Bryant, a St. Louls boy, is traveling in Arkan 
sas for the Oliver Company Mr. Bryant has recently 
covered that section of the country inundated during 
the spring floods. He reports it is rapidly recovering 
from the losses sustained at that time, and he looks 
forward to a heavy fall business. 


‘ 7 a 


G. E. Allee, traveling for the Oliver, is back in his 
old territory again after several weeks’ leave of absence 
on account of illness. 

South Acworth, N. H. 

J. H. Faught, who for the past five years has suc 
cessfully handled the Oliver in Vermont, is ill at his 
home in South Acworth. He is hopeful of being back 
in the field again early in September. 

Syracuse. N. Y. 

T. E. Hudson, a well known typewriter man and 
a prominent Mason, died at his home, 110 East Borden 
avenue, August 14, after a week's illness of heart 
disease. Mr. Hudson had been connected with the 
Smith-Premier plant, having the contract work in 
the Japan Department for many years. He was a 
thirty-second degree Mason, having held many of 
fices in the different orders, including that of past 
grand master of the Salt Springs Lodge No. 520, 

tesides his widow, Mrs. 
leaves a daughter, Miss 


which conducted his funeral 
Nettie Hope Hudson, he 
Ethel Mae Hudson. 

> > > 

The employes of the L. C, Smith & Brothers Type- 
writer Company held their second annual outing at 
Long Branch, August 10, enjoying an afternoon of 
sports and general entertainment. The committee in 
charge was headed by Charles A. Pross, who appoint- 
ed James T. McGill as publicity manager. 

. . * 

Joseph Cone, assistant superintendent of the Rem- 
ington plant at Ilion, was in town the latter part of 
August. He reported things were unusually busy at 
Ilion, with 7,600 unfilled orders awaiting attention 
when the factory reopened after the vacation. 


* . * 


All the factories reopened August 12, after the va- 
cation, with work ahead to keep everybody busy in 
definitely. Almost every day since the shut down 
was rainy, which gave everyone plenty of time for 
rest. 


. 7 * 


Raymond 3earsley, manager of the American 
Writing Machine Company’s St. Louis branch office, 
stopped off here August 19 on his way home from 
New York. 
. > . 
Paul W. Welch, who is connected with the Rem- 
ington Company at Memphis, Tenn., spent some time 
at the Monarch plant August 19 


* - 7 


As if to prove the assertion of trap shooting ability 
possessed by Treasurer H. W. Smith of the L. C. 
Smith & Brothers Typewriter Company, in the ‘In- 
ner Circle’’ of last month's Office Appliances, the 
first annual shoot of the Gouverneur Rod and Gun 
Club, August 23, gave Mr. Smith second honors out 


of a class of 31 entries among amateurs. He broke 


139 targets out of a possible 150. 
2 
T. G. Fuelling, head repairer at the Cincinnati 
Remington office, put in a profitable two weeks of his 
vacation at the Smith Premier and Monarch plants. 


He has been with the Remington company for more 
than twenty years and since the consolidation has 
interested himself greatly in the mechanism of the 


other two machines 


Waterbury, Conn, 

Harold Wells, local agent for the Oliver typewriter, 
reports excellent prospects for the Fall and Winter 
trade. Mr Wells recently returned from Boston 
where he spent a part of his vacation, 


A. C. ALBRIGHT 


50 No. 4 Underwoods 23, to 27,000 (rough 


314 Broadway 








Typewriter Information Bureau 
September Typewriter Bargains 

50 Re-made No. 4 Underwoods under 14,000, - - $25 50 

100 No. 4 Underwoods 37,000 to 100,000 (rough), 27.00 

50 No. 2 L. C. Smiths under 10,000 (rough), - - - 22.00 


400 No. 6 Remingtons, broken frames and keylevers, 
cannot be repaired but good for parts only, each, 3.00 


A. C. ALBRIGHT, Typewriter buyer fos the trade 


), =~ = = 22.00 
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478-480 Pearl Street, NEW YORK 
Manufacturers of 


Carbon Paper 


Typewriter, Pen, Pencil and Full 


Guaranteed Nonr-Smut. 
Long-lasting, Clean Writings 


Typewriter Ribbons 


For all makes of machi: wi 
and! nes. Will give 
users. 


Write For Samples 
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NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 
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Typewriters 
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Action 
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2952 
Sheffield 
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CHICAGO 


Ledgers, and 


Look for 
Trade 
Mark 
on the 


Label 


We manufacture 
Loose Leaf Ac- 
counting Forms 
Binders, Files 
Price Books. 


a The Tengwall Company 
of Illinois 
20 Thames St., NEW YORK 





Hotel 


s 
Charlevoix 
Detroit, Mich. 

A 200 room hotel, com- 
pletely furnished and 
equipped. 150 rooms 
with private bath. An 
Ideal Location. Abso- 
lutely Fire Proof. 
Rates, $1.00 and $1.50 
without bath, $1.50 up 
with bath. 


GRINNELL BROS., 
Props. — 


ene . Hoag, Mgr « 
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(By Special Correspondente.) 
Baltimore, Md. 


H. F. Harrison, of W. E. C. Harrison & Sons, has 


ust returned from a two weeks’ trip to Atlantic City, 
. J. His brother, F. 8S. Harrison, is spending two 


weeks at the same resort. 
. . *. 
E. H. Gorsuch, 
is spending his 
Eastern Shore. 


vice-president of the Price Company, 
vacation at his bungalow on the 


. * . 

J. Edward Richardson, Sr., is spending his vacation 
in Denver, Colo., where he has gone as supreme rep- 
resentative, Knights of Pythias. He went by way of 
the northern route, stopping at Chicago, and will re- 
turn by the southern, making stops along his way. 
During his absence J. Edward Richardson, Jr., is 
taking charge of his work and will continue until 
the John Hopkins University opens in September when 
he will go back to his chemistry course at that insti 
tution. 


. . 7 
Mr. Thalheimer, of Meyer & Thalheimer, has just 
returned from a two weeks’ stay at the Hotel Ran 


dolph, Atlantic City, N. J., and Mr. Dulaney, of the 
same firm, is making a two weeks’ stay at the Wilk 


shire, at the same resort. 
. . . 

Mr. Rittler, of the Luckett-Rittler Company, has 
just returned from Shawomet Beach, Narragansett 
Bay, R. I., where he enjoyed a vacation of fishing, 
bathing, boating and motoring. 

. . . 
Cc. C. Geise, of the C. C. Geise Company, reports a 


very good month in spite of the vacation season. He 
has recently returned from a trip to the seashore 
His printing business has doubled since he started it 
a few months ago. 


. . . 
D. N. Owens has taken over the business of the 
Colonial Ribbon & Carbon Company and is handling 


it prosperously at 329 Law 
> > 

M. W. Lucy, of M. W. Lucy & Company, has just 
returned from a western trip where he purchased two 
and one-half tons of National Cash Register parts, 
which he is using in his business here and which he 


Building in this city. 
. 


will have for sale to the trade dealing in that line. 
The company are agents for the American Cash 
Register Company of Columbus, Ohio. Mr, Lucy is an 
old cash register man, having sold for the National 
for a number of years. His company is also state 
agent for the Victor Typewriter, a recent addition - 
to its already large line, and owing to the increase 
has leased the building at 225 Fayette street with 
warehouse in the rear. 
. * . 


Mr. Young, of Young & Seldon Company, returned 
from a trip abroad the last of the month, and upon 
his arrival Mr. Seldon went to Nova Scotia for a 
month's rest. Mr. Nicholson, of the same company, is 
also taking his vacation at Ocean City, Maryland. Mr 
Washington busi 


Nicholson successfully handles the 
ness for the company. 
. . . 

Mr. Reese, of John W. Kennedy & Company, is 
spending a month at his ranch on the Severn River. 
. . . 

Charles E. Falconer, of the Falconer Company, left 
August 10 for the west to attend the Stationers’ 
Convention and to visit Yellowstone Park. He will be 


or more. 
Boston, 
Lewis & Company, 
showing marked signs of 
is publicity manager and 
become sales manager, 
manager of the Baker-Vawter plant at 
Holyoke, Mass., to assume his new duties. Charles 
J. Phelps is manager of the manufacturing depart- 


ment, with R. D. McKeen, sales manager. 
>. * > 


gone a month 
Mass. 

Inc., in its reorganized 
prosperity. Albert 
Felix William Im 
having resigned his 


Hooper, 
form, is 
Belanger 
berg has 
position as 


stationer, and 
field in Philadelphia, is 


Carlton Keyes, formerly a Boston 
more recently in the same 
reported to be the new head of the stationery and 
leather goods departments of the Gilchrist Company, 
a large local department store which is erecting a 
new ten-story building here. 
. . . 

proprietor of the George B. Graff 
was married July 
his new home in 


George B. Graff, 
Company, manufacturing stationer, 
31 to Miss Florence Murray at 


Reading, Mass. 


APPLIANCES 


OFFICE 


L. E. Muran, mercantile stationer, formerly at 220 
Devonshire street, is now located at 51 Franklin 
Street, having quadrupled his floor space to accom 
modate increased demands. 

Butte, Mont. 

Ben E. Calkins, a well known local stationery 

dealer, has been awarded the contract for furnishing 


supplies, including pens, penholders, inks, pencils and 
pads, to the schools of this city for the coming year 
The choice followed an open competition in which 
many figured, as the award is one much desired by 
Montana stationers. Mr, Calkins’ prices were the 
lowest, and the prompt service and courteous treat 
ment accorded the board by him on last year’s con 
tract make the award a very popular one in Butte. 
Charlotte, N. C. 

receivership of the Stone & Barringer Com- 
has been dissolved and C. 8S. Stone, head of the 
concern, has purchased from A. B. Justice, receiver, 
all its assets. He is organizing the Stone-Barringer 
Book Company to continue the business. The publish 
ing branch of the trade will be handled by the newly 
Stone Publishing Company. 

Chicago, Ill. 
delays, Stevens, 


The 
pany 


organized 


After several Maloney & Company 


this month announced the opening of its new store 
at 332 South Michigan Avenue, which is located in 
Rooms 234-36 on the second floor. A general line of 
stationery will be carried and the store will be in 
charge of W. H. Shaughnessy. 
. . . 
The Tower Manufacturing & Novelty Company of 
New York has established a fine new sample room 
here at 323 and 325 West Adams street. The room 


is hardly large enough to 
array of samples 


is 50 by 172 feet, and yet 
hold the generous and attractive 
displayed. 
Cincinnati, Ohio, 
The Morgan Stationery Company has moved 
218 East Fourth Avenue to Government Square. 
. . . 


the United States 


from 


Printing 
Company 
ealled the 


The liquid assets of 
Company and the United States Lithograph 
are to be merged into a new corporation 
United States Printing & Lithographing Company, 
which will act as the exclusive sales agent of both. 
Its capital will be $3,500,000. John Omwake is presi- 


dent, and J. B. Foraker, W. M. Donaldson, A. M. 
Donaldson, J. M. Hutton, G. N. Robinson, C. B. 
Wright and §S. J. Murray, directors. 
Columbus, Ohio, 
In the formation of the new $10,000,000 envelope 


company through C. N. Atkinson of Kalamazoo, Micb., 
briefly noted in this column last month, practically all 
the stock of the Columbus and Indianapolis envelope 


companies, formerly occupied as subsidiaries of the 
Capital City concern, has been purchased. Herman 
Hoster, president of the Columbus Lithograph Com 


pany, retires with the sale, but Harry S. Mann, secre 
tary of the Indianapolis company, retains his position. 
Hagerstown, Md. 

Shaffer & Harman is a new local stationery 
cern here, beginning business September 1. 
Shaffer for twenty-three years was with R. M. 
& Brothers of Hagerstown. 

Mason City, Ia. 

The Novelty Company of Waterloo, Ia., a 
new has decided to locate in this city. It 
manufactures all kinds of advertising novelties, in 
cluding and leather goods. 

Minneapolis, Minn. 

engraver and 
new store at 
destroyed by 
elegant 
interior 


con 
Mr. 
Hays 


Mason 
concern, 


pencils 


society stationer, this 
800 Nicolett Avenue. 
fire last February 
example of modern 
decorating being in 
the sliding 
Davies de 
also his 
said to be 
latest move 
his chosen 


Cc. W. Davies, 
month opened his 
in place of the one 
The new building is an 
business architecture, the 
Pompelan green with tapestry panels to 
wall that conceal the stock. Mr. 
signed the new building himself. He 
own designing and engraving, and it is 
notable in beauty and originality. His 
climax of 32 years’ progress in 


cases 
does 


is the 
field. 
New York, N. Y. 
Whittemore, 
the American 


of the stationery 
News Company, sailed 
August 1 for a two months’ trip to Europe in the 
interest of the company. He will visit the principal 
trade centers of France, Germany and England, making 
purchases and arranging for agencies for foreign manu 


William G. manager 


department of 


facturers. 


. > > 
Frederick M. Leonard, secretary of the Typo Mer- 
eantile Agency, has been elected trustee by the cred- 
itors of Sherwood'’s, Inc., which recently went into 
bankruptcy. 
. 7 . 
Dempsey & Carroll, for many years located in the 


old. fashionable shopping center in Twenty-third Street, 


between Fifth and Sixth. Avenues. have decided to 
move to the new district along Fifth Avenue They 
have leased for a long term the store and basement 
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in the building at 431 Fifth Avenue, between Thirty 
eighth and Thirty-ninth Streets, the rental being 
$200,000. 

. * * 

Vv. W. Williamson has recently become connected 
with the sales staff of the Conklin Pen Company of 
Toledo, Ohio, and will represent this concern in New 
York City and the East. He has opened an office in 
Room 1014, 366 Fifth Avenue. 

. . > 

T. K. Brownell & Company, blank book makers, 54 
56 Warren street, have rented the adjoining loft and 
now have under one roof all the departments of the 
business. 

. . . 

The Supply Bureau, Inc., of Manhattan, has been 
incorporated to engage in the stationery, printing and 
supply business with a capital of $10,000. The incor- 
porators are R. R. Schofield, M. F. Schofield and C. F 


Frenderburg. 
. * * 


Ritterband, and treasurer of 


& Son, 19 


George M. secretary 


the house of Dennison Cliff street, has re 
tired from the business, but it is expected he will con 
tinue his interest in the Stationers’ Association of 
New York, of which he is a director. Announcement 
of his future plans has not been made. 

se . > 

Rudolph Brothers, 105 Hudson street, have added a 
successful school supply department. 

Portersville, Calif. 

J. H. James, a veteran stationer of twenty-five 

years’ experience, has retired from active business 
Rockford, Ill, 

William H, Shimmin, for four years manager of the 
Waldo .Book and Stationery Store, has purchased the 
Wendell Stationery Store at 414 East State street, 
taking possession August 1. 

San Francisco, Calif. 

Shapiro's stationery store will svon open for busi- 
ness in the Chronicle Building on Market street, the 
new establishment to be conducted in conjunction with 
the present one at 1303 Polk street. 

. . . 

The Non-Erasable Ink Company has filed articles of 
incorporation at San Diego with a capital stock of 
$25,000. L. E. Carter, A. C, Shreve and W. E. Lacy 
are interested 

. . . 

With the Cunningham-Curtis-Welch and H 8. 
Crocker Company consolidation an accomplished fact, 
the latter’s store at 460 Market street has been 
closed and the stock transferred to the main store at 


565 Market street. The manufacturing apparatus of 
Cunningham, Curtis & Welch has been moved to 230 
Brannan street and the Crocker store on Misslon street 
will soon be vacated. Work is still progressing on 
the new Crocker building on Market street, but it is 
understood this will not be occupied by the joint in 
terests, the headquarters affording ample room for 
stock. 
* * . 

A. C. Bowles, coast manager for the Joseph Dixon 
Crucible Company, has just returned from a_é short 
trip to Los Angeles, having gone there immediately 
upon his return from a northern trip. H. L. Hewson 
is expected home shortly from the Hawaiian Islands, 
where he was showing the Joseph Dixon pencil line 

* . . 

Dixon, Fish & Company, the California street com 
mercial stationers, have taken the gqgency, covering 
California outside of Los Angeles, for Gladiator pens 
and they are starting an active campaign on this 
line around San Francisco with the intention of push 
ing it in a jobbing way in all parts of the state 

e . . 

The Lipman, Wolf Company, of Portland, Ore., is 
about ready to open a new stationery store in that 
city, M. D. Collins having returned from New York, 
where he went to gather stock and ideas 

. . > 

The stationery store of Carl P. Staeger at Chehalis, 
Wash., was destroyed by fire a short time ago, with 
insurance reported at $4,000, 

. * * 

D. L. Baker has sold his stationery business in Los 

Angeles, Cal to W. E. Mingram of the same city 
> . . 


J. M. Thompson has purchased the stationery store 

of Howard Young at Long Beach, Ca). 
. . . 

New capital has become interested in the firm of 
J. N. Selby & Company at Bellingham, Wash and 
the new house will hereafter be known as the Selby 
Harris Company 

. * . 

W. E. Pratt has closed his store in Salmon Arm, 
B. C., and removed his stock of stationery to the 
neighboring town of Langley, where he is again in 
business. 

Toronto, Canada. 

W. C. Bell, president of Bell & Cockburn, sails for 

Europe early in September. 




















fis’ Sectional Bookcases 
Merit Your Recommendation 














For 
Office and 
Home 
























































Dust Shield 


Variety 
which protects books from dust and forms a recess over the 
There are 29 kinds of sections—each made in four woods— Plain book space, into which the door recedes when opened. 
Oak, Quartered Oak, Birch Mahogany, Genuine Mahogany. 
Plain and Quartered Oak are furnished in any of eight popular Solid Bookshelves 


stock finishes. 








neither sag nor warp. Unlike veneer shelves, these withstand 


This gives you an endless variety to offer yourcustomers. The the weight of any books, ete. which the section will hold. 
range in price makes it possible to sell them to almost any one ° 


who buys books. Shipped K. D. Folded Flat 










Gonstruction This means a direct saving of from 40 to 45% of transportation 
charges. Unlike other bookcases shipped knocked down, these 

A most painstaking and exacting study of the requirements of require no tools, serews or experience in assembling. Parts 
bookcases has been made and the results are embodied in these of sections interlock perfectly, so a section full of ks may 


be moved without danger of collapse. 


neither stick nor bind. Equalizer is riveted through the Catalog “‘E’’. 


sections. 
Doors do not stick Prices 
— , ; are consistently low— Dealers are allowed a liberal discount and 

A patented Door Guide or Equalizer controls the door—it can are aided through many and varied advertising helps. See 


























ffi Filing Desks and 





A Most 
Complete Line, includ- 
ing Letter, Cap and 
Invoice Sizes, also Choice of these 
Ten Kinds of Filing Drawers 











A Cahinet to meet the requirements of 
almost any Office---Equipped with 
Customer’s Ghoice of 
Filing Drawers 





or Letters, Cata- 
logs, Etc. 











Recommend them---Con- 
scientiously. Better 


Filing Drawers in 
: “Letter” and 
For Documents “Cap”’ width. 





Construc- 
tion can't be Roller Bearings under 
bought at For Vounes Very Drawer 
any price 

All Drawers Dust Proof You can sell them 





' at a Liberal Profit-- 
For Storage with Full Height Sides Order Sample Now 
The Sls Manufacturing Company 


For Storage 162 Union Street hein » TT Monroe, Michigan 

















Cabinets Give Lasting 
Satisfying Service 


Choice of these Drawers in any size Cabinet 
or in Three kinds of Desks 























. For Checks 
As strong and solid as seasoned eT 
. . VITAL parts 
Oak or Birch, with fitted we coma 
Oj —SUPERFLU- 
joints, glue and screws = ous ae 
can make them Electros eliminated. 
Your Customers want 
Scientifically For 4x6 Cards Service 





fjis Lines Give Efficient 
For 3x5 Cards Service at Lowest Cost 


Constructed 








Have You examined the Con- 
struction of these Files? Do 
so! Do not take anyone’s 
word for it! 





Stationery Storage 


Sffjus Filing Desk 


A Desk PLUS Files means 
MULTIPLIED Efficiency 








A Complete 
Office on Legs 


Files for Letters, Index Cards, Catalogs, Blanks—within reach 
without leaving office chair 
The selling price of #2 products is reasonably low. The cost to you is propor- 


tionately low. You sell W& goods readily, assisted by our national advertising, at 
liberal margin of profit. 





Single Pedestal Filing Desk If you haven't done business with us, we urge you to get our latest catalogs and 
' prices. Our proposition is interesting and profitable to you. 

























































nae rate 








“The Lid is on’’ this cabinet so ‘it 
raises and recedes under the top. 


The interior is like No. 120, opposite. 


This cabinet attracts attention (and 
business) wherever shown. 


Is being advertised in Leading Mag- 
azines, etc. 


Have samples included in your next 


Wee order. 


Two Sf (Us Winners 


Stationery Cabinets Promote Neatness 


Stenographers reflect the neatness and order of their desks in the 
letters they write. 


These handsome and very practical letter cabinets appeal alike to 
busines men and office help. They sell on sight. 


Nos. 222 and 333 


No. 120 


This #2 cabinet has compart- 
ments for Regular and Official en- 
velopes, Note, Letter and Legal Cap 
size papers and a drawer for Carbon 
Paper. 

Nicely flaked Quartered Oak finish- 
ed Golden or Natural Dull, also 
Birch Mahogany. 

Rubber feet prevent scratching pol- 
ished surfaces. 


y hii Ledger and 
—— Account Files 


Everybody knows these handy ac- 
count files, but everybody does not 
know that #2 makes the most 
attractive and most practical ones. 
See them in Catalog ‘‘D’’. 


Ife ““Small Goods”? For Quick Sales 





““Midget’’ Card Index Outfits 


These handy little outfits are used to advantage for in- 
numerable special purposes in almost any office. 


Wee \ines include sizes from 1}]x3 to 5x8, with or 
without covers, and in Golden Oak, Birch Mahogany 
and Natural Beech. 


You should have them on sale. 


Sie Sectional Card Index 
— Cabinets 


Are made in ‘“Top’”’ and ‘“‘Bottom’’ Sections. 
“Bottom” sections are added as required. 


Can be stacked to any height, used with or without leg 
base. 

Golden or Natural Dull Oak and Birch Mahogany in 
3x5, 4x6 and 5x8 sizes. 


| See index cabinets in Catalog ‘‘D’’. 


Complete lines of Card Index Trays for 
1{x3, 21x4, 3x5, 4x6 and 5x8 cards. 


Complete “Fibre Board’’ lines includ- 
ing Card Index Outfits, Letter and 
Transfer Files, Pigeon Hole Cabinets, 
Box Letter Files, Etc. 


Complete “Supply” lines including 
Card Index Cards, Bristol and Press 
Board Guides, Letter, Cap and Invoice, 
Manilla and Press Board Guides, Fold- 
ers, Etc. 


Scrap and Invoice Books, #2 and 
fee Gem Paper Clips, Etc. 


The 





162 Union St. 


Mew York Office 
Chicago Permanent Display 





Letter Tray Outfits 


Start the ‘‘Skeptics’’ filing vertically, which makes it 
easier to sell them the vertical system for their general 
files. A compact, handy file for department heads, for 
special correspondence, ‘‘follow-ups’’, etc. 

Capacity about 3000 letter size sheets. 

They Sell and Satisfy. 


Do You Know All The $f 2& Lines? 


Few dealers realize the vast number of salable articles 
we make. Concentrate your buying—we want and ap- 
preciate your business in one or all lines. 


Sfc Mfg. Co. 


Monroe, Mich. 
108 Fulton Street 


511-15 So. Wabash Ave. 
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Among the Catalogues 


Digest of Foreign Press 





A Word with the House Organ 














A large and judiciously varied catalog of offite goods 
just received is that of the Texas house of Clarke & 
Courts, manufacturing stationers of Galveston. It is 
No. 26 in serial order, and is an edition of 50,000 
copies, Yaailed to selected customers throughout eight 
States, Mé@mico, Cuba, Porto Rico, Jamaica, Central 
and South Africa. The postage alone on this issue 
amounts to $3,500, in itself illustrating the progress 
of this house in thirty-three years from a small job 
print shop to one of the largest manufacturing station 
ery houses in the country. The field covered in the 
book is inclusive of every possible want of the up- 
to-date stationery buyer. 

. . . 

Eberhard Faber, New York, has just issued a very 
handsome illustrated catalog of the firm's various prod 
ucts, illustrating and describing in a comprehensive 
manner the various articles of its manufacture. The 
many new and improved styles of boxes combined with 
attractive labels make this line one with material 
advantages in the convenient handling and marketing 
of the company’s goods. Great credit is due Eberhard 
Faber for the handsome manner in which this catalog 
has been gotten out. A complete index is given and 
new methods of display, so effective and so satisfac- 
tory, that every dealer will be greatly interested, Hand- 
some color plates are distributed through the catalog, 
showing the actual appearance of the different assort- 
ments. 

. . 7 

One of the neatest and best written little catalogs 
which has entered this office in many months is the 
new one put out by the Standard Typewriter Company 
of Groton, N. Y., advertising the Corona (Standard 
Folding Typewriter) for travelers. ‘‘A Typewriter at 
Hand is Worth Two in the Office’’ is its opening catch- 
phrase, and the succeeding matter is written in the 
same brisk and business-like tone. The peculiar use 
fulness of the Corona to traveling men, _ tourists, 
writers, editors, physicians, druggists, actors and the- 
atrical managers is briefly and persuasively described, 
and there are a number of splendidly executed illus- 
trations to enforce the appeal. The cover is a simple 
but very effective and artistic piece of work in green 
and red on a white background—just enough color to 
catch and charm the eye with a pretty design. 


Catalog 19 for Cutler Desks and Office Furniture, 
just at hand, is a handsome covered and elegantly 
printed collection of the very finest things in this well 
known and popular line. The foreword recalls the 
significant fact that the Cutler Desk Company of Buf- 
falo has 100 years of experience behind it, a fact 
which does not prevent its latest leaders being thor 
oughly modern and up-to-date in design and style. A 
few initial pages on the structural features of the 
Cutler products emphasize their adaptability to a wide 
range of business uses, and give solid reason for the 
durability, service and hearty strength of the line. 
The following pages are svitably divided between the 
various articles featured, special attention being given 
to the Cutler Adjustable Files, with their well-built 
simplicity; the fine line of Cutler roll-tops and flat- 
tops; shown from various angles in a way to enhance 
greatly their attractiveness; a very neat and substan- 
tial line of typewriter desks; another, of file desks, in 
many different styles; a typewriter roil-top of unique 
and serviceable design; several bookkeepers’ desks, 
directors’ tables and filing cases completing the assort- 
ment, 

. o > 

A splendid example of modern cataloging is the 
embossed, blue-covered book just issued illustrating the 
well known lines of the Colonial Chair Company, 1732- 
1758 North Maplewood avenue, Chicago, manufacturers 
of medium and high grade dining, bed room, rocking 
and office chairs. A frontispiece shows the company’s 
factory and following are sixty pages filled with. the 
best and the newest things in chairs, which are cer- 
tainly due to set more than one sales record during 
the season about to open. The assortment of office 
chairs is especially noticeable Attendants at the 
recent Furniture Exhibition in Chicago will notice sev 
eral attractive styles which were prominent at that 
display. Oak and mahogany styles rule, and thére is 
a very fine line of leather settees, with spring seat. 
There is a wide variety of patterns and enough of a 
range in values to accommodate any buyer who desires 
real quality in his office equipment. Together with the 
eatalog goes a price list of the Colonial lines which 
every buyer and dealer will do well to keep within 
easy reach while planning for his fall purchases of 
office furniture. The printing and illustrations in this 
catalog contribute powerfully to its general attractive- 
ness. Altogether, it is an excellent piece of publicity 
for a line whose usefulness has been tested and found 


enduring. 


GERMANY. 


Schreibmaschinen-Revue (Berlin), July 17.—American 
typewriters still magnetize a fair share of attention 
in the German trade press. The Wading article this 
month is on ‘‘American Typewriter Exports,’’ with 
some of the data published in last month's Office Appli 
ances to substantiate the supréfiacy of this nation 
There is a diagram and description illustrating a pro 
posed ‘‘keyless’’ typewriter, operiited by pushing levers 
forward instead of the down strike on the present key 
board. The name of the inyentor or the manufacturer 
is not given. Under ‘‘American Novelties’’ the Vulcan 
Sealer, made by the Vulcan Electric Heating Company, 
Buffalo, and the latest card indexing device of the 
Yawman & Erbe Company are pictured and briefly de 
scribed. 


Das Kontor (Berlin), July.—‘‘Sales Which Fail’’ is 
the leading article, with actual examples of inefficient 
promotion methods to back its logic. Lack of tact is 
found to be the chief offender. ‘‘Presses for Catalogs 
and Price Lists’’ is practical and up-to-date. ‘‘Warn- 
ings and Spurs to Traveling Salesmen"’ is another in- 
teresting and profitable piece of personal advice. Other 
readable features in this number are a description, with 
illustrations, of ‘‘Wage Envelopes,”’ ‘‘Shall the Man- 
ager Make Business Trips?’’ in which the answer is 
affirmative and a number of shorter articles of news 
and suggestion. 


> . . 


Schreibmaschinen-Reyue (Berlin), July 31.—The prin- 
cipal articles in this number, which is mainly con 
fined to news of the German trade, are ‘‘Methods of 
Returning the Typewriter Carriage,’’ with diagrams, 
and a brief but interesting discussion of ‘Celluloid 
Publicity Novelties.’’ 

. > . 


Buro-Bedarf Rundschau (Berlin), Aug. 1.—There is 
a wealth of handsome display advertising in this num 
ber which gives an interesting insight into German 
publicity methods as well as the progress of the office 
appliance industry abroad. The use of color effects 
is particularly striking and effective. Leading articles 
are ‘‘The Evolution of the Typewriter Key-Lever,’’ 
“English Success Against Germany in Meeting the 
Office Furniture Demand in Crete’’ and ‘‘Founding a 
Business with Insufficient Capital.’’ 


FRANCE, 


La Revue Dactylographique (Paris), July.—Record of 
numerous continental eontents in rapid stenography oc- 
cupy the larger portion of the news columns. There 
is a good picture and a sketch of the career of Man- 
ager Sussmann of the Lyons branch office of the Un 
derwood Company. ‘‘Management in a Business House’’ 
is a sane and well balanced discussion, and ‘‘The Place 
of Advertising’’ by M. E. Arnaud de Masquard, a 
French publicity expert, is well worth reading. A 
description of the Mentor, a new foreign typewriter, 
follows, together with an assortment of brief news 
items which amply cover the foreign typewriter field. 

BELGIUM, 

Hypsos Revue-Conseil du Commerce et de Il’Industrie 
Modernes (Antwerp), July.—Reduced in size of page 
but with the same quantity of vital, informing matter 
as formerly, this exponent of the newer Belgian busi 
ness ideals devotes its opening pages to foreign com- 
ment upon the proposal of its editor, M. Frederic 
Truyens, to organize a Business Office Exposition in 
Antwerp in the coming fall, including letters from the 
editor of Office Appliances and W. J. Chinneck, editor 
of The Organizer of London There is a fine picture 
of the Hall of Expositions at Antwerp, which will 
house the coming display, and well thought out dis 
cussions of ‘‘The Art of Writing a Letter,"’ ‘‘Employer 
and Employe’’ and ‘‘Variations in American Advertis 
ing.’’ The latter, in its good-humored analysis of the 
eccentricities of certain schools in the more lurid branch 
of American newspaper-making, makes interesting read 


ing across the water. Unlike a former article on this 
subject, the cases chosen are all up-to-date and scarcely 
exaggerated. The combat of the opposing country 


editors reads like a page from ‘‘Pickwick Papers’’ or 
the ‘‘American Notes.”’ 


ITALY. 


L’Impresa Moderna (Milan), July.—An unusual fea 
ture is the illustrated description of the use of little 
statuettes in Italian window display, particularly for 
the advertisement of hats and haberdashery. Other 
themes of interest are ‘‘Postoffice Reform,’’ showing 
some of the difficulties under which Italian publishers 
are laboring, and an account of the unique publicity 
method adopted by certain continental houses, which 
issue colored stamps as a means of exploiting their 
products. The page insert giving samples of this kind 
of advertising is a superb piece of color-press work. 


The Royal Standard for August gives interesting evi- 
ence of the vigor of Royal enthusiasm at the height 
of midsummer. The news from the field is optimistic 
ana plentiful, ‘Touching on speed contests—a popular 
thee just now—it is recalled that the general man- 
ager of the Royal Company, Edward J. Manning, was 
the winner of the world’s record in 1889, a reprint 
from a Buffalo paper giving the details of an exciting 
contest. Where is a picture of the fob held by J. B. 
Steedman of New York City, who has repeated his 
machime-a-day record for the Royal with phenomenal 
treqwency. 

. . . 

The best ‘‘dog day'’ reading we have seen in a 
long while is Baer Facts for August. The verse, espe- 
cially, is genuinely clever and ‘‘The Story of the Man 
Who Couldn't Catch Up” is a capital business fable. 
The editor avers that this issue is a sort of ‘‘shirt- 
sleeve and Porosknit number—short length and loose 
weave, without preachment, prayer’ or principle."’ 
“Written with iced tea on a leaf of lettuce,’’ also. 

. . . 

An earnest and effective piece of eampaigning which 
helped mightily to win the 1913 Stationers’ Convention 
for Springfield at Omaha, is the August number of 
the National, house organ of the National Blank Book 
Company, in the sister Massachusetts city of Holyoke. 
The attractive illustrated pages are crammed full of 
indorsements for Springfield from Bay State business 
men, together with pledges of loyalty to the Stationers’ 
Association and of appreciation of its aims and achieve- 
ments. Perhaps the best single thing in this issue, 
however ,is the epigram on the first page: ‘‘Courtesy 
is the eye which overlooks your friend's broken gate- 
way, but sees the rose which blossoms in his garden.’’ 

7 . . 

The Efficiency Bulletin for July continues to give 
good valve for the time spent in reading it. A num- 
ber of articles on salesmanship, both original and re- 
printed, consider it successively from the aspect of 
tact, courtesy, economy of effort and knowledge of 
the line. ‘*The Open Shop’’ is a vigorous editorial 
whose breadth of view will command respect even from 
those who may differ from its logic. The viewpoint of 
the employer whose ideal is justice as well as mastery 
of his property has seldom been better stated. ‘‘Heart 
to Heart Talks with the Bess’’ and ‘‘Pessimist or 
Optimist’? are other worth-while talks. Altogether, 
this number is a welcome representative of the Kala- 
mazoo Loose Leaf Binder Company, although we must 
firmly protest against the innocent query on page 4— 
“Does the State of Michigan keep animals in the 
Kalamazoo?’’—as cruelty to them, 

. . . 

The Underwood News for July is a catalog of vic- 
tories. Twenty-five salesmen, victorious in the Under- 
wood Six Months’ Salesmen’s Convention Contest, are 
named and attractively pictured. A little further along 
is an account of the remarkable Underwood triumphs 
at the Spokane convention of Commercial Teachers, in 
which Underwood operators took a large majority of 
the honors, as already told in Office Appliances, cap- 
turing all three firsts and most of the other places. 
There are a number of other excellent illustrations, a 
clever cartoon of the salesmen’s victory and much 
current news matter of interest. Another feature of 
the handsomely bound and printed number is the good 


assortment of wit and humor which it contains. 
. . * 


Ammunition for August, the bright little organ of 
the Safe-Cabinet Company, Marietta, Ohio, opens with 
a page editorial on salesmen, dividing them into those 
who wait, like Micawber, for ‘‘something to turn up,”’ 
those who work energetically but aimlessly and those 
who combine enthusiasm with well-defined purpose. For 
the first week in September this company kept 
open house,and all agents and branch managers are 
invited to be its guests during the six days. A hos- 
pitable page invitation to this event is printed, the 
object being greater unity and a better acquaintance 
between the house and its representatives. 

7 . . 

The “Y and EB’ Idea for August is an attractive 
Pacific Coast Number, with a bright orange Cali- 
fornia mission scene adorning the front cover. Gen- 
eral Manager Gustav Erbe contributes the leading arti- 
cle—‘‘Impressions of My 1912 Coast Trip’’—a vigorous 
and enthusiastic review of western business conditions. 
George H. Balsley, northwestern traveling representa- 
tive for the Yawman & Erbe Manufacturing Company, 
furnishes a ‘Bulletin froin the Front,’’ recailing plo- 
neer office appliance work in the west, including a sale 
of criminal identification goods to the city of Spokane 
as a result of co-operation with the city authorities in 
trailing an assassin. Manager Charles H, Victor writes 
interestingly on ‘‘Our San Francisco Branch,’”’ and C, 
W. Smith of its staff describes plans for the ‘‘Panama 
Pacific Universal Exposition of 1915."’ 
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PATENTS 





1,025, 644 Typewriting Machine Johu Purdy, New 
York, N. Y assignor to The Monarch Typewriting 
Company, Syracuse, N. Y., a corporation of New York. 


Copies of any one of these patents can be obtained 


1,025,805. Typewriting Machine. Herbert E. Bridge 
by sending fifteen cents in stamps to E, G. Siggers, 


water, Derby, Conn., assignor by mesne assignments t 
Derby, Conn., a corpora- patent lawyers, Suite No. 33, N. U. Building, Wash- 


Secor Typewriter Company, 
tion of Connecticut. ington, D. C.,. by mentioning Office Appliances. 1,025, 669 r'ypewriting Machine. Edwin E. Barney, 

1,023,806. Detachable Type Bar for Writing Ma Syracuse, N. Y., assignor to The Monarch Typewriter 
ehines. Herbert E. Bridgewater, Derby, Conn., assignor Company, Syracuse, N. Y., a corporation of New York. 
to Secor Typewriter Company, Derby, Conn., a cor 1,024,731 Manifolding Salesman’s Check. Edward 1,025, 698 Motor Drive for Calculating Machines. 
poration of Connecticut. Zuver Lewis, Chicago, Ill., assignor to The General Hubert Hopkins, St. Louis, Mo., assignor to The 

1,023,808 Typewriting Machine. Alexander T. Manifold and Printing Company, Franklin, Pa., a cor- Moon-Hopkins Billing Machine Company, St. Louis, Mo., 
Brown, Syracuse, N. Y. poration of Pennsylvania a corpcration of Missouri. 

1,023,827. Tabulating Device for Typewriting Ma 1,024,745. Typewriting Machine. Otto Pfeiffer, Cas- 1,025,724. jook Lock. Harry D. Snyder, Philadel 
chines. Rudolph Fallenstein, Marseilles, France, as sel, Germany phia, Pa., assignor to William Mann Company, Phila- 
signor to the Monarch Typewriter Company, Syracuse, 1,024,759. Typewriting Machine. Horace L. Wood delphia, Pa., a corporation of Pennsylvania 
ma F. ward, Washington, D. C., assignor to The Monarch 1,025,744. Holder for Assembled Sheets George F 

1,023,839. Transfer Mechanism for Calculating Ma- Typewriter Company, Syracuse, N. Y., a corporation C, Houghton, New York, N. Y., assignor of one-half 
ehines. Julius Graber, New York, N. Y. of New York. to John Wilding, Fort Wayne, Ind. 

1,023,840. Transfer Mechanism for Calculating Ma- 1,025,007. Pocket Memorandum Book. Adam Mie- 1,025,752. Typewriting Machine. Emmit G. Latta, 
chines. Julius Graber, New York, N. Y. den, Deadwood, Cal. Syracuse, N. Y., assignor by mesne assignments, to 

1,023,841. Key Mechanism for Calculating Ma 1,025,019. Hand Stamp. Max C, Price, Muskegon, Union Typewriter Company, Jersey City, N. J., a cor 
chines. Julius Graber, New York, N. Y. Mich., assignor to Hill-Independent Mfg. Co., Muske- poration of New Jersey. 

1,023,889. Account Register Albert F. Staples, gon, Mich., a corporation of Illinois. 1,025,837. Envelope. Frederick J. Schnorr, Two 
Canisteo, N. Y 1,025,046. Typewriting Machine. Walter J. Barron, Rivers, Wis. 

1,025,943. Typewriting Machine. Byron A. Brooks, 


New York, N. Y., assignor by mesne assignments to 
City. N. J., a ecor- New York, N. Y., assignor by mesne assignments to 
Union Typewriter Company, Jersey City, N. J., a eor 
poration of New Jersey. 

1,026,011. Reservoir Attachment for Pens Tet 
susaburo Watanabe, New York, N. Y. 

1,026,056. Typewriter. Zalmon C. Sholes and Joseph 
York, N. Y., assignors by mesne as 
Company, 


1,023,891. Typewriting Machine. Herbert H. Steele, 
Marcellus, N. Y., assignor to the Monarch Typewriter Union Typewriter Company, Jersey 
Company, Syracuse, N. Y., a corporation of New York. poration of New Jersey. 

1,023,895. Adding Machine. Jesse G, Vincent, De- 1,025,089. Typewriting Machine. Frederic W. Hil 
troit, Mich., assignor to Burroughs Adding Machine lard, Tottenville, N. Y. 

Company, Detroit, Mich., « corporation of Michigan. 1,025,097. Envelope-Moistening Device John W. 

1,023,910. Manifolding Sales Book. Rodney J. Wood, Lovejoy, Steel, Ohio. 

Dayton, Obio, assignor to Fayette H. Wood, Dayton, 1,025,113. Manifold Book. Paul Auscher and Charles M. Fraaz, New 
Oblo. Dehainault, Paris, France, said Dehainault assignor to signments to Zalmon C. Sboles Typewriter 


1,023,941. Index for Loose Leaf Records and the said Auscher. a corporation of Delaware. 
Like. Simeon B. Kirtley, Columbia, Mo. 1,025,129. Typewriter. George William Davis, West 1,026,064. Mechanical Calculator. Frank E. Web- 
1,024,013. Eliminating Key for Adding Machines. mount, Quebec, Canada. ner, Norwood, Ohio. 
Charles N. McFarland, Pa., assignor to the Adder 1,025,170. Loose-Leaf Binder. Clarence D. Trussell, 1,026,123. Calculator. Wendell Rice, Caldwell, Idaho. 
Machine Company, Kingston, Pa., a corporation of Poughkeepsie, N. Y., assignor to Trussell Manufac 1,026,171 I'ypewriting Machine. Frank C. Miiler, 
Pennsylvania. turing Company, Poughkeepsie, N. Y., a corporation of Salt Lake City, Utah, assignor to Underwood Type- 
1,024,072. Calculating Machine. George W. Goss, New York. writer Company, New York, N. Y., a corporation of 








St. Louis, Mo., assignor to Goss-Acrey Calculator Com 1,025,171 Typewriting Machine John Waldheim, Delaware 
pany, St., Louis, Mo., a corporation of Missouri. Newark, N. J., assignor by mesne assignments to 1,026,277. ‘Temporary Binder. Joseph A. Mudd, Chi 
1,024,157. Typewriting Machine. Herbert H. Steele. Union Typewriter Company, Jersey City, N. J., a cor cago, Ill 
1,026,346. Filing Device. Albert T. Elwell, Seattle, 


poration of New Jersey. 
1,025,198. Foldable Holder for Writing Pads. Oliver Wash. 
Jefferscn Kennedy and Kenneth Ben Kennedy, San An- 1,026,372. Typewriting Machine. Herbert H, Steele, 


Marcellus, N. Y., assignor to the Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New 











York. 

1,024,245. Fountain Pen. Martin O. Borbeck, Tracy, tonio, Tex. Syracuse, N. Y., assignor to The Monarch Typewriter 
Minn. 1,025,204. Typewriter. Charles J. Paulson, Brook Company, Syracuse, N. Y., u corporation of New York 

1,024,250. Typewriting Machine. Jacob Felbel, New lyn, N. Y., assignor by mesne assignments, to Sterling 1,026,443. Calculating Machine. Hubert Hopkins, 
York, N. Y., assignor by mesne assignments to Union Typewriter Company, a corporation of New Jersey. St. Louis, Mo., assignor to» Moon-Hopkins Billing Ma 
Typewriter Company, Jersey City, N. J., a corporation 1,025,213. Typewriting Machine. George H. Smith, ecbhine Company, St. Louis, Mo., a corporation of Mis- 
of New Jersey. Nutley, N. J., assignor to Union Typewriter Company, souri. 

1,024,258. Envelope. John Solomon Heeley, Gallatin, Jersey City, N. J., a corporation of New Jersey. 1,026,473. Calculating Machine. Nelson Stafford, 
Pa. 1,025,277. Cash Register. Charles F. Kettering and New York, N. Y. 

1,024, 280. Typewriting Machine. Morris W. Pool, William A. Chryst, Dayton, Ohio, assignors to The 1,026,576 Adjustable Support for s00ks Papers, 
New York, N. Y., assignor by mesne assignments to National Cash Register Company, Dayton, Ohio, a cor- ete. Charles T, Hard, East Liverpool, Ohio. 
Union Typewriter Company, Jersey City, N. J., a cor poration of Ohio. 1,026, Bookholder. John S. Maxwell, Anadarko, 
poration of New Jersey. 1,025,317. Control Device for Ticket Stamping Ma- Okla. 

1,024,295. Tripping Block for Typewriting Machines chines. Max Sensenschmidt and Eduard Kaiser, Frank- 1,026,549. Paper File. James Walter Almond, Ruck 
Otto Thieme, St. Louis, Mo., assignor to Moon-Hopkins fort-on-the-Main, Germany. ersville, Va. 
Billing Machine Company, St. Louis, Mo., a corpora 1,025,334. Calculator. William E. Thompson and 1,026,601 Typewriter Centering Mechanism Max 
tion of Missouri. Emma E. Thompson, Ranger Lake, N. Mex Pfau, Woodstock, IIl., assignor to The Emerson Type 

1,024, 472. Loose Leaf Binder. Edward H. Elder, 1,025,459. Addressing Machine. Sterling Elliott, writer Co Woodstock, Ill, a corporation of Illinois 
Chicopee Falls, Mass., assignor to National Blank Book Newton, Mass. 1,026,614 Account Register, Albert I Staples. 
Company, Holyoke, Mass., a corporation. 1,025,468. Loose-Leaf Book. Frank E. Housh, Win Canisteo, N. ¥ assignor to Superior Register Com 

1,024,522. Sales Stfip. Alexander G. Mowat, To throp, Mass. pany, Canisteo, N. Y., a corporation of New York 
ronto, Ontario, Canada, assignor to The Carter-Crume 1.025.544 Typewriting Machine. Herbert H. Steele 1,026,615 Account Register. Albert I Staples. 
Company, Ltd., Niagara Falls, N. Y., a corporation Marcellus, N. Y., assignor to The Monarch Typewriter Canisteo, N Y., assignor to Superior Register Com 

1,024,525 Locking Device for Loose-Leaf Binders Company, Syracuse, N. Y., a corporation of New York pany, Canisteo, N. Y., a corporation of New York 
John Schade, Jr.. New York, N. Y., assignor of on 1,025,583 Envelope Ernest W. Morgan, Oakland 1,026,619 Book Typewriter. Franz Wissn Mainz 
half to Louls Fink, New York Cal assignor of one-half to Nick Oster Kinsley, Germany 

1,024,508 Cash Register William H. Muzzy, New Kans : 1,026,640 Typewriting Machine Jacob Felb« New 
York, N. ¥ assignor to The National Cash Register 1.025.586. Combined Scale and Writing Instrument York, N. F assignor by mesne assignments, to Union 
Company, Dayton, Ohio, a corporation of Ohio. William F, Nicholas, Chicago, Ill Typewriter Company, Jersey City, N. J., a corporation 

1,024,679 Syllable Writing Machine Paul de Car 1.025.627. Typewriting Machine Oakley E Hull of New Jersey 
salade Du Pont, Paris, France, assignor of one-half to Cleveland, Ohio, assignor to The Monarch Typewriter 1.026, 642 r'ypewriting Machine Frederick A. Hil 
Gabriel Escarras, Paris, France Company, Syracuse, N, Y., a corporation of New York lard, Tottenville N. ¥ 


Addition to Staff of 
The Art Metal Construction Co., Jamestown, N. Y. 
Assistant to E. D. Lines, Manager of Agencies, 


Janet Lines, 
Born June 16, 1912; Tipped the beam at 8'; pounds. 


Already she demands an Art Meta’ crib. 
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1,030,502. 



























































1.035.664. 

































































1,035,664. 


LE 


for typewriters; patented Aug. 13, 1912, by John A. Ruffin of New York, assignor to Hammond Typewriter Company, of 
20, 1912, by James A. Whitcomb of McAlester, Okla. No, 1,035,066— 
1,033,709—Type writer with type at periphery of rotatable wheel to be 
23, No. 1,030,502—Fountain pen; patented 
Heber Carter, of Richmond Hill, N. ¥ No. 1,035,664—Typewriter desk; patented Aug. 13, 1912, by Jens Vsaler of Chicago, Illinois. 
No, 1,034,933—Envelope moistener and sealer; patented Aug. 6, 1912, by Daniel Greene Saunders, Jr., of 
Cleveland, O. No. ‘1,034,670—Calendar pad holder; patented Aug. 6, 1912, 


N 1.035.747—Shuttl hield frame 
New York, N. Y, No. 1,035,928—Back-spacing mech anism for 
Waring Witsell of Charleston, 8S. C. No, 
July 23, 1912, by Frederick Lasere of Cleveland, O. 


typewriters; patented Aug. 


Adding machine; patented Aug. 6, 1912, by Jobn 
manually turned to bring the desired letter into position; patented 
June 25, 1912, by George 


issignor to the Clemetsen Company, of Chicago, Ill. 
e Saunders Sealer Company of 


r to Yawman & Erbe Mfg. Company of Rochester, N. Y. 


Kansas City, Mo., assignor by mesne assignments, to t 
by Philip H. Yawman, of Rochester, N. Y., assigno 
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CLASSIFIED INDEX TO ADVERTISERS 





ADDING 5 ong ROLLS. 


Irish, Georg aper ¢ ISS 
ADDING MACHINES 

Arithsty le Co. . ase ue 

Burroughs Adding Machine Co... 2 

Comptograph Co ; P . 7s 

Dalton aane Machine Co........ Seon 5) 

Gancher, A ° duet Tr 219 
ADDING TYPEWRITERS, 

Elliott-Fisher Co ' . eh hi j 1s 

Moon-Hopkins Billing Machine Co . 14 

Remington Typewriter Co er ‘ee 7-20-24 

Underwood ‘Typewriter Co o 
ADDRESSING MACHINES. 

Montague Mailing Machinery Co 66 


AGENCIES WANTED. 





silliet & Cia 204 
Castelli, P.. & Co U4 
Fournier-Forquignon, Louis 204 
Heythekker, h. W 204 
don, Gluck M 244 
Rex Co. ae 24 
Toms, W. J 204 
ARM RESTS. 
American Mfg, Concern P . 33 
BALERS, 
Economy Baler (C: Se ore &0 
Handy Press Co The “)1 
BOOK RINGS 
Adams H T eee Fr . 205 
Kellner, Otto ; ae 217 
Morden Mfg. Corporation side Q1 
BUSINESS SHOWS. 
Annual Business Show Company Obeaaues ‘ 27 
CALCULATING MACHINE. 
Mellicke Caleulator Co ; , - 74 
CASH BOXES. 
Meilink Mfg Co 185 
CASH REGISTERS. 
National Cash Register Co.. , uiwe , 66 
CHAIRS, gh og 
Cook, ¢ i — Sesicatiate 220) 
Gunlocke, Ww, H., Chair Co ali te etl 86 
Johnson Chair Co.. 184 
Kohn, Jacob & Jos ER on: ee ) 196 
Marble, B. L., Chair Co......... ae .. 8&4 
Marble & yong Chair Co. ane ; 20 
Milwaukee Chair C , 77 
Murphy Chair Ne int stenaceen ws 6 
Pierce, S. K.. Son 170 
— PROTECTORS. , 
odd, G. W., & Co Tag 197 
COIN WRAPPERS. 
Detroit Coin Wrapper Co. . 202-213 
copy —_- 
ame ‘ - on 202 
COPYING DEVICES. 
Eureka Blotter Bath Co... ‘ -237 
COSTUMERS, 
Kohn. Jacob & Josef 196 
CUSPIDORS. 
Ireland & Matthews Mfg. Co g ; 176 
DESK CALENDARS, 
Hale Specialty Co 185 
DESK CLOCKS 
Phelps. H. D 719 
DESK LAMPS, 
McFaddin. H. G & Co 205 
Wolff, Wm. F. ‘ : 87 
—— SPECIALTIES, 
felton-Rhodes Co 80 
DFSKS. 
Bentley & Gerwig .Furniture Co 171 
Browne-Morse Co 173 
Clemetsen, The. Co 191 
Cutler Desk Co. 175 
Dietz, J. F., & Co Pose 0b 5) 22 
Dornette, The J.. & Bros. Co ; 5 i 
Henderson Desk Co " 188 
Marveville Cabinet Co . : 923 
Moon Desk Co 161 
Shelby ville Desk Co “. as P 21¢ 
yw City Desk Co es : 86 
Valley City Desk ( 159 
DICTATION MACHINES, 
a = oi ‘ 29 
dison \ In¢ , in 75 
DICTIONARIES 
Laird & Lae 188 
DIES 
Laganke Chas F 4 
DUPLICATORS (COMPOSITION). 
Durkin, Reeves & 214 
DUPLICATE LETTER Macuinen. 
American Multigraph Sales Co . 21 
Dick, A. B., Co 5 
Lineograph Co ee . , estes 76 
National Automatic Typewriter Co hia . -18-19 
National Lettergraph Co.. The : os 82-35 
Underwood Typewriter Co ~ 5S aif 29 
Writerpress Co ‘ “ 9 69 
ENVELOPE OPENERS. 
Lightning Letter Onener Co... : ‘ ‘ 79 
Mihills Allegretti Co 20% 
ENGRAVING, 
WH, TRO COMM Bi, CO... ccacescosesecss 214 
ENVELOPE SEALERS. 
Acorn Brass Mfg. Co ‘ 186 
American Multigraph Sales Co . 2! 
Reynolds H. J., & Co . : 175 
Saunders & Co 81 
ERASERS. 
Jee cer Co 194 
Tower Mfg & Novelty Co bbe 215 
Turner Bros 212 
EXPANDING ENVELOPES, 
Bushnell Alvah Co . 1538 
Graff, George B., Co ‘ 213 
Smead Manufacturing Company . 54 
Tension Envelope Co ‘ ‘ 1 
EYE SHADES. 
Texas CC 194 


FELT. 
ot N 7u 
FILING CABINETS, METAL. 
Art Metal Coustruction C« 187 
Crown Fireprooting Co x 
Edwards, O. M Co The 433 
General Pireprooting Co 16u 
Globe-Wernicke Co . 25-6-T-8 
Safe-Cabinet Co 83 
FILING CABINETS, WOOD. 
Automatic File & Index Co 212 
Broome Mfg, Co 68-217 
Browne-Morse Co 173 
Globe-Wernicke Co 125-6-7-S 
Macey Co The IS 
Melton-Rhodes Co 30 
Shaw-Walker Co. 236 
Wabash Cabinet Co 145-146 
Wagemaker Co., Itd 120-121 
Weis Mfg. Co 297 -28-29-3u 
Yawman & Erbe Mfg. Co 167 
FILING DEVICES. 
Cushman & Denison Mfg. Co 206 
Pratt Fastener Mfg. Co 222 
Smead Manufacturing Company 54 
FOLDING MACHINES, 
American Multigraph Sales Co 21 
Dick = <r S5 
sitet ta 2 PENS. 
Beaumel Co 195 
w %& Richards Co., The 194 
Diamond Point Pen Co 177 
Holland, John, Gold Pen Co 158 
GLASS FOR DESK TOP 
Ravenswood Office Specialties ¢ 174 
GUM TAPE MACHINE, 
Reliable Gummed Tape Co., In 12 
HOTELS. 
Herkimer, Grand Rapids 225 
INDEX GUIDES. 
Boston Index Card Co 203 
Simonson, R. A., & Co 195 
INDEX RACK. 
Index Visible Co.... 238 
INK PADS 
Fulton Rubber Type Co 221 
INKS, ADHESIVES, ETC. “ 
Carter’s Ink Co 78 
David's, Thaddeus, Co i4 
Higgins, Chas, M., & Co 205 
Sanford Mfg. Co... 239 
INKSTANDS. a 
General Supply Co 176 
Sengbusch Self-Closing Inkstand (C¢ ; 200 
LETTER mg noe ; 
gristow, Frede 212 
LITHOGRAPHIC CRSUTAL TIES. . 
Black Litho, Co p 195 
Goes Litho Co 192 
LOCKERS. 
Terrell’s Equipment Cc S4 
LOOSE LFAF. 
Anchor Loose Leaf Mfg. ( 222 
toorum & Pease L. L ook ( 168 
co 4. & B B.-oo 89-90-91-92 
Heinn Co ohn 117 
Irving-Pitt Mfg. Co 234 
Jones Improved L. L. Spec. Co 131 
Kalamazoo Loose Leaf Binder Co 15S 
Mann Co. Wm '71 
MeMillan Book Co 194 
National Blank Book (Co 199 
Plew & Motter Co 200-10 
Proudtit Loose Leaf ¢ 218 
Sheppard, The ¢ E. (o 181-82 
Sherick Henry C wT ée 205 
Stationers’ Loose Leaf Ce 174 
Tatum, The Sam’! C Co 135 
Ter waif al Co 19S 
Tengw. ‘ ° 225 
MAILING ENVELOPES. 
Tensicn Envelope Co i 
MANUFACTURING UNDER CONTRACT. 
Taft-Peirc: Mfg Co 77 
METAL OFFICE AND BANK EQUIPMENT. 
Art Metal Construction Co 1ST 
Crown Metal Construction Co 169 
Edwards. 0. M. Co The 145 
General Fireproofing Co 169 
Safe Cabinet Co.... So 
Toledo Metal Furniture Co 223 
MOISTENERS. 
Peerless Moistener Co 195 
NUMBERING MACHINES. 
Meyer & Wenthe 200) 
OIL, 
Morton Mfg. Co.. 79 
PAPER, 
American Writing Paper Co 163-4 
Brown, L. L.. Paper Co 149 
Crane. Z. & W, M 201 
Detroit Sulphite Pulp & Paper C« 19S 
Exton, Crane & Pike Co 177 
Hampshire Paper Co , ; 115 
Landsberg, A. S send 195 
Neenah Paper Co.. oe 25 
Rising. B. D., Paper Co.. 135 
Weston Byron Co 24 
PAPER FASTENERS AND CLIPS. 
Clinch Clip Co 195 
Clipless Paper Fastener Co 178 
Graff, George B., Co 21 
0. K. Mfg. Co 157 
Rockwell-Rarnes Co 217 
Superior Mfg. Co 153 
he i 
Sigge E. G 204 
ran, AND PENCIL CLIPS. 
an alkenberg 4 219 
PENCIL SHARPENERS, 
Spiro, The C Mfg. Co 196 
Automatic Pencil Sharpener Co 1: 
PENCILS. 
Dixon, Joseph. Crucible Co 123 
Faber Eberhard 23: 


PENCIL RING, 


Wade Wiecsdley : Des coc cvinns pac rendtadnasteens 212 
PENS. 
eo, BP. Gagdaal  qeebOh:. i. cbc TeUttidwiins eeeees 202 
PIN 
Onenesst Benen BD Pin Oe. iscacs sn dvecwnsaetes 206 
FLA CARDS. 
ey rtrd Caed: Oo. «0 si cd venpauqe ead talteed 160 
POSTAL SCAL 
Pelouze Ty "Co 000.0 02 0:4 «4am panes aaeuad tae 179 
Triner Seale & Mfg. Co. wbeabirnceae € tor isd 
PRICE AND SIGN MARKER. 
Fue” Weel THO Oe Saisie. oa Sen aend ek eene 221 
PUBLISHERS. 
Ofice Applience Co.) TRG. be csearicctaVetsvocn 157 
GStationcr and. Primtée. . «<6 civics isdors ces vencenn 219 
PUNCHES, 
Tatum, The Bow) 6... Giisiad cae tnks bees cece 133 
REBUILT OFFICE MACHINERY, 
Caicago Safe &  WeGe. 6s oss t-c pieces renelenc vcs 78 
RIBBONS AND CARBONS. 
oe ee ORR ee ee 225 
Ame G Weed Obs «0 + cubs CA eee eae t hae ets 22 
Buckeye Ribbon & Carbon Co................65 202 
Carter's Rak GO. : 00%404 Sees 50a aden 78 
Columbia Ribbon & Carbon Mfg..Co............ 71 
Crown Ribbon & Carbon Co. .5.@. ges sccccvccecs 63 
J. A, Henle. .& Oo... 2.0008 ty OT ee ee 200 
eT” ee ee A FA 82 
International Carbon Paper Co............6.005 193 
FF OR i Pe PP 186 
Manifold eee re ee 64-65 
a Re PR A Peer ee oe 61 
Mesiy G BORGO dics’ ¢ cs 000 ne eke sesdaetechue 221 
Neaiich PeCCGSD Cllr: meets 5 cect ccvesas pease ..188 
Newton Rotherick Bifg.. Co. ...........ceseweces 215 
Republic-Dodge Mfg. COTi A........ccccsececes 152 
Guth, Zope. T° Gheass ¢ teat obi ven ose sh cee 219 
Guelliaw' BS Ges << ccvtes Ue htnds sates venwelsees ie 201 
Union Ribbon & Carbon C0...... 6.6000 ccceeeee 87 
U. 8. Ne ia ag Sy saci BD Ri ete aac ween x 224 
Waneter, .F. Bs Od. dic tknisaneciaeet ds earn ens 31 
RIBBON AND CARBON MACHINERY, 
SON WER OO: 606s 6a 6SiS thee nn ver 646 223 
RUBBER TYPE 
Fulton Rubber Type Co...............- ert 221 
RULERS. 
American Mog. OaGmeeliis «200 6cdsincteds devesces 83 
Reps, FB. Ge reccccvegadesodsnstctwsthaameesessed 
SAFES, 
Meitnk W660. O08. 20% skaws ogh dN inwecedenkdeesent 185 
Vietsw Bate & Taek GOs. cree vcstlvsboewiasstsde 11 
SHOW CASES. 
Deteit Dhow Cass. Cbs siachia ose sAaaabos ess 222 
SLEEVE PROTECTORS. 
ge ee eer er eee 204 
TAMP AFFIXER. 
eee. DEE. O06 ind 6s ods ep Ohad Stade ce oe 10 
Messen BEES. Obicd cd acdebbnns cet tweets <0 205 
i ee. Sn ae, eae 30 
Puritan Mailing Machine Co..............s.66- 17 
STAMPS, HAND. 
Weyer Bo “WemtRe, occ Wdendsc tet babeiaas 6 0eseese 200 
STANDS, METAL, FOR OFFICE MACHINE. 
Adjustable Fable Weise cick dae toms vec 207 
Fowler-Manson-Sherman Cycle Mfg. Cb......... 28 
STAPLING MACHINES. 
BCtte Diag OO... oss o806 dose dee she eee ssasoes a 207 
STEEL ENGRAVING. 
a er ee ee ee 205 
TABLE 
Broome Mae, OO... -d06ss000000940408eoRonee 68-217 
St. Jobm’s Table OO, 5 censsctnsckevisse sin betes 170 
TELFPHONE ATTACHMENTS, 
Geogmme Mit Ce. Ber ccdsocess0ees sssspedawes 80 
ee ee ee rer ee ee 217 
ORver WER. Gi occws bass cdieens santo tte 219 
Sani Gellinae & BOV. OOsés vviccccidsr eaceemades 21: 
TIME STAMPS. 
Cooke, J. PT ee eee 222 
Ellis Time Stamp reer rs Sr: Se 214 
Follett Time Rec. Co............ ah Anat Wedel bee omit 195 
Heggnen, ©; Te. Gis vik a H4 oben ea ides ov cag 213 
TYING DEVICES. 
Pratt Pastemer DORR. ‘Oe. i000 sosncdtens ssanep un 222 
TYPEWRITER BUYER, 
Albright. B.° Ginceadoeg ts t¥ens ce eWneends echaul 225 


) 


Specialty Co... PR Pre Cre eee 
Marysville Cabinet Co 





Trledo Metal Furniture Co.......ccsseescccence 3 
TYPEWRITER COVERS. 
Tyvewriter Srecialty os o0.s'Vo kd apts a eene anes s 223 
Tree a HION 
Turton RO errr Perrier ee ee ae 205 
TYPFWRITFRS.  WEW. 
Riichensderfer Mie. Go... o0s0sc0cdsvcnpbv esses 225 
ee Eien ha 0:34.64 cod apeeens sats 13 
Was “Typeset Gy o's 0.065 6.ova de wncagemmagwene a0 8 
Hemmon® Typewriter O60. 2 iccccccsetentasesccs 11 
Oliver Typewriter Ce... .cccicreceiwotse Back Cover 
Pittsburgh Visible Typewriter Co.............. 7 
Remington Typewriter Co..............+..45. 7-20-24 
he. ee ee ee 76 
Hoos Trea Wiss 5 o6 do oie 04 Kade ab as sci dee 5 
L. C. Smith & Bros. Typewriter Co............ 43 
RtanGard Tyadweiitar Ge. » iach siccuded's sisiuney 23 
Underwood. Typewesnee GOs oss cssiccidicsies’ 9 
Victer Trecwee Tae. asco cccc ccincedhstvttneete 68 
TYPEWRITER PARTS. 
Amnee. Be DOr is 6000 0.0 06 bneeek stg haves aude & 
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aT KR tt 
Write for our 104 page catalog 
—just off the press—and 
ask for our liberal 
proposition to 
dealers 
i") 


and Supplies 
CHAWAWALKER 


425-459 Western Avenue 


MUSKEGON, MICHIGAN 


Makers of wer slich Files 


The Kind That Never Bind 










































Sectionets set up ready 
for use. 


Sectionets as they come 
to you 








Finger-tip Office Systems 






Invented by us in 1906 these small Sectional Units 
have won universal favor and are now 
in indispensable part of 
every office 
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o Ss Mesqite . 


The Eureka Blotter Bath 
The Eureka Sanitary Copying Cloth 


constitute a perfect sa roy! system of letter press copies. The impregnated 
stone composition bath affords an absolutely even distribution of moist- 
ure to the cloth, atthe same time precluding bad oder, mustiness or mil- 


aew. The wire netin the composition makes the bath practioany unbreak- 
| 


able. They are furnished in all sizes from correspondence to waybill. 
The patent chemical surface cloth which ,we furnish with non-raveling 
edge, insures clean cut copies. 
There are more Eureka baths in use than all others combined 
Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


THE EUREKA BLOTTER BATH CO. 
1, 6215-17-19 Wentworth Ave., CHICAGO, ILL., U.S. A. 











ALPHABETICAL INDEX TO ADVERTISERS 








A ane A. A OEP ee re rere 176 Pleard .@ Chambers pice so.c<cspadecdanatese 220 
ans AM sc ct Se EE ECCT ETT TLL 207 General Typewriter Ex...........cccc00eeee 16 Pieres, BG; %., B Beiiviess c0cs00% bse ee ven i oe 170 
ee a ee Se ee a 186 Globe-Wernicke Co........ Pr em IS 125-6-7-8 Pittsburgh Visible Typewriter @o.......... 72 
“Sty: oo en ers pee ane 205 CN Be NCS Gp ranccinse 6 ccdeskalecenan 192 Plew & Motter Co..... épaes nth ash ¥en 209-10 
ee eee an lu, RR ae eee 80 Pratt Fastener Mfg. Co.............. git wan 222 
Pe ree oe ere ee ee 225 ee POA. eee eee , Proudfit Loeeese Lent CO. 5.6506. ccc ccece c's een 218 
a Oe ee eee 225 es SONNE Te MR ite c kc cdccctabevseoss 213 Puritan Mailing Machine Co................ 17 
NOR, SG oto ok Sew kiwknn ok 83 GQUIMGGTED,. Wee. 00., GAB COs 6 ccc ccnccassccces 86 R 
Multigraph Sales Co.............. 21 H Ravenswood Office Specialties Co..... Adasen ae 
be ee 195 aiwth ||. RR Sy, ry ee 185 PRemlle “THROWTIEOE |” Gileisoss son. 5050 sv snsnests 
Writing Machine Co............. 15 Hammond Typewriter Co................55. 11 Rellable Gummed Tape Co., Inc............ 12 
WPT PAROP DOs .c ccc veceseccs 163-4 PURO FONEE GO. ok ois ck cc decd ccctsctons 115 nonsnanes TYROWTIOEP “TDi. oop crwiseeros 7-20-24 
PN PU i oas phe sacchavesensvicecetun 8 a. Ba Oe” rr ee nea 201 Republic-Dodge Mfg. Co......... aeehhiedk, ae 
Anchor Loose Leaf Mfg. Co................. _- a, x a Oe ee ee rece er- 200 Mex CO., TRO 06 ccSssdebi Feces eee Liane ew aie 204 
MUGINGSS SHOW CO... oc scccvccceces 26-27 FEE RS rr ay ee re 117 Reynolds, H. J. & GO. iieciccecdeveswes RI 175 
 eapiirin'nt-. \. 4a, Mh ad ORCL EEE EE ETT Eee 2OS. Monderecn, Desk Ge. oo. cccccccccsccsccccses 188 Rising, B. D., Paper Co............. pathxs 1 
CMON CtIOR CO.» oni ccscccwsecscs 187 I tos 60 5d oh kins t od éen/ae bane wee 225 Reokwell Barnes COsec sss socvesdeucdeshssewe 217 
Ault & WIDOTE CO..... 2... cccrcccccccccccces Se PE Oe Ora cia eis ks cre. onieven $6 eeeies 204. Royal NOveley COs ickicd cs). tocomstanteas 
Automatic File & Index Co.................. 212 Oy SN Me MONG on a ceudagdonscvenmel 203 Royal Typewriter C@s cise cccccccccectovices 
Automatic Pencil Sharpener Co............. 137 a 2 MO Perr ree 213 s 
B Holland, John, Gold Pen Co., The......... 188 4 Safe-Cabinet: CO. o.ciicsis'e ieiateds ice ess 83 
Ke MGs cnn ea gulbhcemunasreedes See SUN Ws Ws vaca eudsa chOVAN Son cieethaaaiae 206 4=Ganterd GIR. GOs... icdns0s tes es aaa Be odd 239 
OCTET Oe eee 194 I Saunders BG DOs ss cde cd den dietesstciabsaaee Oe 
Bentley & Gerwig Furniture Co............. 171 Sen Pr eee wn Se 82 Secor Typewriter Co............-806 eo 
6 aw dial hilace ates m-acdia SR Aa eae 204 Senet, WU Gees iii onc os Radice bacecussas 238 Sengbusch Self-Closing Inkstand Co........ 200 
RO aE ae eee ae 195 International Carbon Paper Co.............. 198 Shaw-Walleer Ce. .. vc secesvessweces ret ssceoe 236 
Blickensderfer Mfg. Co................0000 225 Ireland & Matthews Mfg. Co................ 176 Shelbyville Desk Co...........0.0005 ree 216 
Boorum & Pease L. L. Book Co............. 168 irish, George, Paper Co............-e.cceees 188 Sheppard, C. €., The; -Oessist50.c8 7605.5 181-82 
oes e ee cece eceeecccecesssteceess 7S = tpving-PIRt Mfg. Co... 22... ccccccrcccccesces SOO | GENEID OUND Mee 
CRO CG. oi. osc ccnce ce socscseces 203 J Siagera, Ti’ Gs -5 as ncuescanave taeean itniies see» 204 
Frederick .....cccccccccecccccceves Sie) = Salen BAe Oi ici in cde casnssivtsibasas 184 Simonson, R. A., & Co.......... bho oieiec vals 135 
SD EG Is 50S ono-0s cae e saves beedec ee 68-217 Jones Improved L. L. Spec. Co............ 131 Smead Manufacturing Company...... oo 
Brown, L. L., Paper Co.........ccccescesees 149 K Smith, L. C., & Bre. CO... oe ecevewkcs itees Jee 
BPOWNE- MOPSO CO. 6 6.605 wee ec ceccseccccsets 173° Kalamazoo Loose Leaf Binder Co.......... 166 «=Gmith, B. Tur GOen WRG cs sso cclees inn eines ~.. 219 
Buckeye Ribbon & Carbon Co............... ee eT eS 217 = Smith Selling & Adv, Co......:...ccseceeee 213 
Burroughs Adding Mach. Co...............+. Se CN MR a iccn coe anccssees cnadesscnees 206 § Gnelting GB BO. sisucerss tek 6 py ons'predcolghes 201 
Alvan, CO........cceccescecscccees TS = SEA, PRE BO DOG vic ovis nciccncesaes dans 196 Spiro, The C., Mfg. CB wince isaue cs repre ree 196 
Cc L Standard Typewriter Co...........eeeeeuees 23 
INK CO... eee eee eee eee eee e eee re eee errr rn 204 Stationers’ Loose Leaf Co...............-55- 174 
Castelli, P., & Co......... 0. eee eeeeeeseeeeees <a Se ee eee 188 4 6Stationsr G PORNO... céss cwiceaecinagvertes 219 
Celina Specialty Co.............ceceeeceeeees SY Ri Eg os dae es bacdeaniethn sae’ 196 9¢. John’s Table GO... oscil sober etasehasines 170 
Cee. ee. Gk. WO, GOs cca idicccdekices as 78 Lightning Letter Opener Co............... 79 Supertar BOie. GO. iis s cdc cdediendee its dies 153 
2% Fe Y Sepeeereerer 89-90-91-92 Lineograph Co...........++-.+..... 20. eee e ee. 76 T 
THE, CO... . cece cece eee eeeeeeees NOS ERNE) Mes hrc eRe tanedie wcckcsenensaeuk 186 Taft-Pelroe MIG. CO...cciadssdewsswhsteners 
Clinch Clip CO....... ccs ccrececnsccccvccsvees 195 M Tatum, Gamat C. Goi, FAs cc caves 02.008tea > va ae 
Clipless Paper Fastener Co............... g> OEE . Wiper i ink cas sah cones sntee oe 189) = Fall. Cley TROON OB eon oso nv ds (epiet seasons 86 
Columbia Rib. & Carb. Mfg. Co...........-. 71 = Manifold Supplies Co.............:ceeeeeees 64-65 Tenacity Nig. CO.....ssscrssssedeees rere 198 
Comptograph Co. .......-.:.eeeeeeeeeeeeeeee SS ROM, WH Ob rs cavcessccansevasas - 171 §=Teneteell: ON o6cctccs oud occthonssaaeeoetnael 225 
COOK, C. An, CO... rc ccccccrccvcccvcccccess a ee ee a oe reer 8 Tension Gavelene COs... fccsccctccdcarepiiee 4 
Je Pep COs. en rcccsccccrescnesssveseees 222 Marble & Shattuck Chair Co............ -- 20 Terreli’s Mawlnniett: OO... .66 6 .ssceseseidos a4 
Z. & W. Mi... eee eee ence eee eee 201° Marysville Cabinet Co..............seeeees 2238 - Texae COMME ass.ccavescacseveets éattewene 194 
Crescent Brass & Pin Co...........cecceee. 206 McFaddin, H. G., & Co....... and beeed aad we 205 There A Sart. GO, oh kb ab cbs ater teadieees 12 
Construction Co............. 0 SS = - GUNN IOUIIIOR Sob sos ices srewendcoes -- 186 += Fads: BG. Wa hee sna wnd tsenneniens 197 
Crown Ribbon & Carbon Co................. 63 Rhettinice GUURIONED G6, xk ok cic ccc cccccaceces 74 Toledo Metal Furniture Co............--e+.- 
Cushman & Denison Mfg. Co............... 206 =Mellink Mfg. Co.............. 5 enc cumanten - 105 «Toms, We Ges. cess dcceton Wyss ciengey ot eae 204 
Cutier Desk Co........-- ccs cccccscceccecese 175 Melton-Rhodes Co........ Ges pee a Ps 30 Tower Mfg. & Novelty Co...........e.seeees 213 
D Meriden Mfg. Co............ secccccccccccce GOO) ©6Teiner Seale @ Migr Ce. s tsc535 cis ces serenes 184 
Dalton Adding Machine Co..........++....+- 53 Meyer & Wenthe.............. aecceccccccce MOO ‘Surman GOR. . ccksesGssers cd knewene ete 212 
Thaddeus, Co.........+.+.seeeees ... 34 Mihills-Allegretti Co............. Lec atonal 27 Turten, Go: Wiirsiecsabsiccseditisbaaeen 205 
Coin Wrapper Co............-:. ae an, SN Oe rrr en Tre 217 = Typewriter Emporium..............esseeeee 211 
Show Case Co.............seeeeeeees 222 Milwaukee Chair Co......... en ie 77 Typewriter Specialty Co...........sseceeeee 223 
Sulphite Pulp & Paper Co.......... 198 ee gg PRR rr eee 61 U 
Diamond Point Pen Co..............eeeeeeee 177 Montague Mailing Machinery Co........... 66 Underwood Duplicator...........cs..eseeeees 29 
Ge... a SE aOR ee 85 Mann WOR GO. Fs ox.cics 606955 er Underwood Typewriter Co............++2005- 9 
eee cower ererrseceees v+++ 29 NS a ee eee ee 14 limderwood Tyrewriter Exchange, B. D.... 199 
Dietz, J. F., & Co. nent eeeees -++eeeess 22 Morden Mfg. Corporation...............+. . 201. Union Ribbon & Carbon Co....:............ R7 
Dixon, Joseph, Crucible Co.................. 12 Morton Mfg. Co..........-- nana Tee pi - 7% YV. 8. Playing. Card C0. 2.60266 ssecc0e- ee 
Dornette & Bros. Co., The...........+.+++.. ent WINE Fs van sn cece ces rescecessccseeee. 80 UY, &, Typewriter Ribbon Mfg. Co........... 224 
Reeves & Co Ea ilaica heal ere eo a 204 Murphy Chair Co......... ao ai ee 6 Vv 
- N Valley Clty Desk Co.....feccisecdecuceeccscs 159 
. M...... sent e rece ee eeeees 202 National Automatic Typewriter Co., The..18-19 Van Valkenburg. L. D...........sceeeeeeees 219 
Eaton, Crane & Pike...........-.0++seeeees 177 National Blank Book Co........... secceee 199 Victor Bate Let 20... ntin st cecneieenaaes 11 
Economy Baler Co..........-..-.++e++05. 80 National Cash Register Co... cneneeta 66 Victor Typewriter Co...........+..++ C eoee ls 68 
Edison, Thos. ag 8 re adbld dks ok Teak ee an National Lettergraph Co., The.. The 2-88 w 
O. M., Co., The........++-++4++. Neely & Peacock............. veces Ee een 145-146 
“eebleapieennenuien ite 13 Neenah Paper GO...ccccciiicccccceiiirtt! ge WaneM Selene eaecesbertecceseaaaam c 
Ellis Time Stamp Co ST Pee re Neidich Process Co........ aes ... 188 Ww ee Co oS epppn age pt opie us 420-121 
Eureka Blotter Bath Co Seer re eee 237 Newton-Rotherick Mfg. Co................ _ 215 bets oa sm ‘eo apap Boe RRR ws 
Extensive Mfg. Co. eee bie 10 re) Webster. F. s.. iia oT ee 31 
ad rit ci Wika a otine eam are ats 239 Oden, Pek. M.. ipareiretne tsb Werke = wee ee apenas stance 227 - 28-29-30 
9 oO. ° ressinc eéecnwen ; avons es » BYPOM GO. oc cccecvcceccscceuedstonve 
Sera Md Bi, Rea rate 204 0. K. Mfg. Co... oe see .* obhbecedseees 157 Whitney-Richards Co., The.........s..sse0> w= 
Fowler-Manson-Sherman Cycle Mfg. Co.... 28 Office Appliance Co., The tees aaa Wholesale typeset BO aa di v4 003 Sones on 
US ty eh Ee ee Peer 83 Oliver Mfg. EE aes set ees as ee we ge = o ” RES ES Se re eee 87 
Fulton Rubber Type _ Mis es oe a OE ” ee ae Pp Writerprees GOs. wcvcnctesededawensseateeameee 69 
, Y 
RE an pre ir ie kee ar «Seas 219 Pelouze Manufacturing Co.. 179 
ES _ SE ras ee ee . 202 Peerless Moistener Co... 195 Yawman & Erbe Mfg. Co.......-..eeceeeeee be v4 
go ck Be ee re eee 169 PROBS: FE. Tic wccccccs . 219 Young, T. W., Co., SOU bce ocenes 600s 4tmme 





238 


OFFICE APPLIANCES 


September, 1912 





INDEX VISIBLE 


MEMO-FILE | 





How it is Superior to Other Reminding Devices? 
It doesn’t get out of date and have to be rewritten. 


being permanent. 


There is no scratching and no interlining. 
may go, but the file goes on forever. 











It is visible without 


Mems. may come and mems. 
Each file carries 60 one-line cards, 


or 50 of our 3x5 cards; and, for hundreds of cards, a whole series is 


used. 


(Used by dozens in some factories.) 


Who Use It? Advertising managers for lists of printing jobs; executives 
for appointments and phone calls; banks for ‘‘stop-payments;’’ house- 
wives for shopping lists: superintendents to ‘‘route’’ jobs through 
the production department—a file before each station, or 
machine, or foreman; public accountants; insurance companies and 
agencies; business schools; and all who have changeable records. 


What They Say: 


“One of the most convenient office appliances I have 


ever had.” (Adv. Mgr. Am. Writing Paper Co.) ‘*The best thing for the pur- 
pose we have ever seen. (A Stationer, J. R. Rembert Co.) 


What Do We Furnish the Stationer? 


(1) A system of quantity dis- 


counts; (2) mailing slips in twocolors with a design like the adjoining illustration; (3) 
display envelopes with the same two color design eighteen inches high to contain the 
files—these will decorate your windows or your shelves with almost no sacrifice of 


floor space; (4) you will see it advertised in September ‘‘System. 


” 


RETAIL PRICE, 75c. 
Send 8c for sample file; (or 33c for a small 22-card file). 


(MEMO.-FILE DIVISION) 


THE INDEX VISIBLE COMPANY, sew’ saven”’conn. 





Index Visible Co 





Copyright 1912, Irving Fisher 
































HELP WANTED. 


WANTED — THREE GOOD TYPEWRITER 
repairmen for Chicago shop. Positions open 
at once. Address N 16, care Office Appliances, 
Chicago. 
WANTED — HIGH-CLASS 
salesman. Oliver Typewriter Office, 
Broadway, Milwaukee, Wis. 
WANTED — EXPERIENCED MANAGER 
office supply and wallpaper store, southern 
Ohio. Prospective buyer preferred. Address 
X17, care of Office Appliances, Chicago. 


_ SITUATIONS WANTED | 


SALESMAN, 42 YEARS OLD, DESIRES PO- 
sition as branch manager for manufacturer 
of office machinery, or as manager office appli- 
artes department handling these _ articles. 
Twenty-three years’ experience as salesman, 
manager and manufacturer. Now employed as 
traveling salesman. Address J 15, care Office 
Appliances, Chicago. 
SALESMAN WITH YEARS OF EXPERIENCE 
in office appliance lines, now in this country, 
desires to represent reliable manufacturer of 
ribbons and carbons, inks, typewriters, or type- 
writer supplies in the Orient or the Latin- 
American countries. Willing to go to China, 
Japan, Philippines, Hawaiians, New Zealand, 
Australia, Mexico, Central America or South 
America. Can produce excellent results. Ad- 
dress C 20, care Office Appliances, Chicago 


A LIVE MAN WHO THOROUGHLY UNDER- 
stands the typewriter and office appliance 
lines, twelve years’ executive experience, de- 
sires connection with high class firm as man- 
ager of department or entire business. l 
salesman with record of success. Address W117, 
care of Offfice Appliances, Chicago. 
EXPERIENCED SALESMAN ON PACIFIC 
Coast, having personal acquaintance with the 
dealers, wants to make connection with firm 
seeking a thoroughly capable representative for 
that territory. Excellent sales record. Ad- 
dress J 16, care Office Appliances, Chicago. 
EXPORT MANAGER AND CORRESPONDENT 
desires connection with high class concern 
Fifteen years’ successful experience in the type- 
writer and office appliance lines. Familiar with 
Latin-American business customs due to resi- 
dence in South America and Mexico. Speak 
and write English, Spanish and Portugese. 
Capable of handling publicity campaign. Ad- 
dress H15, care of Office Appliances, Chicago. 








TYPEWRITE 
4 


R 
> 
> 

















SALESMAN THOROUGHLY EXPERIENCED 
in commercial stationery, office furniture, of- 
fice appliances and typewriters, desires position 
in Southern or Western city. Am married, so- 
ber, industrious and trustworthy. Address C19. 
care of Office Appliances, Chicago. 
SALESMAN WITH SEVEN YEARS’ EXPE- 
rience in the retail office supply business in 
a city in the Central West would like to make 
a change. Good references. Reasonable salary 
to start Address ABC, care of Office Appli- 
ances, Chicago. 
SITUATION WANTED—BY EXPERIENCED 
practical typwriter salesman, young and with 
no bad habits. Address AD, care of Office 
Appliances. Prefer Western territory. 


FOR SALE. 


ACCOUNT LIMITED SPACE MUST SELL 

almost new Printograph A-1 duplicating 
machine. Cheap for cash or will trade. Ne- 
braska Typewriter Co., Lincoln, Nebraska. 
FOR SALE—PATENT RIGHTS OR CONTROL- 

ling interest in a perfected mechanical device 
in class with adding and addressing machines 
and typewriters. Past experimental stage. Ex- 
cellent opportunity for man with capital. Ad- 
dress 016, care Office Appliances, Chicago. 
FOR SALE—COMPLETB OFFICE SUPPLY 

and printing business. Incorporated for $30,- 
000.00, doing good business and growing. Ex- 
clusive business within 100 miles. A rare op- 
portunity. Ill health of owners only reason for 
selling. Apply R16, care of Office Appliances, 
Chicago 




















ADDRESSING MACHINES ADDRESSO- 
graph plant, almost new, Addressographs, 
Graphotypes, cabinets, four line frames, 75,000 
mail order names Sacrifice. N. Wagner, 
Scranton, Pa. 
FOR SALE—UNITED STATES AND CANADI- 
an Patents for a pen ejecting penholder, can 
be manufactured and ready for market for $1.59 
and jobs for $3.50 per gross. Has been on the 
market about one year. Reason for selling, not 
enough capital, and other business. Have all 
machinery, dies, etc. Ask for further informa- 
tion and sample. The New Idea Specialty Mfg. 
Co., Fort Wayne, Ind. 


aN -), meacdn 1,188 = EAR 25 to $100 
ADVERTISEMENTS AWEEK 
We can positively show you by mall How To INCREass Your 
SaLary Book mailed free. Page-Davis, Dept 27, Chicago lil. 
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BUSINESS OPPORTUNITIES. 


TRAVELING AND LOCAL SALESMEN TO 
sell Transo (transparent face) envelopes 
Every business house a possible customer; ex- 
cellent proposition; commission basis Transo 
Paper Co., Chicago. 
OPENING FOR EXFERIENCED PRINTER 
and salesman to share taking charge job de- 
partment earning $20,000 yearly on daily news- 
paper, middle west. Also $2,000 annual office 
supplies. Field state wide; business can be 
trebled now. Ideal for young man with $15,000 to 
build big business and reputation. Address 
D 17, care Office Appliances, Chicago. 
WILL SELL MANUFACTURING BUSINESS 
established seven years; selling wholesale only; 
to Typewriter Manufacturers and Dealers, staple 
article: net profits $3,000 per year, can be in- 
creased; only $2,000 working capital required; 
will sell entire business, good will, elegant home 
and factory within 30 miles of New York City, 
valued at $10,000, all for $15,000. Rare oppor- 
tunity for young married man; will stand strict- 
est investigation. Address BM, care of Office 
Appliances, Chicago 


SELLING AGENTS WANTED FOR HIGH- 
grade typewriter specialty (that practically sells 
itself when placed on trial) conceded by all type- 
writer dealers and users to be the most practical 
appliance of its kind and the only one not 
eventually discarded—consequently in a class by 
itself. Thoroughly perfected and now being 
manufactured in large quantities. Will enter 
into arrangements granting exclusive Sales 
Agency for United States on extremely liberal 
basis, with large margin of profit, making all 
deliveries direct from factory if so desired; con- 
sequently headquarters may be anywhere and 
appliances can be handled in connection with 
other lines. Already introduced in a number of 
States, sufficient being in use to demonstrate 
both selling and lasting qualities, but owner has 
more than he can properly handle looking after 
both domestic and foreign trade and desires to 
devote his attention to export sales. Will make 
contract on basis of opening order for $2,500 for 
immediate or future delivery, granting ample 
time between this and succeeding orders. Ad 
dress P15, care of Office Appliances, Chicago 


AGENCIES WANTED. 


EXPORT ADVERTISER LOCATED SIXTEEN 

years in London, selling specialties in Europe, 
now in America, desires agencies for export 
Address L16, care of Office Appliances, Chicago 
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Sticks instantly. Pure white. 
Will not discolor. Never 
driesout. I heideal paste for 








ofhce and for general pasting. 


| Fo Sale by All Leading Stationers 









yinal Water-well Jar 


SANFORD MFG. CO. 


CHICAGO NEW YORK 
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——_aaere FF — 
BERHARD FABER. 


MONGOL The Pencil’ That iS 
"Wobee | ALWAYS Right | 


=/ Made in Four Grades > 


1 Very Soft 2 Soft 
3 Medium Hard 4 Very Hard 


EBERHARD FABER: NEw YoRK. 
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Why Argue---You All Know 





The. 


OLIVER 


Typewriter 
: The Standard Visible Writer 











